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Parts and Service Volume Spurts 


Avs was a good month in 
the typical auto dealer’s parts 
and service departments, the 
monthly Automotive News survey 
reveals. 

Just about all indicators of suc- 
cess in the shop ran ahead of the 
totals for July and for August 
of last year. 

Sales of parts used in repairing 
“cars .in the typical shop ran 4.1 per- 
cent ahead of the total for July 
and 6.0 percent ahead of the figure 
for August, 1959. 
* * & 
_ VeTOMER labor sales in August 
were 5.1 percent above the July 
showing. However, labor sales were 
off 6.4 percent from the August, 
1959, total. This was the only soft 
spot turned up in the monthly 
¢heck on service operations. 
typical dealer was serving 
service customers in Au- 
gust. Repair orders written dur- 
the month ran 5.7 percent 
of July’s total and 4.4 per- 
ahead of the figure for Au- 
1959. i. 


T 
were 


parts and accessory sales 
percent above the July 


showing and 5.0 percent ahead of 
August, 1959, These figures include 
all sales of parts and accessories, 
including sales in the shop, over 
the counter and on a wholesale 
basis. 
a oK Eg 
hap warranty problem is about 
the same as it always has been, 
or maybe a little better, as far as 
the typical auto dealer is concerned. 
That is the conclusion to be 
drawn from dealers’ answers to 
questions on warranty work. The 
questions were a part of the month- 
ly check of dealers’ service activ- 
ities. 

Of course, on a question so 
broad as warranty work it is dif- 
ficult to draw conclusions that 
apply to all, or even most, dealers. 
For instance, the dealers survey- 

ed were asked how their warranty 
experience this year stacked up 
against last year’s experience. The 
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DETROIT, SEPTEMBER 19, 1960 


New-Model Seas 


60 Run 


By Martin L. 

Staff Writer 

E new-model season got under 

way last week as the 1960 model 

run closed with prodaction of 
6,011,482 cars. = 

Comet, Dodge and ‘Studebaker 

Hawk already have presented their 

’61 models in the natieh’s newspa- 

pers, and the announcément pro- 

gram will gain momentum this 

week. 

Next week, Autem@live News 
will carry pictures and stories of 
the ’61 Ford, Falcon, k, Buick 
Special, Oldsmobile #-85, Plym- 


er 


Stocks of Imports 


Turn Downward 


Makers Seek to Gear 
Shipments to Sales 


By Maynard M, erdon 
News Editor 


 igw caution uaee-age flying at 
European auto plants, and as a 
result the United States inventory 
of imported cars is dedlining signi- 
ficantly for the first time since 1957. 

An estimated 129,000 new imports 
remained in U. S. j@edier or dis- 
tributor stockpiles Sept. 1, accord- 
ing to the monthly .census of AUTo- 
motive News, An 88-day: supply, this 
was a definite improvement over 
the alltime record of 140,000 over- 
seas cars counted Aug. 1, equivalent 
to a 92-day burden. 

Moreover, a stabilizing of the re- 
tail-delivery rate brotight the in- 
ventory below the July 1 count of 
132,000, equal to an 8-day supply. 
The total reached the July-August 
levels after two steep rises which 
reflected shipments far in excess of 
the U. S. sales trend. 

ok o* * 
PPORT sources in New York are 
hopeful now that.the decline in 
shipments and inventories will con- 
(Continued on Page 4, Col, 4) 





dealers divided into three groups 
of almost equal size. 
* *  * 

UST about 40 percent of those re- 

plying said they had less war- 

ranty work to do this year, another 
30 percent said thistyear, was about 
the same as last year and the re- 
maining 30 percent said warranty 
work had increased. 

Warranty work can be good and 
it can be bad. As long as the dealer 
and the customer agree on what 
has to be done and the factory pays 
for the work promptly, it’s good for 
one and all, 

When the customer feels that 
some fault in his new car should 
be corrected at no cost to him 
and the dealer disagrees, there is 
bound to be trothble. There is an- 
other area of potential strife and 
that is the dealer-factory tug-of- 
war on warranty questions. 

When the customer gets free 
work to correct a fault that the 
dealer feels ig the factory’s respon- 
sibility and the factory won't pay 
for the work, the dealer feels 
miffed. When the factory's pay- 

(Continued on Page 4, Col, 2) 


Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 


AITY 01 


Imperial. = 

The following week will see the 
press introduction of Mercury, 
Lincoln Continental, Cadillac, 
standard Oldsmobile, Pontiac, 
Tempest, Chrysler and Studebaker 
Lark. Chevrolet, Corvair and Ram- 
bler will round out the season in 
the Oct. 10 issue of AvTomorTive 


News. 
[Dp BArSR introductions begin 

Sept. 29 as Ford, Falcon, Dodge, 
Dart, Lancer, Plymouth, Valiant 
and Imperial bow. 

Other makes will follow in a 
tight schedule that is geared to 
the Oct. 15 opening of the Na- 
_tional. Automobile. Show. 

Every domestic make except 
Tempest, Thunderbird and Lincoln 
Continental is slated to be on sale 
by the time the big event opens 
in Detroit’s Cobo Hall. The three 
latecomers will be displayed at the 
show, however. 

An estimated 230,826 new models 
had been assembled by the nation’s 
auto makers through last Saturday. 

* * * 


* * * 


NLY four American car makes 
showed percent-of-industry 
gains as 1960 model-run output rose 
8 percent over 1959. The 6,011,482 
cars turned out during the recently 
completed run compared with 5,- 
566,657 assemblies in 1959 and 


$9 Per Year, 35c Per Copy 


on Opens; 


VA 


als: 6, 


011,482 


heed the highest level model-run 
production has reached since 1957. 
Dodge, with its newly introduc- 
ed Dart series taking 5.10 percent 
of total industry assemblies, 
showed the biggest gain in per- 
centage ground and moved from 
fifth to second place among the 
medium-price makes. The divi- 
sion showed a 3.08 percentage- 
point gain despite a 2.02 point loss 
in its standard car series. 
Other makes that showed per- 
cent-of-industry gains were Ram- 
(Continued on Page 4, Col, 1) 


Week’s Output Up 
To 86,356 Cars 


At makers except Lincoln and 

Thunderbird wer e- assembling 
1961 models last week as car pro- 
duction in the United States jump- 
ed 63.1 percent over the previous 
week. 

The estimated 86,356 cars turn- 
ed out by American makers last 
week compared with the 52,753 
units assembled a week earlier 
when the industry lost a workday 
due to the Labor Day hiatus. It 
was 37.2 percent above the 62,715 
cars built during the week ended 
Sept. 19 a year ago. 

The week’s yield also pushed ’61 
model output through last Satur- 
(Continued on Page 77, Col, 3) 


Some Dealers Prove Shaky 
As Import Sales Level Off 


By Robert M. Lienert 


Associate Editor 


ITH .imported-car sales. having 
levelled off at slightly better 
than 40,000 units a month, that seg- 
ment of the industry appears to 
have reached a comfortable plateau 
of 500,000 sales a year. 

For many individual dealers, 
however, the bottom is still drop- 
ping out of the market. In other 
words, the shakeout is still going 
on, 

Indications are that, while over- 
all volume may remain constant, 
there is a growing concentration of 
sales among fewer makes and fewer 
dealers. 

* * of 

yas separation of the men from 

boys is always a painful proc- 
ess, particularly for the boys. But 
the domestic industry hag demon- 
strated that it can result in a rela- 
tively stronger dealer network with 
no loss in overall volume. 

Whether the same pattern will 
hold true for imports as they 
work their way through the 
shakeout period remains to be 
seen. Factory men and distribu- 
tors are sure that it will. 

In the meantime, import dealers 
continue to fold their business or 
hedge their bets, A few have bailed 
out completely; some have returned 
to the used-car field or domestic- 
only trade, whence they came; 
others have added franchises for 
domestic lines. 

This, of course, is the basic rea- 
son for the growing concentration 
of import business: The strongest 
dealers have been handling the 
strongest lines, 

It ig these dealers who continue 
to do business on a no-discount 
basis, who have seen volume hold 


even with or rise above last year’s. 
levels, who find used imports man- 
ageable and who maintain top-rate 
service, 

Success is not entirely geared to 
the dealer’s operating methods, of 
course. As an example, a multi- 
make dealer reported volume in his 
best-selling line up 10 percent, while 
business in his other lines was 
down 43 percent, as compared with 
a@ year ago. 

Had it not been for sports cars, 
he said, the loss would have been 
even greater. 

* aK ok 
Cpvaras, the average discount 
on imports is not as large as 
it was six months ago. For one rea- 
(Continued on Page 74, Col, 1) 


Top Cars 


New-car registrations for seven 
months, plus one state for August: 
1960 1959 
Pos, Pos. 

1—1,035,667 897,167— 1 
2— 834,454 Ford 872,265— 2 
278,060 Plym. 233,661— 4 
258,691 Rambler 213,734— 6 
241,004 Pontiac 237,898— 3 
228,354 «Dodge 86,843—10 
204,591 Olds, 227,408— 5 
154,737 Buick 155,632— 7 
92,796 Mercury 90,617— 8 
87,314 Cadillac 
69,529 Comet 
67,878 Stude. 
47,206 Chrysler 
16,695 DeSoto 
13,186 Lincoln 
9,431 Imperial 
320,584 
Total All Makes 
3,960,247 3,656,461 


Make 
Chev. 
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Selling the Product Long Forgotten . . . 
Cleanup Trend: Price Before Profit 


By John K. Teahen Jr. most dealers would prefer to sell| Mayers advertised several Bis- 
Associate Editor out before introduction day. caynes under $1,800. 


Galaxies, which carry a $100 no- 
ELLING the product may be a Pk ee 
S laudable activity during the RD and Chevrolet dealers are a oaias pny eset 
early stages of the model year, but advertising heavily, and it ap- Mote Co. c Sas oe a\a 
dealers throughout the country| pears that in many areas stripped Thunderbirds star A t $3 495 at |] 
agree that price is the pitch that| Falcons and Corvairs priced over Hull-Dobbs Ford f- ll avilie Seam 
pays during the cleanup. $1,795 are out of the running in the and Kcusnee oud, Rovhester, I y 
It pays because it helps them | cleanup derby. Fairlanes and Bis- oon” e vent 
clear the decks before the new | caynes are about $100 higher. 
models arrive, but it’s a red-ink Many Ford and Chevrolet com- ANNAH os ee ae 
proposition. Asked about cleanup pacts coust@ecably below the advertised an American 
dealers shake their heads — Sent y $1,689; Bill Cooke, Inc. (Dodge), 
and miutter, “There aren't any.” | %1:79% level. ‘ord, Memphis, | Rochester, N. Y., offered discounts 
Dealers are running out of time| listed Falcon two-doors at $1,658. | of $400 to $700, and savings of “up 
on the cleanu p—the new-model| This model was $1,695 at O’Neil | to $1,000 off government price 
parade starts next week. Most ad-| Ford, Mishawaka, Ind., and $1,709 label” were mentioned by Jenkins 
vertising has turned away from] with heater at Joe Brown Ford, | & Wynne Ford, Clarksville, Tenn. 
gimmicks and giveaways and is| Louisville. } In Greensville, 8S, C., Dixie Ford 
concentrating on price. Lex Mayers, Columbus, O., men-| Wiled: “Just leave $1 net profit 
Se tioned Corvairs at $1,721; Lew Wil-| 24 drive home a new 1960 Ford.’ 
DETROIT Chevrolet dealer has|jiams Chevrolet, Corpus Christi, So aa ie eaten sg = Sea ype 
painted “Corvairs — $1,595” on/Tex, offered compacts for $1,733,| ered all optional equip ng 
his showroom window, and Hine|,nq Allison Chevrolet, Plymouth, to buyers who would pay the “fac- 


Pontiac, Dallas, featured a new! wich, Corvair 1,739. | tory base price” on new Fords. 
’60 Catalina four-door sedan for neat eas a © Bob Reese Ford, Toledo, boast- 


ae. ‘ed that it was the only Ford 
ae oo er taecae wt 100,000th Retail Sale dealer in the city to qualify for 
tonvertible out the door for about | Recorded by Comet 


a $150 rebate under the factory’s 

buildout bonus program. 
$2,700. It had Turboglide, power DEARBORN. — The 100,000th Reese said buyers could have the 
steering, radio, heater and other | Comet was sold last Monday | $150 in cash or apply it to their 
niceties and carried a sticker (Sept. 12), less than six months tradein, taxes, insurance or pay- 
price of more than $3,500. after the car was introduced, said | ments. 

Buildout bonuses, especially the} Ben D. Mills, general manager Perkins (Chrysler-Imperial-Plym- 
no-quota programs that many fac-| of Lincoln-Mercury Division. outh-Valiant), Louisville, staged a 
tories are using this season, ease The milestone sale was record- |“summer sale spectacular” and 
the drain on the dealer’s pocket-| ed in Atlanta. Comet was intro- | gave away three new cars, baskets 
book slightly, but retailers complain! duced March 17th and the 50,000th | of groceries and cash to showroom 
that the bonuses are too little and/ sale took place June 12, Mills 
too late. said. 


Carryover rebates also help, but 


Canadians Given Preview 
Of ‘Fierce ’61 Sales Race’ 


home today and find out how you 
can reduce your expenses by at 
least 10 percent, or $10 a day 
minimum, That’s $3,000 a year— 
I know many dealers who'd con- 
sider it a fortune if they made 
$3,000 over their salary. 

“How do you do it? 

“Look for last month’s expenses. 
Go down the column item by item. 
Get the details on’ the ones that 
seem to be out of line (except your 
salary).” 

Draper said he wished every 
dealer could get as much value out 
of his own salary as he gets from 
his department heads’ salaries. 

He added: “I wish I could get 
you to work as hard as a haber- 
dasher or a hardware merchant.” 

As managers of a business, Drap- 
er said he has never seen anybody 
so lackadaisical as auto dealers in 
the U. S. 

“And I know it’s true here in 




































*Fur-Bearing’ Lark— 

A Studebaker Lark convertible with its body and upholstery covered with synthetic 
Dynel and Mohair fur has been introduced by Burlington Industries, Inc., New York. 
Model Barbara Belzer's leopard skin coat and the seat covers exhibit the Kilimanjaro 
pattern, while the body exhibits the Sutton Place pattern. This Lark, on display at 
the H. C. Lytton and Co. store in Chicago, is one of four fur-trimmed cars on display 
in New York and Chicago. 





Lead Mediums, Invade Low-Priced Field .. . 


Pontiac Sets ’61 Goals 


and sell as many Pontiacs as in 

1960 with the Tempest sales on 
top. 

“It is a car,” he said, “that will 
release our dealers from the re- 
straining anchor of the medium- 
price class. Our dealers are wel- 
coming it and are ambitiously bent 
on selling a substantial volume dur- 
ing 1961.” 

Knudsen said studies indicate 
that 52 percent of those coming to 
a showroom selling more than one 
line know in advance which size 
they want. The other 48 percent are 
undecided. Pontiac sales programs 
are aimed at qualifying carefully 
the buyer. The Tempest will be in 
the showrooms Nov. 3, about a 
month later than the regular line. 

The Pontiac cars will be four 
inches shorter and 2% inches nar- 
rower with a resultant decrease 
in weight up to 250 pounds. The 
weight reduction permitted Pon- 
tiac to use a lower axle ratio 
which increased fuel economy 
while maintaining 1960 perform- 
ance. 

Among improvements, he said, 
will be a new and better-balanced 
frame, more efficient suspension, a 
lighter and higher performing V-8 
engine, wide track—“that impor- 
tant widening of the tread with 
which our car has smoothly driven 
the bumpy road of the medium 
price class—will be with us again,” 
Knudsen said. 

For 1961 the Tempest line con- 
sists of a four-door station wagon 
and a four-door sedan. Its twin-loop 
grille, similar to the 1959 styling, 
gives Pontiac identification. At the 
same time, the total styling differ- 
ence between the Tempest and the 
regular size car will prevent it from 
weakening the styling impact of 
the larger car, Knudsen said. 

The unitized six-passenger Tem- 
pest body is mounted on a 112-inch 
wheelbase. Maximum width is 72 
inches and overall length is 189 
inches, including a large luggage 
compartment. The Tempest will of- 
fer both a four and -an eight-cyl- 





By Robert M, Finlay 
Editorial Director 

PONTIAC.—At the press showing 
of Pontiac’s 1961 models, S. E. 
Knudsen, general manager, an- 
nounced last week the goal of hold- 
ing its leadership in the medium- 
priced field with the Pontiac while 
making a strong bid in the low- 
priced field with the Tempest. 

He asserted that Pontiac was 
the only medium-priced car to 
increase its business in 1960 over 
1959. Sales for the model year will 
run 396,000, compared with 383,- 
000 last year, he said. 

Knudsen anticipated a good 
cleanup of 1960 
models, asserting 
that production 
had been geared 
closely to de- 
mand. 

While seeing 
no boom ahead, 
he said that the 
business climate 
would be good. 
He estimated that 
auto sales might 
8. E. Knudsen hit seven million 
cars in 1961, including 450,000 to 
500,000 imports. 

Pontiac will continue to import 
and sell the Vauxhall through its 
dealers. No increase in the dealer 
body is anticipated, although the 
entry in the low-priced field is ex- 
pected to be plus business. 

Knudsen said Pontiac would seek 
to keep the low-priced Tempest 
(prices are not available but he 
said it would be competitive with 
the other compacts) from taking 
business away from the regular 
Pontiac line, 

Pontiac is shooting to produce 


Wagstaff Elected 


President of 






































visitors. 
+ + + 

LTHOUGH Comet is in short 

supply in many areas, it’s a 
discount item in Western New 
York. Bob Barth, Inc., Syracuse, 
offered Comets at $1,898, and Riggs 
Motor Co., Auburn, N. Y., priced 
them at $1,948 with heater. 

A Cadillac price ad (a rarity in 
many areas) appeared in Rochester 
as Valley Cadillac Corp, listed a 
Series 62 two-door hardtop at 
$4,595. 

Lincoln Premieres were going for 
$5,998 at Todkill, Las Vegas. Buy- 
ers were offered a “$1,000 mink 
stole for $1” with each car. 

Imports continued to find a 
tighter market in Southern Cal- 
ifornia, once an import paradise. 
Holiday Motors, Los Angeles, list- 
ed Hillmans, Sunbeams, Singers, 
Peugeot wagons and Renaults at 
$300 to $400 below port-of-entry 
prices. Humber carried a $700 
discount. 

While domestic dealers fretted 
about their current models going 
out of date in a few days, British 
Motor Corp. dealers in the Los 
Angeles area declared that this 
does not apply to their MG sports 
car. 

In a full-page ad, the BMC deal- 
ers talked about “classic design 
that doesn’t depreciate” and ran 
Canada,” he added. pictures of the '56, ’57, 58, 59 and 

Too many dealers are overly en-|’60 MG. The same picture was used 

(Continued on Page 75, Col, 1) for each model year. 


Business Barometer 


Automotive News Economic Index — 


96.6 Percent of Last Week 
128.7 Percent of Like Week Last Year 


Percent of 
Percent of Like Week 
Last Week Last Year 


Auto Production .......... eeeee 52,753 102.4 216.6 











TORONTO. — New-car dealers 
will have to run faster to make a 
profit in the coming year, Harold 
D. Draper told the 700 persons who 
attended the annual meeting of the 
Federation of Automobile Dealer 
Assns. of Canada. 

“It’s going to be the darndest 
ratrace you’ve ever seen,” declar- 
ed Draper, a Chevrolet dealer in 























w, Mich. 

“There'll be four Chevrolet deal- 
ers in every hamlet where there’s 
one now; the same with Ford,” he 
said, explaining that this will be 
the result of the introduction of 
the new compact cars. 

Birkett L. Williams, president of 
the National Automobile Dealers 
Assn., agreed wholeheartedly with 
Draper. “It will be a rough-and- 
tumble fight, and somebody is going 
to get hurt,” he said. 

Draper said he wasn’t crying 
panic, but he emphasized that 1961 
will call for quicker decisions on 
the part of the dealer than ever 
before. 

“The only permanent thing about 
the year will be change,” he said. 
“It definitely won’t be a year for 
absentee owners. 

“I don’t know of any dealers in 
the United §tates—and I doubt if 
there are any in Canada—who have 
enough working capital for one 
month’s business to carry it on 
their own. This is why you can’t 
go fishing.” 

Too many of today’s dealers 
hate pencil-pushing, Draper de- 






























































clared. He said they look os oe Production ............. ; 13,152 102.7 107.9 S f C . 
on the man who can use a penc © Registrations—yYear to date.. 3,960,247 Sac 108.3 inder engine. 
and forecast his sales and profits. Truck Registrations—year to date. 571,481 bigs2 102.1 a ety ommittee 
Yet this will be most essential _ Production—tTons ......... 1,401,000 94.5 428.4 WASHINGTON.—J. B. Wagstaff, J d Di e 
in the future, mber Production—Board feet... 216,998,000 93.0 89.4 . 
The dealer who can't read a prof-|| Paperboard Production—Tons.... 237,708 72.8 94.8 euaarens e yaaa at Chaar uage Uismisses 
it-and-loss statement should hurry || Seft Ceal Output—tons ........ 7,600,000 97.7 103.5 CG last k saetai alae Ex-Dealer’ Suit 
out and hire a good | panic account: Oll Refinery Output—torrels ..... 50,702,000 99.0 100.5 seen aes tai elected chair- s 
ant, he advised. “He'll able Electric O —Kilowatt hours.... | 14,216,000,000 95.1 108.4 ° 
show you the signs of danger and|| Barometer Freight Cer Loadings 320,065 98.3 67 foe, wee. Against Chevrolet 
what they mean in your business.” || Department Store Sales Index .. 146 101.4 98.6 oetciatthatinaes a 
Draper described service and|| Steck Market Price Index....... 398.2 98.5 95.1 eee th iecakt LLAS. — A $750,000 damage 
parts as “the two money trees of || U.S. Gevernment Spending arles C. Freed, suit filed against Chevrolet by a 
the car business.” —Fiscal year to date ........... . $17,841,062,000 vet 100.5 former National cancelled dealer was dismissed here 
“These two dirty kids will show|| Commercial and Industrial Loans $30,966,000,000 100.2 106.8 ——— — last week by Federal Judge Joe E. 
you a profit if you will clean them || Savings Deposits ................ $31 858,000,000 100.2 103.7 ers . 882. presi Estes. 
up and show them you love them,” Used-Car rices-—Average........ $927 100.3 93.1 én Woodard Motor Co., Greenville, 
he said. “But they won't do you|| Business Failures................ 276 95.8 124.3 Victor Holt jr., Tex., had sought the damages for 
any good if you sublet them. Common Common executive vic e- an alleged violation of the Dealer 
“The parts department is the|| Stocks Sept. 14 Sept.7 1960 Range Stocks Sept. 14 Sept:7 1960 Range rere: vey hy oe Franchise Act and for breach of 
grocery store of your business. Un-|| awc....... 22 «320 «0y-20% | F......... 14.0 464 125. contract. 
become dedicated to it, ber Co., was elect- 4. B. Wagstat Woodard’s Chevrolet franchise 
cater ak ar rey Chrysler... 43% 42%, 71%-40 Mack...... 32% 32% 52%-3!% |/ ed vice-chairman, succeeding Wag-| had been cancelled in October, 1957. 
Likewise, a good service depart- Ford....... 634%, 63% 92%-60% S-P........ 12%, 11% 24%4- 8% || staff, and L. L. Wilkinson, presi-| Chevrolet said Woodard had failed 
ment in the future will bear more|| GM........ 434%, 44 55%-42% White..... 41% 42 67%-40% || dent of National Tire Dealers &/|to provide suitable facilities and to 
Retreaders Assn., was elected sec-| comply with the terms of the fran- 






and more of the overhead, he said. 
" told the dealers: “Go — > ee retary-treasurer, succeeding Holt. | chise. 
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Dealer Forum 


by Robert M. Finlay 





TPaincs have been generally 
quiet on the dealer-discount 
front for some time now, but there 
has been a rumble or two. 


This has been occasioned in part 
by the increase in the number of 
so-called compact cars. I say “so- 
called” because some makers do 
not call their entries “compact,” 
although the discount will be com- 
pact—20 plus 1 percent, instead of 
24 and 1 as on the standards. 

(Incidentally, Automotive News 
would welcome a new name besides 
“compact” to distinguish these cars. 
We don’t call them compacts just 
to irritate the makers who don’t 
want to call their entries compact, 
but from an editorial standpoint it 
helps to show the turnabout in 
automotive direction. If you can 
think of a better designation than 
compact, please let us know.) 

At any rate, it is a good guess 
that before 1961 is out more than 
half of auto sales will be account- 
ed for by the short-discount cars. 

Does this represent a fast one 
slipped over on dealers who rise 
up in fury when any assault is 
made on the traditional dealer dis- 
count? 

This doesn’t appear to be. the 
case. This question was put to a 
group of dealers from various parts 
of the country the other day. Most 
said dealers went along with the 
shorter discount to meet import 
competition, who were discounting 
in the 20 percent area. 

+ * * 


A Realistic Discount 


WE then, might not domestic 
dealers be better off with an 
even more realistic discount? Say 
10 percent? Wouldn’t dealers be less 
likely to get into giveaway battles 
if their discount were based on rea- 
sonable market expectations? 

We found dealers unenthusias- 
tic about reducing the discount. 
It is conceded that few if any 
dealers get the full discount these 
days, at least for very long dur- 
ing the model run, but as a sales 
tool the long discount is held to 
be useful. 

In some parts of the country 
more than others, there is a desire 
on the part of the customer to get 
a long trade on his old car. Some 
customers, it is said, prefer to get 
the long trade rather than the short 
new-car price, even though this 
may cost them money on sales 
taxes. 

ef * * 


Pricing Formula 


yp Ss Bes price their cars in 
many ways. For instance, Birk- 
ett Williams, NADA president and 
Cleveland Ford dealer, simply de- 
cides on the basis of his books what 
his costs are, plus what he wants 
to get as profit. This he adds to his 
cost and that is his selling price. 
For example, the factory price to 
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him on a car may be $2,000. He 
decides he should get $200 to cover 
profit plus his costs. So the price 
is $2,200. 

Williams, by the way, was in De- 
troit last week with a delegation 
from NADA to talk with factories 
on ethical advertising. He said the 
goal of his administration this year 
is to make progress in two areas— 
the battle against profit-destroying 
deceptive dealer advertising, and in 
getting dealers to examine their 
costs of selling a car. 

To this end, NADA’s business 
management committee has just 

prepared a special message for 
all NADA members, “Formula for 
Profit.” The message is made up 
in the main of different forms for 
figuring the cost of selling a car. 

Williams points out that some 
dealers gear their whole operation 
to making a profit on the new car. 
This, he said, works fine until the 
dealer comes to a point when there 
is no money in selling new cars. If 
he has all his eggs in one basket, 
he is crushed in such a period. 

So Williams aims at a profit, how- 
ever small, in each phase of the 
dealer business— new cars, used 
cars, leasing, parts, financing, in- 
surance. Some of these phases hang 
on new-car sales, but others do not. 
For instance, often when new-car 
sales slow up, business in service 
and used cars picks up. At such a 
time, the operation of a dealer with 
a broad profit base sails smoothly 
through. 

* * *~ 

Visiting Makers 

ITH Williams on the NADA 

visit to General Motors, Ford 
and Chrysler headquarters were 
Herb Galles, Albuquerque GM deal- 
er; William Mitchell, head of 
NADA’s Advertising Ethics Com- 
mittee and a Boston Chevrolet 
dealer; James C. Moore, NADA ex- 
ecutive vice-president, and John 
Conley, NADA public-relations di- 
rector. 

The NADA men said that all of 
the factories welcomed them whole- 
heartedly in a desire to improve the 
stature of dealer advertising. 

All agree in spirit on this, al- 
though the factories follow through 
with varying degrees of firmness. 

“It’s a problem we'll never be 
able to say is solved,” said Wil- 
liams. “We just have to keep 
working on it continuously, and 
this is the way we make prog- 
ress.” 

The problem has its source large- 
ly in metropolitan areas, which 
have newspapers with considerable 
circulation throughout the state. 
Unrealistic and deceptive advertis- 
ing may not hurt the competitive 
dealer in the city as much as it 
hurts a dealer in a small town some 
distance from the big city, for his 
customers can’t check the unrealis- 
tic prices. 

Mitchell broke in: 

“Three-fourths of the dealers of 
the country sell fewer than 250 cars 
a year—new and used, These are 
the dealers who get hurt by the big 
city dealers with $100,000 budgets 
for profit-destroying ads.” 

Ba * + 


Ad Meeting Set 
B* THE way, representatives of 
NADA and the Automotive 
Trade Assn. Managers will meet 
Oct. 3 in New York City with news- 
paper representatives on this prob- 
lem, On the newspaper side will be 
representatives from the Bureau of 
Advertising, American Newspaper 
Publishers Assn.; Newspaper Ad- 
vertising Executives and the Na- 
tional Classified Advertising Man- 


| agers Assn. 


The newspapermen were upset 
recently by an ATAM charge that 
classified ad solicitors promote 
profit-destroying advertising ri- 
valry among dealers. 

An aspect of the problem closer 
to their pocketbook is the fact that 
deceptive advertising, when it dom- 
inates the pages of a newspaper, 
tears down the believability of the 


paper. 





Texas Rules Newcomer 
Must Pay $15 Use Tax 


AUSTIN, Tex.—An out-of-state 
person must pay the $15 state use 
tax on a motor vehicle when 
“facts indicate that he has aban- 
doned his former residence” and 
become a resident of Texas, ac- 
cording to the attorney general. 

The tax must be paid when 
the “new resident” applies for 
his first title certificate. The at- 
torney general ruled that the act 
of applying for a certificate was 
an indication that the person in- 
tended to become a resident of 
Texas. 








Future Looks Rosy. 
Minn. Dealers Told 


MINNEAPOLIS, — A university 
economist predicted a rosy future 
for automotive dealers, and for 
American businessmen in general, 
at the annual convention of the 
Minnesota Automotive Dealers 
Assn. 

Dr. Arthur H. Upgren, profes- 
sor of economics at Macalester 
College, St. Paul, said he expects 





Danner Honored for Long Service— 


Carl E. Danner, president, Danner Buick Co., Marion, O., was given a surprise 
party in honor of his 40-year association with Buick. Danner first became associated 
with Buick in 1920, when he was employed by Marion Buick Co. He became sales 
manager in 1922 and started his own firm in 1930. From left are Edward Kennard, 
Buick general sales manager; E. C. Loppnow, Buick Central regional manager; Danner; 
William F, Hufstader, former sales and distribution vice-president, General Motors 
Corp., and Jack Danner, co-owner with his father. 


NADA Convention Geared 
To ‘Grass-Roots’ Dealers 


DETROIT. — The National Auto- 
mobile Dealers Assn, wil go all out 
to give dealers what they want at 
the 1961 convention, according to 
Arthur H. Kenny, NADA director 
from Northern California and 
chairman of the Convention and 
Exhibition Management Commit- 
tee. 

The meeting and exhibition will 
be held in the San Francisco 
Auditorium Jan, 28-Feb. 1, 


Kenny made his observation 
about the grass-roots character of 
the convention program as NADA 
officials met here with representa- 
tives of the auto companies and 
suppliers of automotive equipment 
and accessories to complete plans 
for the convention. 

The program will be designed to 
provide ideas and information 
which will help dealers of all sizes, 
particularly those who sell fewer 
than 300 cars a year in the opera- 
tion of their businesses, Kenny 
said. 

He said this theme will be par- 
ticularly accented at the Saturday 
and Sunday afternoon (Jan. 28 and 
29) clinics during the convention. 

The meeting here also produced 
the announcement that J. N. 
Bauman, president of White 





Iowa to Enforce 


Sunday Sales Ban 


DES MOINES, — A “vigorous 
campaign” to enforce the Iowa ban 
on Sunday sale of cars by licensed 
dealers has been pledged by Don- 
ald M. Statton, state safety com- 
missioner, and Donovan Day, di- 
rector of the Auto Dealers License 
Division. 

They said rumors that there 
would be a relaxation of the ban’s 
enforcement were untrue, Statton 
added that he believed “more than 
80 percent” of the dealers were in 
favor of the law. 

A dealer who has one conviction, 
in addition to “other evidence that 
he is going to continue the practice 
of selling on Sunday,” will have his 
license suspended, Statton said. 





Motor Co., will moderate a panel 
discussion during the truck clinic 
on the morning of Jan, 30, 

Kenny revealed that plans call 
for the use of more than 75,000 
square feet of exhibition space to 
accommodate the product and serv- 
ice displays. 

Both the service consultation and 
the used car auditorium areas will 
be located in the Brooks Hall sec- 
tion of the Civic Auditorium, 
Kenny announced. The service con- 
sultation hall was first introduced 
in 1957 at San Francisco and has 
been a popular convention feature 
since then. Top service personnel 
from all manufacturers will be on 
hand again, Kenny said, to meet 
with the dealers and their service 
managers. 

In addition to Kenny, the con- 
vention committee includes: 

Frank Dawson, Tucson, NADA 
director for Arizona; C. A, McRob- 
ert, Gresham, director for Oregon; 
Archie Pozzi, Carson City, director 

(Continued on Page 74, Col, 4) 


10 years of increasing business 
growth, and explained why the 
threat of recession should not 
cause alarm. 


Steel production, which is at little 
better than half of capacity, and 
the decrease in house building in- 
dicate we are headed for a tem- 
porary recession, he said, but per- 
sonal income and consumption still 
are increasing. This increased con- 
sumption will pull production to 
new highs once warehouse reserves 
have been exhausted, Upgren add- 
ed. He predicted wages will increase 
$16 billion in the next year. 

Vince Baker, Pueblo, Colo., con- 
sidered the dean of sales training, 
told the dealers how to make this 
rosy future even more profitable by 
outlining a plan for developing pro- 
fessionals at three different levels: 
Dealer, sales manager and sales- 
man. 

The dealer, he said, should be 
the leader, setting up the goal, gen- 
erating enthusiasm and inspiring 
confidence. With an effective trad- 
ing plan, Baker said, he should ex- 
pect a profit on both the new car 
and the tradein. 

The sales manager’s job ig to 
motivate the salesmen and keep 
things organized, Baker said, and 
one of his necessary tools is a 
daily sales meeting. 

The two most important com- 
modities in the business are time 
and knowledge, he said, and it is 
important for the salesman to have 
the necessary understanding of his 
product before he tries to sell. 

He said a selling plan, product 
knowledge, prospect knowledge, and 
product demonstration are the most 
important parts of his sales pro- 
gram. 

Charles A. Cronin, Cincinnati 
Ford dealer, pointed out things he 
considered more important than 
immediate profits: Improving your 
stature in the community and ethi- 
cal handling of the business. The 
ideal, he said, is to be ethical and 
still make a profit. 

James C. Moore, National Auto- 
mobile Dealers Assn. executive vice- 
president, spoke about his recent - 
battle in preserving the dealer’s 
exemption in the minimum-wage 
bill. He predicted this will be the 
biggest fight facing NADA during 
the next Congressional session. 

Gov. Orville Freeman, speaking 
on highway safety at a MADA 
luncheon, thanked the dealers for 
their past help and asked for con- 
tinued aid. Minnesota dealers now 

(Continued on Page 74, Col, 5) 


Indiana Dealer Quits 


L-M and Renault 

LOGANSPORT, Ind.—After 15 
years of business here Paul Havens, 
of Havens Motors, Inc., Market and 
Eighth, has given up franchises for 
Lincoln, Mercury, Comet and Re- 
nault. 

The new dealer has not been an- 
nounced. 


On the House... 


it is a 1960 at a 


ment... 





Wemhoft been successful 


more money,” Williams declares . 
tributing money for presidential, senatorial or rep- 
resentative election, do it as an individual. If a 
corporation makes a donation, both the company 
and its officers are subject to fines and imprison- 


Over-production of 1960 models will necessarily 
reduce 1961 output by an equal amount, contends 
Birkett Williams, 
ing to buy a new car will buy only one, whether 


NADA president. “A man want- 


distress price or a 1961 model for 
. . If you’re con- 


Just as the realtors, doctors and lawyers have 


in controlling their members, 


seems that NADA would be wise to adopt the plan to deny its 
emblem to violators of a strict code of ethics. Then the public 
could be educated to trade only with those NADA members in 


good standing... 
violators of state Sunday-closing 


St. Louis dealers are planning action against 


law .. 


Food Fair chain stores plan to install auto-supply centers and 


gasoline stations at supermarket sites . . 


. Los Angeles dealers are 


backing proposal to raise pay of state legislators as a friendly gesture 


. . . North Carolina association is 


launching membership drive next 


month; points to fact it’s raised dues only once in 25 years. 





—Pertre Wemuorr, Editor, 
Automotive News 









for New Season. . 





Industry in High Gear 
60 Model Output Totals 6,011,482 


(Continued from Page 1) 


bler at 0.92; Thunderbird, 0.34, and 
Chrysler, 0.05. Of the American Mo- 
tors gain, the American picked up 
047 points and the standard Ram- 
bler, 0.45 points. 

Makes that lost ground from 1959 
were the standard pert, LO a 
points; Plymouth, 3. points; 

Chevrolet, 3.25; standard 

, 2.02; Oldsmobile, 1.11; Buick, 

0.88; Edsel, 0.76; DeSoto, 0.41; Pon- 

tiac, 0.29; Studebaker Hawk, 0.21; 

Cadillac and Mercury, 0.11 each; 

Lincoln, 0.07; Studebaker Lark, 0.06, 
and Imperial, 0.02. 


A corporate basis, only mak- 
ers to show percent-of-industry 
gains were Chrysler, up 2.23 points, 
and American Motors, up 0.92 
points. Off from a year ago were 
General Motors, 1.55 points; Ford 
Motor, 1.33, and Studebaker-Pack- 
ard, 0.27. 

Numerically Chrysler Corp. 
showed the biggest increase as it 
upped its 27.1 percent 
from 703,356 cars in 1959 to 894,- 
149 units in 1960. 

Elsewhere, AMC was up 22.6 per- 
cent from 374,240 assemblies a year 
earlier to a record 458,841 cars built 
during the 1960 model run; GM 
climbed 4.5 percent from 2,673,617 
to 2,794,142, and Ford Motor was 
up 3.3 percent from 1,683,937 to 
1,738,549. 

Only maker to show a numerical 
loss from 1959 was S-P, off 4.3 per- 
cent from 131,507 to 125,801 assem- 
blies 


* * * 


NDIVIDUALLY, eight makes 

showed increases in numerical 
output, while 12 other makes show- 
ed declines from 1959. 

Increasing their output from 
1959 were Rambler American, up 
384 percent from 91,491 to 126,- 
603 assemblies; Thunderbird, up 
38.1 percent from 67.457 to 92,843 
units; standard Rambler, up 17.5 
percent from 282,749 to 332,238 
cars; Chrysler, up 13.6 percent 
from 64,244 to 72,951; Pontiac, up 
3.5 percent from 383,320 to 396,- 
716; Mercury, up 3.3 percent from 
150,000 to 155,000, and Imperial, 
up 2.46 percent from 17,262 to 17,- 
107 assemblies. 

On a divisional basis, the biggest 
jump was made by Dodge, which 
climbed 129.9 percent from 151,851 
assemblies in '59 to 349,120 units 
last year. 

Individual makes showing de- 
clines in numerical output last year 
were Edsel, which went out of pro- 
duction in November, off 93.7 per- 
cent from 44,891 to 2,846 assem- 
blies; standard Dodge off 72 per- 
cent from 151,851 to 42,517 cars; 
Plymouth off 42.8 percent from 45,- 


ard Chevrolet off 5.2 percent from 
1,481,071 to 1,404,095; Studebaker 
Lark off 2.3 percent from 134,311 
to 121,514, and Cadillac, off 0.06 
from 142,272 to 142,184 cars. 
* « *” 
A BREAKDOWN by price groups 
showed the compacts making 

the biggest increase from 1959. 

The compacts, with the Comet, 
Corvair, Falcon, and Valiant in- 
troduced during the 1960 model 
run, showed. a 215 percent in- 
crease in numerical output with 
1,570,182 assemblies in the most 
recent model run, compared with 
498,551 units built in 1959. On a 
percen t-of- basis, the 
compact group picked 17.16 
points. 

Of the compacts introduced, last 
fall, Falcon led with 435,676 as- 

* * + 


Model Breakdown 
By Price Group 





(Compacts) 
1960 1959 
Pos. Make Pos. 
1— 458,841 Rambler 374,240— 1 
2— 435,676 Falcon ........ 
3— 250,007 Corvair 
4— 187,814 Valiant ........ 
5— 121,514 Lark 124,311— 2 
6— 11 NG > <-> sadsonss 
1,570,182 Total 498,551 
(Low-Price Standards) 
1—1,404,095 Chev. 1,481,071— 1 
2— 911,034 Ford 1,394,684— 2 
3— 242,725 Plym.  424,692— 3 
4— 4,287 Hawk 7,196— 4 
2,562,141 Total 3,307,643 
(Mediums) 
1— 396,716 Pontiac 383,320— 1 
2— 349,120 Dodge 151,851— 4 
3— 347,141 Olds. 382,865— 2 
4— 253,999 Buick  284,089— 3 
5— 155,000 Mercury 150,000— 5 
6— 92,843 T-Bird 67,456— 7 
7— 72,951 Chrysler 81,506— 6 
8— 23,832 DeSoto  45,307— 8 
9— 2,846 Edsel 44,391— 9 
1,694,448 Total 1,574,023 
(Highest Priced) 
1— 142,184 Cadillac 142,272— 1 
2— 24,820 Lincoln  26,906— 2 
3— 17,707 Imperial 17,262— 3 
184,711 Total 186,440 
Grand 
6,011,482 Total 5,566,657 
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semblies, Corvair turned out 250,007 
cars; Valiant produced 187,814 units, 
and Comet, which wasn’t intro- 
duced until March 17, completed 
the run with 116,330 assemblies. 

* * o 


hypo low-priced standard group, 
composed of Chevrolet, Ford, 
Plymouth and Studebaker Hawk, 
suffered a 22.5 percent decline in 
numerical output and a percent-of- 
industry decline of 16.80. 

None of the group showed a 
numerical gain over 1959 as low- 
priced standard assemblies de- 
clined from 3,307,643 to 2,562,141 
units. 

The only greup to show a numer- 
ical increase in addition to the 
compacts was the mediums. 

The group, composed of Pontiac, 
Dodge, Oldsmobile, Buick, Mercury, 
Thunderbird, Chrysler, DeSoto and 
Edsel, upped its output 7.7 percent 
from 1,574,023 assemblies in 1959 to 
1,694,448 units last year. 

The highest-priced class, com- 
posed of Cadillac, Lincoln and Im- 
perial, declined 0.93 percent in nu- 
merical output and 0.27 percentage 
points in percent-of-industry 


ground. 
* * 


Kansas City Ford Plant 


Sets Production Record 

KANSAS CITY.—More vehicles 
were produced at Ford Division’s 
Kansas City assembly plant during 
the 1960 model year than during 
any year in the facility’s 48-year 
history. 

Tjark F. Riddle, plant manager, 
said that 1960 car production alone 
was 73 percent higher than record- 
breaking 1959. The plant recorded 
a 55 percent increase in overall 
production of both passenger cars 
and trucks. 

For the 1960 model year, the plant 
produced 224,276 vehicles, compared 
with 144,754 in 1959. Of this num- 
ber, 1960 cars account for 161,769. 
The plant made 93,289 cars in 1959. 

At present, the plant is produc- 
ing 41 cars an hour with a ratio 
of about five Falcons for every one 
Comet. The plant is working two, 
10-hour shifts five days a week, 
with two eight-hour shifts sched- 
uled on Saturdays. 

Production of 1960 trucks at the 
rate of about 25 an hour on a one 
shift basis will continue into early 
fall before changeover to 1951 mod- 
els. 


* 
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How Each Maker Fared ... 


Model-Run Output 











69 Vs. '59 

















Total Pet.of Gain 
Output, Total or 

1959 Output Loss 
374,240 6.72 +0.92 
282,749 5.08 +0.45 

91,491 1.64 +0.47 








12.64 












Import Stocks Turn Down 
As Shipments Are Cut 


(Continued from Page 1) 


tinue to keep pace with the reduced 
tempo of business in this country. 


They note that thousands of 
units originally destined for this 
country are being re-routed to 
North American neighbors, primar- 
ily Canada and Mexico, where U.S. 
compacts and standards have failed 
to catch fire in 1960. 

In an effort te help their deal- 
ers clear out ’60 models, import- 
ers and their distributors have 
“gone American” on incentives 
and pricing. Simca has joined the 
ranks of price-cutters on lowest- 
cost models, while a number of 
non-captive makes have quietly 


Parts and Service Volume Spurts 


(Continued from Page 1) 
ments on warranty work are any- 


307 to 23,832; Studebaker Hawk off thing less than very prompt, the 


404 percent from 7,196 to 4,287; 
standard Ford off 34.7 percent from 
1,394,684 to 911,034; Buick off 10.6 
percent from 284,089 to 253,999; 
Oldsmobile off 9.3 percent from 


dealer feels miffed again. 
a + ” 


Most of the dealer complaints 
about warranty work revolve 
around these more-or-less tradi- 


382,865 to 347,141; Lincoln off 7.8| tional trouble spots. 
percent from 26,906 to 24,820; stand- 


ane 


A Snap-in Auto Headliner— 


On the question of customers 





Due soon on a 1961 model is this Johns-Manville acoustical topliner. A snap-in, 
one-piece laminated fiber glass acoustical automobile ceiling, it is contoured to hold 
itself in place snugly under the metal top. Available in a range of colors to suit any 
interior, the J-M product is seamless—adding the beauty of an unbroken ceiling line 
and creating the feeling of spaciousness. 


who want more free work than 
the dealer feels they should get, 
a Colorado dealer said: “People 
are expecting more things from 
dealers all the time.” 

An Illinois dealer said, “Each 
year more and more customers be- 
lieve they are entitled to a lifetime 
guarantee.” 

None of the dealers surveyed said 
customers were getting any easier 


to deal with. 
* 
1” cE sORL of complaints about 
faulty factory workmanship 
contributing to high warranty costs 
were these comments: 

Maryland dealer: “Unless our 
manufacturer eliminates the count- 
less poor fits and mistakes shoved 
on us, our sales and service experi- 
ence will get steadily worse.” 

New Mexico dealer: “Believe 
we should have less warranty 
work; factory should do better 
job on cars before delivery.” 

There are, of course, a substan- 
tial number of dealers who feel that 
workmanship on new cars has im- 
proved, An Indiana dealer said, 
“Our cars are coming to us in a 
much better condition and ready 
for delivery without nearly as much 
new-car get-ready.” 

” * 


+ * 


OX THE question of what war- 
ranty work a factory will pay 
for and how factory payments are 
being handled, there were these 
comments: 

Louisiana dealer: “Factory is 
very cooperative on warranty serv- 
ice.” 

Alabama dealer: “Takes too long 
to get your money.” 

East Coast dealer: “I think the 


factory should make up their 
minds and stop making excep- 
tions. Establish a good, fair war- 
ranty and stick to it.” 

The dealers surveyed are hav- 
ing a fair amount of success in 
selling the available time of their 
mechanics. The higher the per- 
centage of available time sold, 
the greater the efficiency of the 
shop and the more successful 
service salesmanship has been. 

Of the dealers replying, 23 per- 
cent sell 100 percent or more of 
their mechanics’ available time, 8 
percent between 90 and 99 percent 
of available time, 19 percent be- 
tween 80 and 89 percent of avail- 
able time, 23 percent between 70 
and 79 percent of available time, 
15 percent between 60 and 69 per- 
cent of available time and the final 
12 percent sell less than 60 percent 
of available time. 


Caruso Denied 
Lighter Sentence 


PASADENA, Calif.—H. J. Caruso, 
former automobile dealer who was 
sentenced to one year in the county 
jail and to pay a $10,000 fine for 
contract frauds in March, 1960, was 
denied a motion for modification 
of his sentence by Judge H. Burton 
Noble. 

He is currently at Biscailuz Cen- 
ter, an honor farm for county pris- 
oners. With good behavior, his sen- 
tence will terminate around the first 
of 1961, his attorney, Steven L. 
Dobbs, said. 


introduced incentive programs for 
dealers and salesmen. 

Other steps being taken in the 
economy-sedan field include Volvo’s 
introduction of lower-priced two- 
door sedans; restyling of the Opel 
two-door sedan for 1961, and a 
speedup of Peugeot’s schedule for 
introduction of the new 404 sedan 
in this country. 

Second-place Renault has been 
the latest to trim schedules of a 
once-hot U. S. seller. Dauphine pro- 
duction was pared about 25 per- 
cent in France last month. Vaux- 
hall and Volvo also had eased their 
schedules because of U. S. prob- 
lems, while American Motors has 
given British Motor the go-ahead 
to sell Metropolitans in the United 
Kingdom. 

ok * a 

A country-by-country basis, 
June showed up a major slash 
in imported-car shipments, The 
month’s new-car traffic from 
abroad to the U. S. totalled only 
33,313, compared to 60,321 in June 

of last year. 

All European exporters except 
Italy cut back their U. S. shipments 
sharply from May, when the over- 
all total was 46,166. England's 
monthly total declined from 19,934 
to 15,419; West Germany’s from 
15,854 to 12,953; France’s from 7,001 
to 1,841, and Sweden’s from 1,891 
to 1,518. Italy alone rose from 303 
to 1,149. 

Even greater drops were re- 
flected by all lands but England 
in comparisons with June, 1959. 
England’s total a year ago was 
19,031; West Germany’s 17,703; 
France’s 15,951; Italy’s 4,627, and 
Sweden’s 2,429. 

First-half contrast in import 
shipments follows: 

United Kingdom, 107,604 this year 
and 109,251 last year; West Ger- 
many, 100,144 and 103,353; France, 
66,768 and 82,137; Italy, 18,223 and 
23,459; Sweden, 13,870 and 13,431; 

Japan, 1,494 and 1,829; Czechoslova- 
kia, 868 and 25; Netherlands, 742 
and zero. 
* * 7 

ir THE first half, West Germany 

accounted for the lion’s share of 
both new-truck and used-car ship- 
ments to the U. S. There were 
10,630 new trucks and buses and 
11,108 used cars shipped here from 
West Germany in the six-month 
period, compared to 9,592 new com- 
mercials and 11,414 used cars for 
the first 1959 half. 

Other new-truck senders this 
year included France, 1,411; Eng- 
land, 516; Sweden, 63; Canada, 61. 
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Damage Widespread éée 





Hurricane Donna Rips| 
At East Coast Dealers 


Auto dealers along the East Coast 
suffered widespread damage as 
Hurricane Donna ripped up the 
coast from Florida to New England 
last week. 

However, it could have been 
worse, Warnings went out well 
ahead of the storm, enabling deal- 
ers and their neighbors to hold 
down the damage. 

The effect of the storm varied 
widely from area to area along the 
coast. The storm touched the’ Flori- 
da Keys and then cut into the west 
coast of Florida, It slashed across 
the state and ran up the East Coast, 
hitting some areas hard and skip- 
ping over others. 

The hurricane smashed across 
New England before blowing itself 
out in Eastern Canada. These were 
the damage reports as the storm 
moved on and the cleanup got under 
way: 

Most Miami automobile dealers, 
having been through previous hur- 
ricanes, boarded up their windows, 
placed practicaliy all cars under 
cover with the result that very 
little damage occurred. 

The hardest hit was Monroe 
Zeder, where a roof blew off and 


damaged several Dodge cars esti- 


Wilkie Views 
The News 


By DAVID J. WILKIE 


IT IS SOMETHING of an axiom 
in the auto industry that the cus- 
tomer will not buy what he doesn’t 
want—excepting in extreme emer- 
gencies such as wartime shortages. 

So it is that the auto makers’ 
big problem is to build cars that 
provide, within practicable limits, 
precisely what the car owner 
wants. There are some things that 

are impracticable, like built-in 
cosmetic trays and makeup facil- 
ities for women drivers, The 
woman driver, say the auto mak- 
ers, shouldn’t be “making up” while 
driving. 

The car manufacturers get 
scores of suggestions about 
things that the motorist would 
like on his car. Contrary to wide- 
spread impression, these sugges- 
tions are not tossed aside, All 
are studied by the stylists and 
the engineers for possible adap- 
tation to forthcoming new mod- 
els. 

But every innovation has to be 
thoroughly tested 
and proved safe. 
Some are dis- 

carded because 
one smal] hazard 
factor cannot be 
eliminated; others 
fail of adoption 
because their 
cost would add 
too much to the 
price of the car. 

: Most recent ex- 
D. J. Wilkie amples of sound 
engineering developments that cost 
too much for popular acceptance 
were fuel-injection systems and 
air-suspension for passenger autos. 
These two items were thoroughly 
tested in the laboratories and the 
proving grounds. They were prov- 
ed scientifically and mechanically 
sound, but they could not be offer- 
ed at prices that would find a mar- 
ket in the low and medium-price 
car fields, 

One of the things that auto mak- 
ers hear rather frequently is the 
charge that they deliberately hold 
back major engineering innova- 
tions. Just why they should do that 
in a business as highly competitive 
as the production and sale of auto- 
mobiles is not always made clear. 

7 * * 

IT HAS BEEN said, for example, 
that in most instances the intro- 
duction of new concepts in engi- 
neering of certain components 

(Continued on Page 76, Col, 5) 
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mated at $6,000. Some of the larg- 
est signs blew down, 

There were many broken win- 
dows and several cars were water- 
soaked but, on the whole, dealer- 
Ships fared well considering the 
destructiveness of dangerous 
Donna elsewhere in Florida. Big- 
gest complaint of the automobile 
people was the loss of four days’ 
business at this critical cleanup 
period. 

A 38-foot cabin cruiser belonging 
to Fred Allen, Rochester (N. Y.) 
Volkswagen dealer, was swept 
ashore when the hurricane struck 
the Florida Keys, Extent of the 
damage to the $35,000 craft has not 
been determined. 

Dealers took their share of the 
beating Hurricane Donna gave 
Eastern North Carolina. 

Few dealers as far as 125 miles 
inland could report no damage. 
Heaviest losses came from shat- 
tered plate-glass windows, de- 
struction of expensive neon signs 
torn from their moorings and to 
autos left in open lots to be bat- 
tered by flying debris. 

Typical of loss suffered by scores 
of dealers was that of Harvey Mo- 
tor Co., well inland at Kinston 
where a $12,000 sign was demol- 
ished and part of the roof was 
ripped away. 

At hard-hit Beaufort, H. D. Paul’s 
Dodge-Plymouth-Simca dealership 
was a total loss and more than 20 
new cars were battered. 

With communications still para- 
lyzed in most of the stricken area, 
the North Carolina Automobile 
Dealers Assn. has said that it will 
be more than a week before an ac- 
curate estimate of total damages 
can be made. 

Most automobile dealers in the 
Norfolk-Portsmouth Virginia 
Beach area of Virginia escaped 
serious e from the hurri- 
cane but the storm hit some com- 
Panies hard, 

The storm left a number of deal- 
ers without power for a day and 
forced some curtailment of opera- 
tions, 

Few dealer cars sustained more 
than superficial damage from flying 
objects but three station wagons at 
Roughton Pontiac, Norfolk, had 
windshields broken and tops caved 
in when part of the building front 
fell on them, 

A half dozen dealers reported 
broken show windows, Davenport, 
Lewis Chevrolet, Portsmouth, Va., 
was one of these and, in addition, 
lost 650 feet of cinderblock wall 
around a car storage lot. 

Two dealerships, Bratten Pon- 

(Continued on Page 74, Col, 3) 


Importer’s Bond 
Proposed by IRS 


To Assure Excises 


WASHINGTON, — The Internal 
Revenue Service has proposed that 
importers of motor vehicles be re- 
quired to post a bond sufficient to 
cover their estimated quarterly ex- 
cise-tax liabilities. 

If this proposed regulation be- 
comes firm, it is expected to curb 
fly-by-night importers, some of 
whom go into business and then 
quit or disappear without paying 
the excise on their imports. 

It also is expected to mean an 
additional cost to operators whose 
practice it is to have a vehicle pur- 
chased in Europe and imported 
tax-free by returning servicemen. 
Such cars then are sold at lower 
than prevailing domestic prices, 

To this extent, it might soften 
some competition to regular deal- 
ers. It would, of course, also assure 
the government that tax funds 
would be available when due. 


Consideration will’ be given to 
written comments on these propos- 
ed regulations which are submitted, 
in duplicate, to the Commissioner 
of Internal Revenue, attention: 
T:P, Washington 25, D. C., before 
Oct. 13. Persons who may wish to 
comment orally at a public hearing 
should ask the commissioner, dur- 
ing the same period, to schedule 
one. 


Buick Dealers Head for Feast— 


Buick dealers in Flint for a preview of the GM division's 1961 line leave a special 
train on the outskirts of the city and head for a cookout with Buick executives in large 


tents on a local golf course. 


Picking Out the Choicest Melon— 






Six Buick dealers gather around a pile of watermelons in a hunt for the choicest. 
They were among 3,000 retailers who were flown to Flint for a preview of the 1961 
line. A cookout dinner at é local golf course wound up each day's activities. 

~ 


3,000 Buick Dealers See 
61 Line at Flint Preview 


FLINT.—More than 3,000 Buick 
dealers watched the new Buick 
Special coming off the assembly 
lines in day long personal visits to 
Flint to preview the Buick line 
for '61. 

The dealers came from all parts 
of the country in five groups 
spaced two days apart. The day’s 
schedule included talks by Ed- 
ward D. Rollert, Buick general 
manager, and Edward C, Ken- 
nard, general sales manager. 

Engineering and styling features 

of the 61s were detailed in speeches 
and motion pictures, as was the 
story of the creation of the Buick 
Special, an entirely new car with 
Buick’s first American-built V-8 
aluminum engine, 

The dealers inspected the divi- 
sion’s new engineering and manu- 
facturing facilities, watched the 
Special assembly line, lunched with 
Buick’s executives, heard presenta- 
tions on the extensive advertising 
and public relations programs for 





Dealers to See 


DeSoto Today 


DETROIT.—Plans for marketing 
and merchandising the 1961 DeSoto 
will be disclosed to dealers at a 
series of five meetings this week. 

Dealers will also be given their 
first preview of the car and hear a 
discussion of its mechanical fea- 
tures, Meetings will be held at 
Chrysler Corp. Training Centers in 
Detroit, New York, Atlanta, Chi- 
cago and Los Angeles today (Sept. 
19) and in New York on Thursday 
(Sept, 22). 

Conducting the previews will be 
teams of executives from Plym- 
outh-DeSoto-Valiant Division. The 
car will go on display in showrooms 
Oct. 14. 


the ’61 and spent two long periods 
examining all models in the line. 

Social highpoint was dinner a, 
cookout in great tents on a golf 
course near Flint, where the Buick 
train stopped on the way back to 
Detroit from the Buick plant, 

The cookout was under the direc- 
tion of Gerald M. Millar, Buick’s. 
advertising manager, and wound up 
each day’s activities. 


Pontiac’s 61 Show 
To Hit the Road 


DETROIT.—Pontiac’s new-model 
announcement show, a musical with 
an election theme, was premiered 
at Masonic Temple here last week 
by Pontiac’s sales department, sup- 
pliers, dealers and newsmen. 

Composed of top sho w-business 
talent, it will be viewed in each of 
Pontiac’s 27 sales zones. Total at- 
tendance will top 25,000. 

The musical features original and 
appropriate numbers such as, 
“Rally ‘Round the Flag, Boys,” and 
“People’s Choice.” 


Late Report... 





Chrysler and Dann 
Battle in Court 


First Formal Hearing 
Bogs Down on Details 


INGTON, Del. — The first 
formal hearing on two of the 
many suits in the Chrysler case 
bogged down into a wrangle over 
details last week as the court freed 
the Chrysler stock of company of- 
ficials which was seized as a pre- 
liminary to the suit. 

The formal hearing took place 
when Sol A. Dann, leader of the 
antimanagement forces, was call- 
ed to give a deposition on two of 
the suits he and his group have 
filed against Chrysler manage- 
ment, 7 

One of the suits asks that a re- 
ceiver be appointed to oversee ac- 
tions of Chrysler management and 
the other asks access to a list of 
Chrysler stockholders. 

The deposition hearing was turn- 
ed into an apparent standoff with 
lawyers arguing over just what 
questions were related to the suits. 
* + 7 

EANWHILE, the court freed 
the stock of eight Chrysler ex- 
ecutives, including Board Chairman 
L. L. Colbert. The stock was seized 
to insure that they would answer 
suits filed against them in Dela- 
ware by the Dann group. 

When the Chrysler group 
agreed to answer, the stock was 
freed with the consent of the 
Dann group. 

The officials whose stock was 
freed and their holdings in Chrysler 
stock are: Colbert, 2,544 shares; 
Cc. L. Jacobson, 1,658; John D. 
Leary, 250; F. W. Misch, 710; E. C. 
Quinn, 257; E. C. Row, 200; Lynn 
A. Townsend, 200, and L. I. Wool- 
son, 413. The last seven are vice- 
presidents and directors. 
The court has not yet acted on 
freeing the stock of 18 other direc- 
tors, suppliers and officers, The 
stock of the full 26 was seized after 
Dann filed his suit asking for a re- 
ceiver in August. 

In other action in the Chrysler 
case last week, Dann protested 
when General Motors held up his 
dividends on GM stock. The GM 
stock was seized as a part of Chrys- 
ler’s $30-million libel suit against 
Dann. In eddition, two rather old 
suits connected with Chrysler haul- 
away business became a part of the 
big Chrysler case. 

+. + 

| THE deposition hearing, Dann 

balked at answering key ques- 
tions posed by Chrysler counsel, 

Milton Pollack, representing 
Chrysler, asked Dann whether or 
not he at any time had said Chrys- 
ler was insolvent and could not 
meet its obligations as they ma- 
tured. 

Dann’s attorney, Frank Rosen- 
baum, Detroit, objected to that 
and four or five similarly worded 
questions on the ground that the 
question referred more to the 
Chrysler libel suit pending 
against Dann than to the receiv- 
ership suit Dann filed against 
Chrysler. 

After more than two hours of 
bitter verbal exchanges between 
Dann and Pollack, as well ag be- 
tween Pollack and Rosenbaum over 
“improper questions” by Chrysler 
counsel, the first hearing was re- 
cessed. 

+ * * 
_- pA and his counsel attempted 
to emphasize during the deposi- 
tion that the lawsuit in which Dann 
was a plaintiff had asked a receiver 
be appointed because of misman- 
(Continued on Page 77, Col, 4) 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 


increased $3 last week to $927, 
index. 


according to Automotive News’ 


It was the first time in six weeks that the index hand turned 
upward and every model except ’59s, which lost $47, and ’58s, which 
showed no change, shared in the increase. 


Increases amounted to $27 on 


558, $16 on ’60s, $13 on 57s, $8 


on ’53s, $2 on ’56s and $1 on ’54s. 
The loss recorded for ’59s resulted in a new low average price 


for that model. 


At a group of representative auctions last week, the sales ratio 
was 73.1 percent, highest recorded since early May. A week earlier, 


the ratio had been 67.6 percent. 


Auction reports begin on Page 52. 
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Look How Rambler’s 


Rambler Sales Have Quadrupled in Just Four Years And Are 
Still Skyrocketing. Rambler Is The Leader In The Compact 
Car Field—The Market That Is Expected To Represent 
90% Of All New Car Sales By The End Of 1961" 



































Es 
THER 
at sd 
bd a2 ee 
did 1 
Bee bald 
Bi idk 
coeon Cd 
dt! aida 
ee deka = 
ae enka | | FISCAL 
i aah | veap 
Pree 2 
ae a FIGURES 
SS ws 
os 2 
Bae Re 
Sie RE 


104,530 136,832 391,317 435,000 


Wouldn’t You Like To 
GO And GROW With 


RAMBLER? 






Director of Dealer Development 


We Have the Product for the Exploding Compact American Motors Sales Corporation 
Car Market .. . There Are Still a Few 
Franchises Available in Select Markets .. . ae SO Ne ae 


YOU Have The Opportunity! 


ADDRESS_ 


Rembler Franchises Also Available in Canada and Important Export Markets. 
in Caneda, Write te: American Motors (Canada) Lid., Brampton, Ontario. 





Growing! 


Dear Sir: Will you please provide me with more complete 
information about the Rambler franchise. 1 understand that | 
am under no obligation and my inquiry will be held in the 
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Probers View It as ‘Highly Illegal’ .. . 
Police Condemn Referral Selling 


Eprror’s Nore: This is another 
im a series of articles on referral 
selling. Many have condemned 
this method, a few defend it. 

a + * 
By 
West Coast Editor 

LOS ANGELES. — “Information 
discovered during our investigation 
of referral selling leads us to be- 
lieve this is a highly illegal pro- 
cedure,” a veter- 
an Los Angeles 
police sergeant, 
told AvTOMOTIVE 
News. “And we're 
going to do our 
best to put a stop 
to it.” Investiga- 
tion of referral selling of new cars 
is now under way in Los Angeles 
by the Police Department, the State 
of California Consumer’s Council, 
the Los Angeles Motor Car Dealer’s 
Assn. and other groups. 

In addition, the district attor- 
ney’s office and the Better Business 
Bureau are watching developments 
closely. All are prepared to act in 





MARTIN 
SENOUR 
DYTHO-LAC 


efforts to halt the industry’s most 
discussed sales method. 

Police Detective Sgts. Roberts 
and Clark began the investigation 
a few months ago. Several car 
purchasers appeared at Police 
Headquarters to complain after 
receiving payment books from 
the finance company for so-called 
“free” cars. 

“We felt that when people tell 
the same story, there must be 
something to the phony pitch that 
would bear investigation,” said 
Roberts. 

Under direction of the Bunco Di- 
vision commander Capt. Harry F. 
Didion, Roberts and Clark went 
into the field to interview victims 
and dealers concerned. On the basis 
of this preliminary survey, police 
decided to investigate further. 

While interviewing personnel of 
M & M Advertising Corp., which 
operates referral plans for a num- 
ber of Los Angeles dealers, officers 
said they found material they con- 
sider evidence of fraud. 

Telephone girls in the “boiler 


room,” who solicit prospects, are 
said by M & M’s Joe Martin to 
spend about half their time calling 
referral leads and the rest of their 
time making cold calls from the 
telephone book. 

Books which list tele phone 
numbers by street address were 
found by the officers to be mark- 
ed with a blue line to indicate a 
wrong number or completed call. 
An “X” was used to indicate a 
busy number. There were “O” 
and red-line markings if an ap- 
pointment was made with the 
person listed, the officers said. 

A typical telephone pitch is: 

Girl:—“Hello Mr. (Mrs.) 
You have been picked because of 

geographical location to demon- 
strate one of our new cars.” 

Prospect:—“What do I have to 
do?” 

Girl:—“Just show your many 
friends your new car, and tell them 
they can get one for free.” 

Prospect:—“How much will this 
cost me?” 

Girl:—“Actually, it won’t cost 





puts you 
out-front in 
Acrylic 





Veteran Dodge Owner— 

Carl L. Locke, center, 82, Batavia, N. Y., 
plans to buy his 36th Dodge in 1961. 
locke got an advance look at the 1961 
Dodge cars and trucks recently in Cleve- 
land. Showing him the new compact, the 


_| Dodge Lancer, are M. C. Patterson, left, 


Dodge general manager, and Dodge deal- 
er Charles C. Hawley, Batavia. Hawley, a 
Dodge dealer since 1919, has sold Locke 
a Dodge car every year since 1925. 


anything because you will be earn- 
ing the car by participating in our 
advertising program, Another thing, 
the car you would be representing 
will be the same car you would 
earn through this program.” 


Refinishin gi! 


speedier application...greater durability... photofinish brilliance! 
...and immediate delivery on all 1961 Acrylic colors! 


ability and luster. Always gives a perfect match 


Dytho-lac puts you out front because it’s custom- 
made for you . . . not for the factory! Shop engi- 
neered by Martin Senour to save shop time, shop 
costs. Easier to apply . . . faster to dry. Never 
needs special undercoats. Assures shop-sure 


results every time, 


Dytho-lac puts you out front in customer satisfac- 
tion! Outshines them all in depth of color, dur- 





in overall refinishing or touch-ups. 


Dytho-lac puts you out front with all 1961 acrylic 
colors! No delay! You get prompt delivery on all 
1961 car colors, matched to manufacturer’s 


specifications. So, call your 


N.A.P.A. Jobber 


today. Let Martin Senour’s shop-sure Dytho-lac 


put you out front. 


MARTIN 
SENOUR 
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' Prospect:—“What sort of an ob- 
ligation do I have with you?” 

Girl:—“That’s explained during 
an interview with our advertising 
director, Just remember, we don’t 
ask you to spend any more time 
in the car than you usually do 
in yours, This interview will re- 
quire about 45 minutes of your 
time. It is necessary for your 
wife (husband) to accompany 
you. When would you like to 
come in?” 

(Note: Girls are requested to 
make sure the prospect is between 
21 and 65, currently employed and 
owns a tradeable car.) 

Of this pitch, Capt. Didion said: 

“There’s no doubt an element of 
false advertising. We don’t like the 
way prospects are approached, for 
we know they call everyone in the 
block. We’re going to present the 
entire picture to the district attor- 
ney. If we can’t call it a felony, 
we'll go in on a misdemeanor.” 

The district attorney’s office de- 
clined to comment on progress of 
the police investigation. A spokes- 
man said: 

“This matter is being investigat- 
ed by the Los Angeles Police De- 
partment. We are advising them 
from a legal standpoint, but until 
it’s in the office, and we evaluate 
the situation, we’re not in a posi- 
tion to make a statement.” 

Nevertheless, it is well known by 
most Los Angeles dealers that the 
district attorney’s office has an ac- 
tive interest in the police investi- 
gation. 

At a recent meeting at the 
D. A.’s office, seven witnesses told 
their experiences to representa- 
tives of four dealers using the 
referral plan. After the presenta- 
tion, it was reported, the dealer 
representatives were told to re- 
consider their actions because the 
district attorney was considering 
action against M & M Advertis- 
ing for fraud and conspiracy, 

It also is reported that attorneys 
consider M & M Advertising’s re- 
ferral activities violate Section 685 
of the California Motor Vehicle 
Code. Section 685 defines an auto- 
mobile salesman as the only person 
who can sell and be paid for sell- 
ing a motor vehicle, They feel that 
M & M is acting as an auto sales- 
man. 

Investigators also have reported 
finding material which they said 
leads them to believe forgery may 
be involved in some M & M con- 
tracts. 

This charge could be levied on 
the basis of customer complaints 
of having signed blank contracts, 
the probers said. 

Another possibility of action by 
the district attorney is the chain- 
letter aspects of a payment agree- 
ment based on sales by a third 
party. 

In the case of M & M referral 
agreements, the first referral earns 
a car buyer $100 for a standard-car 
sale. If this second referral aids in 
selling a car, he is paid $100 for 
aiding the sale, while the first re- 
ferral is given $50. Such a pyramid 
deal is considered related to chain- 
letter sales schemes, 

California Department of Motor 
Vehicles officials make no bones 
about it. 

“Dealers may not pay a commis- 
sion for the sale of an automobile 
to anyone but a licensed salesman, 
working for a specific dealer,” they 
said. 

Salesman’s licenses are issued 

to the dealer in the salesman’s 
name, Not more than one license 
will be issued to a person, which 
insures that a salesman can work 
for only one dealer at a time, 

DMV people are of the opinion 
that there is a definite conflict be- 
tween M & M’s referral selling and 
California laws regarding auto 
salesmen. Investigators are certain 
that M & M “advertising directors” 
should be licensed salesmen, but 
they can be licensed only if em- 
ployed by the dealer in whose 
showroom they work. 

At the present time, the ad direc- 
tors are employed by M & M, Ad- 
vertising. California’s attorney 
general has been asked for an opin- 
ion on the legality of people han- 
dling the major portion of the sale 
of a car. 

Though California law prohibits 
payment of commissions to anyone 
but a salesman, this writer has 
seen photostat copies of dealer 
checks made out to M & M adver- 
tising representatives, which the 
referral buyers are called. 

On Aug. 19, the Los Angeles 

(Continued on Page 73, Col, 1) 
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Your biggest automobile buyers, in Chicago 
as anywhere else, are the young householders with 
growing and active families to transport. 


But nowhere else can you concentrate your 
advertising on young families more effectively. Over 
half the readers of the Chicago Sun-Times 

are men and women 35 and younger! 


You’re sure to reach this prime audience when you 
run your advertising in the Sun-Times— 
full color or black and white. 


Send for your copy of the 1960 Chicago Consumer Analysis. Now available. 








Sun-Times 
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Capsule Comment 


Chevrolet’s Ed Cole says he doesn’t know exactly from 
whom the new compacts will take their market shares. 


It’s not so much a matter of whose hide is thickest, but 


of who lets down his effort. 


New-car dealers during the 1959-60 school year provided 
a record total of 13,805 practice driving cars to high 


schools. 


There’s no worthier public service. 


Dealers set up a clamor for fewer body styles and options 
as cleanup inventory breaks all records. 
Flap in the making over the excess of accessories? 


Compacts become “problem” for dealers in leasing, na- 


tional convention finds. 


One area where the big boom of 1960 has sputtered. 


Clarence Francis’ appointment as Studebaker-Packard 
chairman is third top-level change at auto manufacturer in 


as many months. 
No lack of room at the top. 
* * 


General Motors will follow up National Automobile Show 


with its seventh Motorama. 


A real believer in showmanship. 


Series on referral selling in Los Angeles finds detractors, 
defenders for controversial gimmick. 
But there’s no controversy among the victims. 


Coming 
Events 


%& Eprror’s Nors: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used, 


Dealer Conventions 


Sept. 18-19—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville. 

Sept. 18-20—New York State Automobile 
em The Concord, Kiamesha Lake, 


Sept. 19-20—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee, 

. 30-Oct. | — Montana Automobile 

ealers Assn., Rainbow Hotel, Great 


Falls, 

Oct, 15-17—Texas Independent Automo- 
bile Dealers Assn., Sheraton-Dallas 
Hotel, Dallas, . 

Oct. 23-25—Automotive Trade Assn. of Vir- 
ginia, Hotel. Roanoke, Roanoke. 
ict, 23-25—New Jersey Automotive Trade 
Assn., Chalfonte-Haddon Hall, Atlantic 


City. 

Oct. 28-Nov. 2—Florida Automobile Deal- 
ers Assn., Cruise to Montego Bay and 
Port-au-Prince. 

Nov. 6-7—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Oklahoma City. 
Nov. | necticut Automotive Trades 
Assn., Hotel Statler-Hilton, Hartford. 
Nov. 16—Rally Day for Profits, Automo- 
bile Dealers Assn. of Alabama, Birming- 


am, 

Dec. 5—Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 

Jan. 15-19—National Independent Auto- 
pease Dealers Assn., Eden Roc Hotei, 

iami. 

Jan. 28-Feb. 1 — National Automobile 
Dealers Assn., San Francisco, 

March 13-14—Louisiana Automobile Deal- 
an Assn., Roosevelt Hotel, New Or- 
jeans. 

March 26-286—Automobile Dealers Associ- 
ation of Alabama, Biloxi. 

May 14-16—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 


vannah. 

May 14-16—|daho Automobile Dealers 
Assn., Idaho Falls, 

May 21-23 — Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene. 

June 16-18—Michigan Automobile Dealers 
Assn., Detroit. 


Auto Shows 


ms 23-Oct, I—Commercial Motor Show, 

arl's Court, London, 

Oct, 6-16—Paris Automobile, Bicycle, Mo- 
torcycle and Sports International Ex- 
position, Grand Palais, Paris. 

Oct. 8-23—Dallas Auto Show, Texas State 
Fairgrounds, Dallas, 

416 — Empire Motor Show, Denver 
Coliseum, Denver, 

Oct. 15-23— National Automobile Show, 
Cobo Hall, Detroit. 
Oct. 19-23 — Autorama, Industrial Arts 
Bidg., Exposition Park, West Springfield, 


Mass. 
Oct. 19-23—International Foreign and 
Sports oon, Show, Commonwealth Ar- 
loston. 


Oct. i9-29— International Motor Show, 
Earl's Court, London. 
Nov. 3-13 — International Automobile 


Show, Turin, Ita 

Nov. 413 — Seat 
Seattle. 

Nov. 5-12—Philadelphia Auto Show, Grand 
Exhibition Hall, Trade and Convention 
Center, Philadelphia. 

Nov. 5-13— World Car men. pene 


Raceway, Westbury, L. |., N. Y. _ 
Nov. 9-12—Denver ‘Ate Show, Coliseum, 


Denver. . 
Nov. 12-19—Albany Auto Show, Washing- 
ton Ave. Armory, Albany, N. Y. 
Nov. 12-19—Pittsburgh Auto Show, National 
Guard Armory, Pittsburgh. 2 
Nov. 23-27—Portland Auto Show, Memorial 
Coliseum, Portland, Ore. 

Nov, 25-Dec, 3—Indianapolis Auto Show. 
Indiana State Fairgrounds, Indianapolis. 

Jan. 14-2i—Syracuse Auto Show, Syracuse 
War Memorial, Syracuse. 

Jan. 26-29—Birmingham Auto Show, Munic- 
ipal Auditorium, Birmingham, Ala. 

Jan. 28-Feb. 4—Rochester Auto Show, War 
Memorial Exhibit Hall. Rochester, N. Y. 

Feb. 3-8—International Foreign & Sports 
Car Show, Dinner Key Auditorium, 


Miami. 
Feb. 18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 


General 


Sept. 29—Fluid Power Society, Milwaukee 
School of Engineering, Milwaukee. 

Oct. 10-12— Automotive Parts Rebuilders 
Assn., annual convention, Conrad Hil- 
ton Hotel, Chicago, 

19-22 — Automotive Wholesalers of 
Texas, Rice Hotel Convention and Booth 
Conference, Rice Hotel, Houston. 

Oct, 16-2I—American Trucking Assn. an- 
nual convention, Waldorf-Astoria Hotel, 
New York City, 

Oct. 2426—Truck and Body Equipment 

%& Nov. 3— General Motors Motorama, 
Waldorf-Astoria Hotel, New York. 


ly. 
tle Auto Show, Armory, 


Automotive Cartoon 


Week 


Of the 


“Don't you think if's about time you unloaded that 
two-garage car, Mr. Hempp?" 


Letterbox 


‘How to Buy a Car..... 


9 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used if you so request. Address 


Personal Approach 

I thought you might be interested 
in my reaction to the last para- 
graph of the James M. Roche ar- 
ticle in your Sept. 5 issue. 

The article discussed the per- 
sonal approach to selling and the 
last paragraph told of a retired De- 
troit banker who purchased a new 
Cadillac because a salesman called 
on him at his home and asked him 
to buy a car. 

For over 30 years, I have been 
commissioner of safety in Milwau- 
kee. During that time I’ve had 
about 15 Chryslers, all purchased 
new and for cash. Never has a Gen- 
eral Motors salesman called on me. 

Here’s the payoff: In 1928, I 
purchased some GM stock. It’s 
been split several times, and for 
the last 12 years my income from 
GM has been in excess of $2,000 
per year—always more than 
enough to purchase my new 
Chrysler. 

Why Chrysler? Because a sales- 
man gives me a new car to use 
over a weekend; then he calls on 
me and the sale is made. Had any 
Cadillac salesman ever made the 
slightest attempt to demonstrate, 
I’m sure I would be driving my 10th 
Cadillac today. 

But I’m hugely satisfied. As long 
as GM pays a $2-per-share dividend, 
I can continue to drive a new 
Chrysler.—Dr. B. L. Corsett, Mil- 
waukee, 

*~ * * 
Peugeot Likes 


Thank you very much for your 


The Big Stories 


35 Years Ago—1925 
Chevrolet produced its two-millionth car, 12 years after the first 
“Baby Grand” touring model was turned out in 1913... Four British 
auto firms, Morris, Austin, Humber and Standard, announced plans 


to establish plants in Canada. 


20 Years Ago—1940 
Ford, Mercury and Lincoln models for 1941 were unveiled to the 
press. Contrary to earlier predictions, there was no six-cylinder car 
at the preview. Ford forecast sales of one million units for 1941, up 


20 percent over 1940 operations. 


10 Years Ago—1950 
A survey showed that the average franchised dealer had a potential 
inventory of 9.3 new cars, of which only 5.6 units were on hand. He 
was still waiting for delivery of the rest from the factory. This was 


lowest stock level in two years. 





Editor, Automotive News, Detroit 7, Mich. 





“Man Behind the Wheel” test of a 
Peugeot 403 Station Wagon in the 
issue of Aug. 15. 

It was accurate in all respects 
with the exception of the second 
from the last paragraph concern- 
ing the “standard Peugeot radio.” 
We do not import nor recommend 
radios; the choice of a radio is up 
to the individual -dealer. 


We also believe that the station 
wagon which you used was either 
very new or not necessarily in the 
best tune to achieve only 23 miles 
per gallon. — James C, La Marre, 
Peugeot, Inc., New York. 

* * * 


Orchids to Ullman 


We have read the recent articles 
in Automotive News about NADA 
and wish to take this opportunity 
to compliment you on not only the 
fine articles but the service they 
will accomplish for NADA and its 
members.—C. S. Kiuau, General 
Manager, Pennsylvania Automotive 
Assn., Harrisburg, Pa. 

* * * 

While there are 20,000 loyal mem- 
bers of NADA that read the NADA 
magazine, your story will give them 
interesting information they prob- 
ably wouldn’t get otherwise.—W. S. 
Epwarps Jr., Edwards Chevrolet 
Co., Inc., Birmingham, Ala. 

* * * 

As one of the old-timers of 
NADA, I appreciate the support 
you are giving the association in 
the articles written by Bill Ullman. 
—WituiaM L. Mauion, New Jersey 
NADA Director, Newark, N. J. 

* * * 

It is heartening to see the “Bible” 
of the business present such a clear 
and accurate picture of NADA’s 
activities. — Kerrh ANpbRESEN, Man- 
ager, Nebraska New Car Dealers 
Assn., Lincoln, Neb. 

* * * 

Just want to compliment you on 
the series of articles on NADA.— 
WituaMm L, Hucuson, Wm. L. Hugh- 
son Co., Inc, (Ford), San Francisco. 

* * * 

I consider the articles to be a dis- 
tinct service, not just to NADA, but 
to its thousands of members.— 
Water B. Cooper, NADA First 
Vice-President, Fort Collins, Colo. 

es ~e 
You are doing a great service to 
(Continued on Page 54, Col. 1) 




















HERE’S HOW TO DEMONSTRATE LIMITED SLIP DIFFERENTIAL 


Stop your right rear wheel 
on a pile of wet leaves 
which you can place at 
the curb yourself, then 
demonstrate how LSD lets 
you start up smoothly 
and with no wheel spin 
— because the power 
goes to the wheel with 
the traction. 


If you’re near an un- 
paved country road or 
lane where you can run 
one rear wheel off into 
soft soil, you can put on 
a powerful demonstration 
of how easy it is to get go- 
ing instantly—with LSD. 


Dirt really flies when a 
car with a conventional 
differential starts with 
one wheel in the mud. 
You can make a mud 
puddle in your used car 
lot or in a field—and 
show how LSD insures a 
quick, clean take-off. 


In the winter, if you're 
where the temperature 
goes below freezing, put 
one rear wheel on a patch 
of ice or packed down 
snow and show your cus- 
tomer how LSD lets you 
start up instantly. 








You Can Help 
Prevent This! 





This salesman can’t afford to get stuck! You can help 

him escape predicaments like this—and make him a loyal 
customer for life—by selling him his next car factory- 
equipped with a limited slip differential! A limited slip 
differential, with its unique action of directing power to the 
rear wheel with the greater traction, is easy to demonstrate. 
With one on each of your ’61 demonstrators, you’ve got 

a powerful selling tool, especially when you're selling a 
prospect whose mobility means money in his pocket. 

And mobility-minded prospects are everywhere—doctors, 
policemen, taxi operators, rural mail carriers, busy 
housewives, and salesmen . . . anyone who can’t afford to 
get stuck! So, be sure to have your ’61 demonstrators 
equipped with the limited slip differential 

and build solid customer satisfaction and good will. 


ORDER LIMITED SLIP DIFFERENTIALS ON ALL YOUR '61 DEMONSTRATORS! 
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cities are rapidly freeing them- 
selves of traffic congestion. 
Traffic in some metropolitan 
areas is moving more rapidly 
today than it did 10 years ago, 
AAA reports, The drivers’ organ- 
ization cites Los Angeles ag the 






















AUTOMOTIVE WASHINGTON 
‘61 Minimum-Wage Fight 
Already Shaping Up 


By William Ullman 


Washington Bureau Chief 
i retail businessmen got a bad scare from the Senate- 
approved version of the minimum wage bill. While the 
threat is over for this year, business groups over the nation 


are preparing careful argu-?"o), cos short history, was hand- 
ments in advance to block] ed down recently by an ICO ex- 
any similar legislation next year. ae a sonora —_e —_ 
The United States Chamber of} 2” gran ° ‘wu 
Commerce notes| Bend carriers the right to carry 
that for 22 years,| Curtiss-Wright air cars from the 
since the passage| ™#ker’s plant to its sales outlets. 
of the Fair Labor| To date, the Government has 
Standard Act,| shown very little interest in cate- 
Congress has| gorizing the air car, a vehicle which 
confined the law’s| operates by pushing air between 
application to in-| itself and the ground by means of 
terstate com-| jets or fans, 
merce. Even! Its various developers have called 
President Roose-| it a new kind of helicopter, an ad- 
velt said that the| vanced ground vehicle, and a to- 
law should not|tally new mode of transportation. 
William apply to purely| ICC now has given the nod to this 
local pursuits and services. last label, at least on behalf of the 
This year, however, the Senate) motor carrier industry. 
insisted that firms should be con- . * * 
sidered in interstate commerce|New Barriers? 






dling methods 
healthier driving conditions and 
speeded auto traffic flow. 

AAA also questions further sub- 
sidies for railroads, pointing out 
that despite the recent Long Island 
Railroad tieup, commuters in the 
area managed to get to and from 
— by forming car pools or using 

uses, 







































* * * 


Conference on Truth 


E Federal Trade Commission 

will hold a special pilot confer- 
ence in Cincinnati on Sept. 28 to 
promote truthful and nondeceptive 
advertising on a communitywide 
scale. 

More than 2,000 business concerns 
in the greater Cincinnati area have 
been invited to the one-day meet- 
ing. Among other things, the con- 
ference will take up FTC’s Tire ad- 


New Grille, Trim Are '61 Comet Highlights— 


A new aluminum grille and changes in trim are features of the 1961 Comet. The 
basic styling and sheet-metal treatment of the '60 models have been retained. 
vertising Guides. 6 OS Sas 
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Styling, Sheet-Metal Treatment Basically Unchanged . . . 
61 Comet Offers Optional Engine 








when their sales exceed a certain 
gross dollar volume, even though 
all their activities are confined to 
one state. Happily, the House 
wouldn’t swallow that one, but next 
year, who knows? 

Comments the Chamber of 
Commerce: “Obviously, use of 
this dollar-volume principle to 
establish whether or not a retail 
firm is in interstate commerce 
marks another move to interject 
federal regulation into purely 
local affairs . . . It’s clear that if 
the principle were established, the 
bars would be down .. . and the 
way would be open to federal 
wage-hour regulation of all busi- 
ness.” 

The chamber has a point. If Con- 
gress succeeds in changing the defi- 
nition of who is in interstate com- 
merce, car dealers might succeed in 
securing exemption from the law 
for a little while. But how long 
could they keep their exemption? 

Once the door was opened to fed- 
eral regulation of some local re- 
tailers, wouldn’t the politicians 
eventually train their sights on 
auto retailers? 


It may be that dealers and their 


organizations will decide to throw 
in their lot with that of other local 
retailers and to train their own 
sights on this question of inter- 


state commerce. 
” * + 


Air Car Is Labelled 


much-discussed and little- 
understood “air-car” has finally 
been given a place to park, so to 
speak, by the Federal Government. 
The Interstate Commerce Com- 
mission, acting on applications from 
carriers interested in hauling the 
vehicle for its manufacturers, has 
labelled the air car “neither auto- 
mobile nor aircraft, but an entirely 
new type of vehicle requiring a 
new classification.” 
The ruling, which may well be 
the most important to date in the 


McQuay-Norris 
Headed by Yates 


ST. LOUIS.—Ballard A. Yates 
has been elected president of Mc- 
Quay-Norris Mfg. Co., succeeding 
the late Carl R. Wippern. 

Yates formerly 
was executive 
vice-president. 

Roger 8S. Heid- 
enheim, formerly 
a vice-president, 
was elected exec- 
utive vic e-presi- 
dent. G. Oliver 
Stone, secretary 
and treasurer, 
was elected a di- 
rector to fill the 

B. A. Yates vacancy caused 
by the death of Mr. Wippern. 


Yates has been with McQuay- 
Norris for 33 years, starting at the 
company’s Connersville (Ind.) Di- 
vision as a metallurgical engineer. 









































r THE commission’s report is 
accepted as the rule by which 
state and other Federal agencies 
choose to regulate the air car, the 
ingenious contraption may be in 
for a hard time. 

New registrations, licensing, and 
even driver training courses would 
be required before the vehicle and 
its operators could legally get on or 
off our highways. 

This may not present an im- 
mediate problem to C-W. Accord- 
ing to the firm’s chief engineer, 
C-W now is producing two models 
of air car, both designed for “off- 
highway” use. The aircraft maker 
already has under way a sales 
promotion program aimed at the 
wide open spaces, namely the 
cattle and oil industries, where a 
vehicle like the air car is “sorely 
needed.” 

The company forecasts “thou- 
sands” of its air cars in use by 1965, 
zooming along one foot above the 
ground at “good” speeds between 
ranches and oil wells. 

According to other sources, C-W 
has received hundreds of inquiries 
from auto, aircraft and small-boat 
distributors requesting franchises 
for handling the new vehicle. Ap- 
parently Curtiss still is keeping the 
lid on its sales plans, and no actual 
sales figures have yet been made 
public, despite the company’s claim 
that the vehicle is in production. 

+” ” + 


For Shame!! 


7S word is finally out explaining 
why the compact car boom. 
The word comes from a psychol- 
ogist named Louis Cheskin. He re- 
ports that Americans have em- 
braced the small car because we 
are ashamed. 

Not, mind you, because it is 
cheaper to run, easier to park, or 
costs less to buy. It is because we 
feel guilty about all the rest of 
the world moving around on 
camels, elephants, dog-sleds, 
bicycles, and the soles of feet. 
Americans have finally become 
so ashamed of being rich while the 
rest of the world is poor, says 
Cheskin, that they have turned 
their backs on the chome-laden, 
tail-finned, 350-horsepower models 
in favor of more modest vehicles. 
(Fortunately for Detroit, we are 
not yet so ashamed in America that 
we have started walking.) 

Another psychologist, Dr. Bur- 
leigh Gardner, doesn’t agree with 
Dr. Cheskin. However, we can’t un- 
derstand Dr. Gardner either. Ex- 
plaining compact sales, he observes 
that “there are complex shifts in 
attitudes. We are in a changing 
society and value systems seem at 
times to be changing entirely.” 

You might try using that line on 
a prospect when all else fails. Who 
knows? The prospect may be a 
psychologist. 
+ 


What's New: 
Optional 101-horsepower engine 
. +. Optional air-conditioning unit 
. ». new aluminum grille, fender 
ornamentation and new standard 
and optional trim fabrics. 


+ * * 
DETROIT.—There is little change 
in the 1961 Comet, announced last 
week by Ben D. Mills, Lincoln-Mer- 
cury Division general manager. 


Perhaps the chief new feature 
is an optional 101-horsepower en- 
gine. It has a displacement of 170 
cubic inches and develops its 
maximum torque, 156 pounds, at 
2,400 revolutions per minute. 

The standard 85-horsepower en- 
gine will be continued. 

Like the 60 version, the new 
Comet will be available in four 
models: Two and four-door sedans 


* 
Forum to Discuss 
* * * 7. 
Air Conditioning 

DALLAS.— The Seventh Annual 
National Forum of Automotive Air 
Conditioning is to be held here Nov. 
17-18. 

Sponsored by the Texas Section, 
Society of Automotive Engineers, 
in conjunction with the Automotive 
Air Conditioning Manufacturers 
Assn., the meeting will be held at 
the Sheraton Hotel. Attendance is 
expected to reach 500. 

The forum panels, moderated by 
automotive air conditioning leaders, 
will cover general design considera- 
tions, engine and assembly cooling, 
passenger compartment noise and 
vibration considerations, drive com- 
ponents, compressors, developments 
in thermoelectric design, electrical 
and control systems and design 
for compact and foreign cars. The 
forum will also feature component 
supplier exhibits. 


Plymouth's Pound Retires— 





* * 


How’s That Again? 


MANY motorists may be surprised 
to learn that the American 
Automobile Assn. believes that our 


a giant cake and a very special table. 


automobiles. 


and two and four-door station wag- 


ns. 

Mills said all are available with 
either the standard or optional en- 
gine, and with manual or automatic 
transmission. 

The ’61 Comet will retain its basic 
styling, Mills said, with principal 
changes including a new aluminum 
grille, new fender ornamentation 
and new standard and optional trim 
fabrics. 

“Standard fabrics offer more 
color harmony with exterior col- 
ors, and there is greater variety 
in the optional fabrics,” he added. 

The sheet-metal treatment is 
basically the same as for the ’60 
model, Mills continued, “the styling 
balance of a larger car, luxury-line 
roof, canted taillights and ample 
luggage space.” 

The new model also will offer air- 
conditioning for the first time. 
Other options and accessories avail- 
able on the ’60s will be continued. 

The unitized body is rust-protect- 
ed in underbody areas with a gal- 
vanized coating. Mills said tests 
have shown this zinc coating more 
than doubles rust resistance. 

The sedans, with a 114-inch 
wheelbase, are 194.8 inches long, 
54.5 inches high and 704 inches 
wide. Effective headroom in the 
front is 38.9 inches, and 37.6 in 
the back. 

Station wagons, on a 109.5-inch 
wheelbase, are 191 inches long, 55.1 
inches high and 70.4 inches wide. 
Headroom and legroom are basic- 
ally the same as in the sedans. 

Sedans have a luggage capacity 
of 28.5 cubic feet, and the wagons 
have a cargo space of 76.2 cubic 
feet. 

Mills said ’61 Comet prices will 
remain competitive with the lower- 
priced compacts. The cars have 
been on sale in some areas since 
last Thursday (Sept. 15). 

“We are planning to produce 


Imi 


When Kenneth G. Pound retired from the Plymouth-DeSoto-Valiant division after 
44 years in the automobile business, his coworkers gave him a big sendoff, including 
Pound's colleagues at the plant, learning 
that he had his eye on a custom table, arranged for the piece to be built and 
delivered to his office on his retirement day. During 24 years as the distribution 
director at Plymouth, Pound supervised the distribution of more than six million 


more Comets for 1961 and will as- 
semble the new models at plants in 
San Jose, Calif.; Kansas City, and 
Lorain, O.,” Mills added. 

The Comet was assembled only 
at the Lorain plant when it was 
introduced in March. 


Quality to Rise 
In Cars of ’60s, 
Chesebrough Says 


ANN ARBOR, Mich.—Harry E. 
Chesebrough, general manager of 
Plymouth-DeSoto-Valiant Division, 
said here that the quality control 
man is the key to superior prod- 
ucts. 

Chesebrough addressed the 15th 
annual quality control forum of the 
Greater Detroit Section of the 
American Society for Quality Con- 
trol. 

“The car of the future—by that 
I mean the car of this decade— 
must be a real quality automobile,” 
he said. 

“We will see new, stronger, light- 
weight alloys which will go into its 
construction, and the car will be 
engineered for better quality. 

“There will be a better under- 
standing of the quality objectives, 
and the quality control man will 
be a key member of the team which 
works out the product design, the 
tooling, and the manufacturing 
layout to produce the car. It will 
have quality designed into it, from 
the time the stylist’s pencil first 
touches his paper.” 

Chesebrough urged quality con- 
trol men to prepare themselves for 
positions in top management, as 
superior quality becomes more im- 
portant to the manufacturers of all 
products. 

“The man who understands qual- 
ity—how to get quality at a com- 
petitive price—is indispensible to 
management,” he said. “For as the 
economy of America continues to 
expand, as the products of Amer- 
ica find their way into foreign 
lands, the man who builds the best 
quality into the products will be 
performing the highest possible 
service to both the business he 
Serves, and the country in which 
he lives,” Chesebrough said. 


Hess & Eisenhardt 
Unveils °61 Models 


CINCINNATI.—Professional cars 
designed for 1961 by Hess & Eisen- 
hardt carry out a “sculpture-in- 
steel” motif, says Charles A. Eisen- 
hardt jr., sales vice-president. 

A horizontal crease runs parallel 
to and just above the drip molding, 
while another crease follows the 
length of the car, along the side 
and then around the fender panel 
and across the rear door. 

Ambulances have, among other 
new features, automatic-locking cot 
fasteners and a siren recessed in 
the roof. 





The 











TONIGHT ON TELEVISION!...See a sprightly animated commercial lauding the new cars with their sparkling aluminum for more 


gleam and go. See a light-hearted comedy you'll enjoy, too... about a pretty girl,,a fast sports car and a romantic ghost. Watch 


ALCOA 
THEATRE 







on ALCOA THEATRE tonight at 9:30 over NBC-TV. 





“The Tweed Hat” 4 


ALCOA THEATRE (9:30 PM NBC-1TV¥ 
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Dodge Adds Dart Pickup 
To 1961 Truck Lineup 


range to 53,000 pounds, and gross 
lines a new series of light and| combination weight ratings range 
medium-tonnage Dodge trucks for| to 76,800 pounds. 
1961. ee ee 
M. C. Patterson, Dodge general i! ADDITION to the Dart pickup, 
manager, said the new series Dodge is introducing a compact, 
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DART half-ton pickup head- 































3 Station Wagons in Dart Lineup for '61— 


Four-door station wagons, offered in the Dart Seneca and Pioneer series, feature a “torpedo” taillight and rear fender treat- 
ment which distinguishes them from the rest of the Dart line. Wagon wheelbase is 122 inches, compared with 118 for other 


Darts. They are evailable with six-cylinder or V-8 engines, and both power plants use regular-grade gasoline. 
ore 


Dart, Polara Bow Sept. 29... 





Dodge Front, Rear New for 61 


What's New: 


Dart and Polara have restyled 
grilles, hoods, fenders, quarter 
panels and decks... new interior 
fabrics... two new manual 
transmissions .. , alternator re- 
places conventional generator 
. - . longer-wearing tires . . . in- 
creased resistance to corrosion 
. - . Matador series discontinued. 

+ * a 

EEKING to continue their tre- 

mendous success of the last 12 
months, Dodge dealers will roll 

their 61 Dart and Polara models 
onto the showroom floor Sept. 29. 

The full-sized units will be joined 
by the new Lancer, giving Dodge 
dealers representation in the com- 
pact, standard and medium fields. 

Dart was a sensation in its 
first year on the market, The 
118-inch-wheelbase models boost- 
ed Dodge registrations 163 per- 
cent during the first seven 
months of 1960. 

For its sophomore season, Dart 
has a new concave grille which en- 
circles the dual headlights and a 
new hood with simulated louvers 
near the base of the windshield. 

* * + 


os sculptured front fenders 
flow into the side of the body, 
while the rear fenders have slant- 
ed fins instead of last year’s up- 
right crests. Horizontal taillights 
with flush lenses are positioned 
above the rear bumper. 

Dart wheelbase remains at 118 
inches, and the cars are 209.4 
inches long, 78.7 inches wide and 
54.8 inches high. Station-wagon 


Standard Product 
Sees Good Future 
As Parts Supplier 


CLEVELAND. — Standard Prod- 
ucts Co. outlined a bright future 
for itself as a supplier of auto parts 
as the company’s report for the fis- 
cal year ended June 30 was re- 
leased. 

The report showed the company 
made $464,233 on sales of $39,419,170 
in the year just completed, com- 
pared to a profit of $708,553 on sales 
of $34,413,915 in the preceding year. 

Standard said it had obtained 
orders for additional parts for 1961 
cars, “including a large volume of 
orders for the compact cars.” A 
6%-million-car year in the model 
year ahead will give Standard in- 
creased sales and profits in the fis- 
cal year now in progress, the com- 
pany said. 

The company said it will sell 
more dollars worth of parts per 1961 
compact car than it sold per car 
during the 1960 model run. This 
year, the cars which carry Stand- 
ard Products’ parts will include 
Thunderbird, Valiant and station 
wagons in the General Motors’ lines. 





wheelbase is 122 inches, and wag- 
ons feature a “torpedo” taillight 
and rear-fender treatment. 

Twelve Dart models are offer- 
ed, excluding fleet and taxi units. 
The lowest-priced Seneca series 
lists a four-door sedan, two-door 
sedan and a four-door two-seat 
wagon. 

In the Pioneer series are a four- 
door sedan, two-door sedan, two- 
door hardtop and four-door two- 
seat and three-seat wagons. Phoe- 
nix choices are a four-door sedan, 
four-door hardtop, two-door hard- 
top and convertible, 

The Phoenix convertible is avail- 
able only as a V-8. Other models 
may be ordered with six-cylinder 
or V-8 engines. 

+ * * 
OCKET-LIKE rear fenders and 
taillights distinguish the Polara 
series. Polara fins, like Dart’s, are 
slanted for ’61. 

Polara models also have a con- 
cave grille and simulated louvers 
on the hood. A textured aluminum 
and stainless rub-rail extends along 
the side from the rear of the car 
to the front-wheel openings. 

There are six Polara models 
this year — a four-door sedan, 
four-door hardtop, two-door 
hardtop, convertible and four- 
door two-seat and three-seat 
wagons. The wagons have hard- 
top styling. The Matador series 
has been discontinued. 

Polara wheelbase is 122 inches, 
and the cars are 212.5 inches long, 
78.7 inches wide and 54.9 inches 
high. 

The standard engine in all Darts 
except the Phoenix convertible is 
Chrysler Corp.’s 225-cubic-inch in- 
clined six which develops 145 horse- 
power at 4,000 revolutions per min- 
ute. Compression ratio is 8.2 to 1, 
down from 8.5 to 1 last year. 

ca * * 

ART V-8s use a 230-horsepower, 

318-cubic-inch power plant with 
two-barrel carburetor. A four-bar- 


* * * 


Polara Trademark— 


Rocket-shaped taillights and rear fen- 
ders identify the ‘61 Dodge Polara. Se- 
dans, hardtops and station wagons are 
offered, and the standard V-8 engine uses 
regular-grade gasoline. 





rel carburetor boosts horsepower 
to 265. 

Three high-performance engines 
are optional. They are the D-500 
(361 cubic inches; 305 horsepower), 
the Police Special (383 cubic 
inches; 325 horses) and the Ram 
Induction V-8 (383 cubic inches; 
330 horsepower), 

Standard engine in the Polara 
is a 265-horsepower, 361-cubic- 
inch unit, Also available are 383- 
cubic engines that are rated at 
325 and 330 horsepower. 

Regular-grade gasoline is recom- 
mended for the Dart six-cylinder 
engine and forthe Dart and Polara 
standard V-8. 

The '61 Dodge has two new man- 
ual transmissions. One is a light- 
weight unit for the 318-cubic-inch 
V-8, and the other is a heavy-duty 
job for the 36% and 383-cubic-inch 
engines. 

* * * 

AM Dodge models will be 

equipped with an alternator in- 
stead of a conventional generator. 
This feature, which was introduced 
on Valiant last year, is a three- 
phase alternating-current genera- 
tor which can deliver up to 10 am- 
peres of electricity to the battery 
while the engine is idling. 

Steering has been improved by a 
new fabric-reinforced coupling, and 
a solenoid-shift starter is said to 
provide greater quietness and re- 
liability. 

Darts and Polaras which are 
undercoated at the factory have 
a fiberglass silencing pad under 
the hood to soak up engine 
noises. 

Dodge has added two steps to its 
rustproofing process, Before the 
body is dipped in primer, a special 
spray is applied to door sills, After 
the paint-baking process, the inside 
surfaces of the door sills are coated 
with a wax compound that has a 
high melting point. 

Interiors of Dart and Polara 
models feature new fabrics and re- 
designed instrument panels. Six- 
teen exterior colors are available, 
and 12 of them are new for ’61. 


New Shock Line 
Offered by Delco 


DAYTON.—Delco Products Divi- 
sion has developed a new line of 
shock absorbers that promises to 
reduce the inventory of shocks that 
dealers have had to carry. 

Called “Superide,” the new line 
means that dealers now can cover 
the replacement market of virtu- 
ally all United States-built cars 
with only 82 different shock ab- 
sorbers, William J. Wagner, gen- 
eral sales manager, said. 

Superide uses a nylon skirt pis- 
ton, engineered by Delco as origi- 
nal equipment on GM’s '60-model 
cars. The nylon skirt is designed 
to add to the life of the shock ob- 
sorber. 





ranges from the pickup to a 2%-ton 
heavy tractor. 

“Styling, chassis, steering and 
suspension system all are new,” 
he said. “We have designed and 
engineered this new series of 
trucks from the ground up.” 

The Dart pickup has a gross ve- 
hicle weight rating of 5,100 pounds 


114 and 122 inches. It will employ 
the inclined six-cylinder engines 
that are used in Dart, Plymouth, 
Lancer and Valiant passenger cars. 

The standard engine will be a 
225-cubic-inch unit that develops 
140 horsepower and 215 pounds- 
foot of torque. Dodge also offers a 
101-horsepower, 170-cubic-inch six 















































delivery services, 
* * + 
1 inclined engine Means a 
lower hood and increased ac- 
cessibility to the engine compart- 
ment, Patterson said. 

“In our new light-tonnage mod- 
els, the hood forms the top of the 
fender housing,” he explained. 

“As a result, the top surface of 
the fender housing igs lower, ex- 
posing more of the engine and 
making it even easier to service. 
All routine servicing can be per- 
formed on the left side of the 
engine.” 

Patterson said 140 basic models 
will be available in the ’61 line, in- 
cluding conventional-cab, ca b-for- 
ward, four-wheel-drive, forward- 
control, school-bus-chassis and tan- 
dem units. 

Eleven gasoline engines will be 
offered, ranging from 101 to 228 
horsepower. Also available are 
eight diesel engines, ranging from 
160 to 250 horsepower. 

GVW ratings on the new trucks 


No Autumn Rest 
For Lakes Boats 


BUFFALO.—For the first time in 
12 years T. J. McCarthy Steamship 
Co. auto carriers will operate into 
Buffalo without a late summer 
“breather.” 

Deliveries of '60 automobiles from 
Detroit aboard McCarthy’s four 
auto carriers will dovetail into ship- 
ments of the forthcoming 1961 auto 
models without any letup in the 
shuttle between Detroit and Buf- 
falo, Francis D. Jordan, Buffalo 
manager, said. 

McCarthy is enjoying the un- 
usually busy season when most 
other Great Lakes shipping com- 
panies are experiencing dwindling 
business in iron ore, grain and other 
bulk cargoes. Normally, McCarthy 
has a lay-up or two as current- 
model auto shipments slacken just 
before new models are due. 


Southroads L-M Opens 


ST. LOUIS. — Southroads, Inc. 
(Lincoln-Mercury-Comet), has 
opened at 5640 Gravois Ave. R. J. 
Sipoha is president and John Am- 
maccapane is vice-president. 
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and is available in wheelbases of 


for truck owners who operate light 


SO 


Dodge Introduces Dart Pickup— 


Dodge has added a Dart half-ton pickup to its '61 truck line. Gross vehicle weight 
rating is 5,100 pounds, and the unit is available in wheelbases of 114 and 122 inches. 
The pickup uses Chrysler Corp.'s inclined six-cylinder engine. 


th ree-quarter-ton forward-control 
unit. Wheelbase is 104 inches and 
GVW rating is 7,500 pounds. It may 
be ordered with either the 101 or 
140-horsepower inclined six engine. 

The new trucks have a 35-ampere 
alternator instead of a generator. 
Other improvements are longer and 
wider springs and easier steering. 

The Dart pickup has a drop- 
center frame which, Dodge said, 
has permitted styling and design 
advances inside the cab without 
sacrificing headroom or driver 
comfort, It also has made pos- 
sible a lower center of gravity 
and cab position. 

Conventional models are up to 
seven inches lower and four inches 
wider than previous units, and the 
wider cab permits a 60-inch seat 
cushion. 

Dodge said Sweptline pickup bod- 
ies have been redesigned to com- 
plement the new styling theme. 
The box width has been increased 
four inches, boosting capacity 10 
percent. 





For the Farmer— 


This Dodge D-500 with a Midwest 12- 
foot stock-and-grain body is powered by 
a 125-horsepower V-8 engine which dis- 
places 251 cubic inches. It is available in 
five wheelbases from 133 to 197 inches 
and has a maximum gross vehicle weight 
rating of 19,500 pounds. 

* * * 





Dodge Tractors— 


Among the Dodge truck offerings for '61 
are the new C-700, left, which has a 194- 
horsepower V-8 gasoline engine and a 
gross combination weight rating of 50,000 
pounds and the NC-900 tractor with a 


Cummins NH-195 diesel engine and a 
GCW rating of $5,000 Pounds. 











How has Ford Motor Company succeeded in 
maintaining the goodwill of its truck customers? 
Provided dependable, nationwide parts service? 
Kept inventory cost to a minimum? By the 
planned use of air freight. 

Every day, Ford Motor Company sends 
priority spare parts from regional depots to its 
heavy duty truck dealers throughout the United 
States by Emery Air Freight. 


Spreading customer goodwill far and wide 


Ford absorbs this shipping cost because its 
planned use of Emery contributes to better in- 
ventory control and provides improved customer 
service which helps Ford sell more trucks. 

Emery provides the fastest, most dependable 
air freight service for procurement and distri- 
bution anywhere in the United States and 
throughout the world. Call your local Emery 
office for full information. 


EMERY AIR FREIGHT 


801 Second Avenue, New York 17, N. Y. 


“EMERY — Worldwide Blue Ribbon Service” 
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County Officials Urge 
72 Highway Deadline 


Completion of the 41,000-mile Na- 
tional System of Interstate and De- 
fense Highways “not later than 
1972” was favored in the policy 
platform adopted by the National 
Assn. of County Officials at its Sil- 
ver Anniversary meeting in Miami 
Beach. 


The county officials added, 
“The national importance of 
these roads demands that the 
federal government continue to 
pay 90 percent of the costs with 
the states absorbing the remain- 
ing 10 percent and all mainte- 
nance costs. 

“Control of access, separation of 
grade and other standards care- 
fully developed by the states and 
federal government to meet traf- 
fic volumes in 1975 should be 
scrupulously followed to protect 
this tremendous national asset.” 


With regard to highway financ- 


D.C. Acts to Halt 
‘Wide Abuses’ 
Of Dealer Plates 


WASHINGTON.—A campaign to 
check “widespread abuses” of use 
of dealer plates here has been start- 
ed by Motor Vehicles Director 
George A. England. 

He said the city will eliminate 
from the long list of dealerplate 
holders all except those who can 
qualify under a strict interpreta- 
tion of present regulations. 

The plates are designed for use 
only on new vehicles in business 
transit, such as demonstration 
rides, or on used cars for similar 
purposes. The tags also are to be 
used only by employes of dealers 
to whom they are issued. 

“We plan either to revise the reg- 
ulations under which we have been 
issuing the tags or tighten up their 
enforcement, whichever is needed,” 
England said. 

He added that some 225 dealers 
are in possession of 3,500 sets of 
dealer plates, and some are using 
the tags as an excise-tax dodge. 

Business-activity reports which 
plate holders are required to file 
weekly are being checked closely 
to determine whether the number 
of sales warrants the dealer hold- 
ing the number of plates he has 
been assigned, England said. 


It’s Greenlease-Stunkard 


For Old Tulsa Deal 


TULSA. — Greenlease-Ledterman, 
Inc., one of Oklahoma’s oldest auto 
firms, has changed hands. The an- 
nouncement was made by George 
R. Stunkard, new partner and vice- 
president of the company. 


Formation of the new company 
climaxed 34 years of service for 
Stunkard, who started with the 
Greenlease dealership as a mechan- 
ic in 1927. The firm, now Green- 
lease-Stunkard, Inc., hag handled 
Oldsmobile in Tulsa since 1934 and 
has been the Cadillac distributor 
for eastern Oklahoma since 1920. 

















PROTECTION TO TEN BELOW 


ag"4 


eS eho a a eee lel 4: 
= ANTI-FREEZE 
ee and Solvent 






Keeps spray jets, hoses, 
jar or bag free-flowing to 
10° below. Non-foaming. 
Removes ice and snow 
from windshield. Non-in- 
jurious to car finish, metal 
or rubber. No sticky after- 
film. 16-0z. can. If jobber 
can’t supply, order direct. 


The LAS-STIK Mfg. Co., 
HAMILTON, OHIO 


ing, the officials urged the federal 
government to “make available for 
the entire federal-aid program an 
amount equal to the total of all the 
receipts for highway users taxes 
under the present law.” 

The platform further provided 
that since highways serve a na- 
tional defense purpose they should 
be financed “in part with revenues 
from sources other than highway 
user taxes.” 

In other provisions of their pol- 
icy platform, the county officials: 

1. Urged Congress to increase 
funds for the ABC systems by $25 





million annually “until they reach 
a level of one billion dollars a 
year.” 

2. Asked each county, in coopera- 
tion with the state and federal 
government, to “immediately un- 
dertake a more detailed highway 
needs study upon which we can 
develop a realistic national pro- 
gram to keep development of the 
sooduiney system in balance with 
the other systems of roads.” 


3. Urged counties to practice 
comprehensive highway planning 
“since the highway system will 
have great effect on the future 
development of both urban and 
rural areas.” 

4. Opposed “proposals to econo- 
mize in highway construction by 
eliminating road construction in 
urban areas.” 

5. Urged prompt local action in 
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New Home for Noll Motors— 
Artist's sketch above shows new sales and service facility being erected for Noll 


the field of traffic safety and sup-| Motors (Pontiac-Vauxhall-International), Columbus, O. The new building will double 


ported the 


“adoption of uniform | the firm's facilities, furnishing 10,000 square feet of floor space. The showroom is to 


traffic laws among the variouS|the right, while the 65 by 100-foot service area, including a two-story parts storage 


states.” 


oy 
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Every racing car in this greatest of all auto 
races was equipped with Monro-Matics this 
year. In the past eight years, every winner rode 


a7 Y ro 


area, is on the left. Maynard Noll is president of the dealership. 


AT THE INDIANAPOLIS “500” 





to victory on Monro-Matics. Jim Rathmann, 
1960 champion, broke all “500” records with 
an average of 138.767 mph. 


OTHER WORLD FAMOUS RACES 





From Monza to the Mexican Road Race, current 
winners and record-holders of all famous inter- 
and national races insist on Monro- 
Matic shocks for their cars. Professional drivers 
select Monro-Matics for the superior car control 
it takes to win races and for an extra measure 
of safety under the toughest driving conditions 


national 


imaginable 


-.-.and on the nation’s highways. More 
and more safety-conscious motorists rely on 
Monro-Matics for the sure-footed car control 
that’s so important in today’s high-horsepower 
driving and turnpike speeds. And they appreciate 
the comfortable, smooth-as-silk ride that comes 
with Monro-Matics. Year after year Monro- 
Matics are the leader-by-far in replacement shock 
sales. Cash in on this nation-wide preference. 








Parolee Is Held 
In Thefts at Deals 


READING, Pa.—George W. Mis- 
simer, 20-year-old parolee, was 


charged with burglary, larceny and | ~ 
receiving stolen goods after being t 


caught in Harvey Golden, Inc. 
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What's New... 


In Parts and 


Pacific Automotive Show, 


1960 


Western Canada and Mexico—will 


17 


Accessory Distribution 





Called the “Autolite Spark Plug 


tog (Oldsmobile), according to police. 
ag ’ . ‘ Stock Car Racing Game,” it ig be- 
‘ “i said a eae ie ae it at ve pipe paenrmcany se scence: re = — — —= oe wholesale distributors 
- was the seven ime he had bro- —The annu : a and wholesalers through a com- 
Pe ken into the dealership since he Pacific Automotive Show will be| 4¥tolite to Distribute bination Spark Plug promotion 
a was paroled from Berks County combined with the 1961 Interna- Racing Game for Kids package. 
< Prison May 2 after serving part of | Sales Leader— tional Automotive Service Industry; TOLEDO —Electric Autolite is ; pA to 
another sentence for burglary. By outselling his fellow salesmen and|Show and will be held Feb. 16-19|now making available a racing|Autolite Battery Dealers 
Missimer also confessed that he| almost doubling his annual sales quota|in the Los Angeles Memorial Sports| game for youngsters. According to| Vje for Week-Long Holidays 
had broken into Lindgren & Man-| in the accomplishment, Warren Ellis, Chi- Arena, according to’J. K. Wilkin-| W. F. Connolly, general sales man- TOLEDO, — Week-long all-ex- 
ske, Inc. (Plymouth-DeSoto) five | ©9490 district manager, Monroe Auto Equip- son, ROW Premcont, Ren, ees, Se: Oe aes pense trips to Bermuda, Nassau, 
times, and George D, Manderbach, | ™e"t Co., Monroe, Mich., receives the More than 1,000 display booths| Was devised by The A. C. Gilbert Mexico City or Hawaii await haber 
Noll Tne (Lincoln-Mercury) twice, po- President's Plaque for superior perform-| Will be available in the Sports Co. and will be released for the lite battery dealers submitting th 
. , ; i Arena and Portico Annex, a new/| first time by Autolite. = > . 
uble lice added. They said he broke win- ance in selling Monroe shock absorbers innex, : best statements on “I like to sell 
is fo ao and load-levelers. Brouwer D. Mcintyre,| Site for the PAS, Wilkinson said. The game produces stock car Autolite batteries because ” 
rage dows to gain entry and loot vend-| left, Monroe president, makes the presen-| Wholesalers from the area served| races between individually control- Entries must be submitted on 
by the PAS—13 Western states,!led cars on a miniature track. s 


ing machines. 


tation. 


AT DAYTONA BEACH 


In the “‘Firecracker 250”’ for late-model stock cars, 
Jack Smith roared to victory, averaging an as- 
tounding 145.842, in his Monro-Matic equipped 
1960 Pontiac. Second place winner “Cotton” 
Owens also rode on Monro-Matics. 


AT PIKE'S PEAK 


Sell the national favorite. Call your Monroe jobber today. 


Advertised month after month in LIFE, THE SATURDAY EVENING POST, POPULAR 


MECHANICS, SPORTS ILLUSTRATED .. . and twice each day by Bill Stern on “‘Monroe 


Sportsreel’”’ over more than 300 stations of the Mutual radio network. 





In the annual Pike’s Peak climb, Bob Unser set a 
new record of 13 minutes, 28.5 seconds in his 
Monro-Matic equipped racing car. In both the 
championship division and stock car division, 
other winners also chose Monro-Matics for the 
drive, one of the most grueling in all auto racing. 










tags affixed to every battery de- 
livered to dealers between August 
and October, the duration of the 
“Tag-Line” contest. A dealer can 
file an entry for every battery han- 
died, an Autolite spokesman said. 
as = * 
Simons, Bell Open Shop 
BISMARCK, N. D.—MBC Trans- 
mission Automotive Service has 
opened at 120 S. Bell St. Hugh 
Simons and George Paul are part- 
ners in the firm, which specializes 
in automatic transmission, muffler, 
brake and carburetor service, tune- 
ups and steam cleaning, 
* + * 


Schmierer Joins AP Parts 


TOLEDO.—Joseph J. Schmierer, 
Bellerose, N. Y., has been appoint- 
ed territory manager for AP Parts 
Corp, in the Brooklyn, Queens and 
Long Island areas of New York 
City. He had been district manager 
for Permatex Co. 


DuPont Reports 


Results of Survey 
On Use of Telar 


WILMINGTON, Del.—Fuel oc- 
tane requirements are not increas- 
ed when its new Telar antifreeze 
and summer coolant is substituted 
for water in the summertime, ac- 
cording to duPont. 

A study was made to determine 
whether the temperature of the 
glycol-based coolant would be sig- 
nificantly higher than water alone 
during summer use, necessitating 
higher octane ratings of fuel to 
compensate. 

Both experiments were conduct- 
ed at 90 degrees Fahrenheit am- 
bient air temperature, the company 
said, Octane requirements were de- 
termined on a chassis dynamom- 
eter during full-throttle accelera- 
tion of the two vehicles in high 
gear from the lowest practical en- 
gine speed to about 65 miles per 
hour. The dynamometer was ad- 
justed to simulate level road condi- 
tions. 

No increase in octane require- 
ment of the two vehicles was noted 
when a 40 percent Telar, 60 percent 
water mixture was substituted for 
water, duPont said. This Telar 
water mixture is equivalent to ap- 
proximately 10 degrees F. anti- 
freeze protection, it added. Com- 
mercial type reference gasoline 
fuels were used in these experi- 
ments, duPont said. 


LUGGAGE RACKS 


FOR ALL STATION WAGONS 
FOREIGN CARS AND COMPACTS 





Model 3-50 Shown on Corveair 
Dealer Cost, $23.70 
(Clamp-ons from $14.85) 

Send for Details on Your Make 


Co. 














MONROE AUTO EQUIPMENT COMPANY, MONROE, MICH. 
World’ s largest maker of ride control products including SUPER LOAD-LEVELERS® 


in Canada, Monroe-Acme Ltd., Toronto, Ontario © in Mexico, MEX-PAR, Box 21863, Mexico City 


OO 


SHOCK ABSORBERS 


HUbbard 9-9651 
63 So. State $t., Hackensack, N. J, 
DISTRIBUTOR INQUIRIES INVITED 
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ont LUCITE, DULUX, and DUCO 


Twenty months ago, Du Pont color experts sat down 
with the automobile manufacturers and planned the 
’61 car colors . . . now available to you in LUCITE, 
DULUX and DUCO. They charted styles and trends 
. .. deduced that light and pastel shades would con- 
tinue to be popular . . . that the glamour metallics 
would be even brighter . . . and that there would be a 
greater variety of color effects than ever before. 

The advance planning stage involved the exchange 
of hundreds of color creations along suggested lines 
. . . the acceptance, rejection and modification of 
numberless color standards. And, finally, it involved 
coordinated decisions by stylists and engineers. The 
next stage called for extensive preparation, produc- 
tion and distribution of the completed materials by 
nine plants, thirty warehouses and thousands of 
wholesale distributors. 

So, when you buy refinish materials from the manu- 
facturer who actually developed ’61 finishes for De- 
troit, you’re getting the identical colors and the proven 
quality used right on automobile assembly lines. 

These unsurpassed finishes are available to you for 
quality touch-up of brand new cars damaged in trans- 
it, spot repair, or over-all refinishing. Du Pont prod- 
ucts help speed every job. Take advantage of the on- 
the-spot, well-informed service you can get only from 
your Du Pont refinish jobber. Make sure you have a 
full line of the 1961 car colors! 


New Color-Keyed Labels enable shop personnel to 
spot the item they want immediately .. . increase 
shop efficiency. This is one more advantage coming 
to you from Du Pont—the most experienced name 
in automotive finishes. 

Red Identifies LUCITE. Easy-working and available 
in every Magic-Mirror* color, it’s the new standard 
in lacquer excellence. Shop men agree that LUCITE 
is the most dependable bet for repairing acrylic-fin- 
ished cars. 

Blue Stands for DULUX. For commercial and pas- 
senger-car refinishing, and repair of baked enamel 
finishes, DULUX offers the best durability in all colors. 
Its high gloss lasts and lasts despite extremes of 
climate and weather. 

Green Telis You It’s DUCO. It is tops for repair of 
baked enamel finishes . . . also for the millions of cars 
on the road in nitrocellulose lacquer. It’s extra-fast- 
drying, and, because of its high initial gloss, DUCO 
takes less compounding. 

Gray Is for Staples. Undercoats, solvents and thin- 
ners provide you with a complete line of proven 
quality products for each Du Pont refinishing system. 
*General Motors’ name for Acrylic Lacquer. 
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TURNINGS ... 


Piston Ring Squabble 
Before Patent Office 


By Joseph M. Callahan 
Engineering Editor 
a. United States Patent Office will soon begin hearings 
on the claim of a Michigan inventor that several auto 


makers or piston ring producers owe him $6 million for 
oO 


adapting his invention to 
some 200 million piston rings 
that have been made in the past 
five years. 


known National Piston Ring Co., 
Muskegon, Mich., contends that 
he developed taper-faced piston 
rings and then disclosed test re- 
sults and information on the 
rings to Muskegon Piston Ring 
Co. engineers in Muskegon, Mich. 

Subsequently, according to Olsen, 
Muskegon Piston Ring licensed 
other ring manufacturers to pro- 
duce the tapered ring, furnishing 
to them machines for quantity pro- 
duction of the improved ring. 

Muskegon Piston Ring Co. has a 
patent on the tapered ring, but now 
Olsen has entered an “interference 
claim” on this original patent. 


The improved 
Piston rings, 
called taper-faced 
rings, lessen en- 
gine friction, re- 
duce blow-by and 
oil leakage into 
the combustion 
chamber, materi- 
ally cutting en- 
gine smoking. 

Ernest R, Ol- 
sen, president 
of the little- 
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It’s a fact. The revolutionary new Gabriel Load-Absorber—absolutely the 
hottest accessory item since the car radio and heater—is now available for 


the cars you sell . . . the cars you service. 


Be sure to equip every demonstrator car with a set of Load-Absorbers 
. and see if you don’t wind up delivering Load-Absorbers with every 


new,car you sell! 


This revolutionary new air-oil device automatically compensates 
. delivers an incomparably smooth, safe ride at 


for heavier loads. . 
all times, even after the load has been removed. 


Remember, too, that every car you service represents a live pros- 
pect for a Load-Absorber sale. For Gabriel Load-Absorbers help 
. by preventing undue 
strain on the rest of the car’s suspension system and by promot- 
ing greater car control and safety under all load and road 


any car owner protect his investment. . 


conditions. 
So if you haven’t already gotten the Load-Absorber story 
from your Gabriel jobber, hop to it. Now’s the time to check 


up... stock up... and sell up! 
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Auto Makers Exempt 


_. contacted on this matter 
by Automotive News, officials 
of Muskegon Piston Ring Co, de- 
clined to comment, other than to 
say that the Patent Office would 
conduct hearings on the case to 
determine the validity of Olsen’s 
claim. 

Tapered piston rings of various 
types are used by Chevrolet, Pon- 
tiac, Ford, Plymouth, Oldsmobile, 
Dart, Checker’s Superba, Chrysler, 
Dodge, DeSoto, Imperial, Valiant 
and Metropolitan. 

However, the auto makers con- 
tend that their purchase orders 
contain a guarantee clause by the 
ring producers, making the car 
makers non-liable for such dam- 
ages. 

Olsen has contended that either 
the ring producers or the users 
must pay him a royalty of three 
cents for each taper-faced ring 
used for new or used engines after 
he notified the producers or users 
of their contingent liability. Olsen 
reportedly has made several such 
notices to the trade. 

* * 


How They Differ 
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APER-FACED rings have an’ has contributed greatly to the ab- 
inner taper, causing it to dish| sence of smoking engines and to 







The Gabriel Company 
Cleveland 15, Ohio 


Caprice! 
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Rainbow Mirror Tells Distance— 


A drawing of the face of a newly patented Rainbow mirror indicates the distance 
a car is behind a driver by the color of the car in the mirror. This drawing shows 


how a car would appear at five different locations. 
re “s se *s 


less spark plug fouling and has 
permitted the engine builders to 
raise compression ratios for better 
performance and economy. 
+ +. * 

GERMAN inventor has been 

granted a United States patent 
on a side view mirror that tells the 
driver approximately how far away 
a car coming up from the rear is, 
thereby overcoming an alleged 
weakness of conventional mirrors 
which compel the motorist to guess 
this distance, sometimes causing 
accidents. 

Called the Rainbow Mirror, it is 
divided into three sections with dif- 
ferent colors and different reflective 
powers. 

When the car behind is 300 or 
more feet away, it appears in a 
pink section of the mirror which 
has a reflective power of about 
50 percent. When it approaches 
to between 300 and 60 feet, the 
car moves into the white section 
of the glass that has 96 percent 
reflective power and produces 
quite a glare, When the car 
comes within 60 feet, it again 
moves into a pink glass section 
with 50 percent reflective power. 


Thus, the principle advantage of 
this mirror is that it informs a 
motorist whether a car to his rear 
is moving ag fast or faster than 
he and whether the motorist can 
safely overtake a car ahead. 

During the day, the distance of 
the following vehicle is measured 
by referring to the line where the 
trailing car’s front wheels touch 
the road, At night, the reference 
point is the headlights of the car 
behind. 


upward at the inner face and to 
dish downward on the outer face 
when the ring is compressed into 
the cylinder. 

A taper-faced ring differs from 
other rings in that it prevents 
oil from getting into the ring 
groove in back of the ring and 
forming a reservoir of oil that 
can be drawn into the combus- 
tion chamber on the next stroke. 
Olsen claims that in the past five 

years the taper-faced piston ring 













* * * 


Varied Adjustments 
BE effective for all drivers, 
the Rainbow Mirror must be 
adjusted for each driver. Appar- 
ently this would be done by select- 
ing a car 300 feet away and adjust- 
ing the mirror so that the car’s 
wheels touch the upper dividing 
line of the mirror. This would have 
to be a somewhat compromised ad- 
justment because of the slight dif- 
ference between the headlights 
used as a marking point at night 
and the front tires used in day- 
time. 

The inventor said, “In the transi- 
tion from a level street to a grade 
or vice versa, or when used with 
an alternately loaded and unloaded 
vehicle, the mirror has a tolerance 
of 15 to 20 percent which does not 
affect its performance.” 

It’s recommended that the 
Rainbow Mirror be attached to 
the fenders of cars and to the 
left side of the cab on trucks and 
buses. 

The inventor, who hopes to li- 
cense an American manufacturer 
to make the mirror, reports that 
the mirror is coated by a new 
chemical process. 

* * cm 
yaa passing final judg- 
ment on this novelty, it would 
seem to have these weaknesses: 

1. While being helpful in esti- 
mating the distance of a trailing 
car, this mirror would appear to do 
a poor job of reflecting rear traf- 
fic because of the profusion of lines 
and tinted glass. 

2. The silver white glare from 
the center section of the mirror 
might become irritating, especial- 
ly because of its proximity to the 
sections with half the reflective 
power. 

3. It might require too much ad- 
justment for the amount of service 
it would provide the driver. 

4. It could be confusing for city 
driving, since the driver, when 
compelled to make a quick deci- 
sion, would be confused as to 
whether a car, appearing in pink, 
was in the 0-60 zone or the 60-300 
zone. 
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In Los Angeles, the nation’s _ automobile market, The Los Angeles Times carries your 





advertising into more homes every day than any radio program, than the average nighttime net- 
work television program and, of course, than any other newspaper. That’s why your automotive 
advertising dollars belong in The Los Angeles Times. Daily, 523,626; Sunday, 913,042. 


REPRESENTED BY CRESMER & WOODWARD + NEW YORK / CHICAGO / DETROIT / ATLANTA / SAN FRANCISCO 





















By Leo T. Parker 
Attorney-at-Law 

INSIDERABLE discussion has 

arisen over the legal question: 
Does the seller of a used car have 
a legal duty to inspect an auto 
carefully and re- 
pair defective 
mechanism before 
offering the auto- 
mobile for sale? 

Here is the law 
as laid down by 
a late and lead- 
ing higher court. 

Although a dealer 
in used motor ve- 
hicles is not an 
insurer of the 
safety of the ve- 
hicles he sells, he is generally 
under a duty to exercise reasonable 
care in making an examination to 
discover defects which would make 
them dangerous to purchasers and 
to correct those defects, or at least 
give warning to the purchaser. 

In Hembree Chevrolet Co. v. 
Southard, 339 Pac. (2d) 771, the 
testimony showed these facts: An 
auto dealer delivered a used car to 
one Southard and his mother, who 
were prospective purchasers of the 
used auto, to be test driven by 
them. 

The second evening it was in 
their possession, Southard was 
driving the car when he passed 
some cattle on the highway, and 
suddenly one jumped in front of 
the car. He applied the brakes 
with maximum force, and be- 
cause of a defective front-wheel 
brake the wheel locked and the 
steering wheel was immediately 
jerked from his hand. The car 
swerved at a sharp angle and 
ran off the highway and turned 
over several times. 

Southard and his mother were 


Romney Pledges 
War on High Cost 
Of Owning a Car 


MILWAUKEE. — The 38,200 per- 
sons who attended the sixth an- 
nual Rambler Employe Jamboree 
in Milwaukee County Stadium 
heard American Motors President 
George Romney declare war on de- 
preciation, maintenance and fuel 
consumption, which he called “the 
big three of motoring costs.” 

He said depreciation costs auto 
owners between $11 billion and $12 
billion a year, even more than gas- 
oline which he estimated at $11 
billion annually. 

Romney repeated his pledge of 
“styling stability and continuity” to 
protect the buyer’s investment. He 
added that concentration on “basic 
product excellence” rather than 
frills will mean further savings to 
buyers by building longer life into 
the product, 

Earlier, in Dallas, Romney urged 
a nonpartisan approach to the na- 
tion’s economic problems. Most 
Americans are not making their 
voices heard in proportion to their 
basic strength, he said. 

He declared, “It is most import- 
ant in a democratic society that the 
rank and file of people have the 
opportunity to express their views 
on issues and make their weight 
felt in government—and in the po- 
litical parties.” 


L. T. Parker 


White Booms Gregg 


CONCORD, N. H—Virgil D. 
White, West Ossipee, one of New 
Hampshire’s pioneer Ford dealers 
and former state motor vehicle 
commissioner, has been named as 
vice-chairman of the “Gregg for 
governor” state campaign commit- 
tee, which will seek to return for- 
mer Gov. Hugh Gregg to the gu- 
bernatorial chair. 
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Lawsuits Affecting Dealers ... 
Court Decisions 
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severely injured and they sued 
Hembree Chevrolet for $65,000. The 
jury rendered a decision in favor 
of Southard and his mother, and 
Hembree Chevrolet appealed to the 
higher court. 

During the trial, lawyers repre- 





22 More Checker Cabs 


Added to N. Y. Fleets 


NEW YORK. — Twenty-two ’60 
model Checker cabs were added 
to New York City taxi fleets in 
the most recent seven-day period 
reported by the Taxi Weekly. 
Only 27 new units were placed in 
service during the week. 

The newcomers brought to 1,025 
Checker’s total of ’60 units on 


New York streets, second to 
Ford’s 1,458. Of 11,656 taxis in op- 
eration, 4,136 are current models, 
Taxi Weekly said. 





senting Southard and his mother 
contended that officials of Hembree 
Chevrolet were negligent in a fail- 
ure to exercise reasonable care in 
making tests to discover and repair 
the defective front wheel, and 
therefore fully liable, 

The higher court agreed with 
these contentions and approved the 
jury’s verdict, except that it re- 
duced the damage judgment from 
$65,000 to $25,000, The higher court 
said: 


“The expert evidence shows that 
the brake complained of consisted 
of a defective right front-wheel 
cylinder. Thus, under these circum- 
stances, the jury was justified in 
finding that the defective front- 
wheel brake was the proximate 
cause of the accident, injury and 
damages sustained.” 


* * * 
Must Prove Defects 


A FEW weeks ago a higher court 
held that a manufacturer is not 
liable in damages for injuries caus- 
ed by alleged defects in an auto, 
unless positive testimony igs given 
that the defects actually caused 
the injuries. 

In Ford Motor Co. v. Mon- 
dragon, 271 Fed, (2d) 342, the 
testimony showed these facts: A 








"Dealer Diplomat’— 


Thomas T. Hoskins, left, of Thomas T. 
Hoskins Chevrolet Co., Chicago, receives 


“civilian diplomat" plaque from K. E. 
Staley, Chevrolet general sales manager, 
as he leaves for a visit to France and 
Italy under President Eisenhower's “people 
to people” program. Hoskins is one of 40 
Midwestern Chevrolet dealers making the 
trip as a result of performance in the 
annual May-June sales campaign. 


man named Mondragon purchas- 
ed a new Ford through a Ford 
dealer. Four days afterward, 
Mondragon’s Ford and an auto 





owned and operated by one Wig- 

gins collided at a sharp curve, 

In subsequent litigation, Mon- 
dragon claimed that the collision 
was caused by defective brakes and 
safety equipment on the car, which 
defects were unknown to him. 
Mondragon asked the court to 
award him damages payable by 
Ford Motor. 

Mondragon introduced testimony 
which tended to show that the fuel 
line on the car was installed too 
close to the brake-fluid line, and 
that these lines could rub together, 
and cause an abrasion on the brake 
line which might ultimately wear 
a hole with the resulting leakage of 
brake fluid which would render the 
brakes inoperative. 

However, Mondragon failed to 
prove positively that the fuel line 
rubbed a hole in the brake fluid 
line, Therefore, the higher court re- 
fused to hold Ford Motor liable, 
and said: 

“We do not believe that plaintiff 
(Mondragon) has produced sub- 
stantial evidence to establish the 
theory that the accident was caus- 
ed by defective brakes, He has also 
failed to prove that the defect, if 
any, in the brake line impaired the 
operation of the brakes at the time 
of the collision.” 


Test the AUTOLITE CO-AX on your own 
equipment in farm, marine, earth movers, trucks, 
cars, diesel and industrial engines...to check 
its many design advantages, its plus values. 
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By Trescot Goode 
Staff Correspondent 

MIAMI.—In the early 1900s, an 
active, ambitious young man in 
Jacksonville became intensely in- 
terested in the new-fangled “horse- 
less carriage.” His name was 
Claude Nolan, and he was particu- 
larly enthusiastic about the Cadil- 
lac auto. 

In 1905, just three years after 
the first Cadillac was built, Nolan 
decided there was a great future 
in motor cars, So he obtained a 
Cadillac distributorship and 
opened his first retail outlet in 
Jacksonville. 

At that time Florida was in its 
infancy. Except for a few towns, 
Jacksonville, Tampa, Tallahassee 
and a few others, mostly in the 
northern area, Florida was almost 
a wilderness. 

Selling and servicing the auto 
proved a rough and tough business, 
but Claude Nolan was determined 
and diligent. He finally succeeded 
in organizing one of the largest 
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Cadillac Operation in Miami Is Multimillion Business . . . 
Nolan’s Faith in Car Built Empire 


and most prosperous Cadillac dis- 
tributorships in the country, There 
are fewer than 100 Cadillac dis- 
tributors in the United States to- 
day. 

One of the early handicaps of the 
motor-car merchant was the pub- 
lic’s reluctance to take the auto 
seriously. It was looked upon as a 
rich man’s hobby. Nolan had a flair 
for publicity and promotion, and 
some of his stunts became conver- 
sational topics throughout the 
country. 

Shortly after the turn of the 
century, Henry Flagler built a 
railroad to Key West over the 
Florida Keys, Later Nolan drove 
a 1928 LaSalle the length of Flor- 
ida, from Jacksonville to Key 
West. He completed the trip 
south from Miami by riding the 
railroad ties over the causeways 
and bridges. 

Nolan promoted a race at Jack- 
sonville Fairgrounds between a 
dog, horse, man, auto and airplane. 
No one remembers who won (it 


was neither the Cadillac nor the 
man) but the publicity aroused 
needed public interest. 

As early as 1937, Nolan pioneered 
in a sort of television stunt, A tele- 
phone booth was rigged up at each 
end of his Miami showroom, and 
sound and pictures appeared at 
both places. 

Nolan, a former director of the 
National Automobile Dealers Assn. 
and ex-president of the Florida 
dealer body, was active in formu- 
lating Florida laws dealing with 
motor cars and traffic. He once 
convinced Cadillac Motor Co. to 
change to a standard tread in order 
to drive advantageously in wagon 


ruts. 

The Nolan distributorship em- 
braces most of Florida and several 
counties in Georgia. In 1927 in a 
retail expansion program, Nolan 
merged Oakland Miami Co. and 
Miami Cadillac Co. to form Nolan- 
Peeler Co., with Stanley Peeler as 
general manager. 

A large four-story building, at 











Nolan-Brown's Used-Car Headquarters— 

“Quality Square,’ used-car headquarters of Nolan-Brown Motors, Inc., Miami, is 
said to be the largest Cadillac used-car lot in the country. About half the space is 
shed-covered and there are three air-conditioned closing buildings. All cars are recon- 
ditioned in outdoor bays at the rear of the lot. 


* * * 


that time the most pretentious 
auto sales and service station in 
town, was erected on the out- 
skirts of town (it’s now in the 
heart of Miami) and opened in 
time for the announcement and 
showing of 1928 models. 

In 1939, Nolan began prepara- 


SO RIGHT! SO SIMPLE! SO LOGICAL! 
First Revolutionary Advance in 25 Years! 


MORE COMPACT. Shifting solenoid located 
inside pinion housing coaxially with shaft. No ex- 
ternal parts interfere with engine or accessories. 


MORE ADAPTABLE. Complete range of 
pinion sizes and mountings meet SAE standards, 
plus special adaptations for custom engine designs. 


MORE VERSATILE. 
Rugged one-piece pinion 
housing designed so that a 
flat for terminal and switch 
can be machined at any point 
on circumference. Results: 
almost unlimited mounting 
positions; one motor can be 
adapted to several different 


engines. 


foreign objects. 


Want to know more about Co-Ax Starting Motors... and 
how they can simplify engine design for you? Write to 
Autolite, Electrieal Products Division, Toledo 1, Ohio. 


MORE PROTECTION. Motor and solenoid 


are enclosed...not exposed to dirt, water, snow or 


EASIER SHIFTING. 
motor switch operate in a direct line. Provides ac- 
curate and reliable motor timing. 


wear, greater length of service. 


LONGER USEFUL LIFE. Positive and auto- 
matic engagement of pinion into ring gear with 
noticeable absence of engagement clash means less 


LESS SERVICING. Adequate bearings and lu- 


brication reserves require no periodic maintenance. 


PERFORMANCE RANGE. Co-Ax motors for 





Solenoid, pinion and 


24 volt motors 


12 volt motors 


diesel and large gas engines are conservatively 
rated on SAE standard and heavy duty battery 
curves as follows: 


2.4 hp, 28 Ib. ft. stall... to 


...3.6 hp, 44 Ib. ft. stall 


2.8 hp, 35 lb. ft. stall... to 


...6.5 hp. 78 Ib. ft. stall 


PW ta al 
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Smaller Co-Ax motors are also available with range 
of performance for automotive, agricultural and 
industrial engines. 





ELECTRICAL PRODUCTS DIVISION Toledo 1, Ohio 


* * * 


tions for expanding his retail out- 
lets still further. He brought Con- 
nor Brown, young executive with 
Reynolds Aluminum Co., into his 
organization. 

Under Brown’s leadership, No- 
lan’s Cadillac operation in Florida 
has grown constantly, particularly 
in the service field. Another retail 
outlet, Connor-Brown Cadillac, has 
been opened in Fort Lauderdale. A 
modern Cadillac salon with service 
facilities has been opened on the 
Beach side of Biscayne Bay as @ 
branch of Nolan-Brown Motors, 
Inc., with James C. Dougherty as 
sales Manager. 

In 1951, Edgar Jones, one-time 
star athlete at the University of 
Florida, was transferred from his 
Pontiac sales managership in Jack- 
sonville to general manager and 
vice-president in Miami, 

“Miami being a winter resort 


nex,” said Jones. 

“Dade County now has almost & 
million population, We at Nolan- 
Brown’s realize our responsibility 
to provide service second to none. 
We are constantly planning for 
larger, better and more modern fa- 
cilities for our Cadillac clientele, 
which comes from practically every 
section of the U.S. We have added 
to our holdings until now we oc- 
cupy property totalling 383,695 
square feet, about eight acres. 

“Our personnel averages about 
200 employes. In 1959 our new-car 
deliveries exceeded .1,200 and sales 
of reconditioned cars were exactly 
1,614. We have been told that 
‘Quality Square,’ headquarters for 
used cars, is the largest Cadillac 
open air used-car display in the 
country with its 62,350 square feet.” 

All reconditioning of used cars is 
done in outdoor roofed stalls (in- 
cluding paint booths) at the rear 
of ‘Quality Square.’ William Mc- 
Ewen, used-car manager, heads & 
staff of 10 salesmen. 

“Our main, high-ceiling show- 
room was designed to show six 
or seven cars without crowding,” 
said Jones. “We endeavor to pro- 
vide an atmosphere in keeping 
with a prestige car, with lounge 
chairs, tastefully decorated tropi- 
cal plants, where our customers 
may leisurely examine the Cadil- 
lacs and discuss details when 
purchasing. Some of the adminis~ 
trative offices are on this floor, 
others on the balcony. 

“We have an extra-wide service 
entrance on the side street, with 
eight service reps on duty to give 
prompt attention to customers, and 
a drive-through to ample parking 
space,” he continued. “Service Man- 
ager Fred Utley heads this depart- 

(Continued on Page 24, Col, 4) 
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AUTO TURNTABLES 


Low priced, Portable, Move anywhere. Plug in. 
For indoor or outdoor display, Set up in 20 
minutes, Write for free illustrated literature. 
Also Available 
ROPE RAILINGS 
AMER-STAGE CO. 
805 East 134 St. 
New York 54, N. Y. 
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Roundup from State Capitals... 
Legislation Affecting Auto Industry 


By Bethune Jones 


Legislative Correspondent 


a for solution 
through modernization of 


of urban transit problems 
equipment and facilities, tax 


relief, subsidies, public ownership and other means are 


growing issues in state capi- 
tals and cities throughout the 
nation, with the automotive indus- 
try and its customers certain to be 
directly and indi- 
rectly affected by 
the outcome. 

In San Fran- 
cisco, John M. 
Peirce, general 
manager of the 
Bay Area Rapid 
Transit District, 
recently disclosed 
that new means 
of financing 


f a@ proposed new 


Bethune Jones $926 million trans- 


it system are under consideration, 








o— 
including the possibility of a local 


sales tax. 

Under present state enabling leg- 
islation, Peirce explained, the dis- 
trict can finance capital expendi- 
tures only through general obliga- 
tion bonds secured by a maximum 
of 15 percent of the assessed valua- 
tion of the district’s five counties. 

“This provides a present borrow- 
ing capacity of about $700 million, 
but this will grow year by year,” 
he said. 

Peirce declared, however, that 
the district ig not convinced that 
the entire cost should be borne by 
property owners. “Other segments 
of society,” he noted, “also will 
benefit from the system.” 

He said the district was consider- 
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ing “pros and cons of various other 
alternative financing methods — a 
local sales tax, lease-purchase of 
facilities, participation by public 
agencies, additional state aid and 
others.” 

The Los Angeles Metropolitan 
Transit Authority recently author- 
ized a preliminary survey of the 
economic feasibility of a $529 mil- 
lion rapid-transit system proposed 
by consulting engineers, 

~ * * 


ir CONNECTICUT, a state legis- 
lative interim study committee 
has recommended that tax relief 
for local bus companies be extend- 
ed for at least two years. This re- 
lief consists of a 50 percent rebate 
on state taxes on gasoline pur- 
chased for use on town or city 
routes and a 50 percent rebate on 
local property-tax payments. 

The committee further suggest- 
ed that the 1961 Legislature con- 
sider establishment of regional 
transit advisory boards to help 
bus companies promote business. 

In Miami, the Dade County Met- 
ropolitan Commission voted to cre- 
ate a Metro Transit Authority em- 
powered to purchase and unify 
under county control bus lines now 
privately operated. 

Principal purchases would be 
bus lines owned by William D. 
Pawley—Miami Transit Co., Miami 
Beach Railway Co, and Southern 
Miami Coach Line, Inc. Depending 
on the method of purchase, the 
price tag for the three has been 
estimated from $3 million to $8 
million. 

The Chicago Transit Authority 
has launched a campaign to gain 
support among civic and business 
leaders for a long-range program 
to improve the elevated-subway 
system and other local transporta- 
tion facilities at a cost of more 
than $315 million, 

Through conferences with major 
business and planning organiza- 
tions, the Chicago agency is seek- 
ing to determine how to pay for 
the improvements over 20 years. 

* * + 


New Plea for Subsidy Due 


eS Virgil E. Gunlock 
said an immediate objective 
was to develop an “agreed pro- 
gram” among civic and business 
organizations to form the basis for 
a new request to the 1961 Legis- 
lature for transit-improvement sub- 
sidies. 

The Chicago authority was un- 
successful in attempts at the last 
two legislative sessions to obtain 
imposition of countrywide taxes 
of a cent a gallon on gasoline 
and five cents per $100 of as- 
sessed valuation on real estate 
and personal property to defray 
improvement costs. 

In another Illinois development, 
the State Municipal League author- 
ized the creation of a committee 
to consider the problems of bus 
lines with declining revenues. 

Ben Franklin, executive vice- 
president, National City Lines, Inc., 
suggested that cities be authorized 
to set up a charter system of bus 
operation under which the city, 
after taking bids, would contract 
with a transit company to furnish 
transportation service over speci- 
fic routes and schedules and at 
agreed fares. Under the plan, the 
city would make up any deficits. 

A. L. Sargent, executive-director 
of the Illinois municipal group, op- 
posed state subsidies, He contended 
it would be unconstitutional] for the 
Legislature to vote funds to aid 
bus companies of a few municipali- 
ties. 

Sargent expressed opposition to 
proposals made unsuccessfully dur- 
ing the 1959 legislative session that 
state gasoline taxes be diverted to 
local transit subsidization, He said 
these tax revenues are needed for 
highway and street construction 
and maintenance. 

* + + 
os Maryland Legislature next 

year is expected to consider a 
proposal for the creation of a Balti- 
more Metropolitan Transportation 
Authority with full regulatory 
power over Mass transportation in 
the Baltimore area and with the 
ultimate power to subsidize or even 
operate transportation systems. 

Rejected by the 1960 Massa- 





chusetts Legislature, but likely to | participating carriers pledging to 


come up again next year, was a 
bill to exempt the Boston Met- 
ropolitan Transit Authority from 
payment of state gasoline taxes. 
It was estimated the proposal 
would have saved the authority 
$230,000 a year. 

Michigan’s Gov. G. Mennen Wil- 
liams early this year signed a bill 
providing for a reduction in city 
bus-company weight taxes from an 
average of about $200 per bus to a 
flat $25. The reduced tax is limited 
to the years 1960, 1961 and 1962. 

Last year he vetoed a legislative 
bill that would have saved bus 
companies $328,000 in fuel and 
weight taxes. He said it would have 
unfairly tapped the state motor ve- 
hicle highway fund. 

The Missouri-Illinoigs Bi-State 
Development Agency has authoriz- 
ed an engineering study to deter- 
mine whether a mass transit sys- 
tem on both sides of the Mississippi 
River in the St. Louis area is feasi- 
ble under the agency’s ownership. 

St. Louis Mayor Raymond Tuck- 
er earlier proposed that St. Louis 
acquire the Public Service Co, and 
operate or lease its transit facilities 
which serve the city and St. Louis 
County. 


* * * 


Commuter Deals OK’d 


— New Jersey Legislature this 

year enacted a bill designed to 
assure the continuance of essential 
railroad commuter services in the 
metropolitan northern section of 
the state, The measure permits the 
state to contract with major rail- 
road lines for such services, with 


Nolan’s Faith 


continue trains deemed vital by the 
state in return for state subsidiza- 
tion of the contracting lines. 

A $6 million appropriation ac- 
companied the Jersey legislation 
to underwrite the subsidies for 
one year, The sum was drawn 
from funds originally expected to 
be alloted to the State Highway 
Department, which subsequently 
announced a cutback in its road 
construction program. 

Meanwhile, a proposal for a high- 
speed, tristate rail-commuter serv- 
ice was submitted to the governors 
of New York, New Jersey and 
Connecticut by Col. S. H. Bingham, 
New York consulting engineer and 
former chairman of the New York 
City Board of Transportation and 
executive director and general 
manager of the city’s Transit Au- 
thority. 

Bingham said the proposed serv- 
ice ig designed to relieve traffic 
congestion and offer a unified ra- 
pid-transit system for the New 
York City metropolitan area, He 
estimated the system would cost 
$317 million, compared with an es- 
timated minimum of $915 million 
for an entirely new system. His 
proposal would utilize improved 
and integrated existing facilities. 

A study of mass transit in the 
Pittsburgh area is being conducted 
by the Allegheny County Port Au- 
thority. Chairman Robert C. Dow- 
nie said the first phase would deal 
only with the proposed integration 
of Pittsburgh Railways Co. with 28 
bus lines, Detailed studies of rapid 
transit by railroad, subway orf mon- 
orai] may come later. 


in Auto Built 


Florida Cadillac Empire 


(Continued from Page 23) 


ment. Our parts department occu- 
pies the greater portion of the sec- 
ond floor, along with a Blue Coral 
section and new-car get-ready op- 
erations. The third floor is devoted 
to ‘expediting’ and general service, 
while paint and body work is done 
on the top floor, Car storage is on 
the roof.” 

Jones said service business, aver- 
aging about $50,000 a month (30 
percent of which comes from the 
Beach branch) takes care of 96 
percent of overhead, Parts sales 
total over $750,000 annually, but 





Purchase of Trainers 


Omits Dealer Bids 


BELLEFONTAINE, O.—Sever- 
al auto dealers here were award- 
ed contracts by the Bellefontaine 
board of education—and no bids 
were asked. The school board 
voted 3 to 2 not to advertise for 
bids by way of thanking the 
dealers for having loaned the 
high school autos for the last 12 
years. 

The dealers permitted their 
cars to be used for driver train- 
ing courses, the only stipulation 
having been that the cars carry 
dealership signs on them, The 
board decided to stop borrowing 
cars and buy their own. A ’61 
Studebaker Lark was purchased 
for $1,505.80, a 61 Ford for $1,925. 





because Cadillacs come almost fully 
factory equipped, accessory sales 
are comparatively small, he added. 

Personne] turnover is no problem 
at Nolan-Brown, Andrew Nelson, 
sales manager, admits he has a 
year-old waiting list of applicants 
for sales positions. 

“As we add to our staff, we 
screen men thoroughly,” he said. 
“We always seek men and women 
who would like to make a career 
of this business.” 

Nelson himself has a 27-year rec- 
ord with Nolan-Brown, interrupted 
for two years in ’46, when he start- 
ed Miami's first auto-rental opera- 
tion. 

Once they join Nolan-Brown, em- 
Ployes seldom leave, Even the 
young women in the office who get 
married often continue their asso- 
ciation. From porters to higher- 
ups, the longevity of employment 
is exceptional, especially for the 
auto field. 

Two porters have been with the 
company some 25 years, while the 
secretary, George Seidel, is an- 
other quarter-century man. 

“Satisfied and happy employes 
are just as important as satisfied 
and happy customers,” said Jones, 

Testifying to the latter is a con- 
stant inflow of “thank you” letters 
from owners who appreciate the 
courtesy, promptness and that lit- 
tle something extra in treatment 
that has made Nolan-Brown Cadil- 
lac a multimillion dollar dealership. 

* 





‘Signal Callers’ at Nolan-Brown Cadillac— 


These are the managers of the Nolan-Brown Cadillac operations in Miami. Seated, 
left to right, are James Dougherty, Miami Beach branch new-car sales manager; Edgar 
Jones, general manager, and Andrew Nelsen, new-car sales manager. Standing are 
William McEwen, used-car manager; George Seidel, secretary; Bob Hilliker, parts man- 


ager, and Fred Utley, service manager. 
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Dealer Sign of Quality 









ANNOUNCING 


a new 
motor oil value 
for you and 


your customers 





A NEW KIND OF CUSHION AGAINST WEAR 


Detroit demands it! Kendall has it! You profit by it! 


New Kendall SuperB 10W-30 Motor Oil exceeds car manufacturers’ most exacting 
requirements. It ends excessive wear and costly repair. It offers new protection against scuffing 
and lifter sticking. Prevents ping, rumble, power loss and improves gas mileage. Refined from the 
richest 100% Pennsylvania Crude Oil, New Kendall SuperB, keeps engines running the way they 
were made to run. This means greater customer satisfaction . . . more repeat business and added 
profits for you. 


KENDALL REFINING COMPANY, BRADFORD, PENNA. 
Lubrication Specialists since 1881 
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Do-It-Yourself Guide for Dealers .. . 


NADA Offers Primer on Publicity 


WASHINGTON.—A pamphlet on 
public relations for the guidance 
of dealers has been prepared by 
the Public Relations Committee of 
the National Automobile Dealers 
Assn. 

NADA said the booklet, How to 
Publicize, was designed to serve 
as a “do-it-yourself” type of 
guide for dealers who wish to 
build their business image in 
their own communities. 

Special attention has been given 
to the elementary principles of 
publicity—which NADA defines as 
information about a dealership ap- 
pearing in newspapers or broadcast 
by radio or television. 

Such information, the booklet 
notes, may be a story about the 
dealer, his business, his services or 
products or his employes. 

“Unlike advertising, for which 
you pay money for a specific 


11 Auto Dealers 
And Truck Outlet 
Added by Volvo 


ENGLEWOOD CLIFFS, N. J.— 
Volvo Distributing, Inc., has ap- 
pointed 11 dealers in Pennsylvania, 
New Jersey and Maryland. 

In addition, a Connecticut deal- 
ership has been awarded a Volvo 
truck franchise. It is Truck Center, 
Inc., 236 Forest Rd., West Haven. 


The new Volvo car outlets are: 
Stadel Auto Sales, Lancaster, Pa.; 
Bryson Motors, Uniontown, Pa.; 
George O. Kailburn, Erie, Pa.; 
Davis Motor Sales, Kittanning, Pa.; 
Yohe Motors, Jersey Shore, Pa.; 
Uptown Auto Sales, Harrisburg, 
Pa., and Triangle Motors, York, Pa. 

Also, Small Cars of Paramus, Inc., 
Paramus, N. 1.; Menzer Motors, 
Inc., Tenafly, IN. J.; Art Sharp, 
Camden, N. J., and ee Mo- 
tors, Inc., Kensington, N 


tion. 





amount of time or space, and you 
determine the message, publicity, 
in most instances is given free, and 
in the final analysis, it is an editor 
who determines whether the public 
sees or hears it,” the pamphlet 
says. 

It reminds the dealer that 
there is, however, much that he 
can do to obtain good publicity 
for his firm, 

In general, he should know: 

1. What kind of news interests 
the public. 

2. The nature of the media where 
publicity is to be placed — what 
their problems are and why they 
have to be selective in news they 
print or air. 

3. The media that can do the 
most for the dealer and the best 
spot in these media for the dealer’s 
publicity. 

4. The right person to see at a 
newspaper or at a radio or TV sta- 


5. How to get along with the 
press in general, 

The pamphlet has brief, sensible 
advice to cover all of these points. 

“Good publicity has its basis in 
genuine news—the things you do 
or say, that your employes do 
or say and the things that hap- 
pen at your dealership that are 
of interest to other persons in 
your community,” the pamphlet 
says. 

“Regardless of the size of your 
dealership, the possibilities for pub- 
licity are numerous.” 

The booklet reminds dealers that 
“a good relationship with the local 
press is of utmost importance to 
an automobile dealer” and it gives 
simple, concise directions on how 
to build and maintain such a rela- 
tionship. 

The booklet offers sample news 
articles, feature stories, speeches, 
editorials and radio-television spot 
announcements. 


Statistical matter on dealerships, 





prepared by the NADA Research 
Department, is also included. 


And the booklet warns that when 
a reporter calls a dealer for infor- 
mation, “No comment is a bad 
answer.” 


Vehicle Inspection 
Assailed in N. M., 
Urged for Iowa 


DETROIT. — New Mexico’s com- 


pulsory vehicle inspection, admin-| 


istered by authorized station, is a 


farce, according to Benny Sanchez, | 


state motor-vehicle commissioner. 

Meanwhile, the Legislative Com- 
mittee of the Iowa County Attor- 
neys Assn. has recommended a law 
requiring periodic inspection of all 
vehicles in the state. 

Sanchez said neither his depart- 
ment nor the State Police have the 
personnel to check the 1,108 inspec- 
tion stations in New Mexico to de- 
termine whether regulations are 
being observed. 

He added that many stations 
qualified to make exams at the 
time they were licensed no longer 
may meet requirements, and said 
he hag received many complaints 
from motorists that inspection 
stickers were issued without any 
check of equipment. 

In calling for an Iowa inspec- 
tion law, the attorneys said the 
state’s highway death toll has 
reached “epidemic proportions.” 
They also urged a negligent homi- 
cide law, compulsory chemica] tests 
to determine intoxication of mo- 
torists, compulsory liability insur- 
ance, establishment of a traffic- 
safety research center and an 
academy for compulsory training 
of peace officers and judges in traf- 
fic safety. 





ASIA Incorporators Honored— 


The eight Automotive Service Industry Assn. incorporators are shown after receiving 
special plaques presented by the association's directors. From left are John F. Creamer 
sr., president, Wheels, Inc., New York; Don H. Teetor, board chairman, Perfect Circle 
Corp., Hagerstown, Ind.; Henry Trauscht, secretary, Evanston Auto Co., Evanston, Ill.; 
Edward Gammie, vice-president, Victor Mfg. & Gasket Co., Chicago, and John Rey- 
nolds, vice-president, Straus-Frank Co., San Antonio. Photo inset is of those not present 
at time of award presentation. They are, from left, Jay T. Davis, partner, Motor Parts 
Co., Corpus Christi, Tex.; A. S. Hatcher jr., president, A. S. Hatcher Co., Macon, Ga., 
and A. J. Thompson, president, Piston Service, Inc., Seattle. 


Article Explores 
‘Back-Scratching’ 
Sales in Industry 


of the Big Three, according to the 
| article. It continues: 
“Their salesmen use the ‘right’ 
|} car, depending on which company 
they are visiting.” 

Mandell quoted the head of a 





NEW YORK, — Reciprocal sales 
relations in industry—“‘you buy my 
products and I’ll buy yours’—are 
analyzed in the current issue of 
Dun’s Review and Modern Indus- 
try. 

The auto industry is one in which 
this sales formula is used and un- 
derstood, says Writer Melvin Man- 
dell, and where it is considered an 
economic fact of life. 

Many suppliers to the auto indus- 


Detroit tool-and-die firm as saying 
that all his business contacts at one 
auto firm gave him “pointed hints” 
that he was driving the “wrong 
kind of car.” Later, when he bought 
the “right” kind, they complimented 
him on his good taste. 

The head of a leasing firm was 
quoted as saying that many clients 
insist on the right to name the spe- 
cific dealers who will supply the 


try buy company cars from each| vehicles. 


Only ye brings your spray gun up-to-date! 








with 


THE DEVILBISS COMPANY, TOLEDO 1, 


Modernize your spray guns 


the new DeVilbiss 


Super-Soft-Spray Nozzle. 
/ts engineered 
specitically for the new 
acrylic, enamel, and 
lacquer finishes. See your 


DeVilbiss supplier, today/ 


OHIO 


FOR TOTAL SERVICE, CALL 


DeViLBiISS 





*West Coast Price $7.15 
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FIAT 
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that other imports and Americane’compacts can’t match? 





Consider these facts carefully. We don’t promise you 
miracles. But we do promise you some common-sense truths 
that can have an important bearing on your business future. 


A proven market: 
A few years ago import-car sales were just a trickle. 
Last year, they added up to a record-breaking 609,534 units. 


The first half of this year has shown the expected leveling-off, but sales are 
still expected to reach a thumping 550,000 units. 


The lesson is clear: A large and growing segment of the buying public has 
found that American economy cars simply do not satisfy their needs—in 
price, in gas mileage, in workmanship and in resale value. 


A proven success story: 
Fiat is now one of the top import sellers in this country. In less than two 
years it has gained wide acceptance with American car buyers. 


This is only natural. For over 60 years Fiat has been widely accepted 
throughout the rest of the world. It is a product of Europe’s largest manu- 
facturing concern, and last year, for example, sold a fantastic 85% of all 
the cars sold in Italy. And in Germany Fiat ranks 3rd in total sales, and is 
the top-selling import. 

The same quality, style, and value that explain this world-wide success are 
now being demanded by the American public, and Fiat dealers will reap 
the benefits. 


A proven sales story: 
Price? Fiat prices start as low as $1098 in New York. The largest selling 
Fiat, the 600, is priced over $200 less than comparable models of the two 
leading French and German imports. (And remember: Import prices, 
generally, average from $300 to $800 less than U.S. compacts.) 


Mileage? The popular Fiat 600 averages over 40 miles to a gallon of 
regular—other models even more. 


Selection? Fiat offers the widest selection of models, body styles, and 
prices of any import: sedans, hardtops, convertibles, sun roofs, and 
station wagons— eighteen models in all. A Fiat dealer can choose his own 
selection of models and styles, to fit the desires of his prospects and the 
characteristics of his individual market. 

Resale? The Fiat returns a higher share of original price. Because of 
its rigid quality control, there is less actual depreciation for the owner, 
less trouble for the dealer. 

Extras? Fiat gives you a sales-clinching accessory story for stubborn 
closings. Its low price includes, without extra charge, such accessories as 
whitewalls, heater, windshield washers, electric windshield wipers, turn 
signals, fold-down rear seats, and leatherette interiors. 

Service and Parts? Fiat offers you factory help, factory training, service 
assistance, and a complete, quickly-available supply of spare parts. You, 
in turn, have a sound service story to sell your customers. 


A Sound Opportunity: 

As we said, we promise no miracles. But it’s easy to see, in view of the facts 
above, how an alert and service-minded dealer can find a Fiat franchise a 
profitable pathway to the future. The market is right, the product is right, 
and the price is right. 

In addition, it is a Fiat policy to limit the number of dealers in any one area. 
This assures each dealer of greater selling potential and gives his investment 
the protection it deserves. 

If you are a dealer looking for a change—or an addition to your present line 
of cars—it will pay you to find out more about a Fiat franchise. There are 
still good openings in many parts of the country, in both large and small 
markets. For complete details, write to: Dealer Franchise, Fiat Motor 
Company, Inc., 500 Fifth Avenue, New York 36, New York. 
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Conclusion: It makes good sense to sell Fiat! 
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Member Pennsylvania 
I Grade Crude Oil Assn. 
i Permit No. 12 


pantyiveniag 


STOR 
BU; é. 


We refine only the best grades of Pennsyl- 
vania Crude Oils. Our process is slow, at 
controlled low temperatures which preserve 
the precious lubricating quality that has 
made Pennsylvania Oil famous. 

We believe that the best engine perform- 
ance calls for the best oil. Thousands of your 
new car buyers agree with us. 

If you sell oil, why not sell the best? 


AMALIE DIVISION 





E-9 Sonneborn Chemical and Refining Corporation, Franklin, Pa. 


There’s a 





merc 


f bring in the 


best prospects 


right away. 


Specifications subject to 
change without notice. 






new, hot market 

waiting to be 

sold the Checker 

and Checker dealers 

are discovering 

each sale means 

bigger than usual 

— profit. Investigate 
hecker’s pur 

passenger sedans and 

station wagons. They 

save money for your 

customer—mean more money 

for you. Call or write 

Checker Motors today to 

hear more about the 

new Checker cars and 

about the people in your 

area who are waiting 

now to buy a Checker 

from you. Complete 

‘‘In Business’’ starter 

package includes 

a rh ae cmd 

andisin 
campaign that will 


WHY 


KNOCK YOURSELF 
OUT FOR 


PEANUTS? 
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CHECKER MOTORS:CORP. 


KALAMAZOO, MICHIGAN 
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Correspondent George L. Glaser Writes .. . 





Auto Letter from Europe 


Bown, West Germany.—Produc- 
tion of the Ramses, first auto- 
mobile to be built in Egypt, has 
begun. 

Egypt first had worked with a 
British small-car maker, but that 
deal faded and NSU of Germany 
stepped in. The Ramses will be a 
bit like the NSU Prinz, but its 30- 
horsepower engine will displace 600 
cubic centimeters, compared with 
the Prinz’s 500. 

The Gamyla, a slightly larger 
model, also wilk be built, but not 
in mass production, 

About 55 percent of each car will 
be made in Egypt at first, and 
after two years the entire car is 
due to be made under NSU license 
in Egypt. Production will be about 
100 units per month, and it is 
scheduled to rise to 300 next year. 

* * * 


Something New for VW 


es is adding a hy- 
draulic shock absorber to the 
steering mechanism of export mod- 
els, a procedure used by Porsche 
and Daimler-Benz. 

With this shock absorber, the 
steering is said to be less apt to 
transfer road influences to the 
steering wheel. 

In addition, the bushings in the 
front upper support arms have 
been changed to needle bearings to 
make the springing system more 
sensitive. 

Volkswagen is preparing a kit 
which will make it possible for 
owners of earlier VWs to use this 
shock absorber. 

* + > 


NSU Cuts Prices 


ny to early writeoffs of body 
presses, NSU was able to re- 
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duce prices in Germany. The action 
may affect overseas prices ag well. 
* * * 


New Oil-Spring Patents 


ZECHOSLOVAKIA and Ger- 
many have issued a number of 
new patents in regard to ideas in 
compressible oil-spring systems for 
cars. The Russians are said to be 
in the race, too. 


* * * 


New Injection System? 
p= of Munich, which now 

is owned by a ball-bearing 
manufacturer, is said to have a new 
gasoline-injection system, A 
Porsche which competed in the 
1,000-kilometer race in Germany re- 
portedly used the system. 

* + ” 


VW Loading Site 
OLKSWAGEN has a new load- 
ing site in Hamburg harbor. 

About 3,000 cars can be stored, and 

three ocean-going ships can be 


loaded simultaneously. 
* * * 


BMC Offers Small Vans 


RITISH MOTOR CORP. is 

building low-priced vans 

which use some of the compon- 

ents of the Austin Seven and the 

Morris Mini-Minor. 
* 


* + 


13,000 Service Students 


UTO-UNION service schools last 
year trained 6,920 men and held 
other courses here and abroad for 

another 6,408, 
a7 


* * 


Renault Leads France 


ENAULT made 515,119 vehicles 

last year to become the largest 

producer in France and the sixth 

largest in the world. 
* * 

New Plant in Gear 
IMLER-BENZ has started 
passenger-car production in the 

mew plant across the Neckar River 

froth its main factory. 


Blue Sky Dept. 

WS from the West German 

stock market: Daimler-Benz 
stock is now selling at around 5,000, 
which means that one share origin- 
ally costing about $250 and yielding 
about $30 dividend per year, now 
sells for around $10,000 and still 
yields $30 per year. 

Special interests are said to be 
eausing this tremendous trend up- 
ward. 

NSU went up 800 points in one 
day, but dropped back about 400 
the next day—still to a very high 
level. 

Rumors told of an interested 
group trying to buy into NSU, 

while other rumors said that 


NSU had closed favorable deals 





with Daimler-Benz and Volks- 
wagen, either or both. 
None of the firms involved would 


confirm or deny the rumors, 
* * * 


Shift at Borgward 
Foeewsnd truck production is 
being moved to a new plant at 

Osterholz, near Bremen. 

Borgward’s new Big Six pas- 
senger car will be built in the 
vacated space at the older plant. 
Assembly is scheduled to get 
under way in September, 

Borgward is currently negotiat- 
ing with a Mexican group for 
building an assembly plant near 
Mexico City. 


* * * 


Pocket Legal Guide 


N ORDER to assist car owners 
in regard to lawsuits concerning 
German traffic laws, Gasolin, a Ger- 
man gasoline firm, has prepared for 
its customers a booklet containing 
50 basic cases as handled in the 
courts. 

* a2 > 

Record for British 
AY, 1960, broke all records in 
export shipments held by the 

British auto industry. 

A total of 83,670 units left the 
British Isles. This is more than 
the entire export for the full year 
of 1938. 

In order to study the behavior 
of cars due to wind influences, the 
MIRA, the British industry’s test 
organization, is building two wind 
tunnels. One will test models and 
the other will take care of full-size 
cars. 

The tunnels will test air resist- 
ance, cooling efficiency in regard to 
engine and brakes and directional 
stability. 


Safety Drive Due 


OHN 8S. ANDREWS, general 

manager of Ford in Cologne and 
the man who put Taunus on the 
map, has attacked the lack of 
safety ideas in Germany. 

In a speech, he promised that 
Ford is going to be active in pro- 
moting highway safety. 

He explained the American Na- 
tional Safety Council to the audi- 
ence and said that organizing such 
a council in Germany would be only 


| the first step in the right direction. 
* o - 


Sales in Finland 


REPORT from Finland lists the 

following Top Ten new-car reg- 
istrations for the first four months 
of this year: 

Moskvich, 1,133; Skoda, 708; Peu- 
geot, 339; Volkswagen, 302; Volga, 
263; Opel, 245; English Ford, 235; 
Simca, 215; Wartburg, 184, and 


Citroen, 183. 
* « 





Land-Rover Carries Expedition Through Jungles— 


Richard E. Bevir, a Canadian adventurer, and his Australian companion, 


Terry 


Whitfield, used this four-wheel-drive Land-Rover to drive from North to South America 
through the almost impenetrable jungles and swamps of Central America. The pair 
used rope and steel cable winch to pull the “Trans-Darien Expedition” through miles 
of mud, built dozens of crude wooden bridges to cross chasms and deep streams. The 
party left New York on Oct. 23, 1959, and completed the crossing seven months later 
on May 18 at Palo De las Letras on the Panama-Columbia border. Most of the time 
of the 9,000-mile trip was spent crossing the roadiess 135-mile jungle of South Costa 
Rica and the 350-mile trip through the Darien area of swamps, rivers, jungles, cliffs, 
gorges and disease stretching from Chepo, Panama, southward to the Columbian 


border. 
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OUR BEST BET IS 
TRAILWAYS 
PACKAGE EXPRESS 






The man who won the boss’s nod simply knows that 
Trailways Package Express is fast: same day deliv- 
ery in most cases ... convenient: dozens of frequent 


‘round the clock schedules night and day...and 4% ° a 
easy: just take your packages to the express window asbiesl avol ON wit 
of your friendly Trailways Bus Terminal. And now 
you know... 


TRAILWAYS. 


1012 14TH ST., N.W., WASHINGTON, D.C. 
AND ALMOST ANY CITY, U.S.A. 








“CHOOSE carefree CHARTERS ...USE convenient PACKAGE EXPRESS” 
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Station Keeps Busy... 
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Vancouver Accidents 
Cut by Inspections 


By Robert J. Frith 
Staff Correspondent 
VANCOUVER, B. C. — Vancou- 
ver’s motor-vehicle inspection sta- 
tion has reduced traffic accidents 
due to mechanical failure from 36 
percent to about one percent, ac- 
to Harry Gray, superin- 
tendent of the testing operation. 
During the last six months of 


“In our earlier days,” Gray said, 
“rej ran as high as 65 per- 
cent, but this has dropped to less 
than 30 percent, and many of to- 
day’s rejects require only minor 
adjustments.” 

The station checks 25 cars per 
hour in each of its four lanes, and 
it is busy 14 hours a day. There has 
been comment that it must be en- 
larged or that an additional station 
must be built. 

This may not happen soon, how- 
ever, since Robert Bonner, British 
Columbia attorney general, is pre- 
paring to set up similar operations 
in 20 other cities. He has discussed 
the situation with auto dealers and 
representatives of the British Col- 
umbia Automobile Assn, 

The additional stations would 
take some of the pressure off the 
Vancouver facility and would ex- 
tend the city’s mechanical safety 
standards throughout the province. 


station. 

The station was praised by M. L. 
Darlington jr., Washington, manag- 
ing director of the Auto Industries 
Highway Safety Committee, who 


attended the Canadian Highway 
Safety Conference here. 

“By its insistence on high me- 
chanical safety standards, this sta- 
tion may have saved a thousand 
lives,” he declared. 


Vancouver’s auto dealers also are 
interested in the safety aspect. 
They hate the sight of a clunker, 
and they realize that serious acci- 
dents are not good for the auto 
business. 

Clarke Simpkins, past president 
of the Vancouver and British Col- 
umbia dealer associations, has 
worked hard to persuade the gov- 
ernment to set up compulsory test 
stations throughout the province, 

“Accidents arising from mechani- 
cal failure have almost been elimi- 
nated on Vancouver streets,” he 
said. “We are asking the govern- 
ment to make this system of in- 
spection provincewide.” 

In reply, Attorney General Bon- 
ner said, “It will be a major capital 
expenditure, and it will require du- 
plication of the Vancouver plan in 
most of our cities.” 

British Columbia built the Van- 
couver station and leases it to 
the city. It ig operated so well 
that it sometimes shows an an- 
nual profit, ag well as helping to 
keep the streets free of unsafe 


cars, 

Local dealers and service mana- 
gers stress the safety angle as well 
as the shop volume generated by 
the station. 

“Some people let repairs go too 
long,” commented Dick Draper, 
service manager for Lawson Oates, 
Ltd. “Take mufflers. Some drivers 
would let them drop in the street 
before replacing them. 

“I think the inspection station 
is a good rig. It helps reduce acci- 
dents.” 

Colin Cruickshank, service mana- 


ger for Johnston Motor Co., Ltd., 
said: “The station brings in a lot 
of repairs, tuneups, brake adjust- 
ments and the like. It helps the 
shops, but it also furthers the cause 
of safety. No doubt about that.” 

According to Austin Dealer Freed 
Deeley, “The station has raised 
the standards of workmanship and 
has made cars and trucks safer.” 

Gordon Skene, service manager 
for Dueck on Broadway, declared, 
“The business we get from the 
testing station is not as impor- 
tant as keeping motor vehicles up 
to a high standard of operating 
efficiency. 

“Drive outside Vancouver, and 
you will find cars with bad brakes 
or poorly adjusted headlights. We 
know these are not Vancouver 
cars.” 

“I would say the inspection sta- 
tion creates work for the service 
shops which owners would other- 
wise neglect,” observed Sid Ed- 
worthy, service manager for Black 
Motors, Ltd. 

“It boils down to this,” he con- 
tinued. “Drivers don’t expect trou- 
ble, but when possible trouble is 
pointed out to them by the testing 
crew, they must have it looked 
after, The testing station makes 
the driver service his car and main- 
tain it in good mechanical condi- 
tion.” 





Three Hot Clues 
In Auto-Arson Cases 


COLUMBIA, S. C.—Louis Rein- 
eri, a representative of the Na- 
tional Automobile Theft Bureau 
and recognized as an arson ex- 
pert, said here that “burning 
automobiles is getting to be the 
great outdoor sport.” 

“What's a typical arsonist 
like?” he was asked. 

“Well, it could be anybody,” he 
said. “But the odds are that he 
has a late model car. He’s having 
mechanical trouble, and financial 
problems. We get curious when 
we run into that combination.” 












for dealers only... 


that 
was a 


HERTZ 


car! 


SHARP USED CARS 


you need ’em...we got ‘em! 


Hertz has bell ringers for you.. 
...¢lean and sharp! Chevys, Fords, Buicks, Cadil- 
lacs, Plymouths, Pontiacs. Sedans, hardtops, 
wagons and converts. All in fast-selling colors — 





.all in top shape 


and equipped with power steering, radio and 
heater, automatic transmission, many with pow- 
er brakes .. . the works! 1960 models are now 
available at Hertz offices across the country. 


For more information call your local Hertz office 


or contact: Mr. I. E. Spatig 
The Hertz Corporation 
660 Madison Ave., New York 21, N. Y. 
Tel. PL 2-2000 


Sunbeam Shines... 


Import-Car News Notes 


A SUNBEAM RAPIER, entered 
by Rootes Motors in England’s 
International Brands Hatch Race, 
took first place in the 1,000-to- 
1,600cc class production-car com- 
petition. 

The Sunbeam previously had 
won victories at Monte Carlo, the 
International Alpine Rally, the 
Athens Acropolis Rally and the In- 
ternational Production Touring Car 
Race at Silverstone, England. 

Another Sunbeam model, the Al- 
pine, has been winning races reg- 
ularly in the United States during 
its first year of competition. Vin- 
cent Tamburo, Baltimore, Alpine 
owner, is leading in G production 
class in the National Sports Car 
Club of America ratings. His rec- 
ord includes two firsts and three 
seconds. 

At the Kentucky Derby National 
Championship Races, Tamburo and 
Don Sesslar, Lancaster, O., both 
driving Alpines, took first and sec- 
ond places, with Sessler inching 
out Tamburo for first. 

* * * 


Rover 


A NEW branch office to serve 
Quebec Province hag been 
opened in Montreal by Rover Motor 
Co, of North America, Ltd., distrib- 
utor of Rover cars and Land-Rover 
four-wheel-drive vehicles. 

The office, located in the Domin- 
ion Square Bldg., is managed by 
Nigel Burn. 

The Montreal office is the third 
opened in Canada since Rover dis- 
tribution was launched in 1958. 
Head office and main parts depot 
for North America is in Toronto. 
A Western Canada region depot is 
located in Vancouver, B. C. 

+ * * 


NEW Rover branch office to 

serve Quebec province has been 
opened at Dominion Square Build- 
ing, Montreal 2, P. Q. 

Manager of the new branch is 
Nigel Burn, who previously had 
served as sales supervisor in Rov- 
er’s Eastern region in Canada. 

The new office is the third open- 
ed in Canada since Rover com- 
menced distribution activities in 
November, 1958. The head office 
and main parts depot for North 
America is in Toronto and a West- 
ern region depot is in Vancouver. 

* a . 


Volvo 


quer shipment of the Volvo De- 
Luxe, sister of the recently in- 
troduced Standard family sports 
sedan, has arrived on the West 
Coast, according to Jack Foreman, 
executive vice-president of Auto 
Imports, Inc., distributor in 13 
western states. 

The DeLuxe, at $2,095, costs $100 
more than the Standard, and in- 
cludes heater and defroster, bumper 
overriders, vinyl interior and a 
more luxurious chrome trim, 
Foreman said. 

Limited production and ship- 
ping facilities will mean a short 








Goff, Buena Park; Morris Goldfarb, 
Continental Motor Sales, Ingle- 
wood; Ken Barnes, West Covina, 
and O. O. Flood and Earl Gandel, 
Competition Motors Distributors, 
Inc., Los Angeles. 

* ad * 


Renault 


ean en in France’s 100,- 
000-Kilometer Club, confined to 
owners who have driven their Re- 
nault 4CVs at least 100,000 kilom- 
eters (62,000 miles), has reached 
the 400 mark. 


The club’s kingpin has driven his 
seven-year-old car 310,000 kilom- 
eters, while three other members 
have surpassed 250,000 and eight 
others are nearing 200,000, 


* * * 


British Motor 
IR LEONARD LORD, chairman 
of British Motor Corp., reports 
that his company soon will form a 
subsidiary to handle its range of 
vehicles in Sweden. 

The new company will control 
from Stockholm and Malmo the im- 
portation, distribution, sales and 
service of all BMC cars and com- 
mercial vehicles. 


Chrysler Newport 
Goes 150 Miles 
On One Tankful 


DETROIT.—A 17-year-old De- 
troit student has driven the first 
Chrysler Newport series car 510 
miles on a single tankful of reg- 
ular-grade fuel, according to C. E. 
Briggs, general manager, Chrysler 
and Imperial Division, 

The automatic transmission- 
equipped car went from Detroit to 
within 69 miles of Philadelphia, It 
achieved 21.7 miles per gallon at an 
average speed of 41.6 miles per 
hour. 

The Chrysler Newport, confirmed 
recently as a new 1961 Chrysler 
series in a lower price range, left 
from the plant in Detroit, It finally 
ran out of fuel and came to rest 
near the 262-mile marker on the 
Pennsylvania Turnpike, near Lan- 
caster, Pa. 

Driver of the car was Ted Har- 
wood, a third-place winner in the 
1960 Chrysler Trouble-Shooters 
Contest. The exact distance cover- 
ed was 510.55 miles. The Chrysler 
Newport tank held 23.5 gallons of 
Mobilgas regular fuel. 

“The 1961 Newport engine will 
bring new economy to full-sized 
luxury car owners in many ways,” 
Briggs said. “Because of the New- 
port’s engine compression ratio of 
nine to one, it operates efficiently 
on regular-grade gasoline, effecting 
savings of about four cents per 
gallon, This amounts to savings of 
more than 10 percent on fuel 
alone.” 


supply of both new models in the| |) 


West for several months, Foreman 
said. 


” ok + 
Austin’s Metropolitan 


with the signing of a new agree- 
ment between American Motors 
Corp. and Austin Motor Co., Ltd., 
the Austin-built Metropolitan has 
returned to the British market. Its 
sale in Britain ended in February, 
1959, with the expiration of an ear- 
lier agreement. 

The car, which igs equipped with 
the 1,500 c. c. BMC engine, has a 
number of improvements. These in- 
clude swivelling ventilators on the 
front windows and an external 
trunk lid. Heater and radio are 
standard equipment. 

* * o* 


Volkswagen 

OUTHLAND Volkswagen dealers 

from California have made a 
two-week tour of Germany as 
guests of Volkswagen at Wolfs- 
burg. 

Enplaning were Thomas Nuckles, 
Trans Ocean Motor Co., Inc., Pasa- 
dena; Russell J. Bowell, Downtown 
Imports, Inc., Los Angeles; Cotton 





Chrysler Economy Run— 


Ted Harwood, 17, of Detroit, receives 
congratulations from E. M. Braden, Chrys- 
ler general sales manager, after he drove 
the first '61 Chrysler Newport from Detroit 
to within 69 miles of Philadelphia—a dis- 
tance of 510 miles—on a single tankful of 
regular grade gasoline. The feat with the 
yet-to-be-introduced Newport was per- 
formed under continuous supervision of 
an observer-official from Mobil Oil Co. 


up to 60% saving’s— 
plus Kager-Beaver service! 
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“apply to shipments moving to any and all continental U. S. destinations. No extra 
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Service Management 


A Regular Monthly Section for Those Who Maintain America’s Motor Vehicles 


GM Dealer’s New Shop 
Styled for Fast Service » 


er 





Time Saver for Everyone— 


New Layout Saves Time 






The “drive-through” fast-service department in Mitchell Cadillac-Oldsmobile’s new 
building at Huntington Station, L. |., can handle eight cars at a time and is a time 
saver for both the customer-and the mechanic. Cars enter from one side and leave by 


the other. 





Route of Quick-Service Traffic— 
This sketch of the layout of Mitchell Cadillac-Oldsmobile's new building in Hunting- 


ton Station, L. |., shows the route of quick-service traffic. The driver moves from the 
main thoroughfare (A) to the entrance area (B) of the quick-service department (C). 


After the work has been completed, he moves out the other side of the shop, around 
the major-repair department and back into the customer exit (D). Areas designated are 
the new-car display court (1), service parking (2), showroom (3), customer lounge and 
offices (4), quick-service (5), parts department (6) and major repair (7). 


Parts Managers’ Clubs Planned 


HE “forgotten man” of automo-| managers with councils and in 


bile retailing is about to be rec-| other ways, this is believed to be 


ognized on a national basis. 

The parts managers of all 
Chrysler Corp. dealers are about 
to be recognized by the MoPar 
Division by the organization of 
parts managers’ clubs in all cities 
large enough to support them. 
Starting next week, work will 

begin on the formation of clubs in 
102 cities across the nation. 

The theme of the program will be 
based on the “pieces of eight” of 
pirate lore. The national association 
will be known as the “Pieces of 
Eight League,” tying in with the 
fact that these parts managers 
have to keep adequate stocks of 
parts for eight Chrysler-make cars. 

* OK + 


HE local clubs will be known as 
the “Sharp Shin Societies” as 
they will tie in with the names 
given the sections of coins cut out 
of the original “pieces of eight.” 
When fully organized, the Sharp 
Shin Societies will feed member- 
Ships to the national organization. 
This program gives the parts 
managers a distinction that is 
unique in the industry. While other 
vehicle makers recognize parts 


NEW PRODUCTS 


Page 64 





the first program that will give the 
parts managers a club of their own 
in all major cities. 

Heretofore, most parts man- 
agers were welcome to belong to 
or attend the service managers’ 
clubs in their cities but the main 
topics of discussion were, of 
course, subjects close to the 
hearts of the service managers. 
Little, if anything, of interest to 
the parts manager was ever dis- 
cussed, 

Under the MoPar plan, the or- 
ganization of each club will be en- 
tirely in the hands of the dealers’ 
parts managers in each area. While 
the basic rules of the clubs will 
have been furnished by the com- 
pany, MoPar will lend assistance 
only in the formation of the clubs 
and stand ready to aid them, 

* * * 


Purposes of Movement 


TS purposes of organizing the 
clubs are to get dealers’ parts 
managers to know each other bet- 
ter, to provide a common meeting 
ground for the discussion of their 
mutual problems and to upgrade 
the ability of the parts managers 
by furnishing the clubs material 


ANY dealers are doing more 

than worrying about their loss 
of service business to filling sta- 
tions and independents. They are 
taking a good look at their own 
facilities and the approach of their 
service personnel to the potential 
service customer. 

One of these dealers is Mitchell 
Cadillac-Oldsmobile, which has 
just completed a new building on 
the W. Jericho Turnpike, Hunt- 
ington Station, L. I. 

The firm feels it has taken the 
“greatest step forward in servicing 
by a car dealer in 40 years” in the 
design of the new building and 
service-customer treatment innova- 
tions. 

The building, called one of the 
most modern in the nation, fea- 
tures a quick-service department 
which, in addition to the usual gas- 
oline and oil servicing, handles 
minor repairs and enables the car 
owner to be “in and out” in a min- 
imum of time. 

The layout of the building also 
eliminates much of the time loss 
previously experienced by mechan- 
ics in getting parts from the stock- 
room and shuttling cars in and out 
of stalls. 


* * * 


A Bridge Is Gapped 

“To quick-service department 
bridges a gap that has existed 

through four decades,” said Robert 

E. Mitchell, owner of Mitchell Cad- 

illac-Oldsmobile. 

“The new-car owner naturally 
would prefer to have all of his 
servicing needs attended to by a 
reliable car dealer from whom he 
has purchased his car, but here- 
tofore the time delays that have 
been axiomatic in typical car- 
dealer servicing practices have 
prevented this. 

“As a result, the car owner has 
taken his lubrication, oi] changes 
and minor service. elsewhere in far 
too many cases,” Mitchell added. 


that is necessary is for the appli- 
cant to be a parts manager for a 
Chrysler-line dealership and to 
agree to abide by the code of 
ethics of the club. 

The objectives of the Sharp Shin 
Society are: 

1. To provide a forum for the ex- 
change of methods and ideas per- 
(Continued on Page 34, Col, 1) 


Warranty Explainer .. . 





“The quick-service area in our new 
building is thus a major departure 
in service techniques for the in- 
dustry.” 

This department is designed to 
service eight cars at a time, a con- 
siderable improvement over even 
the largest so-called service station. 

“In this department,” said Mitch- 
ell, “we can complete a seasonal 
tuneup in half an hour or less, in- 
cluding change of oil, a grease job, 
new plugs and points, engine tim- 
ing, etc. Any single minor repair, 
plus gasoline and oil servicing, can 
be taken care of in five minutes, 





with labor-rate savings passed on 
to the customer.” 
. cd * 
MA dealers realize they must 
do something along the lines 
of Mitchell Cadillac-Oldsmobile, but 
they either do not have the room 
for such an expansion or the de- 
sire to put up a new building, And 
not many can spare the room for 
a quick-service department in their 
present building. 
All dealers, however, have lu- 
brication departments in which 
they have from one to many 





(Continued on Page 35, Col, 1) 


Backshop 


..- by Jack Weed 





OMETHING new has been added 
to the fall program of Guardian 
Maintenance. 

A new magazine, titled the Fall 
Chronicle, has been sent to General 
Motors dealers along with the an- 
nual promotion kit to be used in 
conjunction with the fall featured 
services. To get the attention of 
dealers and service managers, the 
magazine is labeled “Special Dealer 
and Service Manager Issue.” 

Subjects covered in this first 
issue include “What’s the Missing 

Link in Sales?” “Fall Service In- 
troduced with a New Lubrication: 
Extra,” “The Trouble with Serv- 
ice in the Service Departments,” 
“On the Air with Guardian Main- 
tenance Personalities,” “Here’s 
Your Guardian Maintenance Fall 
Newspaper Campaign” and “That 
Reminds Me, Will You Check 
My Wheels and Tires, Too?” 

All of these articles are thought 
provokers for the dealer and serv- 
ice manager, and point out how 
they can better the service they are 
offering the owners. 

+ Bg + 


Need for Correction 


PARTICULARLY like the two 

pages devoted to “The Trouble 
with Service in Service Depart- 
ments,” which is a collection of 
seven of the most common com- 
plaints that owners have against 
dealer service. ; 

The stories not only point out 


PR Man Boosts Service 


By Ruel McDaniel 
Staff Correspondent 

MONG the activities and promo- 

tions that have made Mustang 
Chevrolet Co., San Angelo, Tex., 
one of the nation’s outstanding 
small-city dealerships is its pro- 
gram of public relations for the 
service department. 

Acting on the premise that most 
customer complaints directed at the 
service department originate before 
the customer brings his car in for 
service, because of lack of under- 


for their discussions that will tend| standing between company and 
to aid the parts men in their jobs.| customer as to what is covered by 
Qualifications for membership | warranty, the company set up its 


in the local clubs are simple. All 


service department’s public rela- 





tions program to break down this 
misunderstanding and thereby re- 
duce the number of service com- 
plaints, according to A. E. Barn- 
hizer, general manager. 

As one step in building up the 
service department the company 
last Oct. 1 employed a public re- 
lations specialist whose job was 
to aid in increasing service vol- 
ume through better customer- 
company understanding. 

At about the same time, the com- 
pany adopted a plan whereby car 
purchasers, locally, receive a “life- 
time lubricating certificate’ which 
entitles them to free lubrication for 

(Continued on Page 38, Col, 1) 


why each objection goes further 

than just an objection, but en- 
deavors to show the dealer why 
it is to his interest to correct the 
condition. 

A common complaint is: “They’re 
always too busy at our dealership 
to listen to my wife. She won't take 
the car there any more.” Service 
men often forget that women nor- 
mally can’t talk the language of 
the trade and more often have no 
idea of what is wrong with the 
car. 

Another complaint is, “They do 

(Continued on Page 37, Col, 1) 


Unit-Body Repair 
Requires Skill, 
Special Tools 


E introduction of more com- 

pact cars with unitized bodies, 
is bringing about a need for in- 
struction and “damage repair” clin- 
ics to keep repair shops abreast of 
the new developments in both unit 
construction and repair. 

To meet the needs of repair 
shops, several body tool manu- 
facturers hav-e introduced new 
tools and equipment designed to 
save time and cut costs in the 
repair of unit-body cars. They 
also are busy in the field dem- 
onstrating the procedures and 
tools required to make efficient 
repairs. 

Such firms as Blackhawk Mfg. 
Co., Milwaukee; Bear Mfg. Co., 
Rock Island, Ill.; John Bean Divi- 
sion, Food Machinery and Chemi- 
cal Corp, Lansing, and Blair 
Equipment Co., Flint, stand ready 
to conduct clinics in body-damage 
repair for dealer groups wherever 
the instruction is needed. 

A typical clinic of the type so 
Sorely needed was sponsored by 
Scott Weaver, president, Automo- 
tive Appraisal Co., Canfield, O., on 

July 30. 

Blackhawk and Blair conducted 
the clinic which showed shop per- 
sonnel how to solve basic repair 
problems and how to use portable 
body-repair equipment. 

* * * 


TS damaged car used for the 
demonstration was ideal for the 
Purpose, according to Weaver. 
“It looked like it had been 
wrecked just for the purpose,” he 
(Continued on Page 36, Col, 3) 


Another Lube Job ‘Well Done’ with aLINCOLN 


‘“‘We can thank the 
Golden Standard 
for our fast, neat, 
efficient 
service.”’ 

Mr. Shaner, 


Service Manager 
E. M. Stivers, Inc., 
St. Louis 





“We put through a lot of lube jobs at Stivers every 
month. The Lincoln Golden Standard Ceiling Lubreel 
definitely helps us maintain a high volume of lube 
work.without sacrificing the quality and speed that 
our customers want. They’re smooth and easy to 
operate ... and they’re good-looking too... make a | 


Your Lincoln Sales and Service Wholesaler will good impression on our customers. The Golden Stand- 


be happy to advise and assist you with your lube : ‘ 9 
room requirements. ard is a real asset to our business. | 





*Trade Name Registered 


LINCOLN — 


ENGINEERING COMPAN Y sa 


DIVISION OF THE McNEIL MACHINE & ENGINEERING CO., 4010 GOODFELLOW BLVD., ST. LOVIS 20, MO. | 
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MoPar Division Backs Move .. . 


Parts Managers’ Clubs Planned 


(Continued from Page 32) 


taining to successful parts mer- 
chandising and management. 

2. To promote understanding and 
mutual interest among Chrysler- 
line dealers’ parts management 
everywhere through group effort. 

8. To promote and safeguard the 
prestige of the parts activity within 
the dealerships of the country. 

4. To better self, family, employer 
and the customer through contin- 
ued study and application of the 
sound fundamentals of the profes- 


5. To establish through mutual 
cooperation a public image of the 
parts manager’s endeavors to which 
all can look with pride. 

6. To promote a spirit of friendly 
competition and fellowship between 
all clubs, thus increasing the in- 
dividual interest and reward. 

7. To promote public confidence 
in the products they handle and the 
dealers for whom they work. 

8. To discover ways to improve 


their sales and merchandising tech- 

niques. 
* ” = 

ERS in each area will hold 

regular meetings conducted 

under the bylaws of the society, In 

addition to regular members, any 

other person from a dealership can 

attend as a guest. MoPar repre- 

sentatives will lend all possible as- 

sistance in getting the clubs started 


Independent Garage Owners 
Name Kittell President 


ATLANTA.—Art Kittell, South 
Pittsburgh, Kans., was elected pres- 
ident of the Independent Garage 
Owners of America at its annual 
national convention here. 

George Milliken, Youngstown, O., 
was chosen first vice-president; 
W. C. Wilder, Nashville, second 
vice-president, and George Millin- 
ger, St. Louis, third vice-president. 
Art Foy, Cedar Rapids, Ia., was 
named secretary-treasurer, 


Winter Checkup 
Profits Depend 
on the Plans 
You Make 
Right Now 





MoPar Parts and Accessories 
Chrysler Motors Corporation, Detroit 31, Michigan 


and keeping an interesting program 
going. 

All members will be shooting 
for membership in the Pieces of 
Eight League. This goal will 
be reached by meeting eight 
predetermined standards. This 
achievement will give each man- 
ager additional benefits and priv- 
ileges, including qualification for 
seminars and conferences to be 
held at area and national levels. 

Each member will immediately 
receive a Sharp Shin lapel pin, a 
handbook giving all details of the 
society, a decal identifying him as 
a member, a membership certificate 
and a leatherette wall chart spell- 
ing out the code of ethics of the 
society. 


the gas station.” 


+ * 


* 
What Members Get 
WHEN a parts manager has 
earned the right to be elected 
to the national Pieces of Eight or- 


ganization, he will get: 
1. A ring identifying him as a 


and achievement. 


as a member. 


dealership. 


Cold weather is on the way. And that means the big 
profit season for both service and parts—if you make 
the proper plans—MoPar plans! 


First, make sure now that your shop is adequately 
staffed so it can handle an extra volume of service work. 
Because MoPar replacement parts install so quickly 
and easily, your service men can do more jobs, make 
customers happy, keep profits up. 


Second, make sure now that your parts department 
is geared for action. Take advantage of MoPar’s Bal- 
anced Stock Plan and Inventory Control, which makes 
certain you will have the right parts at the right place 
at the right time. 


For the needs of your own shop—and to meet the 
increased demands of your trade customers—make 
your plans for the winter season right now. Get on the 
phone and call your MoPar Wholesaler. He’ll work with 
you to help turn your plans into profits! 





“This is going to play hob with 
those trading stamps they give at 





member and signifying leadership 


2. A certificate of membership. 
3. A pocket card identifying him 


4. An emblem to be placed in the 
5. The opportunity to buy a spe- 





cial life insurance policy. This pol- 
icy is offered at a reduced rate and 
is optional. 

Three Pieces of Eight League 
members from each of the five 
areas will be elected to serve on a 
15-man board for the national or- 
ganization. 

Qualifications for admittance to 
the national Pieces of Eight League 
include: 

1. The manager must maintain at 
all times a 90-day stock of each of 
the 10 most competitive items. 

2. Maintain active solicitation of 
the independent market at locally 
competitive prices. 

3. Establish and use a parts quota 
each month for both retail and 
wholesale sales. 

4. Active participation in the 
monthly Sharp Shin Society sales 
and management programs includ- 
ing the return of questionnaires to 
league headquarters. 

5. Maintain proper purchasing 
procedures to assure maximum ad- 
vantage is realized from volume 
discounts. 

6. Install and properly maintain 
the MoPar “master” or “selected” 
parts control. 

7. Maintain an adequate and ac- 
tive parts inventory. 

8. Maintain a desirable merchan- 
dising atmosphere which includes 
proper use of promotion material, 
attractive displays and the employ- 
ment of good housekeeping habits. 


ASIA Will Use 
Theater to House 


Convention Talks 


CHICAGO —In anticipation of 
another record-breaking attendance 
at the 1961 national convention of 
the Automotive Service Industry 
Assn. Feb. 14-15 in Los Angeles, ar- 
rangements have been made to 
hold the general convention ses- 
sions in the Biltmore Theater. 


The Convention Program Com- 
mittee, meeting here, has ap- 
proved the scheduling of three 
half-day convention sessions and 
two convention highlight lunch- 
eons. The opening session will 
begin at 9 a.m. on Tuesday, Feb. 
14, at the Biltmore Theater. Both 
of the luncheons will be held in 
the Biltmore Bowl of the Biltmore 
Hotel with speakers being sched- 
uled both Tuesday and Wednesday. 

Preceding the two-day conven- 
tion will be the annual president’s 
reception and membership reunion 
in the Rex Room of the Biltmore 
Hotel from 4:30 to 6 p.m. on Mon- 
day, Feb, 13. The membership ban- 
quet will be held on Feb. 14 in the 
Biltmore Bowl. 

Practical advice on business man- 
agement and successful operation 
will keynote the business sessions, 
according to William J. Barron sr., 
ASIA convention program commit- 
tee chairman and president of Bar- 
ron Motor Supply, Cedar Rapids, Ia. 
Speakers and subjects will be an- 
nounced at an early date. 

The ASIA convention immedi- 
ately precedes the 1961 Inter- 
national Automotive Service Indus- 
tries Show presented by the Pacific 
Automotive Show in the Sports 
Arena of the Los Angeles Memorial 
Coliseum on Feb. 16-19. According 
to J. K. Wilkinson, president of 
the 1961 show, over 1,000 display 
booths will be available in this new 
locale. 


60 Pontiac Wins 
Stock Drag Title 


DETROIT. — An estimated 85,000 
students of the fastest way to get 
from Point A to Point B (1,320 feet 
apart) turned out here for the 
National Championship Drag Races. 

The fastest way proved to be an 
A Class dragster powered by a ’59 
Oldsmobile engine. Driver Leonard 
Harris, Playa del Rey, Calif., made 
it in 9.81 seconds, tripping the 
clock at 163.33 miles per hour as 
he won the Top Eliminator title. 

Fastest stock car at the meet 
Was a 1960 Pontiac with a stick 
transmission, jammed through the 
quarter-mile in 14.13 seconds at 
100.44 miles per hour by Jim Wan- 
gers, Detroit. 

In all, there were five eliminator 
titles and 10 national record runs 
decided. It was the second year in 
a row that the “World Series” of 
drag racing hag been held at Gil 
Kohn’s Detroit Dragway. 
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In Move to Recapture Business . . . 





GM Deal’s New Shop 


Stresses Fast Service 


(Continued from Page 32) 


hoists, The departments usually 
are near the front of the build- 
ing, providing easy access from 
the street. 

With engineers continually de- 
signing the grease nipple out of 
the modern chassis, many dealers 
can see that in the not-too-distant 
future, their lubrication depart- 
ments will service fewer and 
fewer owners. 

Many of these dealers are plan- 
ning to inject quick-service into 
their lubrication departments, not 
only to provide the faster service 
on minor repairs and adjustments, 
but also to get an increased return 
on valuable space and equipment 
tied up in lubrication facilities. 

They also know they will be 
building a customer following for 
a department that is liable to de- 
cline rapidly as a focal point of 
service selling as soon as lubrica- 
tion points are engineered off the 
cars they sell. 

* a 


Test Opportunity Is Offered 


B* USING lubrication depart- 
ments for quick-service tryouts, 


50,000th Student 


Graduates from 
Carter School 


ST. LOUIS.—The Carter Carbure- 
tor Training Program has graduat- 
ed its 50,000th student. 

Ceremonies marking the event 
took place at Carter’s St. Louis 
headquarters, where the school 
opened in one room in 1934. Today, 
Carter, a division of ACF Indus- 
tries, Inc., has a much enlarged 
school with modern classrooms and 
a tuneup laboratory equipped with 
the latest testing devices. 

The 50,000th graduate was George 
L. Peavy, assistant foreman of 
Braun’s Auto-Electric Corp. St. 
Louis, Peavy, a service specialist 
with more than 20 years experi- 
ence in the automotive field, receiv- 
ed a specially engraved walnut 
plaque containing a gold-plated 
carburetor to commemorate the oc- 
casion, 

Students at the resident school 
are servicemen regularly employed 
by authorized Carter service out- 
lets. As guests of Carter, they come 
to St. Louis for two 40-hour weeks 
of class and laboratory instruction. 
All instructional aids, tools and ex- 
perimental equipment are supplied 
by Carter. 

Classes are made up of men from 
service stations, garages, car deal- 
ers and other auto repair firms 
dealing with the distributor who 
sponsors the class. The nonresident 
classes meet for eight weeks; twice- 
a-week in formal sessions and once- 
a-week in informal study groups. 


It’s Best to Trade 
Car at 3 Years, 
Cost Expert Says 


NEW YORK.—What is the ideal 
tradein time for most owners? R. E. 
Runzheimer & Co., research engi- 
neering firm and authority on auto 
costs, thinks a new-car buyer 
should turn it in after three years. 

“We definitely recommend that 
our clients trade six-cylinder cars 
of the Ford-Chevrolet-Plymouth 
class at 2% to three years, and 
eight-cylinder cars at three,” R. E. 
Runzheimer, president, told Pag- 
eant magazine. 

“Millions of miles of logged auto- 
fleet experience show that this is 
the compromise point between the 
coming increase in the cost of run- 
ning expenses and repair bills, and 
the decrease in the average yearly 
depreciation cost.” 

In addition, he added, the used- 
car demand is greatest for cars in 
the two-to-three-year age bracket. 

“The fleet companies have 
learned that by trading then, they 
will get maximum tradein value,” 
Runzheimer said. “And this fact 
holds true for individual car own- 
ers as well.” 


dealers will have an opportunity to 
check whether this type of service 
has the customer appeal and profit 
potential claimed by students of 





S-P Rewards Dean 
For Parts Purchases 


PORTALES, N. M, — Steve 
Dean, Dean’s Automotive (Stude- 
baker-Packard), has been award- 
ed a “check” for $500 in merchan- 
dise for the largest percentage 
increase in parts and accessories 
purchased from Studebaker- 
Packard Corp. in the Western 
Division in the last year. 

Dean, who has been in the au- 
tomotive business since 1931, has 
been a Studebaker dealer for 11 
years. 





Joyce Quick Spot Lifts 





service merchandising who say 
quick service igs essential if the 
franchised dealer is to remain an 
important factor in the servicing 
of the cars and trucks he sells. 


By shifting all short-time jobs 
such as brake adjustments, tune- 
ups, parts replacement and muf- 
fler and tailpipe work to the lu- 
brication department, the dealer 
also will have an opportunity to 
see how much of this service is 
now bogging down his regular 
shop, how much it will attract 
new customers and how much 
his line mechanics will be able 
to improve their take-home pay 
as a result of the saving in time 
usually lost in handling these 
short-time services. 

Such a tryout could be a guide 
to how far a dealer should go in 
any expansion or remodelling that 

would be necessary to capture the 
business he feels he is losing. 

The new Mitchell building, with 
facilities for parking 500 cars, cov- 
ers three acres. There is a separate 
major-repair department which 
features the most modern repair 
equipment and machinery in the 
area, A centrally located parts de- 
partment is stocked with Cadillac, 
Oldsmobile and other standard 
parts. 


Boosted Lang’s Chevrolet 
Service Volume 20% ! 


inc 





You can do the same... 
get the facts. Write 


for this free 


booklet today... 
Bulletin 163- 


*Fairborn, Ohio 


The Joyce-Cridland Company 


Designers and builders of lifting equipment since 1873 
FIRST STREET, DAYTON 3, OHIO 
Canada: Midland Foundry & Machine Co., Lid., Midland, Ont. 


U.S.A.: 2027 E. 


SERVICE SALES | 





L 





Trouble-Shooters Study Sixes— 


Young mechanics, all entries in Plymouth's recent sixth annual trouble-shooter con- 
test, learn about six-cylinder engines from instructor John Schmitt at the Chrysler 
Training Center, Anaheim, Calif. Although the contest ended last spring, Chrysler 
invited contestants to special classes to further their vocational training. This year’s 
contest attracted 160 top auto shop students from 58 vocational and high schools in 
the Los Angeles area. Observing the class is R. T. McDaniel, standing right, Plymouth- 
DeSoto-Valiant regional service manager. 
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Skill, Special Tools Required... 
Repairing Unit Bodies 


(Continued from Page 32) 


Early Morning Registration— 

Early arrivals to the unit-body clinic sponsored by Scott Weaver, president, Automo- 
tive Appraisal Co., Canfield, O., were signing in two hours before the demonstration 
was to begin. Approximately 200 persons, including repairmen, independent appraisers, 
jobbers and even two salvage buyers, were on hand. Some travelled more than 100 
miles to attend the clinic. 


NEW, 





claimed, “The insurance company 
had declared the car a total loss.” 

A Saturday was selected for 
the aU pe to permit more 


ideal as the site for the clinic 
because its dirt floor provided 
ample proof to the tool makers 
claims no special setup or loca- 
tion is required to operate the 
equipment in the shop. 

Provisions were made for serving 
a lunch and repair shops in the 
area were invited to send one man 
to the clinic. Approximately 200 
mechanics showed up for the dem- 
onstration. 

Douglas Hougen, Blair president, 
opened the clinic, offering the fol- 
lowing advice: “Gone is the day 
when all a bodyman needed was a 
combination hammer, dolly block 
and a few pryrods.” 

Hougen pointed out that “today’s 


SLO-CHROME MEANS 
OPERATING ECONOMY =- 


SLO-CHROME—exclusive with McQUAY-NORRIS—is a 
special, unhurried plating process whereby dense, fine 
grain chrome is carefully applied to assure immediate 
and permanent oil control. SLO-CHROME is more ex- 
pensive to produce than other types of plating, yet 
costs you no more. SLO-CHROME is used on all steel 
rails, and on top chrome rings. 


SEVEN WIPING EDGES .- 


The famous Leak-Proof piston ring set (including the 
outstanding ‘‘400” oil ring) has seven (count 'em) 
wiping edges. No other ring set has so many wiping 
edges to save your customers gas and oil. 


THEY STAND OUT 


McQUAY- 


cars are a complicated grouping of 
compound shapes, which require 
skill and special tools to correct 
when damaged by collision.” 


+. - . 
Demonstration Proves Point 


E GAVE a lecture on the reac- 

tion of sheetmetal to impact, 
then explained the hardening of 
metal in the impact point. A series 
of demonstrations were used to 
prove this point. 

“The secret of success, profit- 
wise, is to learn internal straight- 
ening of sheetmetal,” Hougen 
said. 

Hougen then set up several dam- 
aged fender sections to demon- 
strate his method of straightening 
damaged areas with the use of spe- 
cial clamps and hydraulic pressure. 

Roland Manning of Blackhawk 
opened the afternoon session with 
a brief introduction to his firm’s 


BECAUSE THEY STAND UP! 
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McQUAY- NORRIS 
MANUFACTURING CO. 
ST. LOUIS - TORONTO 


body and frame straightener, which 
had been set up under the damaged 
compact. 

“Here is a machine that handles 
all types of repairable frame dam- 
age including twist. But more im- 
portant for this meeting, it will 
handle the unitized body. It’s port- 
able and needs no special setup,” 
he said, pointing to the Coliseum’s 
sawdust floor. 

“Furthermore,” he added, “it can 
do the complete job: Quarter pan- 
els, doors, cowls, in fact all heavy- 
duty shop work.” 

* * + 
EORGE BANTON, also of 
Blackhawk, then took over. 

“More unit bodies are on the 
way,” he warned, “Up to now, you 
have been dealing with just a few 
compacts. But 1961 is almost here, 
and you had better be ready for it. 

“Compacts from all divisions of 

the manufacturers will be hitting 
the market soon,” he said. “You 
will have to change your repair 
system, Unit construction is 
going to make frame and body- 
men out of everyone of you.” 

As Banton began his set ups on 
the body and frame straightener, 
he explained what would have to 
be done to correct the damage sus- 
tained by the compact. 

“What we are actually going to 
do here is exert pulling power from 
the equipment through the auto- 
mobile. We are going to stretch 
the car back to its original form 
in combination with hammering 
out and the application of heat in 
badly crinkled areas. It will take 
all three to do the job properly.” 

+ * + 


Damaged Car Salvaged 


He WORKED first on the right 
rear where the worst buckling 
had occurred. The side was put 
under tension, then hammered, 
then more tension applied. As the 
damage came out, the equipment 
was alternated from one side of 
the car to the other to keep the 
damage moving out equally. 
“Three or four hours is hardly 
enough time to salvage a total- 





First Step— 


This damaged compact presented Black- 


hawk Mfg. Co. with an excellent example 
of rear end damage typical of unit con- 
struction. Above is the first step taken 
in repairing the damage during the body 
repair clinic in Canfield, O. 

ee 


loss automobile,” Banton pointed 
out as he concluded the demon- 
stration, “However, this after- 
noon’s results show the car is on 
the way to a useable condition.” 

Weaver summed up the results of 
the meeting this way. 

“The attendance and the atten- 
tion given to these demonstrations 
point up the fact these people are 
facing a new situation, so are deal- 
ers and repairmen all over the 
country. They know it and are 
willing to work to retain the lead- 
ership their organizations have in 
the field of better service for the 
car owner. 

“Because of this, we felt it was 
our obligation, both to our clients 
and to the service departments and 
bodyshops that do the work, to 
keep them informed on the latest 
developments in design change, 
equipment and techniques,” Wea- 
ver said. “The effect of this knowl- 
edge should have a positive reac- 
tion: That of keeping repair costs 
competitive, and still insuring qual- 
ity work.” 

In addition to clinics on body re- 
pair by the tool makers, classes in 
unit-body repair also are being 
scheduled in the schools of car 
manufacturers, The franchised 
dealer is best equipped to capture 
and hold this new, highly profitable 
service that will increase as more 
compacts hit the streets. 
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Backshop ee ce By Jack Weed 


(Continued from Page 32) 


good work all right, but I never 
get the feeling they want my busi- 
ness. We’ve all gone into service 
shops where a smile and a cordial 
greeting are as rare ag an oyster 
in the middle of the desert. Dealers 
and managers should always re- 
member that the competitor down 
the street has found out that a 
few pleasant words are mighty 
cheap, yet effective, advertising.” 
* * * 


‘Dark and Dingy’ 
“T'S such a dark and dingy place. 
I usually go to the neighbor- 
hood service station. It’s brighter, 
more cheerful and easier to drive 
into.” The oil marketing boys know 
that extra profits and customers 
lurk in a paint pail and mop— 
when used often. 
“J don’t know anyone there, 
but the guy at the corner garage 
is a friend of mine.” The odds 



















This, however, reflected the lower 


Freak $4,000 Fire 


OXFORD, N. C.—A freak fire 
caused damage estimated at $4,000 
by Joe A. Watkins, head of the 
firm, when gasoline leaking from a 
tank of an automobile on a lift in 
Owen Motor Co. hit a service light 
hanging beneath the car, cracking 
the bulb and igniting the gasoline. 
Stephen Knott, who was repairing 
the fuel gauge on the tank, leaped 
to safety and was uninjured, but 
gasoline which had collected in a 
small pan beneath the tank ignited 


prices of the compacts and the 


dropoff in used-car values and did 
not indicate that the dealers did 
more service work. 

All students of dealer operation, 
including those dealers who have 
continued to make their normal 
profits during the last three years 
of highly competitive operation, 
agree that it is essential: that in 
the current market a dealer must 
make every effort to increase his 
parts and service sales profits not 
only to protect his operating costs, 
but also to develop more custom- 
ers who will appreciate the service 
he gives them to the extent that 
they will give him a slightly higher 
profit on the sale of new vehicles. 

+ * + 


Committees Named 


J K. WILKINSON, president of 
* the Pacific Automotive Show, 
which will be this year’s Interna- 
tional Automotive Service Indus- 
tries Show, has announced the 
committees for the “big one” that 
will be held in the Los Angeles 
Memorial Sports Arena Feb. 16-19, 
1961. 

Chairman of the credentials 
and floor committee is Percy T. 





Pontiac Gets Painting— 


German painting depicting Chief Pon- 
tiac's famous meeting with Major Robert 
Rogers in 1760 is displayed by H. J. 
Hales, Pontiac service manager. The pic- 
ture, painted from Pontiac service promo- 
tion folders, was presented to the divi- 
sion following its showing in the Dussel- 
dorf Press’ American folklore exhibit in 
Dusseldorf, Germany. 


of the hospitality and public rela- 
tions committee is Howard 


Drawings for exhibit space in the 
show will be held Nov. 11 in Los 
Angeles, Hotel reservations can be 
made through the P.A.S. Housing 
Bureau, 714 West Olympic Bivd., 
Los Angeles. 

+ 


Tragic Loss 

UNDERSTAND that Joe Dobbs 
of the Detroit office of Sun Elec- 
tric was fatally burned Aug. 9 
when he came in out of a rain- 
storm and plugged in an electrical 
tool to do some work in his base- 
ment. Joe was one of the well liked 
and most experienced supplier men 
working with the factory service 

men in Detroit. 
also was a son of one of 
service 


He was in the forefront of put- 
ting glamour in the lubricating de- 
partment and moving it from the 
rear of the dealer’s shop up near 
the entrance door. He championed 
the service tower for larger dealers. 
He was the first to help develop 


are 20 to 1 that the guy at the 
corner garage became a friend 
after the customer’s first visit. 

“Sure they do good work but 
that’s not enough. I want my car 
when it’s promised.” The finest 
way in the world to grow hangnails 
on customers’ fingers is by habitu- 
ally not having cars ready when 
they are promised. And hangnails 
irritate more than a severe bruise 
or cut. 

“I only go to the dealer for the 
really big jobs. Little things like 
lubrication I can get cheaper and 
quicker at the service station.” 
Those dealers who have seen the 
light and have installed “quick 
service” departments eliminate this 


complaint fast. 
+ * * 


For Missed Fixes 
HE last time I came in for 
service they didn’t fix the trou- 
ble.” Give the following 10 points 
attention, the piece said, and the 
customers will continue to come 
back: 
1. Misunderstanding the owner. 
2. Improper diagnosis. 

3. Failure to use test equipment 
properly. 

4. Incorrect adjustments. 

5. Incorrect installations. 

6. Omitting necessary work. 

7. Inadequate road test. 

8. Not completing job on time. 

9. Poor workmanship. 

10. Part failure. 

And as I have on the other com- 
plaints, I will add a comment of 
my own that may not set well with 
many of my readers, but will pay 
off for any dealer who is not hold- 
ing his service customers and_ is 
continually having to placate own- 
ers. 
























burned so 


Indifference Scored 
Y COMMENT is that the dealer 
and/or his manager quit being 
indifferent as to what goes on in 
the service shop regardless of how 
much confidence they have in their 
service manager. 

Guardian Maintenance fall 
services include a “ready for win- 
ter check” with lubrication—a 
check of the exhaust system and 
all lights, including turn signals, 
windshield wipers, washer, brakes 
and battery, a thorough engine 
tune-up, cooling system cleaning, 
renewal of antifreeze, rotation of 
tires and wheel balance. 


and the fire ignited the tires and 
33 sprinkler heads in the building. 


intensely that it set off} Lyon, of Barlow Motor Supply 


Boggs 
Burney, West Los Angeles. B. W. | service work cabinets and back- 
Co., Hollywood, Calif. Chairman | Ross, Acme Rubber Mfg. Co., Los | grounds as we now know them. 


You can tell an A-1 mechanic 


oan his TOOL CHEST 


This handsome SNAP-ON® combination chest and roll cab 
parked in your stall tells people something about you, 

It marks you as a mechanic who takes pride in his work; a 
person who won’t settle for anything but the best — either in 
his work or his equipment. 

It stamps you as a man who puts quality ahead of price — 
a careful buyer who is willing to pay a little extra to get a 
lot more. 

Go first class. Order your new SNAP-ON tool chest and roll 
cab combination from your SNAP-ON man now. Just a little 
down, a little each week and you’ve got the finest mobile tool 
storage outfit a mechanic can own —a place for every tool, 
good locks for security. Each unit available separately or in 
the triple combination shown below. 


Yours for a little down, a little each week. 


KRA-352 
Roll Cab 


KRA-429 











This package seems to have 
plenty of “sell” appeal. 
* * * 


Dealers Remiss 

ADA “Operating Average” fig- 

ures for the first six months 
of this year compared with those 
of the same period of last year, 
seem to indicate that still far too 
many dealers haven’t realized the 
necessity of selling at the “back 
door” to get better profits on the 
showroom floor. 

With the increased sale of new 
and used vehicles, including the 
“compacts,” dealers generally lost 
ground in both total service sales 
and percentage of gross service 
profit to sales as against last year. 

In 1959, dealers sold an average 
of $772 in total service sales as 
against $748 for the first six 


KRA-360 
Triple Unit 
Tool Cabinet 








You get all these important features: 


® Full-length, piano-type hinges give greater strength. 

® Cover has extra steel channel to prevent warping. 

© Drawer runners are attached to extra steel plates for rigidity. 
Even heavily loaded drawers will not sag. 

© Electrical spot welds are closely spaced for extra strength. 

® Trunk-type handles are strong enough for heaviest loads. 

® Units are made from extra-heavy-gauge steel for strength and 
long life. 

® Drawers are partitioned for convenient storage of tools. 

® Roll cab compartment big enough for power tools, etc. 


Z CHOICE OF BETTER MECHANICS 


8082-1! 28TH AVENUE * KENOSHA, WISCONSIN 
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Warranty Explainer .. . 


PR Man Promotes 
Service Department 


(Continued from Page 32) 


their cars for as long as they own| understands exactly what his war- 
them. ranty covers.” 

Barnhizer feels that many such 
complaints arise because of the 
car salesman’s failure to explain 
the meaning of the warranty; or 
in his enthusiasm he may even 
leave the impression with the 
customer that he is getting a lot 
more in service than his warranty 
covers. 

“The salesman’s job is to sell 
ears,” Barnhizer says, “and it is not 
reasonable to expect him to elimi- 
nate service department complaints, 
although logically a service depart- 
ment that keeps down complaints 
is one of the car salesman’s great- 





+ * * 


-* HAS been our experience,” 
Barnhizer explains, “that most 
service complaints originate as a 
result of customer misunderstand- 
ing as to what exactly the war- 
ranty covers. When a car owner 
is charged for something which he 
thinks is covered under the war- 
ranty, naturally he is displeased, 
and even when we adjust the com- 
plaint in accordance with his un- 
derstanding, he may still feel that 
we tried to charge him for some- 
thing that should have been given 
7 him under the warranty. est sales assets. 

‘The basic job of our public re-| «gince we could not depend on 
lations man is to eliminate these or even expect the salesman te do 
complaints through education of| the job of eliminating complaints 
the customer to the point that he! in the service department through 
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SAVE TIME 








the fault of the service depart- 
ment but of the salesman, for his 
failure to let the customer know 
what his warranty covers or be- 
cause in his enthusiasm of the 
job at hand he makes the war- 
ranty appear to cover more than 
it actually does, 

A minor part of the public rela- 


pre-selling, we felt that a man spe- 
cializing in this job could help us 
not only to sell more service but 
more cars as well.” 

+* * * 


HE service department’s public 
relations man calls on the pur- 
chaser of a car within a week after 
he has purchased it, under normal 


functioning of the program. He pre- tions man’s job is to follow up 


Stick: Ganciada™ thon’ ae ‘ae routine complaints arising from 
with him and goes over the war- service jobs not affected by the 
ranty point by point. By the time warranty, but these are compara- 
he has finished his visit, the cus- tively few. 
tomer not only understands his| Barnhizer says that many such 
warranty but he knows exactly 
what service is covered by it. 
Thus, when something goes 
wrong with his car, he knows with- 
out asking whether or not it is cov- 
ered in the warranty. If he knows 


the service department to do the 
work for nothing and consequently 
has no complaint. 

“Thus,” Barnhizer explains, 


interpretation, before they arise.” 
Barnhizer declares that the 


dropped. 


* * 


company’s findings indicate that oe lubricating certificate is in 
appearance much like a typical 
credit card. It is made of substan- 


about 75 percent of all service 
department complaints are not 


AUTOMATIC 
TRANSMISSION 


TS 
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TAKE JUST 39 SECONDS TO LEARN WHY SUCCESSFUL DEALERS ARE INSISTING ON RAYBESTOS QUALITY 


® Complete coverage for Hydra-Matic, Pow- 
erflite, Dynaflow, Ford-O-Matic, Power- 
glide, Merc-O-Matic, Jetaway, etc. 


® New, simple wall chart and catalog tell 
which Raybestes kit to use 


® Small inventory, easy to stock— 37 kits re- 
place 2183 loose parts 


Each kit contains only the auto- 
matic transmission parts that 
automotive engineers say should 
be replaced. Parts included are 
friction discs, spacer plates, gas- 
kets, front and rear clutch piston 
seal and expander, “O”’ rings, 
reverse clutch piston seal; also 
front oil pump seal and rear 
bearing oil seal. 





RAYBESTOS DIVISION of Raybestos-Manhattan, inc., BRIDGEPORT, CONN. 
RAYBESTOS-MANHATTAN, INC., Brake Linings ¢ Brake Blocks « Brake 
Fluid « Clutch Facings « Industrial Rubber « Mechanical Packings « Asbes- 
tos Textiles « Engineered Plastics ¢ Sintered Metal Products « Rubber 
Covered Equipment « Laundry Pads and Covers « Abrasive and Diamond 
Wheels « Industrial Adhesives « Bowling Balis 





® No premium charge for kit packaging; 
only one price to charge to the sale 


® Parts engineered for replacement by sup- 
pliers tooriginal equipment manufacturers 


® Each part packaged to protect working 
surfaces, prevent rust, and swelling or 
distortion of gaskets 


Ens Comes ——_ 


AUTOMATIC TRANSMISSION 


MASTER OVERHAUL 
KIT 








AMERICA’S BIGGEST SELLING FRICTION MATERIAL 


complaints may be traced to the 
service salesmen. Recently, for 
example, routine, non-warranty 
complaints rose sharply. It was 
comparatively easy, when the man- 
agement looked into the matter, to 
2 trace most of the complaints to a 
that it is not, he does not expect single service salesman. He simply 
was not handling contacts with 
service customers properly, was di- 
agnosing poorly and was careless 
Wwelin his job estimates. When the de- 
head off most complaints, especially | partment dispensed with the man’s 
those arising from warranty mis- services, complaints immediately 





tial, glazed plastic and is designed 
to last indefinitely. It bears the 
date issued, the name of the cus- 
tomer receiving it, make and model 
of car covered, and the card num- 
ber. 

When the public relations man 
presents it to the customer, he ex- 
plains that the card entitles him 
to free lubricating jobs as long 
as he owns his car, providing he 
brings the car in for the service 
every 2,000 miles or less, but not 
less than 1,000 miles of operation. 
He explains that the customer has 
a permanent service record for his 
car in the company’s service de- 
partment, and that each time his 
car is lubricated under the plan, 
the information goes on the service 
record, along with any other serv- 
ices performed, 

The question as to the economy 
of the plan naturally arises. And 
the company has compiled figures 
to indicate the practicality of the 
plan. 

During the first six months of 
the plan’s operation, customers 
utilizing the free lubrication serv- 
ice spent an average of $4.91 each 
time they brought in their cars, this 
sum going for related services 
such as washing, oil-changes and 
minor repairs. Barnhizer expects 
the average to show a gradual in- 
crease, since the cars are getting 
older and will require more serv- 
ices the older they get. 

+ * * 


Pea un ae, such a plan at- 
tracts “free-loaders,” and dur- 
ing a specific period on which spe- 
cial records were maintained, out 
of 164 customers who used the free 
lubrication service, 47 spent noth- 
ing. 

“And a few even go so far as to 
buy oil elsewhere, bring it here and 
ask our service department to 
change the oil for them,” Barnhizer 
complains. “But: that is a factor 
that must be considered and met 
under such a plan. Fortunately, the 
average customer who takes the 
free lubricating job and buys noth- 
ing else is not too great a repeater. 

“Along about the second or third 
time he comes in and buys no ad- 
ditional service, he begins to feel 
self-conscious and in a case or two 
such an owner has developed into 
an excellent service customer.” 

Management feels that the lu- 
brication plan is sound for at 
least ‘two basic reasons: In the 
first place, the car owner is more 
likely to watch his lubrication in- 
tervals and have his car greased 
when needed, and that means 
longer life for the car and better 
service. Second, it keeps the cus- 
tomer coming back to the service 
department, so that by the time 
his new car has reached the point 
where it requires major service, 
he is in the habit of bringing it 
to the company for service. 


The lubrication cards are not 
used as a sales gimmick. In fact, 
salesmen are discouraged from even 
mentioning the service to a pros- 
pect. The company prefers that the 
card come from the service depart- 
ment’s public relations man as a 
pleasant surprise to the new cus- 
tomer. It is never advertised or 
otherwise promoted as a Sales ap- 
peal. 

~ * + 


Tus card goes to the purchasers 
of used cars as well as to cus- 
tomers who buy new units, for the 
same reason: It gives the service 
man an opportunity to explain to 
the used-car owner what is covered 
by his used-car warranty, and his 
coming in for the lubrication jobs 
familiarizes him with the service 
department. 

That the work of the public re- 
lations man is effective is indi- 
cated by the fact that during the 
first three months the program 
of education operated, withdraw- 
als from the company’s special 
warranty service fund amounted 
to only 20 percent of that for the 
same period before inaugurating 
the program. 

“We are pleased with the pro- 
gram, and it would be working 
much better for us,” Barnhizer de- 
clares, “if we were able to keep 
the public relations man on that 

specific job at all times. 


“Because we are shorthanded in 
the service department, we fre- 
quently must pull him off his reg- 
ular job for some other duty, and 
that slows down hig regular work 
and adversely affects the program.” 
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school Oct. 3-7 (Cummins). At the 
White factory in Cleveland. 


For All Servicemen 


ALLEN ELECTRIC and EQUIP- 
MENT CO., Kalamazoo, Mich.— 
The Allen Power-Tune course, cov- 
ering diagnosis and electrical 
performance troubles, includes 
training on regulators, generators, 
batteries, distributors, ignition cir- 
cuit and use of Allen scope. Also 
offered is the Allen PM Tune-Up 
school for learning the fundamen- 
tals of the tuneup business includ- 
ing servicing and merchandising. 

A nominal fee is charged. For 
representative or write directly to 
Educational Department, Allen 
Electric & Equipment Co., 2101 N. 
Pitcher St., Kalamazoo, Mich, 

AMMCO TOOLS, North Chicago 
—Brake servicing. Contact Dick 
Stevenson, Ammco Tools, Inc., 2150 
Commonwealth Ave., North Chi- 
cago, Ill. Clinic type instruction 
facilities available through 33 mo- 


DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of Aurto- 
MOTivE News. 






















































For Make Servicemen 


AMERICAN MOTORS SALES 
CORP.—Five mobile training units, 
with their respective instructors, 
will be stationed in Milwaukee 
where the 1961 product school— 
training all zone service personnel 
throughout the United States—will 
be conducted from Sept. 19 through 
Oct. 7. 

CHRYSLER CORP.—The service 
training courses from Sept. 26- 
Oct. 14 will cover the most re- 
cently developed procedures for fac- 
tory approved service maintenance 
operations, diagnosis methods, plus 
the proper usage of the latest 
special tools and equipment. The 
courses are offered tuition free for 
service personnel of Chrysler Corp. 
dealers and factory personnel. 


Chrysler training centers are lo- 
cated at: 26001 Lawrence Ave., 
Center Line, Mich.; 5500 Howard 
St. Skokie, Ill.; 2930 Forrest Hill 
Dr., S.W. Atlanta, Ga.; 401 Theo- 
dore Fremd, Rye, N. Y.; 1111 N. 
Brookhurst St., Anaheim, Calif. 
For further information, contact 
your nearest Chrysler training cen- 
ter. 

FORD DIVISION—During the 
period of Sept. 26 to Oct. 14, the 35 
Ford district school instructors will 
conclude their one-day introductory 
courses on 1961 cars for dealer 
service and parts managers. When 
this is completed, the same instruc- 
tors will conduct two-day orienta- 
tion courses on 1961 cars for dealer 
service technicians. Among the 
courses to be conducted are car 
body, Falcon body, automatic trans- 
missions, engines, power steering, 
brakes, Falcon rear axle and chas- 
sis features, 

GMC TRUCK & COACH DIVI- 
SION—Instruction in the approved 
overhaul, maintenance and diag- 
nosis procedures using the latest 
tools and equipment is available 
(free of charge) to all service per- 
sonnel sponsored by a GMC truck 
dealer, or a GMC truck fleet opera- 
tor. The following courses are 
offered: 1, rear axles, 2. standard 
transmissions, 3. automatic trans- 
missions (Hydra-Matic, twin 
Hydra-Matic, and torqmatic), 4. 
diese] engine (one-week tuneup 
class or two-week overhau)), 5. 
gasoline engine tuneup, 6, gasoline 
engine overhaul, 7, power steering 
(in-line or booster type), 8, carbure- 
tion, 9, four-wheel drive, 10. air- 
suspension, 11. hydraulic brakes. 
GMC maintains classrooms in the 
following cities: Atlanta, Jackson- 
ville, Boston, Charlotte, Chicago, 
Milwaukee, Cincinnati, Dallas, El 
Paso, Houston, Denver, Salt Lake 
City, Detroit, Cleveland, Kansas 
City, Oklahoma City, Omaha, Los 
Angeles, Memphis, New Orleans, 
New York (two centers), Oakland, 
Philadelphia, Washington, Pitts- 
burgh, Buffalo, Portland, St, Louis 
and Minneapolis. Address inquiries 
to Service Training Activities, GMC 
Truck & Coach Division, Pontiac 
11, Mich. 

INTERNATIONAL HARVEST- 
ER—tTechnical training centers 
located in Atlanta, Dallas, and 
Harrisburg, Pa., are conducting 
training for dealer and fleet serv- 
icemen, Five different courses are 
offered. They are: Dealer service- 
men, dealer service management, 
diesel service, light-duty fleet serv- 
icemen and heavy-duty fleet serv- 
icemen. Correct diagnosing, main- 
tenance and service procedures are 
emphasized in each service opera- 
tion. For further information, con- 
tact your nearest International 
truck district or branch. 

STUDEBAKER -PACKARD— 
Technical training centers in New 
York, South Bend, and Long Beach, 
Calif.. have scheduled courses on 
all phases of the 1960 Lark and 
Hawk models as well as Mercedes- 
Benz and DKW passenger cars for 
Sept. 26-Oct. 14. In addition to these, 
there is a new training center in 
Decatur, Ga., with W. N. Hall as 
head instructor and another in 
Kansas City. Training will be con- 
ducted at New York by F. X. Cogh- 
lan, at Long Beach by L. J. Young, 
and at South Bend by A. S. Kidder. 

WHITE MOTOR OO. — Diesel 





bile units manned by factory-train- 
ed technicians. Five-day, complete 
brake servicing course available 
starting Oct. 10. 


JOHN BEAN DIVISION, Lan- 
sing.—(A) Wheel alignment, wheel 
balance, steering systems, Sept. 19 
and Oct. 17; (B) Advanced wheel 
alignment, power steering, advance 
suspensions and minor frame 
straightening, Sept. 26; (C) Colli- 
sion service of front suspension, 
frame straightening and body align- 
ment, Oct. 3; (D) Brake servicing, 
Oct. 10. Combined courses are also 
offered. (ABC), Sept. 19-Oct. 7; 
(AB), Sept. 19-30; (BC), Sept. 26- 
Oct. 7; (DA) Sept. 12-23. 

BEAR MFG, OO., Rock Island, 
Mil.—School offers training in align- 
ment, balancing and frame 
straightening for four-week pe- 
riods. Next classes Sept. 26 and 
Oct. 10. Address all inquiries to E. 
Miles Bacon, director, Bear Auto- 
motive Service School. 

BARRETT EQUIPMENT OCO., St. 
Louis, Mo,—Brake School—Theory, 
principles and practical application. 
Training conducted by the Barrett 
Brake Schools in St. Louis, Miami 
and Los Angeles with a new school 
opening in Philadelphia. For dates 
of scheduled classes and enroll- 

(Continued on Page 42, Col, 3) 





Automated Parts Center— 


“Broms, kopplingspedal, slang"—not messages from Martians, but a list of automo- 
tive parts for the Swedish-built Volvo are checked by pert Helen Shinn as tabulated by 
one of the six electronic brains at the Auto Imports Parts Center in North Hollywood, 
Calif. The million-dollar automated center stockpiles imported factory parts for the 
Western U. S. Parts include “broms” (brake), “kopplingspedal” (clutch) and “slang” 
(tube). The computer system processes dealer orders electronically, simultaneously weep 
ing an up-to-the-second inventory. 


How to make *95° an hour... 


CLEAR PROFIT 





This man undercoats a car with Lion Nokorode in two hours or less. 
Material and labor cost him approximately $11.00. He gets 

$30.00 for the job. His net profit is $19.00—or $9.50 an hour. How 
would you like to make this kind of money—in off-peak hours? 

For all the details, mail the coupon today. 


sel LION Mokorode. 





ORK 


UNDERCOATING 


tion, of course. 


MMM VU 


LION OIL COMPANY — 
A Division of Monsanto Chemical Company 
Dept. AN- A, El Dorado, Arkansas 


San Please send complete information about how I can make 
money with Lion Nokorode Cork Undercoating. No obliga- 


Name 
Street — 
City State = 
A if \ ; , i AAS 
LION OIL COMPANY 
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ie Fiacis, woke censor | 
ent U.S. population center, where 
next Monday, 1,600 residents. will 
drive new Ford Division cars and 
trucks for one week in a history- 
making test. In preparation, every 
vehicle-owning resident of Flora will 
be loaned a new Ford product. 
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DUCTS INTRODUCED © 
tA, ILLINOIS 









FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 


Ford « Faicon « Thunderbird « Comet « Mercury ¢« Lincoln e 
Lincoln Continental « English Ford Line « Taunus « 

Ford Trucks ¢ Farm and industrial Tractors and implements « 
industrial Engines e Aeronutronic—Products for the Space Age e 
American Road Insurance Company « Ford Motor Credit Company 


oom 


MOTOR COMPANY 


The American Road 
Dearborn, Michigan 
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New Pontiac Shop Has 15 Lifts— 


Fifteen Rotary lifts were installed in Williamson-Willey Pontiac Co.'s new repair shop 
in Birmingham, Ala. There are 11 two-post hoists and four single-post frame pickup 
lifts, and they will accommodate all foreign and domestic cars. They were installed by 
Pump Shop, Inc., distributor for the lift’s builder, Rotary Lift Co., Memphis. 





For every 


Ausco has been making hydraulic and mechanical lifting 
equipment for the automotive industry for more than 50 
years, both for original equipment on trucks and cars and 
for service applications. Only a portion of the complete 
Ausco line is shown. . . for other types and sizes consult 
your Ausco distributor or write for catalog. Whatever your 
needs, Ausco’s your best buy. 


Hydraulic One End Lift with big 
10” rubber wheels at no extra 
cost. 142 tons capacity. 


New Ausco Air Lift gives fastest 
easiest one-end lift. Big 10” rub- 
ber wheels at no extra cost. 


ain. 


Heavy-duty transmission 
handler for car and truck 








etc. 2000 Ibs. capacity. 
Other models available, 
mechanical and hydraulic. 






LIFTING 
EQUIPMENT 


service need... 


transmissions, differentials, 


AUTO SPECIALTIES 
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ment contact Barrett Equipment 
Co., 2101 Cass Ave., St. Louis 6, Mo. 
BENDIX PRODUCTS DIVISION, 
South Bend—Courses are offered on 
Bendix power brakes and Strom- 
berg carburetors through schools 
sponsored by authorized Bendix 
distributors, The schools provide 
the basic service and sales training 
for automotive servicemen required 
in the development of service deal- 
ers. Classes are scheduled by each 
distributor to meet local needs and 
the length of an individual course 
is three or four evenings or one 
full day. No tuition fee is c 
Additional information may be ob- 
tained by contacting a Bendix dis- 
tributor or writing to the Bendix 
training director in South Bend. 
CARTER CARBURETOR CO. 
St. Louis—During October only one 
class is being offered, Oct. 3. 
DeVILBISS CO., Toledo.—At fac- 
tory and at field schools, company 
instructors will give a complete 












course of instruction in spray 
painting, with emphasis on use of 
the new airless equipment, on 
spraying catalysts and other ad- 
ditive materials, on use of the re- 
mote cup spray outfit and other 
new systems and products, Indus- 
trial, auto refinishing, maintenance 
and jobber schools have all been 
scheduled at the factory and field 
schools for jobbers have been 
scheduled in the Midwest and on 
the West Coast. Attendance at the 
factory school in Toledo is without 
charge for instruction or equip- 
ment. However, a nominal charge 
is made for attendance at field 
schools. 

ELECTRIC AUTOLITE CO., To- 
ledo—Specialized electronic sem i- 
nars are offered for students at 
leading schools across the country. 
They are devoted primarily to the 
impact of semiconductor technology 
upon the design of ignition and 
electrical systems, related compon- 


Ausco Hydraulic 
Hand Jacks. Nine 
sizes, 1% to 100 
tons capacity. 





Hydraulic Service 
Jacks — Six sizes, 
from 1% to 20 tons. 
Sturdy, reliable for 
long service use. 


















Mobile Shop Cranes from % 
to 1 ton. Also truck-mounted, 
electric or manual. 






MANUFACTURING CO. 







ST. JOSEPH, MICHIGAN 


ents and accessories. For further 
information, write to the Electric 
Autolite Co., 511 Hamilton St., 
Toledo, O. 

INLAND MFG. CO., Omaha — 
School teaches all aspects of. radia- 
tor repair and takes one to two 
weeks to complete, depending upon 
the student’s prior knowledge. No 
charge for training course to grad- 
uates who buy or whose employers 
purchase equipment — $200 other- 
wise. Write to Inland Mfg. Co., De- 
partment TS-20, 1108 Jackson St., 
Omaha 2, Neb., for additional in- 
formation. 

OKLAHOMA STATE TECH, 
Okmulgee, Okla, — An 80-hour 
course in specialized auto air con- 
ditioning is being offered. The 
course will include both theory and 
practical experience on the instal- 
lation and repairing of the latest 
equipment. George Mitchell will be 
the instructor. 

RAYBESTOS DIVISION, Bridge- 
port—A complete brake service 
course will be held at the Raybestos 
Brake Service School and Work 
Shop during the weeks of Sept. 19, 
26, Oct. 3 and 17. This course will 
consist of five consecutive daily 
sessions, each session going from 
8 a.m. to 4 p.m. All phases of brake 
service work such as major adjust- 
ments, minor adjustments, and com- 
plete brake overhauls of all types of 
both new and old brake systems 
will be covered. Personal instruc- 
tion is augmented by a technical 
sound, color, motion picture show- 
ing adjustment procedure and trou- 
ble shooting procedure as well as 
changes made in 1960 brakes. 
Individuals who successfully com- 
plete the course will receive a cer- 
tificate showing that they are qual- 
ified to work on all types of auto- 
motive brakes, The course will be 
conducted by A, D’Andrea, director 
of service training. For further in- 
formation, write to J, W. Hefferon, 
Raybestos Division, Bridgeport 2, 
Conn. 

SUN ELECTRIC CORP., Chicago 
—Training courses are available in 
test equipment operation and 
tuneup. Two 32-hour evening 
classes are to be held each month. 
Courses will be conducted in Sun’s 
Automotive Division Training 
Center, Harlem and Avondale Aves., 
Chicago, Ill. For further details, 
write R. C. Heidrich. 


SUNNEN PRODUCTS ©O., St. 
Louis—Specialized phases of engine 
rebuilding instruction for servicing 
pistons and connecting rods regard- 
ing pin fitting and reconditioning 
and alignment of rods. Cylinder siz- 
ing and finishing instructions also 
available. Instruction offered by 
factory engineers with service units 
completely equipped, For details on 
instruction available without obli- 
gation throughout the nation, con- 
tact A, Del Pico, Sunnen Products 
Co., 7910 Manchester, St. Louis, Mo. 

THERMOID DIVISION, H. K. 
Porter Co., Inc., Trenton, N. J.— 
Brake service school conducted at 
various times during the year, de- 
pending upon the demand. 

UNITED MOTORS SERVICE— 
Instruction in factory-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio, 
Guide-Matic and Twilight Senti- 
nel), (4) automatic transmissions 
(Hydra-Matic), (5) Delco standard 
hydraulic and power brakes. United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, N. 
C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 


WALKER MFG. CO., Racine, 
Wis., is conducting clinics through- 
out the country designed to help 
independent dealers build their 
muffler business and obtain maxi- 
mum profits from installations. 
Harry Liebendorfer is conducting 
the clinics. 

WEAVER MFG. DIVISION, 
Dura Corp., Springfield, DL, offers 
a complete wheel-alignment in- 
struction course. Classes are con- 
ducted in the company’s laboratory 
garage the first full week of each 
month. A one-week advance notice 
is required. Address all inquiries to 
2171 S. Ninth St., Springfield, Il. 
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By Ruel McDaniel 
Staff Correspondent 

SULPHUR, La.—Sulphur Motor 
Co., Inc. (Ford), credits its program 
of asking customers for complaints 
with bringing about a steady and 
profitable increase in service vol- 
ume, according to Manager Ken- 
neth Breedenhoff. 

During a period of three succes- 
sive months once each year, the 
company sends a card to every 
customer of the service department, 
whether he is on a cash or credit 
basis, and solicits his comments on 
dealership service. 

It is a double postcard, with one 
of the two cards carrying a mes- 
sage from the company on one side 
and bearing the customer’s name 
and address on the other, and the 
other card having on one side four 
questions which the customer is 
asked to answer and a space for 
comments, and the company’s name 
and address on the opposite. It is 
a postage-due card, costing the cus- 
tomer nothing to mail. 

The message thanks the cus- 
tomer for visiting the service de- 
partment and expresses the com- 
pany’s wish to know whether the 
work done for the customer was 
satisfactory. 

The four questions which the 
customer is asked to answer, by 
checking squares after “Yes” and 
“No,” are: 

Was your car ready when prom- 
ised? 

Was the work done satisfactor- 
ily? 

Were you treated courteously? 
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Auto Uses of Baking Soda 
7 the dog is to a man, bak- 

ing soda might well to be the 
motorist, according to the Baking 
Soda Institute, which has come up 
with some timely tips for use in 
your service department; and per- 
haps to be passed along to custom- 
ers. Among the many automotive 
uses to which soda can be put to 
work are: 

1. Clean wiper blades for better 
vision. Rub the windshield wipers 
with moistened baking soda and 
then rinse before driving in the 
rain. Uncleaned blades spread a 
vision-blurring oil film over the 
windshield. Adds more life to the 
wipers too. 

2. Remove insects from the wind- 
shield. When bugs start splattering 
on the windshield, they can prove 
to be a real menace. The next time 
it happens, try sprinkling a little 
soda on a moistened rag and rub- 
bing it over the windshield. After 
rinsing with a clean dampened 
cloth, there’s clear driving ahead. 
Apply the same cleaning procedure 
to your headlights periodically. 

3. Clean battery and cable termi- 
nals, First brush away the dirt 
from the top of the battery and 
cable terminals with a wire brush. 
Next mix a solution of % pound of 
soda in a quart of water. Apply 
with an old paint brush to the ter- 
minals, frame, battery case and 
metal ground-strap. (Be careful not 
to get the solution inside the bat- 
tery.) This treatment emulsifies the 
oil and grease and neutralizes cor- 
rosive acids.—Essex County AUTO- 


MOTIVE TRADE BULLETIN 
* o + 


Checking Breaker Points 
wees checking breaker-point 

contact pressure, always use @ 
spring tension gauge. Correct con- 
tact pressure is essential to proper 
operation. If tension is too weak, 
the contacts may flutter or bounce 
at high speed, resulting in a high 
speed miss. If tension is too great, 
you'll encounter excessive wear of 
the cam and rubbing block.—CuHam- 
PION SPaRK PLUG 


Gripe Cards Bring Stepup... 
Complaints Welcomed 
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Anything you’d like to comment 
on? 

There are three lines below the 
last question on which the cus- 
tomer may write his comments, 
and spaces for his name and tele- 
phone number. 


“We look for complaints, not 
compliments when we mail these 
cards,” Breedenhoff explains, “for 
by unearthing dissatisfied custom- 
ers in this way, we can contact 
them and remove the cause of the 
complaint.” 

Following one month’s mailing, 
the company received more than 
an average number of com- 
plaints that the cars were not 
ready when the customer had 
been told they would be ready. 


DeVilbiss Plant Expanded 


BARRIE, Ont.—DeVilbiss (Can- 
ada) Ltd. has occupied a new fac- 
tory addition adding 40 percent 
more production area, according to 
Hugh Gibson, president. 








With this evidence as a basis, it 
was possible for the company to 
go to the service department, dis- 
cuss the matter and eliminate 
such complaints. It was found 
that service salesmen were not 
checking closely enough with me- 
chanics before promising deliv- 
ery. 

Another customer commented 
that he had had his brakes relined 
but that one still grabbed occasion- 
ally. Breedenhoff immediately tele- 
phoned him and obtained his prom- 


ise to bring in his car for a re-|/ 


check, 


Another customer was not happy 
with his tuneup job. Checking, the 
company found that it had been 
done by a mechanic who had left 
the department shortly after the 
job was done. The customer was 
induced to bring the car back for 
adjustment, at company expense. 

The company mails the cards by 
this peculiar schedule because it 
has found that mailing every 
month duplicates too much and 
customers don’t pay as much at- 
tention to the cards as they 
might. 

On the other hand, mailing three 
months in succession gets compar- 
atively few repeats but it reaches 





DEALER'S NAME 


Traffic Builder— 


Featured in the fall sales campaign of 
AC Spark Plug Division is this illuminated 
electric clock surrounded by a realistic 
“ring of fire."" A specially designed light 
built into the 16-inch clock throws illumi- 
nation to the rear, providing a safety light 
for extra protection at night. In addition, 
a personalized name plate is available 
with the clock so the dealer can keep his 
name in front of the public. 


The AUTOMOTIVE NEWS ALMANAC is 


nearly all service customers some-| a year-round friend, Use it often for statis- 
tics, buyer information and personnel data. ' chasing the stock. 


time during the mailing period. 


new car 
customers 
coming 
back! 
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: Two Ex-Owners 


Accused of Fraud 
In Sale of Deal 


BRIDGEPORT, Conn.—Two for- 
mer owners of A. Coppola Motor 
Sales, Inc., New Haven, have been 
named in a $75,000 damage suit 
charging fraud in the sale of the 
business three years ago. 

The defendants are Anthony and 
Donald Coppola, The plaintiffs are 
Donald L. Whitaker, Poughkeepsie, 
N. Y., and Francis J. Forte, Bridge- 
port, who said they paid $48,500 
for the firm’s stock in 1957. 

Whitaker and Forte said the de- 
fendants told them the dealership, 
which handled Chrysler products, 
had earned large profits, that ac- 
counts receivable totalled $20,000 
and that Chrysler Corp. owed the 
firm a $25,000 bonus. 

In reality, the plaintiffs contin- 
ued, the business operated at a 
deficit, the receivables were not 
collectible “and in some instances 
were false entries,” and the bonus 
had been assigned to Universal CIT 
Corp. 

They accused the Coppolas of 
knowingly falsifying the facts with 
“intent to deceive” them into pur- 


Mobiloil Special can help you make new car custom- 
ers regular customers. It’s the year-’round oil that’s 
right for all cars ...a ‘“‘must’’ for new cars! 


e Protects fully . . . in summer heat, sub-zero cold. 


@ In effect, increases the octane rating of gasoline. 


e Helps control engine knock, preignition and spark 


plug fouling. 


e Increases gas mileage, engine power. 


QOutsells all other year-’round oils by far! 


MOBIL OIL COMPANY, A Division of Socony Mobil Oil Company, Inc., 150 East 42nd Street, New York 17, N. Y. 
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Semmes Ford Moves... 





New Shop Hikes Volume 


By George H. Watson 
Staff Correspondent 


DECATUR, Ala—aAn auto deal- 
ership tailored around the shop— 
that is Semmes Ford, Decatur. 


G. T. Semmes, proprietor, who 
bought the Ford dealership in 1954, 
found that-he was hemmed in 
downtown, where space wag lim- 
ited. There was not even space for 
employes to park, let alone cus- 
tomers. 

So he moved out on the highway 
on a 2%-acre plot where he has 
365 feet of frontage and 19,000 
square feet of floor space. Now he 


finds that about twice as many per- 
sons know where his place of busi- 
ness ig than formerly, although he 
was located for several years right 
downtown, but on a side street. And 
his business has shown a 25 percent 
increase. 

The heart of the new establish- 
ment is the service shop, a steel 
building, 70 by 140 feet in size. 
It has a wing 30 by 75 feet in 
size for the body shop. 

The main shop building, of clear 
span construction, gives plenty of 
room for maneuverability and effi- 
cient arrangement of departments. 


Plastic skylights, together with 
windows on all sides and wide 
overhead doors, which are left open 
in all except the coldest weather, 
make the shop as light and airy as 
out-of-doors. Artificial illumination 
is practically unneeded. 

The service shop arrangement 
sets aside one side for customer 
service’ and the other for internal 
work, including “get ready” on new 
cars and reconditioning tradeins. 
On the customer side comes, in 
order, the front-end machine, wheel 
balancing, tuneup and four twin- 
post rotary lifts. 

Work benches are alternated 
between the twin-post lifts for 
greater versatility and convenience. 
Each steel work bench has a vise 
as well as other equipment. Wash 
and lube racks are located at the 
far end of the production line. One, 





Volkswagen Arrives; 


Listed in Webster’s 


LOS ANGELES. — Volkswagen 
has become the first imported 
automobile to be listed in Web- 
ster’s dictionary, The newly pub- 
lished Webster’s New Collegiate 
Dictionary says VW comes from 
the terms Volk (meaning people) 
and Wagen (vehicle). 

Nearly 400,000 VWs are current- 
ly registered in the United States. 





for steam cleaning, is located out- 
side. 

With this setup, D. A. Terry, 
service manager, said the shop 
is extremely easy to keep clean 
and is practically noiseless, es- 
pecially since the body shop has 
its own wing, reached directly by 





Produces NATURAL High Gloss 









ACRYLIC COLORS, reduced with 


Use only ONE thinner... 


PNT-90 SPRAYS FREE, WET and EASY 
to reduce polishing time to a minimum. 
Cuts costs. Cuts inventory. 


...When used with BOTH 
Lacquer or Acrylic Colors 


























a series of overhead doors. The 
shop on the customer service 
side has rolling winches on over- 
head monorails and also overhead 
service for lubrication, compress- 
ed air and spot lighting. 


New type fire extinguishers and 
sand buckets are spotted through- 
out the building for greater fire 
protection, but the building is prac- 
tically fireproof: A covered drain 
extends down the center of the 
shop. Covered trash cans are stra- 
tegically placed. 


Since the shop is the heart of 
the business, everything else cen- 
ters around it. This includes the 
parts department, with a service 
counter facing the middle of the 
shop. The office where service bills 
are paid is also nearby, as well as 
a service customer waiting room. 

Near the entrance end of the 
shop is a parking area for cus- 
tomer-completed cars and for em- 
ployes. On the other end of drive- 
out is an open-air display of new 
and used cars. 


Semmes said his new establish- 
ment cost him about $5 per foot, 
with the use of the steel building 
construction. He estimated that 
the cost by more conventional 
methods would have run at least 
$1 more per foot and maybe as 
much as $2.50. 


The steel building construction 
was much quicker. The steel super- 
structure went up first, so that the 
floors could be poured and the walls 
completed under cover. 

The showroom and offices are air 
conditioned and the floors in offices 
and showroom are of asphalt tile. 


Since his shop is now located 
about two miles from downtown, 
Semmes operates a “Falcon Serv- 
ice’ downtown, picking up parts, 
delivering customers back on their 
jobs and attending to other neces- 
sary errands. This shuttle service 
brings the concern in closer con- 
tact with the public. 


“We now have an establishment 
tailored to our needs,” said Sem- 
mes. “We have plenty of room for 
expansion and so far we have not 
spent one dime for maintenance of 
our building. If we had it to do 
over, we would do the same thing.” 





Sales Trophies— 


Ray and Biaine Brownell jr., owners of 
Brownell Pontiac, Inc., Birmingham, Ala., 
show off the trophies they have won for 
leadership in Pontiac sales. 


Autos Become 
Family Tradition 
With Brownells 


BIRMINGHAM, Ala.—Extending 
over a period of nearly 50 years, the 
name Brownell still figures promi- 
nently in the automobile business 
here. 


Blaine jr. and Ray Brownell, op- 
erate Brownell Pontiac, Inc., which 
three years running has won the 
Knudsen Trophy for excellence in 
sales. A 37 percent increase in 
Sales was registered in 1959. 


The Brownell boys are sons of the 
late Ted and Blaine Brownell, who 
as sons of Charles A. Brownell, 
then advertising manager for Ford 
Motor Co., came to Birmingham in 
1911 and established the first Ford 
dealership in Alabama. 

When Ford divided the state 
dealership in 1914, the Brownells 
opened a Dodge dealership and op- 
erated it until it was sold in 1933. 

The present Brownells, who 
represent the third generation of 
automobile Brownells, take an enor- 


——Eee 


PNT-90, produce the same high 
gloss and outstanding durability 
of all original factory finishes. 










RINSHED-MASON COMPANY 
Detroit 10, Michigan * Anaheim, California 
Windsor, Ontario, Canada 


WOLVERINE FINISHES CORPORATION 
Morganton, N.C. * Grand Rapids, Michigan 


mous pride in the Brownell con- 
nection with the automobile busi- 
ness. They have indicated that the 
name Brownell will be connected 
with the auto business in Birming- 
ham for a long time to come. 
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Coming to the... 
National Auto Show? 


In Detroit’s Beautiful New COBO HALL 
OCTOBER 15-23 


Many dealers and industry executives will be arriving for the show 
preview. 


Don't miss getting your copy of the AUTOMOTIVE NEWS AUTO 
SHOW ISSUE (October 10). This edition will help you enjoy the show 


and give you complete information on the new models. 


BE SURE TO GET YOUR COPY!! 
NO CHARGE 


As a subscriber, you need only mail us the coupon below and we will 
deliver your personal copy of the AUTOMOTIVE NEWS AUTO SHOW 
ISSUE to your hotel in or near Detroit. 





Note: If you can't give us your address right now ... pick up your copy at the beau- 
tiful new AUTOMOTIVE NEWS building at 965 East Jefferson (just a few blocks east of 
Detroit's Civic Center). 


A. J. DeLISLE 
AUTOMOTIVE NEWS 
965 E. JEFFERSON AVENUE 
DETROIT 7, MICHIGAN : 

Yes! I'll be in Detroit for the National Auto Show and | would like to 
have the AUTOMOTIVE NEWS AUTO SHOW ISSUE (October 10) 
delivered to my hotel. 


NAME: 


Address while at Show: 
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Dealers Discuss Ad and Sales Programs— 


Chrysler and Imperial advertising and sales promotion programs were reviewed by 
this group of factory and advertising agency officials and representative dealers in 
Detroit recently. C. E. Briggs, extreme right, Chrysler-Imperial general manager, pre- 
sided. Seated around the table, clockwise from Briggs, are E. M. Braden, general sales 

+ D. J. Barrett, Detroit; J. T. Condon, dealer relations director; Clifton Dennard, 
Dallas; C. J. Thompson, Pittsburgh; W. G. Beasley, advertising manager; H. C. Halstead, 
sales promotion manager; R. M. Rodger, chief engineer; Ellis Bachman, Quincy, Mass.; 
Harold A. Barnett, Minneapolis; George Harger, Los Angeles, and J. C. Cowhey, adver- 
tising and sales promotion director. Standing, from left, are J. G. Darrow, T. R. May- 
nord, J. J. Seregny, R. T. McKelvey and J. G. Standart, Young & Rubicam, Inc., adver- 


tising agency, Detroit. 





[ LEE] puts an oil refinery in your customers’ cars! 


Just like an oil refinery, a full-flow LEE Oil Filter 
not only removes sludge and grit, it also neutralizes 
acids which often form as a by-product of com- 
bustion. This dual-action purifying process—made 
possible by LEE’S Resinweld® construction and 
unique antacid Feridium® anode—assures. better 
engine performance, greater customer satisfaction. 


@ LEE FILTER CORPORATION, EDISON, NEW JERSEY 
In Canada: 267 Niagara St., Toronto, Ontario 





Auto Personnel 





Two advancements in its sales 
organization have been announced 
by Industrial - Automotive Division, 
Black & Decker Mfg. Co. 

John R. Anderson has been 
named district manager of the San 
Francisco sales district. Harold E. 
Bankhead has been appointed dis- 
trict manager of the Seattle sales 
district, replacing Anderson, Both 
joined Black & Decker in 1941, 

ok ae ok 


Stromberg-Carlson Names 


Johnson Regional Manager 

Jerome E. Johnson has been 
named regional manager of auto- 
motive product sales for Strom- 
berg-Carlson’s. Commercial P rod- 
ucts Division, 

Johnson had been with John 
Green Corp., imported-car distribu- 


tor in the Los Angeles area. 
* * + 


Lee Rubber Names Wyman 


Lee Rubber & Tire Corp., Con- 
shohocken, Pa., has named Charles 


G. Wyman, technical assistant to' co-founder, has been elected presi- 
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dent of Black & Decker Mfg. Co. 
He succeeds Robert D. Black, who 
will continue as chairman and chief 
executive officer. 

W. Griffin Morrel, a Black & 
Decker director and vice-president, 
Chesapeake & Potomac Telephone 
Co., has replaced Decker as execu- 
tive vice-president. 

* * * 


Cadillac Promotes 
Elges and Goodhue 


Cadillac hag announced the ap- 
pointment of two assistants for the 
manufacturing division. 

George R. Elges, former plant 












Albert A. Garthwaite jr., Lee presi- 
dent. Wyman formerly was produc- 
tion manager for Dayton Rubber 
Co., Dayton. 
cd * * 


Ford Promotes Medler 


In Los Angeles District 


Brien Medler has been named 
Los Angeles district sales man- 
ager for Ford Division. 

Medler was promoted from as- 
sistant district manager to fill the 
position left by W. H. Klein, who 
resigned to become a Ford dealer. 

cd 


* * 





deKruif Joins Warner 
Jack H. deKruif, formerly of 
Hughes Aircraft Co., has been ap- 
pointed marketing and sales vice- 
president for Warner Electric 
Brake & Clutch Co, 
* * * 


Decker, Morrel Elevated 


In Black & Decker Shifts 
Alonzo G. Decker jr., son of the 





H. M. Goodhue 


G. R. Elges 


engineer, was named to head all 
Cadillac fabrication and assembly 
activities and Harrison M. Good- 
hue was appointed to head all 
scheduling, planning, material con- 
trol, traffic and works standards. 
Goodhue formerly was head of 
production scheduling and plan- 
ning. 
+ * * 


Ford Credit Names Fields 


To Head Kansas City Office 


John S. Fields has been appointed 
manager of Ford Motor Credit Co.’s 
Kansas City branch office. 

Before joining Ford Motor Cred- 
it Corp. Fields was divisional sales 
manager for Commercial Credit 
Corp. He is a veteran of 15 years 
in the sales finance field. 

+ * ” 


Ferris and Sexton Named 


In Dodge Fleet Sales 


Herbert P. Ferris has been ap- 
pointed fleet sales manager for 
Dodge for the Dallas region. 

New fleet sales resident represen- 
tative in Houston is Frank C. Sex- 
ton. 


* * * 


John Bean Names Mangold 


George Mangold has been ap- 
pointed automotive service-e q ui p- 
ment sales and service representa- 
tive in Washington, Oregon and 
Idaho for the John Bean Division 
Automotive Department, He suc- 
ceeds O. J. Thomas. 

* * * 


Hershey Appoints Knowles 


William R. Knowles has been ap- 
pointed manager of Hershey Metal 
Products, Derby, Conn, 


* * * 


Gould-National Appoints 


Brand Sales Manager 


Appointment of Benjamin O. 
Dalbey as brand sales manager for 
Gould-National Batteries, Inc., St. 
Paul, has been 
announced by N. 
R. Farsje, auto- 
motive sales vice- 
president, 

Prior to the 
purchase of the 
Hobbs Battery 
Co. by Gould-Na- 
tional, Dalbey 
served Hobbs as 
general sales 
manager. Since 
joining Gould- 
National he has been Western re- 
gional sales manager and, most 
recently, assistant brand sales 
manager in St. Paul. 

* a + 


McCullough Rejoins Bohn 


In Special Sales Post 


Raymond C. McCullough has re- 
joined Bohn Aluminum & Brass 
Corp. as sales manager of extru- 
sions and new products. 
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Every dual-action LEE filter gives you an extra profit 
margin as well as an extra sales feature: LEE Oil 
Filters remove dirt and neutralize acids; LEE Gas-O- 
Line Fuel Filters remove both sludge and water; LEE 

. flame-proof Air Filters prevent under- 
hood fires caused by carburetor backfire. 
See your jobber today for the details, 


LEE FILTERS 
pipe profits into your pocket 


He will supervise national sales 
of Bohn aluminum extrusions and 
products of Bohn’s Special Prod- 
ucts Division. 

+ 


Chevy Names Bodar Chief 


Of Parts Sales Promotion 


Charles A. Bodar has been named 
manager of sales promotion for the 
Chevrolet Parts and Accessories 
Department. He succeeds George L. 
Dernier, who is retiring. 


Wayne Haydel replaces Bodar as 
(Continued on Page 47, Col. 1) 
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at Highland Park, Mich. The facil-| tive Sept. 1 and Puffer will make 
ities are part of Ford’s Hardware| his headquarters in Detroit. 


Auto Personnel 


(Continued from Page 46) 





school instructor. Bodar joined 
Chevrolet at Cleveland in 1947 and 
came to the central office in Detroit 
as school instructor in 1957. 

* * * 


Dodge Appoints Farley 


Detroit Service Manager 


Dodge has named John W. Far- 
ley service manager for the Detroit 
region, which consists of Michigan 
and the northern areas of Indiana 
and Ohio. 

He joined Chrysler Corp. in 1954 
in New York and later held a vari- 
ety of service positions with Chrys- 
ler Division, Joining Dodge in Jan- 
uary, 1959, he has been field service 
operations manager for the West- 
ern half of the United States. 


* * > 
Liston Leaves Victor Gasket 


After 40 Years’ Service 


Mare L. Liston, replacement sales 

manager for Victor Mfg. & Gasket 

Co., Chicago, has 

retired after com- 

pleting 40 years’ 

service with the 
company. 

Fred H. Engel- 
ke, Liston’s as- 
sistant, has been 
named to fill the 
replacement sales 
manager post. 
r Engelke also has 

been in sales 
Fred H. Engelke work since join- 
ing Victor in 1945. For several 
years he represented Victor as a 
field engineer calling on industrial 
customers. 






+ + + 
Saks Replaces Burton 
At Spring Institute 
Ira Saks has been appointed ex- 
ecutive director of the Spring Re- 
search Institute to replace Roy 
Burton, who has resigned. 
Headquarters will be moved to 
1008 Standard Blidg., 1370 Ontario 
St., Cleveland. 
* * 


McPherson Moves Up 
Rene C. McPherson has been 
elected executive vice-president of 
Hayes Steel Products, Ltd., Merrit- 
ton and Thorold, Ont., a partially 
owned affiliate of Dana Corp. 
* * * 


District, Regional Managers 


Appointed by Diamond T 
Diamond T Motor Truck Co., 
Chicago, has announced the ap- 
pointments of Lawrence R. Scholl 
as Western regional manager, and 





G. G, Collins 


L. R. Scholl 


Garth G. Collins as district sales 
manager. Collins replaces Harvie 
H. Strawn who is New York branch 
manager. 

Scholl formerly was sales vice- 
president for Peterbilt Motors Co. 
Collins, who will be in charge of 
Southeastern New York, Long Is- 
land and most of New Jersey, for- 
merly was with International Har- 
vester Co., Trailmobile, Inc., and 
Gindy Mfg. Co, 

* 


* * 
McLaughlin Names Ryan 
President and Martin V-P 


Two top-level executive appoint- 
ments have been announced by Mc- 
Laughlin Co, 

Robert B. Ryan has been elevated 
from vice-president to the chief ex- 
ecutive post of president. Robert 
D. Martin, former secretary-treas- 
urer, succeeds Ryan. 

* * * 


Apt to Manage Fleet Sales 
For Studebaker in South 





Walter O. Apt has been appointed 
regional fleet sales manager for 
Studebaker-Packard Corp.’s Atlan- 
ta and Memphis zones, 


A. E. Fitzpatrick, S-P fleet sales 


manager, said that Apt will super- 
vise Studebaker’s increasing fleet 
sales in Southern states. The cor- 
poration’s national fleet sales are 
up 15 percent for the 1960 model 
year to date over 1959, Fitzpatrick 
said. 
+ * am 


Bloch Elected Chairman 
Of Gibson Parts Firm 


J. M. Bloch has been elected 
chairman of the board of Gibson 
Co., an automotive parts distri- 
butor in In with 14 
branch locations in Indiana, Ohio 
and Michigan. 

The firm’s Capito] Motors Divi- 
sion, a Dodge dealership, is be- 
lieved one of the oldest dealer- 
ships in the nation. 

* * o 
Frailey Joins Ford 

Ford Motor Co. has named John 
F, Frailey paint and chemical prod- 
ucts manager with responsibility 
for the Mt. Clemens (Mich.) plant 
and paint manufacturing activities 


and Accessories Division, Frailey 


formerly was production manager Cramer Elected President 


at duPont’s Newburgh (N. Y.) 


plant. 


* * * 
Christensen, Hamilton 


Upped by Mack in Service 


E. K. Christensen has been 
named assistant director of Mack 
Truck’s Service Division, and 
Robert Hamilton has been ap- 
pointed manager of service en- 
gineering. 

Christensen formerly was man- 
ager of service engineering in 
Plainfield, N. J. Hamilton had 
been an automotive maintenance 
specialist in Mack’s Plainfield 
Service Division headquarters. 

* * * 


Resolute Elects Dineen 


J. Kevin Dineen has been elected 
a resident vice-president of Res- 
olute Insurance Cos. He resides in 


Indianapolis, Ind. 
* * + 


Puffer Wins Promotion 


Richard F. Puffer has been 





Of Casco Products 


Leonard F. Cramer has been 
elected president of Casco Products 
Corp. 

For the past 18 months, Cramer 
has been an in- 
dependent mar- 
keting and man- 
agement consult- 
ant. For the prior 
four years, he 
was general man- 
ager of Magna- 
vox Co., and be- 
fore that was 
general manager 
of Crosley Radio 
and Television 
Division. Casco, 


L, F. Cramer 
with headquarters and plant in 


Bridgeport, Conn., manufactures 

automotive accessories and a line 

of household electric appliances. 
* * + 


Pullman Names Shaffer 
James W. Shaffer has been ap- 


named assistant vice-president of| Pointed district manager for the 
American Brass Co.’s Central Sales |Automotive and Janitor Supply Di- 
Region. The appointment is effec-! vision, Pullman Vacuum Cleaner 
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Corp., Boston. He will direct sales 
in Virginia, West Virginia, Mary- 
land and Washington. 


Whitley Named Scandura V-P 


C. Brown Whitley has been ap- 
pointed vice-president and general 
manager of Scandura, Inc. He had 
been’ treasurer and general man- 
ager. Charles P. Miller succeeds 
Whitley as treasurer. 


* * * 
Bohn Appoints Taylor 


Robert L. Taylor has been ap- 
pointed sales representative for 
Bohn Aluminum & Brass Corp. for 
the Rochester-Buffalo-S y racuse 
area, 

* ae * 


Buick Sends Foster to Field 


Guy V. Foster has been appointed 
used-car representative of Buick’s 
St. Louis Zone to expand a used-car 
reconditioning and merchandising 
program. ; : 

+ 


Heil Transfers Degen 


Heil Co. announces the transfer 
of Howard Degen to its Tank Sales 
Division, where he will specialize in 
a program of sales promotion and 
marketing of Heil’s newly develop- 
ed Flo-Lift dry bulk hauler. 





Wagner Lockheed 
LINED BRAKE SHOES 


are packed with 
“HOW-TO-DO-IT” instruction sheet in each box 




































ONE CALL GETS ALL your brake service needs 
from one source—your Distributor of Wagner Products. 


—you've got what 


vided towards the 


with or without a 
and power brakes. 


For details, consult 


(Branches in principal cities 


Please send me: 
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FIRM NAME_______ uh 


[) FREE copy of 1960 CATALOG AU.-1 
() Details on Lined Brake Shoes 


ied chewcedlicnnsestnintiriepnenes 
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There’s no need for you to pass up the 
profits to be made on brake reline jobs. 
With Wagner Lockheed—the Quality line 


it takes! 


A “Safety-check” Dash Tag, and “HOW- 
TO-DO-IT” Installation Instructions are 
included in every set of Wagner Lockheed 
Lined Brake Shoes. The easy-to-follow 
instructions enable an average mechanic 
to turn out a good job in minimum time. 


Wagner Lockheed Lined Brake Shoes 
come to you with the lining contour 
ground to compensate for normal drum 
distortion. With correct clearance pro- 


end of the shoe, lining 


contacts drum over most of the lining 
surface. This feature helps you produce 
jobs that give safer, smoother stops. You 
will have less grief, and there will be 
fewer “free adjustments”. 


YOU have a choice...“WEB” CoMaX 
Lined Shoes for universal use on cars; 
“WP” Lined Shoes for high horse- 
power cars or trucks equipped 


utomatic transmissions 


your nearby supplier of 


Wagner Products, or use the coupon. 


ee ee ee ee ee ee eee ee eee eee eee ae 


Wadaner Electric @rporation | 


6400 Plymouth Ave., St. Lovis 33, Mo., U.S.A. 


in U.S. and in Canada) | 








| 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Birmingham, Ala. 

New-car sales during August in 
Birmingham, Ala., totalled 1,298, 
— with 1,302 a month ear- 

er. 

Sales by makes were: Chevrolet, 
323; Ford, 169; Falcon, 136; Pon- 
tiac, 104; Oldsmobile, 85; Buick, 64; 
Corvair, 56; Dodge, 55; Rambler, 
53; Valiant, 39; Comet, 38; Cadillac, 
34; Mercury, 23; Volkswagen, 22; 
Plymouth, 21; Chrysler, 12; Re- 
nault, 10; Fiat, 7; Studebaker, 7; 
English Ford, 6; Morris, 5; Impe- 
rial, 4; Opel, 4; MG, 3; Triumph, 3; 
Austin-Healey, 2, and miscellane- 


ous, 9. 
—Sruart Rivpie 
* * + 


Youngstown, O. 


New-car sales in Mahoning Coun- 
ty (Youngstown), O., totalled 985 
in August, compared with 1,095 in 
July and 1,215 in August, 1959. 

Used-car transactions numbered 
1,951, compared with 1,943 a month 


earlier and 1,964 a year earlier, 

By makes, new-car sales in 
August were: Chevrolet, 235; 
Ford, 170; Dodge, 80; Rambler, 
65; Pontiac, 62; Falcon, 54; Cor- 
vair, 51; Buick, 42; Oldsmobile, 
38; Comet, 32; Plymouth, 31; Val- 
iant, 30; Mercury, 19; Chrysler, 
18; Cadillac, 15; Volks 
Studebaker, 6; Lincoln, 2; De- 
Soto, 1, and miscellaneous, 18, 
New-truck registrations number- 

ed 79 in August, compared with 97 
a month earlier. By makes: Chev- 
rolet, 26; Ford, 22; GMC, 11; White, 
8; International, 6; Willys, 4, and 
Dodge, 2. 
* ok + 
Pittsburgh 

A total of 2,324 new cars were 
registered in Pittsburgh in July, 
compared with 2,402 in June and 
2,409 in July a year ago. 

For the first seven months, totals 
were 14,817 for 1960 and 14,320 for 
1959. 

By makes, July registrations 


ANOTHER QHNORTON PRODUCT 





Thrifty refinishers stick with the 
“trouble-free” tape. Once a 


BEAR 


EAR 


try-er 
Because BEAR means a good 
job every time. Dept. AN-o, 


always a buyer. 


Beur-Manninc Co., 


Troy, N. Y., a division of 


Norton Company. 


were: Chevrolet, 623; Ford, 377; 
Plymouth, 251; Rambler, 169; 
Dodge, 158; Oldsmobile, 139; Pon- 
tiac, 97; Buick, 86; Comet, 69; 
Studebaker, 63; Cadillac, 59; Mer- 
cury, 51; Chrysler, 30; DeSoto, 17; 
Lincoln, 5; Imperial, 3, and mis- 
cellaneous, 127. 
+ * * 


Washington, D. C. 


August saw 2,067 new cars regis- 
tered in the National Capital area, 
compared with 1,773 in July and 
1,730 a year ago in August. 

By makes, registrations were: 
Chevrolet, 441; Ford, 232; Rambler, 
138; Falcon, 132; Pontiac, 121; Cor- 
vair, 119; Oldsmobile, 106; Dodge, 
97; Valiant, 85; Plymouth, 71; Cad- 
illac, 58; Buick, 56; Volkswagen, 56; 
Comet, 53; Mercury, 45; Renault, 
44, and Chrysler, 41. 

Studebaker, 24; Fiat, 20; Mer- 
cedes-Benz, 14; Peugeot, 13; Mor- 
ris, 12; MG, 9; Opel, 8; English 
Ford, 7; Lincoln, 7; Triumph, 7; 

Datsun, 5; Volvo, 5; Austin, 4; 
DeSoto, 4; Hillman, 4; Imperial, 
4; Sunbeam, 4; Vauxhall, 4; Jag- 
uar, 3; Simca, 3, and miscellane- 
ous, 11. 

New-truck registrations number- 
ed 187 in August, compared with 
155 a month earlier and 165 a year 
earlier, 

By makes, they were: Ford, 52; 
Chevrolet, 51; GMC, 25; Interna- 
tional, 20; Dodge, 7; White, 4; 
Willys, 3; Divco, 2; Mack, 1, and 
miscellaneous, 22. 

—WiLtiAM ULLMAN 
* * ok 


Detroit 

New-car sales in Detroit and 
Wayne County declined sharply in 
August to total 10,598, compared 
with 12,463 in July and 12,604 in 

August, 1959. 

By makes, August registrations 
were: Chevrolet, 2,288; Ford, 1,- 
913; Falcon, 928; Comet, 701; 
Dodge, 658; Pontiac, 599; Olds- 
mobile, 450; Mercury, 391; Ram- 
bler, 384; Buick, 375; Valiant, 329; 
Corvair, 284; Cadillac, 251; Plym- 
outh, 232; Simca, 212; Chrysler, 
114; Lincoln, 102; Volkswagen, 82, 
and Taunus, 49. 

Renault, 43; Studebaker, 32; Met- 
ropolitan, 26; Fiat, 23; English 

Ford, 19; DeSoto, 18; Peugeot, 12; 
Hillman, 10; Imperial, 10; Triumph, 
9; Austin-Healey, 7; Mercedes-Benz, 
7; Citroen, 6; Willys, 6; MG, 5; 
Opel, 4; Volvo, 4; DKW, 3; Porsche, 
2; Sunbeam, 2, and miscellaneous, 5. 

The unusually large Simca total 
reflected a special sale of Simcas 
to Chrysler Corp. employes at 
sharply reduced prices. 

Used-car transactions numbered 
8,288 in August, compared with 
10,434 a month earlier and 10,366 
a@ year earlier. 

New-truck sales in August de- 
clined to 575 from the previous 
month and 639 in August a year 
ago. 

By makes, they were: Chevrolet, 
203; Ford, 186; GMC, 65; Dodge, 40; 
International, 25; Divco, 10; Willys, 
8; Mack, 6; Autocar, 1; Diamond T, 
1; Studebaker, 1, and miscellaneous, 
29. 

Used-truck sales totalled 347 in 
August, compared with 408 in July 
and 403 in the year-ago month. 


—Rosert M. LigeNERT 
* * * 


Houston 


New-car registrations in Houston 
during August amounted to 4,356, 
compared with 3,766 in July. 

The new-truck count rose to 562 
from 538 the previous month. 

By makes, new-car registrations 
were: Chevrolet, 1,186; Ford, 587; 
Falcon, 320; Pontiac, 320; Oldsmo- 
bile, 265; Rambler, 235; Buick, 199; 
Corvair, 123; Comet, 118; Dodge, 
110; Volkswagen, 105; Valiant, 96; 
Cadillac, 98; Plymouth, 87; Renault, 
67; Mercury, 50; Peugeot, 49, and 
Studebaker, 35. 

Chrysler, 29; Hillman, 29; 
Vauxhall, 22; Triumph, 21; Fiat, 
20; Volvo, 20; Opel, 18; English 
Ford, 15; Sunbeam, 14; Austin- 





Brellenthin Lot 


MINNEAPOLIS, — Brellenthin 
Chevrolet Co. has opened a new 
used-car lot at 1625 W. Broadway. 





“We don’t care for roominess, 
comfort, power equipment, per- 
formance, economy or price... 
just tell us about the other fea- 
tures.” 





Healey, 12; Lincoln, 12; Metro- 
politan, 12; Simca, 12; Imperial, 
10; Mercedes-Benz, 10; Willys, 10; 
MG, 8; DeSoto, 6; Jaguar, 4; 
NsU, 4; Lloyd, 3; Morris, 3; Aus- 
tin, 2; BMW, 2; DKW, 2; Taunus, 
2, and miscellaneous, 9, 
New-truck registrations were: 
Chevrolet, 253; Ford, 181; Interna- 


tional, 58; GMC, 23; White, 11; 


‘| Dodge, 7; Renauit, 7; Willys, 7; 


Volkswagen, 6; Datsun, 2; Mack, 
2; Autocar, 1; Reo, 1; Studebaker, 
1, and miscellaneous, 2. 
—Rusy FENOGLIO 
oa * * 


San Antonio 


Promotional efforts to clear the 
decks of ’60s pushed new-vehicle 
registrations in San Antonio and 
Bexar County up by 20 percent 
during August. 

New-car registrations were up to 
1,523 from 1,185 and trucks rose to 
207 from 186, 

By makes, new-car registrations 
were: Chevrolet, 474; Ford, 336; 
Pontiac, 134; Oldsmobile, 83; Dodge, 
77; Rambler, 76; Comet, 65; Buick, 
63; Valiant, 55; Plymouth, 31; Cad- 
illac, 28; Studebaker, 18; Opel, 13; 
Chrysler, 12; Mercury, 12; Imperial, 
7; Simca, 6; Volvo, 6; Mercedes- 
Benz, 5; Lincoln, 4; Metropolitan, 
3; MG, 3; Morris, 3; Citroen, 2; 
English Ford, 2; Vauxhall, 2; De- 
Soto, 1; Willys, 1, and Jaguar, 1. 

New-truck registrations by 
makes: Chevrolet, 80; Ford, 70; In- 
ternational, 21;. Willys, 12; GMC, 
11; Dodge, 6; English Ford, 2; 
Mack, 2; White, 2, and Renault, 1. 

—J. H. Reep 


ANOTHER Q@NORTOND PRODUCT 





Quality-wise refinishers know 
BEAR has the edge in quality, 
and just as big an edge in 
performance. Dept. AN-o, 


Breur-MaAnninc Co., 


Troy, N. Y., a division of 


Norton Company. 






<y 
BEAR 
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How They're Pushing Sales... 


Dealer Ad Ideas 


Letter to Car Buyers 


ACOB COHEN, operator of East 

Syracuse Sales, Syracuse, N. Y., 
used an institutional-type news- 
paper ad to inform auto buyers of 
its merchandising attitude and pol- 
icy. 

The ad was in the form of a let- 
ter to “Mr. and Mrs. Car Buyer.” 

Said the ad copy: “With every- 
body advertising ‘scared,’ we do 
not question that you must be very 
confused, 

“Frankly, we at East Syracuse 
Chevrolet are at a loss to under- 
stand the frenzy. 1960 has been the 
best in our 32 years in business— 
and every department of sales, 
service and parts is on the in- 
crease. 

“What is our formula? Simply 
that we sell volume at a fair price 
to make a small profit. We know 
we cannot sell everyone, nor do we 
propose to accept every deal. Yet 
we make 72 percent of our shop- 
pers into customers. We make 
promises and try hard to keep 
them. 

“Our sales force is courteous and 
honest. You will not be given a 
‘highball’ figure. We try to be real- 
istic and we intend to offer the 
1960 Chevrolets in a fashion that 
will emphasize the meaning of in- 
tegrity and honesty—and at prices 


that are competitive.” 
ak aa OK 


Denver Dealers 
Pit Lark Against 
Covered Wagon 


” A promotion sponsored by the 
Denver Area Studebaker Deal- 
er’s Assn., a Studebaker Conestoga 
Wagon, like those used in pioneer 
days, was pitted against a 1960 
Studebaker Lark in a rally over a 
150-mile route in Denver traffic. 

Accurate records of times and 
costs were kept to emphasize the 

progress made in transportation in 
the last 100 years. 

Start of the rally was at East 
Tincup, Colo., an authentic frontier 
village, adjacent to Denver, 

The Studebaker Lark complet- 
ed the course in 6 hours and 43 
seconds, at a cost of $2.10. The 
Conestoga rolled on ..., and on 
... and on, for nine days, travel- 
ling in best daylight hours only. 
In the course of its travels, the 

Studebaker Conestoga visited sub- 
urban mayors of Denver, as well 
as the Colorado State House, where 
representatives of the Studebaker 
Dealers presented a scale model of 
the Lark suitably engraved to com- 
memorate the Studebaker Progress 
Rally. 

Each night, the Studebaker Con- 
estoga was routed to stop over at a 
different Studebaker dealer’s, and 
provide background and setting for 
typical early day entertainment, 
medicine-show style, 

The Conestoga completed the 
150-mile route at a total cost for 
hay and grain of $18.54. 

A contest was held in conjunc- 
tion with the Studebaker Progress 
Rally. Winner of a year’s free use 
of a new 1961 Lark was Wayne O. 
Fox, 3691 Shaw Blvd., Westminster, 
Colo. Presentation of the automo- 
bile, licensed and insured, with 
maintenance thrown in, will be 
made on announcement day for the 
new models. 


: * : . * 3 
Swingin’ Thing 
Dealer Square Dance 

Draws Throng 


“q*RAB your partner and alle- 
mande left .. .” 

Dodge dealer Bob Smith, of Glen- 
dale, Calif., finds that promotions 
bring customers and that’s what he 
wants. To celebrate the grand 
opening of his dealership’s new lo- 
cation, he has inaugurated a series 
of “participation” promotions that 
have maintained a volume flow of 
drop-in traffic. 

His latest promotion was that of 
sponsoring a square dance for sev- 
eral groups or clubs in the Glen- 
dale area. 

Prizes were awarded to dance 
winners; small orchid corsages 
were given to all feminine dancers 











and visitors, and a large cake was 
cut at the end of the dance and 
served with coffee or tea, In addi- 
tion, Smith rented a_ searchlight 
and had window paint that adver- 
tised the price of the Dodge Dart. 


Free Vacations 
Offered with Cars 
By 8 Dealers 


IGHT auto dealers in suburban 

Los Angeles teamed up to offer 

car buyers free vacations in a joint 
promotion. 

During the 10 days of the promo- 
tion, every buyer was given a free 
vacation for two persons. Buyers 
could select seven days at any one 
of six resorts or three days and 
two nights at any three resorts. 

The buyers had to pay for their 
own transportation, meals and 









magnus 


miscellaneous expenses. The va- 
cation plan calling for stops at 
three resorts had to be sched- 
uled on Sundays through Thurs- 
days. 

The vacation offer was promoted 
in a 12-page supplement of the Los 


was prepared by Whittaker & Wil- 


son Advertising, Long Beach, Calif. = 


Participating dealers were Bill 
Kellas Ford, Pasadena; Wegge Mo- 
tors (Dodge), Pasadena; Urich- 
Nelson (Mercury), East Los An- 
geles; Trans Ocean Motors (Volks- 
wagen), Pasadena; Bob Wondries 
Motors (Studebaker-Mercedes), Al- 
hambra; Pomona Car Imports 
(DKW), Pomona; Catron Motors 
(Volkswagen), Pomona, and Rup- 
pert Sports Car Center (imports), 
Pomona. 

* * 


* 
Valiant Royale 
ARGARET VAKER, 5621 Ar- 
thur Ave., St. Louis, wrote the 
winning last line to a Meadow Gold 
ice cream contest jingle and re- 
ceived a new Valiant sedan. 





"Mystery Corvair’ Presented to Winner— 


Phil Romano, right, discovered the “Mystery Corvair" in a promotion sponsored by 


She was awarded the car in’ &|the Metropolitan New Orleans Chevrolet dealers and is receiving the keys from Henry 
ceremony by Hugh A. Leathers,| Dupre, radio personality. The program was originated by Cy Murphy, second from 
sales manager of L. M. Stewart,| right, Chevrolet New Orleans district manager. Participating in the presentation are, 
Inc., Valiant dealer, of suburban | from left, H. E. Trapp, Leson Chevrolet Co., Inc.; Ralph Garrard, Dumas Milner Chevro- 
Clayton, and John H. Costello, an| tet, inc.; H. Haydel, Stephens Chevrolet,,Inc., and Felix Oubre, Mike Persia Chevrolet 


executive of Beatrice Foods Co. 


FREE Step-By-Step Picture Guide Shows 


How to Cach-in on 
COMPLETE USED CAR 


APPEARANCE RECONDITIONING 


... Without Equipment Outlz 


CLIP and MAIL 





Co., Inc. Not present was James Bryan, Bryan Chevrolet, Inc, 















Magnus Chemical Co., Inc. 
97 South Avenue, Garwood, N. J. 


Please send a free copy of your new 
Appearance Reconditioning Guide. 
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~\ALVOLINE New 


Will Build a WORLD 


—— as 








| 
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50,000 Mile Guaranty 
OF SALES For You! 


<A. = YOU WILL SELL MORE NEW CARS with the New 
—aggeaeme Valvoline 50,000 Mile Guaranty. 





YOU GET WITHOUT COST, an outstanding follow-up system 
handled entirely by Valvoline. No worry, no work for you. 





YOU GET EXTENSIVE SALES AIDS...display material, direct 
mail pieces, radio and TV scripts, newspaper ad mats. 
Powerful persuasion that doesn’t cost you one penny! 


YOU GET INCREASED PROFITS from your service department as you set new 
records for new car sales. 


START CASHING IN NOW... get full details of the New Valvoline 50,000 Mile 
Guaranty. Call your Valvoline distributor, or contact Valvoline direct. Get the 
good news foday and start building increased sales and service profits. 


VALVOLINE OIL COMPANY 


Refinery — Freedom, Pennsylvania * Home Office — Ashland, Kentucky 


Division of Ashland Oil & Refining Company 
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expressions 


that may well be voiced by 
thousands of parts dept. managers 


“I decidedly prefer BORROUGHS BINS.” 
“There are no bins like BORROUGHS BINS.” 
“It’s BORROUGHS BINS, all the way, for me.” 


“BORROUGHS BINS have more desirable features than any 
other bins on the market.” 


“BORROUGHS BINS are more than steel — they are the most efficient 
bins money can buy.” 


“BORROUGHS BINS have got what it takes to meet the most exact- 
ing needs of any parts dept.” 


“BORROUGHS BINS’ nationwide popularity has been earned 
by giving parts dept. managers the greatest bin value of all 


time.’ 


9 


“For ideal storage of small, bulky or long parts, there’s an ideal 
BORROUGHS BIN that’s specially designed for the job.” 





ALEXANDRIA, VA.: 
ATLANTA: 
BROOMALL, PA.: 
BUFFALO: 


FORT WORTH: 
FRESNO: 
HONOLULU, Hewail: 


Universal Equipment Co. HOUSTON: 
2420 Oakville St. 

Bins & Equipment Co., Inc. INDIANAPOLIS: 
1918 Buford Highway, N.E. 

East Coast Distributing Co. JACKSONVILLE: 


2010 Boxwood Dr. 


Automotive Bin Service Co., Inc. KANSAS CITY, MO. 
20 East North St. . re 


Felix F. Loeb., Inc. NGELES: 
8810 S. Vincennes Ave. Los A ° 
Automotive Bin Service Co., Inc. 

220 Richmond St. Couevnas 
Automotive Bin Service Co., Inc. 

8905 lake Ave. CAESAPUNS: 
W. W. Cannon Co, 
9739 Denton Dr. MILWAUKEE: 
Sparkman-Barker Co. 
421 Santa Fe Dr. NEW ORLEANS: 
Automotive Bin Service Co., Inc. 

10040 Freeland Ave. NEW YORK: 
Adams, Inc. 
6 North 13th St. OAKLAND: 
W. W. Cannon Co. 
P. O. Box 464 OKLAHOMA CITY: 
Healey & Co. 
2302 Televe St. OMAHA: 
Hunters’ Office & Industrial 

Equipment Co. PHILADELPHIA: 


538 Reed lone 


W. W. Cannon Co. 
1901 Winter St. 


Automotive Bin Service Co., Inc, 
54 West 30th St. " SACRAMENTO: 


Bins & Equipment Co., Inc, 


2610 Ligustrum Rd. SALT LAKE . 


Siggins Co. 

706 Broadway ST. LOUIS: 
Green-Penny Co. 

4180 E. Noakes St. ST. PAUL: 


Automotive Bin Service Co., Inc. 
204 Builders Bidg. 


SEATTLE: 

Metal Products Co. 
359 Madison Ave. SEATTLE: 
Felix F. Loeb, Inc, 
ar S ae ee, STERLING, ILL.: 
ay rae ee 
73 S. Wren St. 

TACOMA: 
Borroughs Mfg. Corp. P 
121 Varick St. TOLEDO: 
William A, Gore Co. 
1834 Adeline St. 
W. W. Cannon Co. WATERTOWN, Mass.; 
P. O. Box 7317 
Siggins Co. PUERTO RICO: 
1236 S. 13th St. 
East Coast Distributing Co. CANADA: 
780 S, 52nd St. 


send for Borroughs Bin Catalog TODAY! 





These Borroughs warehouse distributors are at your service.... 


PORTLAND, Ore.: in Brower Co. 


633 N. W. 21st Ave. 


Paul W. Roeder Co. 
1721— 13th St., P.O. Box 1552 


Business Equipment Co. 
902 S. Main St. 


Siggins Equipment Co. 

1410 Pierce Ave. 

Borroughs Mfg. Co. 

Factory Branch and Warehouse 
809 Hubbard Ave. 


The Brower Co. 
114 Virginia St. 


William A. Gore Co. 
214 3rd Ave., S. 
Felix F. Loeb, Inc. 
1708 Avenue F 


Tacoma Asbestos Co. 
25th and Holgate 


Automotive Bin Service Co., Inc. 
518 Jefferson Ave. 


Alexander Steel Products, Inc. 
264 N. Beacon St, 


Automotive Specialties, Inc. 
252 Ponce de Leon Ave., Hato Rey 


Wickware-Stackbin, Ltd. 
P.O. Box 740, Perth, Ontario 





B o * ie és u ae i s MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 





3026 NORTH BURDICK ST. ali). KALAMAZOO, MICHIGAN 








How They Fared... 












scines scvecsvessucvoebebenpioas 571,127 





Herrington, Peterbilt, ete. 


Commercial Car Registrations 


By Makes 


First Seven Months, 1960 vs. 1959 


First 7 First 7 Percent Percent Percent 

Months, Months, Share of Share of Points 

Make 1960 1959 "60 Market °59 Market Changes 
CERO UB OIG» cicsessesccccccesecinssive 193,362 199,096 33.86 35.59 —1.73 
SPMD schtithendadkcseeseetenahideinsets 170,285 163,368 29.82 29.21 + 61 
International ..................... 67,644 59,862 11.84 10.70 +1.14 
UNNI vis cecasustcoduicests vbosdsabiationd 48,666 41,913 8.52 7.49 +1.03 
BID sccisvensiussiviinssetnsieiseseess 25,777 32,616 4.51 5.83 —1.82 
TEE eschvinkesequsictovvertaessinets 16,754 15,222 2.93 2.72 + 21 
TG DT 5 cinibssssctesososvessscttiosins 9,468 9,005 1.66 1.61 + .05 
BOGE ~ sarltvwvecesdeiebugbbiotenes 6,949 8,325 1.22 1.49 — 27 
Studebaker ........................ 3,016 3,795 53 68 — 15 
SOE TE sccnessctaccontsticanieg 1,639 1,611 29 : ee ee 
Brockway  ............0cccsse 699 633 12 Al + OL 
Miscellaneous** _.............. 26,868 23,916 4.70 4.28 + 42 


559,362 
*—White includes Autocar, Freightliner, Reo and Sterling. 
**—Miscellaneous includes imports, Corbitt, 





New-Truck Registrations 






















100.00 100.00 






Diveo, FWD, Kenworth, Marmon- 
—Compiled from R. L. Polk & Co. data. 






Again Trail 1959 Pace 


—— registrations continued to 
falter in July as registrations of 
new units dropped to 79,674, accord- 
ing to figures from R. L. Polk & 
Co. 

The July total was 6.85 percent 
below the 85,535 registrations in 
June and 10.59 percent below the 
89,110 sales in July of last year. 

July was the second straight 
month in which sales trailed the 
year-earlier pace. Through most of 
the earlier months in this year, reg- 
istrations ran well ahead of the 
1959 rate. 

Despite the fact that July regis- 
trations trailed the 1959 pace, five 
producers recorded more sales than 
they did in July of last year. How- 
ever, seven producers, including 
most of the big-volume lines, show- 
ed year-to-year losses. 

of * * 


— registrations for each line 
in July of this year and last 
were: 


duly, duly, 

1960 1959 
Chevrolet. ................ 26,149 31,309 
STMNINE  cuctbiisiesschdersubesiiiel 23,293 26,222 
International ........ 9,646 10,522 
MUD 0; totvincssccbionstsdyibies 7,565 6,730 
BI. cto sncochesinaounie 3,762 4,937 
- , See 2,225 2,347 
MRED “Zoaicucchacesosisecsetbt 1,474 1,252 
IS scvncosascbvastacsasaeal 966 1,204 
Studebaker ............ 629 619 
Diamond T ............ 216 336 
Brockway ................ 90 80 
Miscellaneous ........ 3,659 3,552 
TIN, wi scnoicacscasseveens 719,674 89,110 


The July drop in registrations 
cut into the gain in sales that this 
year has been showing over the 
1959 totals. At the end of seven 
months, 1960 registrations totalled 
571,127, still high enough to be 2.1 
percent ahead of the 559,362 sales 
in the like period of 1959. 

ok cd * 


EVEN truck lines show increases 

in unit sales and market pene- 
tration in the first seven months, 
compared with the showing in the 
like period of last year. The unit 
sales of the seven, their penetra- 
tion percentages and gains in pene- 
tration were: 

Ford, 170,285 units sold, good for 
29.82 percent of the market, a gain 
of 0.61 points; International, 67,644 
units, 11.84 percent, up 1.14 points; 
GMC, 48,666 units, 8.52 percent, up 
1.03 points. 

Willys, 16,754 units, 2.93 per- 
cent, up 0.21 points; White, 9,468 
units, 1.66 percent, up 0.05 points; 

Brockway, 699 units, 0.12 percent, 
up 0.01 point, and miscellaneous, 
26,868 units, 4.70 percent, up 0.42 
points. 

Diamond T was able to hold its 
penetration steady at 0.29 percent 
of the market on sales of 1,639 units. 

The other four lines showed losses 
both in unit sales and market pene- 
tration. The figures for the four 
were: 

Chevrolet, 193,362 units sold, 33.86 
percent of the market, down 1.73 
percentage points; Dodge, 25,777 


units, 4.51 percent, down 1.32 points; 

Mack, 6,949 units, 1.22 percent, down 

0.27 points, and Studebaker, 3,016 

units, 0.53 percent, down 0.15 points. 
x od * 


ALIFORNIA and Texas, as 

usual, ranked one-two in truck 
buying in July. The top 10 truck- 
buying states and their registra- 
tions for July of this year and last 
were: 


July, July, 

1960 1959 

1. California .......... 9,073 10,265 
Be IN eieessiss tasecesenid 5,509 8,319 
3. New York .......... 4,737 4,233 
4. Michigan ............ 3,953 3,159 
5. Pennsylvania ....3,360 3,593 
6. Mllinois _................ 3,050 3,750 
We sal Rinscintirs 3,016 3,271 
8. Arkansas ............ 2,383 1,570 
9. Florida ................ 2,319 2,577 
10. North Carolina..2,312 2,443 


Reflecting the national decline in 
sales, 37 states reported fewer reg- 
istrations in July than they did in 
the like month of 1959. There were 
increases in 13 states and the Dis- 
trict of Columbia. 


New Oxygen Plant 
Set for Erection 


At Ford Steel Mill 


DEARBORN.—F ord Motor Co. 
announces plans for construction 
of a new high-capacity oxygen 
plant as part of its steel operations 
at the company’s Rouge plant area 
in Dearborn. 

S. J. Gillen, general manager of 
Ford’s Steel Division, said the new 
oxygen plant will permit exploita- 
tion of a new open hearth steel- 
making process recently announced 
by Henry Ford II, company presi- 
dent. 

The new steel process has the 
potential for reducing by one-half 
or more the time required to make 
a ton of steel by conventional 
methods in the same furnaces, Ford 
said. It involves the use of oxygen- 
fuel lances through which the fuel 
and oxygen are introduced to pro- 
duce extremely high temperatures. 

Two of Ford’s furnaces are pres- 
ently equipped with the lances. The 
new oxygen plant will provide 
enough oxygen to service lances in 
eight more furnaces, 

Gillen said the new plant, sched- 
uled to go into operation in De- 
cember, 1961, will have a daily 
capacity of 280 tons of gaseous 
oxygen, 10 tons of liquid oxygen 
and 1.4 tons of liquid nitrogen. The 
gaseous oxygen will be used in the 
steelmaking process; the _ liquid 
oxygen, readily convertible to gas- 
eous form, will be stored in a 
standby reserve, and the liquid ni- 
trogen will be used for shrink-fit- 
ting and cold treatment of metal 
parts. 

The plant will be built for Ford 
by the Dravo Corp., of Pittsburgh. 
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And He Wants to Buy a Car... 





Not One Salesman in 20 Years 


By Ed Brown 
Staff Correspondent 


NEW YORK.—Maxwell Fox, who 
lives in auto-oriented Scarsdale in 
Westchester Ccunty, hasn’t owned 
an auto in 20 years. 

In all that time he hag never 
been appreached by a single auto 
salesman, although twice he re- 
ceived direct-mail announcements 
of used-car sales. Both announce- 
ments were directed to “Occu- 
pant.” 

Fox admits that he might have 
been sold a car within that period 
if he had been offered an attractive 
buy, or if a smart salesman had 
convinced him that an auto would 
add to his personal life. 

Fox is public relations director 
of the Advertising Council, and 
therefore is vitally interested in 
salesmanship as it applies to the 
effectiveness of advertising. At the 
moment he igs more personally in- 
volved because he is actively in 
search of an auto which he plans 
to buy overseas for delivery next 
spring and bring back in the fall. 

“I’ve come to the conclusion that 
sales techniques have changed dras- 


U.S. Firm to Build 
French Auto 


ROCKVILLE, Md.—Lofstrand Co. 
here says it has signed a five-year 
contract for American production 
of the France Jet, a two-seat 
midget auto. 

The French-designed car, which 
was first exhibited in the U. S. last 
spring at the International Auto- 
mobile Show in New York, weighs 
870 pounds, has a 74-inch wheelbase 
and a 125 c. c. engine. 

J. Slater McHugh, vice-president 
of Lofstrand, said the first car 
should be rolling off his assembly 
lines by Dec. L 


tically in the past 20 years,” Fox 
said recently. 

He said he has been looking 
for a car for well over a month, 
and admitted he doesn’t know 


it is the customer who must do 
the selling. 

He has approached either in their 
salesrooms or at the recent Inter- 
national Automobile Show, repre- 
sentatives of 15 manufacturers of 
foreign cars, In all but one case, 
none of these representatives spoke 


‘Treasure Hunt’ 
Too Successful; 


Riot Breaks Out 


ST, LOUIS.—The Glenn Thomas 
Auto Supermarket and Radio Sta- 
tion KWK got a little more traffic 
than they bargained for in a $1,500 
“treasure hunt” promotion. 

The contest reached a climax 
Monday in Tower Grove park when 
800 persons roamed about in an ef- 
fort to find the treasure, They con- 
verged on a park bench following 
clues given out by the radio sta- 
tion and surrounded the winner. 

The man, Richard Griffin, 3836 
Shaw Blvd., found the capsule 
which contained a certificate for 
$1,500 under the bench near an 
arch. 

Before it was over, the police 
riot squad was called out to rescue 
Griffin, who was being mauled by 
other fortune seekers. Fifteen po- 
licemen in a flying wedge broke 
through the jostling crowd to ex- 
tricate Griffin. 

Griffin wasn’t the only unhappy 
person. Bernice E. Gurney, super- 
intendent of the park, complained 
that the rampaging contestants 
ruined the lawn, wrecked benches 
and damaged shrubbery and trees. 


with the slightest accent, so he as- 
sumes that they are American-born 
salesmen. 

Of the 15, only one has suggested 
that he might wish to test-drive the 
car or even ride in its rear seat, No 
one invited him to sit in the car. 

Not one volunteered to open a 
door, show him the engine or even 
open the trunk. In one instance he 
asked to sit in the car, and the 
salesman would not unlock the 
doors until he asked him, “Are you 
interested in buying?” 

Only one manufacturer’s repre- 
sentative offered descriptive liter- 
ature, and in some cases it was 
not easy to get that. At the auto 
show, Fox said, two salesmen re- 
luctantly pulled a folder from a 
desk drawer but did not rise to 
their feet or offer to show the 
car, Some did not have any liter- 
ature, but one did mail some as 
promised This man, and the 
other, were the only two of the 
15 who asked him for his name 
and address, Fox added. 

Fox decided that he was going 
about it in the wrong way, that his 
buying technique was out of date. 
So he wrote to two dealers who sell 
the vehicles in which he is interest- 
ed. He told them, both located near 
his home, that he was especially in- 
terested in the car, and would they 
please send him complete informa- 
tion. Neither one has responded, 
and Fox doubts that they ever will, 

Fox crossed our path when he 
called to ask if it is very difficult 
to raise the top on the new Daimler 
V-8. He said he had seen a test re- 
port on the vehicle in AUTOMOTIVE 
News and wondered if we knew 
anything about the working of the 
top. 

We questioned him and got the 
following story: He had gone into 
a Daimler dealership in Westches- 
ter to look over the car with a 
thought to buy it fer delivery next 





Swedish Sales Decline; 
Volvo Maintains Lead 


STOCKHOLM, Sweden. — 
(UTPS) — New-car 

in Sweden for the first seven 
months of 1960 totalled 91,659 


over 75 percent were of Swedish 
manufacture, Volvo accounting 
for 3,450 and Scania-Vabis for 
2,857 





spring in Europe, He was ready to 
leave a deposit. 

The salesman showed little in- 
terest in giving him much of a 
sales talk. He did allow Fox to 
open the door and sit inside, Fox 
asked for a demonstration and 
the salesman refused, saying: 
“It’s kinda cloudy out, and if it 
should rain, the top is pretty hard 
to put up, and I wouldn’t want us 
to get stuck.” 

The salesman then proceeded to 
try to sell a sports car which re- 
tails for $2,000 less than the Daim- 
ler. Fox left asking if the salesman 
might not want to make a demon- 
stration of the Daimler on a clear 
day. Two telephone calls and sev- 
eral weeks later, the salesman 
showed up with the Daimler, top 
down, dirty and the carpets com- 
pletely askew in the car. 

The explanation was that in order 
to repair it, it was necessary to 
take up the rugs, and that they 
were not replaced in case further 
repair was necessary, A good sales 
point to make te a prospect. 

Fox ran across an English sales- 





53 


man recently who seemed to be re- 
spectful of his attempt to purchase 
an auto. The salesman was solicit- 
ous, anxious to help and seemed 
intent upon helping Fox find the 
car that would best fit his needs 
overseas and in the United States. 

Fox now has had a good demon- 
stration in a Sunbeam Alpine and 
in a Sunbeam Rapier, At the mo- 
ment, he appears to lean toward the 
Alpine, and is, of course, partial to 
doing business with this young 


man, who is actually trying to sell 


him a car in the old-fashioned way 
—demonstrationg and sales tech- 
niques which have proven to work. 
Between his Daimler and Sun- 
beam Alpine experiences, Fox 
ran the gamut of poor sales tech- 
niques—from salesmen who were 
not interested in doing business 
with him because he wanted his 
car delivered overseas, to indiffer- 
ence, neglect and actual rudeness. 
In most cases, the salesmen never 
knew what the overseas-delivered 
price of the vehicle was, although 
they claimed to do a good deal of 
overseas sales work. 

The biggest sin of all is probably 
the fact that almost no salesman 
in the month Fox has been search- 
ing, with the exception of the few 
mentioned here, have bothered to 
ask for Fox’s name or address. 

It can’t be his appearance. Fox 
is a middle-aged, white-haired man 
who gives the appearance of being 
a successful businessman. He is 
soft spoken, but firm in his attitude. 
The fact of the matter appears to 
be that salesmen use none of the 
accepted qualifying techniques any 
longer, much to their detriment. 

The experiences reported here 
were incorporated in a speech that 
the chairman of the Advertising 
Council, Lee H. Bristol, delivered to 
the Sales Executives Club in New 
York. 

Bristol also is chairman of Bris- 
tol-Myers Co. 


Miller Motor Folds 
TIPTON, Ia.—Walter Miller, who 


Miller Motor Co. (Chev- 
‘aiceChdemabat for 38 years, has 
discon Business. 


SELL DATSUN! The fine imported small car that’s thoroughly American! 


Japan’s exciting 





new 


Datsun is the magnificent 1960 answer to the need for a truly 


unusual new American small car that can be built efficiently overseas. 
Delightfully American in advanced design, comfort and conveniences, 


the handsome, Datsun comes through with sparkling performance 
and meaningful gas saving. Solid and sound, and a dream to 
handle, every Datsun is American-inspired in specifications. 


Built with legendary Japanese care in Yokohama’s great Nissan 
works, one of the largest, most efficient plants on earth. 


DATSUN 
4-door Biuebird Sedan, 
$1696, p.o.e. 


GOOD LOCATIONS OPEN ALL OVER U.S.A. 


Wire or write right away for the sensational Datsun proposition— 
the industry's most attractive franchise arrangement. Small invest- 
ment—good profit with almost no overhead. 
distributor. HAWAII: Von Hamm -Young Co., Ltd., P.O. Box 2630, 
Honolulu 3. WEST: Woolverton Motors, 5967 Lankershim Bivd., 
No. Hollywood, Cal. MID-SOUTH: Southern Datsun Dist. Co., 
1501 Clay St., Houston, Tex. CENTRAL & EAST: Luby Datsun 
Dist., Ltd., 107-36 Queens Bivd., Forest Hills 75, N.Y.C. 
NISSAN MOTOR COMPANY, LTD. © TOKYO, JAPAN 


Address nearest 


DATSUN 





4-door Station Wagon, $1969, p.o.e. 





DATSUN 
Pickup Truck, $1696, p.o.e. 


DATSUN 





BLUEBIRD 














DATSUN PRICES 


RANGE FROM $1595 
TO $1996 


p.o.e. West Coast 





Sports Convertible, $1996, p.o.e. 
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NADA.—R. D. McKay, NADA Past 
President, Wichita. ‘ 
+” 


This series is magnificent in its 
contribution to our industry. I hope 
all dealers in the nation will read 
your articles.—Watter C. MALLory, 
General Manager, Florida Automo- 
bile Dealers Assn., Orlando, Fla. 

* 7 * 

We think you and Bill Ullman 
deserve the thanks of the dealers. 
—CuHaries H. E.menporr, Executive 
Secretary, Los Angeles Motor Car 
Dealers Assn., Los Angeles. 

* + * 

Few dealers have an opportunity 
to know the NADA staff members 
and what an outstanding job they 
are doing in our behalf.—J. W. 
Pickens, J. W. Pickens Co. (Olds- 
mobile-Cadillac), Orangeburg, 8. C. 

* 


Used-Car Imports 
I am writing this letter in the 
interest of assuring that there is 





In the Letterbox 


(Continued from Page 10) 
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as much accuracy as ble in 
compiling total statistics published 
in your newspaper. I have been 
subscribing to your paper for over 
one year now, and enjoy it very 
much, 

I have followed with interest your 
monthly and yearly statistics of the 
total number of imported cars sold 
in the United States, and it has 
made me curious as to which meth- 
od is used to compile these totals. 
Are they made from records of im- 
port taxes paid, etc., when they 
enter the country as shipments to 
dealers? The reason for my curi- 
osity is that I am wondering 


Fire Ruins 17 Cars 


TRINIDAD, Colo—A paint-fed| ye 


fire Aug. 20 gutted the second floor 
of Dawn Motor Co. here. Seventeen 
new and used cars, the mechanical 


whether you have been including 
S of the imports brought into the 
. 8 


been stationed in Eu- 


The military personnel do not 
pay for transportation charges nor 
import taxes, and the civilian em- 
ployes do not pay import taxes but 
do pay transportation charges. 
These personne] ship these Euro- 
pean cars home by U. S. Army 
ships. 

I would estimate by my own 
guess that approximately 40,000 to 
50,000 foreign cars are bought by 
servicemen overseas, worldwide, 
and brought home to the U. S. each 
ar. 

I have thought that there is a 
strong possibility that this 40,000 
may have been missed in the total 


department and the paint shop of| count, because they are not pur- 
the firm were destroyed. Damage | chased through dealers in the U. S. 


exceeded $50,000. 


and they are already used cars 


1 
| ..:to help you sell ! 





Tests show how well 


Armco ALUMINIZED STEEL resists heat 









The graph is based on laboratory tests. It shows 
what happens when samples of ordinary muffler 
steel and Armco ALUMINIZED STEEL are heated 
to 1250 F and cooled between heatings—just as 
mufflers in service get hot, then cool. 

Test results are clear-cut. Armco ALUMINIZED 
STEEL resists heat while ordinary muffler steel 
moves rapidly to failure. That’s why mufflers made 
of this special hot-dipped aluminum coated steel 
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stand up to heat much longer. But that’s not all. 
ALUMINIZED STEEL also resists corrosion. In fact, 
mufflers of Armco ALUMINIZED STEEL offer better 
resistance to destructive combinations of heat and 
corrosion than any mufflers in their price class. 

Ask your parts supplier about availability of 
mufflers with vital components made from Armco 
ALUMINIZED STEEL. Armco Steel Corporation, 
2870 Curtis Street, Middletown, Ohio. 


ARMCO STEEL 








Armco Division * Sheffield Division * The National Supply Company + Armco Drainage & 
Metal Products, Inc. » The Armco International Corporation + Union Wire Rope Corporation 








“I’m buying from you because 
not once did you say it was the 
best car on the road today.” 





when they are brought home, and 
wr are brought home by military 
p. 
Also if the statistics were taken 


, because if a 
buys a car new in Europe in 


Naturally, I am interested in see- 
ing all of these vehicles counted, 
because it represents a sizable sum, 
perhaps 1/10 of the total imported, 
and to not count them would not 
give a true picture. I guess the only 
way to accurately count them is to 
determine when they are registered 
in the U. S. for the first time, 
whether used or new, and some- 
how count them at that time as a 
new import. 

I would be interested to hear 
from you on this matter, to satisfy 
my curiosity, and to learn that per- 
haps I may have contributed a 
little to more accuracy in import- 
car totals.—Rosert Kocnuoian, Office 


of the Comptroller, U. S. Army 
Gen. Depot Ingrandes, A.P.O, 258, 
New York. 

Eprror’s Note: New-car im- 
ports, as reported monthly by the 
Department of Commerce, do not 
include used-car imports. The 
latter, which include individu- 
ally-purchased cars brought back 
to the United States, totalled 28,- 
834 units last year and 9,005 in 
the first four months of 1960. 

* * * 
Clearing It Up 

Perhaps we can help clear up 
some confusion. 

In the June 20 issue of AvuTomo- 
tive News, L. H. Houck discussed 
State Farm Mutual’s cooperative 
automobile financing program, 
“Bank Plan.” He quoted a State 
Farm publication, which in turn 
quoted a National Better Business 
Bureau bulletin warning car buyers 
against the “pack” practices of 
ay car dealers and finance agen- 
cies. 

In his article, Houck attributed 
a few paragraphs to the National 
Better Business Bureau which he 
should have attributed to State 
Farm. Hence, the objection by Ken- 
neth B. Wilson, of the NBBB, in 
the July 11 Automotive News that 
the Bureau was inaccurately re- 
ferred to and had issued no advice 
to prospective new-car buyers as 
to what they should do regarding 
State Farm insurance or financing 
arrangements. 

The State Farm Reporter goes 
semi-annually to our nearly six mil- 
lion policyholders with their premi- 
um notices. This particular issue 
was distributed during winter and 
spring, 1958-59. I believe you will 
find we quoted the NBBB cor- 
rectly, and any references to State 
Farm were clearly our own. 

I might point out that State 
Farm is not in the automobile fi- 
nancing business. We merely seek 
to retain insurance business by 
providing our policyholders with 
this money-saving service: Low- 
cost financing through one of 10,000 
cooperating banks. — Joun L. 
Krizex, Public Relations Assistant, 
State Farm Mutual Automobile In- 
surance Co., Bloomington, II. 


Bulletin Board 


Fiberglas Data 


“Fiberglas Textile Fiber Materi- 
als For Industry,” a booklet com- 
piling technical data on the subject 
—52 pages, free. Owens-Corning 
Fiberglas Corp., General Offices, 
Toledo 1, O. 


- * * 
Steel Shelving 
Catalog on all-purpose steel 
shelving for vertical filing and stor- 
age—free. Southern Metal Prod- 
ucts, 5851 S. Broadway, Los Angeles 
3, Calif. 
” 


7 * 
Aluminum Truck Bodies 
A booklet explaining advantages 

of aluminum truck bodies — 16 
pages, free. Advertising Dept., 
Brown Trailer Division, Clark 
Equipment Co., Box 410, Michigan 
City, Ind. 

ok + 


* 
Muffler Folder 


Two-color folder describing 
Quiet-Tone mufflers—f ree. Grand 
Automotive Products Co., Melrose 
Park, Il, 


* * * 
Steel Shelving 
Catalog 2400 describing full line 


White Distributor 
Named in Buffalo 


BUFFALO. — White Motor Co. 
has established Buffalo White 
Truck, Inc., as its new distributor 
here. 

The distributorship is headed by 
N. W. Bodnar, who has been mana- 
ger of White’s branch at 85 Michi- 
gan Ave., Buffalo, for seven years. 
Bodnar has purchased White's 
branch facilities and will operate 
them as a distributorship. 

In addition to his seven years as 
a branch manager, Bodnar was 4 
retail salesman for White in 
Buffalo for six years. He was an 
Army transportation expert while 
in the Quartermaster Corps from 
1941 to 1946, 





of industrial and commercial steel 
shelving—free, 36 pages. Penco Di- 
vision, Alan Wood Steel Co., 200 
Brower Ave., Oaks, Pa. 

* *” + 


Velvetouch Brake Blocks 


Bulletin L-1392A describing Vel- 
vetouch Feramic brake blocks — 
free. S. K. Wellman Co., 200 Egbert 
Rd., Bedford, O. 

* * * 


Muffler Sealer 


Bulletin MS-86-8 describing Magic 
Muffler Sealer—free. Magic Iron 
Cement Co., Inc., 14215 Caine Ave., 
Cleveland 28, O. 

om 


* * 


Rocker-Panel Repair 


Repair Manual No. 10, giving 
step-by-step instructions for repair- 
ing rusted-out rocker panels by 
using Sco-Pan replacement panels 
—free. Schofield Mfg. Co., 1140-7 E. 
222nd St., Cleveland 17, O. 


* * * 


Repair Panels 


Slip-On Corp. catalog covering 
more than 500 full appearance 
panels for auto body repair—16 
pages, free. Ashby Associates, 
Inc., Terminal Tower, Cleveland 
13, O. 

- * + 


Hardware Handbook 


“Binkley Hardware Handbook’’— 
free, 32 pages. Binkley Co., War- 
renton, Mo. 

of * 


Parbak Ring Catalog 


“Parker Parbak Back-Up Ring 
Catalog”’—Catalog No. 5482, eight 
pages, free. Parker Seal Co., 10567 
Jefferson Blvd., Culver City, Calif, 
and Parker Seal Co., 17325 Euclid 
Ave., Cleveland 12, O. 

* + . 


Agents Directory 
Eleventh annual directory of 
members of the Manufacturers’ 
Agents National Assn.—76 pages, 
free. Manufacturers’ Agents Na- 
tional Assn., 626 N. Garfield, Alham- 
bra, Calif. 
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Parma Motors Wins... 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer The Raven. 

Parma Motors, suburban Ser Over 600 radio stations will carry 
land Plymouth dealership, has| prestone spot announcements dur- 
won the first annual American Fed- ing most of the six-week fall sell- 
eration of Television and Radio ing period. Newspapers in 450 mar- 
Artists Award for the best radio! kets will carry 1,000 line advertise- 
commercial of 1959-60 in that area.| ments National magazine and 

The winning commercial was a| automotive trade publication ads 
minute spot featuring a conversa-| also will promote Prestone. 
tion between two men in a horse 2 


and buggy. They discuss the vir- 
tues of owning a car from Parma Dodge Groups Go BBD&O 
Motors ag compared to a horse. Batten, Barton, Durstine & Os- 
Parma Motors radio advertising born, Inc., has announced that nine 
has been noted for several years| More Dodge dealer Retail Selling 
in the Cleveland area for its humor|AS8n8. were signed by the agency 
and good taste. in August. 
* * «& BBD&O now represents 16 such 
° ° regional retail advertising groups 
New Morning Daily | nationally. 
Daily Trader, the first morning/ ‘Those newly signed, and already 
SE eee aaryeciee We | gperational, include Akron, Atianta, 
’ : : oston, Columbus, Indianapolis, Mi- 
mone ma ee dee ami, Minneapolis, Philadelphia, and 
sued for the Pittsburgh. Those previously signed 


morning, oe ~~ . included Buffalo, South Jersey, 


Kelly-Smith Expands 

Kelly-Smith Co., national news- 
paper representatives, has an- 
nounced the formation of a new 
sales development research de- 
partment. 

The director of the new depart- 
ment will be Harry Parnas, for- 
merly media director of Doyle 
Dane Bernbach, Inc. 


* * * 


Purolator Reaches the Ladies 


Purolator Automotive Research 
Bureau has prepared a series of 13 
“local live” television shows on the 
subject of “Car Clinic for Women.” 


Fully scripted and with props 
supplied for each show, the series 
is being distributed now to tele- 
vision stations across the nation 
on an “exclusive-in-your-city” basis. 

The Purolator television shows, 
each running just under 15 min- 
utes, have been written so that sta- 
tions can use whatever portion they 
desire. Already some fifteen sta- 
tions have scheduled the “Car Clinic 
for Women” shows for their view- 
ing audiences. 

* 


pre-game warmup, Laramie and 






















































* * 


Reader’s Digest Go Regional 


Effective with the January, 1961, 
issue, advertisers will be able to 
use Reader’s Digest on a regional 
basis throughout the United States. 

The Digest will have eight re- 
gional editions, which advertisers 
may use separately or in any com- 
bination they choose. Four of the 
editions will appear in the East, 
two in the Midwest and two on the 
West Coast. 

Each regional edition will carry 
all of the editorial and advertising 
appearing in the national edition— 
with extra units of editorial and 
advertising added for the regional 
editions. The same standards of ad- 
vertising will apply and in every 
edition each advertising page will 
be positioned opposite or adjacent 
to editorial. 

+ * + 


GM’s Ruffin Retires 


Edmund Ruffin, a veteran of 
more than 40 years of newspaper 
reporting and press relations 
work, retired Aug. 31 from Gen- 
eral Motors public relations staff. 

Ruffin was a member of the 
news relations section in Detroit 
since joining GM in 1945. 

* ” + 


Record Drive for Prestone 


“The largest advertising cam- 
paign in the company’s history,” 
will support Prestone antifreeze 
this fall, reports Union Carbide 
Consumer Products Co., division of 
Union Carbide Corp. 

National television advertising 
for the brand will appear on 34 
telecasts of nine network programs, 
beginning late in September and 
continuing through early Novem- 
ber. The World Series Special, an- 
nual live sports preview of the fall 
baseball classic with sportscasters, 
players, managers and fans, will 
be aired on Tuesday, Oct. 4 over 
the ABC-TV network. 

Other programs promoting Pres- 
tone will include Cheyenne, The 
Rebel, The Untouchables, Lawrence 
Welk, Maverick, NCAA Football 


This “‘octopus-like” 


this new lift include: 





The Rotary Two-Plunger Frame Pick-Up 
Lift was designed for car dealers and 
service shops. Better than any other lift on 
the market, it has the flexibility required 
to lift the many car shapes, sizes and 
body styles now on the road. 
reach and posi- 
tioning feature is important to faster, 
safer, better service and repair work. 
With plungers and runners placed side- 
by-side, wide open accessibility extends 
from bumper to bumper and all undercar 
parts requiring mechanical work are ex- 
posed to easy reach. Other features of 


Washington, D. C., Chicago, Toledo, 


Detroit, and Houston. 
* * * 


Cities Service on Air 


Cities Service Oil Co. has started 
a major radio advertising campaign 
over WNAC, Radio 68 in Boston. 

The current schedule calls for 
commercial messages primarily 
during the time people are driving 
to and from work, with the major- 
ity of the announcements heard 
during week-ends when the major- 


ity of drivers are on the road. 
* * * 


International Dealers on Air 


Philadelphia area International 
truck dealers have signed a con- 
tract with WCAU Radio for a 13- 
week series of 15-minute sports 
programs with the station’s sports 


director, Bill Campbell, handling 
the show and the commercials. 
* * 


Personnel Changes 

John W. Garberson, former De- 
troit manager for N. W. Ayer & 
Son and most recently owner and 
editor of the St. Lawrence Plain- 
dealer, Canton, N. Y., to advertis- 
ing promotion department of Read- 
er’s Digest .. . Edward A. Gumpert, 
chairman of the marketing plans 
board, to board of directors of 


PICK-UP PADS 
ROTATE 360° 


PADS ADJUST TO 
THREE HEIGHTS 


off-center loading 


draulic operation 


system .. 





e Width at jacks only 39”.. 
and foreign cars can straddle lift easily 


e Heavy-duty 814” jacks permit greater 
e Safe, maintenance-free Rotary Full-Hy- 


© Rotary’s exclusive Hydra-Seal packing 
insures smooth, dependable jack action. 


e Exclusive cable-and-strut equalizing 
. keeps both runners level at all 
heights, whether moving or stopped. 

e Fool-proof manual safety locks pre- 
vent accidental lowering of lift 

e Two-position wheel spotting dish 

e Low-cost installation in any location 


Geyer, Morey, Madden & Ballard, 
Inc. ... Richard J. Zimmerman 
from assistant advertising manager 
of AP Parts Corp. to advertising 
manager of Columbus Parts Corp., 
Toledo. 


G. H. Bobertz jr. from executive 
vice-president to president of Clark 
& Bobertz, Inc., Detroit advertising| . 
and public relations agency .. 
John B. Hunter 
jr. from Proctor 
& Gamble Co. to 
advertising man- 
ager for consum- 
er products at 
B. F. Goodrich 
Co. ... David B. 
Hoopes from sales 
manager of Rein- 
hold Publishing 
Co. to advertising 
manager of re- 

J.B. Hunter dr. = gional editions for 
Reader’s Digest . . . John W. Giesen 
from national advertising manager 
of the Duluth (Minn.) Herald and 
News Tribune to advertising field 
manager for the Minneapolis region 
at N. W. Ayer & Son, Inc. 

Howard E. Smith from Winius 
Brandon Advertising Agency to ad- 











a ae 


tions chief at Electric Autolite Co. 
to newly created position of direc- 
tor of advertising and public rela- 
tions at White Truck Division of 
White Motor Co., Cleveland .. . 
J. Ray Scolaro jr. from Michigan 
advertising manager for the Chi- 
cago Daily News to Midwestern 
sales manager for Cue magazine 

. . James Blair from TelePrompT- 
er Corp. to radio and television 
advertising representative on the 
Plymouth-DeSoto-Valiant account 
at N. W. Ayer & Son, Detroit. 

N. Bruce Ashby from advertising 
promotion supervisor at the Detroit 
Free Press to promotion manager 
of the New York Journal-American 

Tal- 
bot from manager 
of public relations 
field offices for 
Chrysler Corp. to 
Akron public re- 
lations manager 
for Firestone Tire 
& Rubber Co.... 
Vincent J. Sander- 
cock from Time, 
Inc., to advertis- 
ing sales staff of 
Sports Illustrated 
Rome Schleser from regional 





Dougias Talbot 


vertising manager of Curtis Mfg. circulation representative in Chi- 


Co., St. Louis. . 


from advertising and public rela-|the Midwest region for 


TMT 


. Donald B. Seem| cago to circulations manager for 


TV Guide. 


Said 





Handles cars easier, faster, safer... 
makes service and repair work more profitable 


. compact 


Sg Fe he a ile ue Sel aad 


LIGHTER, STRONGER ARMS 


PIVOT EASILY 


Name eee 
Company 
Address 


MAIL COUPON FOR COMPLETE DATA 


Rotary Lift Company 

1187 Kentucky / Memphis 2, Tenn. 

Please send information on the Rotary Two-Plunger 
Frame Pick-Up Lift Model FP28H to: 


Instead of the usual heavy, solid stock, 
Rotary has developed a stressed steel arm 
with welded interior reinforcing bar. This 
type construction combines strength with 
the light weight necessary for easy posi- 
tioning. A super-smooth milled pivot end 
also insures ease of movement. Rounded 
contours prevent tire damage. 
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All-Star Salesman— 


Charles J. Gulino, center, salesman for 
Nelson K. Mintz (Plymouth-DeSoto-Valiant), 
Staten Island, New York, is a Diamond 
Chapter member of the 1960 Plymouth 
All-Star Salesman's Club. Here he works on 
a sales order for Mr. and Mrs. Michael 
Druda, Staten Island. 





Now you can offer... 


For PI 


outh All-Star Salesman... 





Attitude and Enthusiasm Pay Off 


STATEN ISLAND, N, Y.—“Atti- 
tude and enthusiasm.” These are 
the cornerstones on which Charles 
J. Gulino, Nelson K. Mintz (Plym- 
outh-DeSoto-Valiant-Simca), has 
built his reputation as a Diamond 
Chapter member of the 1960 Plym- 
outh All-Star Salesman’s Club. 

Gulino sincerely believes that 
“attitude” is most important to 
any salesman, but that it is es- 

pecially important to an automo- 
bile salesman. 


“The average young and enthusi- 
astic salesman who comes into the 
business today makes one mistake 
—too many are willing to absorb 
the old wives’ tales about cutthroat 
prices selling cars, or the public 
not wanting to bother about dem- 
onstration rides, and the other old 
standby about not spending time 
with that dead-beat — he’s just 
shopping,” Gulino declared. 

“These and countless other so- 
called sophisticated bits of wisdom 
offered by the showroom sharpies 
can be extremely damaging to a 


young salesman’s attitude,” Gulino 
contends. 

He explained that it is “up to the 
eager salesman to be mature 
enough to stay eager by establish- 
ing his own gales philosophy and 
living up to it.” A deteriorating 
attitude isn’t much value to a 
young and energetic guy, Gulino 
said. 

“Enthusiasm.” This is the other 


Canada Gets Shipment 


Of 470 New VWs 


TORONTO.—The fall push is 
on for import cars here. First of 
the big ocean carriers, the La 
Loma, discharged 470 Volks- 
wagens, and other ships from 
France, Germany and the United 
Kingdom were due in early this 
month, 

The arrival of the ’61-model 
VWs is regarded as a move to 
get the jump on domestic autos, 
which won’t be in full production 
until October. 








Binks Model 98-723 
Underbody Coating Outfit 


Powerful, air-operated motor 
Complete air & material controls 


All units mounted 
on rigid drum cover 


Pump delivers 


on both up & down strokes 
Long-life air & material hose 


Model 18D, 


heavy-duty spray gun. 








quality undercoating service 
that is highly profitable 





This Binks underbody coating 
outfit lets you spray heavy un- 
dercoating protection on cars, 
trucks and busses... quickly, 
profitably and without mess. 


Work right from shipping drum 
The powerful, double-acting air- 
operated pump is mounted on a 
steel cover which sits snugly 
on top of the shipping drum. 
Material is pumped directly to 
the spray gun... no transfer is 
necessary. 

For easy replacement of drums, 
the entire pump and cover assem- 
bly can be attached to a Binks 
air-operated pump elevator. 


Ask about our spray painting school 


Built to last, easy to maintain 


The pump unit is rugged and re- 


liable. SPACE DESIGNED construc- 
tion fully separates the pump 
piston and motor so that mate- 
rials cannot possibly enter the 
motor to cause damage. Mainte- 
nance, when required, is accom- 
plished without special tools. 


Ask for Bulletin A-98-4 

...and Catalog 105 describing 
undercoating and other Binks 
spray painting equipment de- 
signed for auto- 
motive work. Ask 
your jobber or 
write direct. 





Open to all...NO TUITION...covers all phases. 


EVERVTHING 





Binks Manufacturing Company 
3124-35 Carroll Ave., Chicago 12, Ill. 








cornerstone. Gulino explained that 
“a poor salesman is not just a ‘poor 
salesman’ but a misdirected person 
if he is unhappy with his dealer- 
ship, his product, or his profes- 
sion.” 

Gulino advises that such men 
should take the bull by the horns 
and decide to make good at 
something else if it is obvious 
that it isn’t going to be in the 
automobile business, 

“In most cases you will find that 
the unhappy salesman invariably is 
the guy who doesn’t want to sell 
and can’t sell only because he is 
embarrassed about the little knowl- 
edge he has about the product,” 
Gulino said. “And he continues to 
jeopardize his sales performance 
by refusing to increase his product 
knowledge or learning more about 
the business.” 

Despite his relatively young 26 
years—nine of which have been de- 
voted to the automobile business, 
Gulino is a veteran salesman with 
the eagerness of a neophyte. 

Gulino moved into the business 
in 1951 through the back door — 
the service department. He is quick 
to volunteer the fact that he start- 
ed as a polisher and grease monkey 
in the shop of a local General Mo- 
tors Corp. dealership. 


Through the years, Gulino learn- 
ed about automobiles and people. 
He also learned that “damn few 
Salesmen gave a second thought 
to their customers after they sold 
him a car.” 

“IT make it a point to see that my 
delivery dates are on schedule and 
up to the minute, Also, that the 
car is made-ready the way I would 
want it if I was the customer. I 
check back periodically for the 
next few months to see if the cus- 
tomer is completely satisfied with 
the product. Invariably they are,” 
he said. 

Gulino moved into the selling 
end of the business in 1956 when 
he joined Lillian Motors (Lincoin- 
Mercury) on Staten Island. In 
1958 he joined Nelson K, Mintz. 

“The fact that I work for a re- 
spected dealer has been a tremen- 
dous help in selling cars,” Gulino 
said. “A salesman’s performance 
depends to some extent on the 


dealership and the dealer’s attitude 
about his sales personnel. 

“Here at Nelson Mintz’s I have 
been thoroughly instructed and I 
feel that there igs leadership and 
direction at this dealership,” he 
confided. 

Mintz insists on his salesmen 
being well armed with a thorough 
knowledge of their product. He 
backs up his demands by person- 
ally supervising an 8:30 a.m. sales 
training meeting every Monday. 

Mintz advises his salesmen to 
have the right approach, the right 
attitude, complete knowledge of 
product and prices of accessories 
by groups and the correct manner 
in which to ask for the order. 

This is a pattern of operation 
that is parallel to Gulino’s third 
basic requirement for good sell- 
ing, namely, that every salesman 
should know his product back- 
wards and forwards. 

“How can a customer respect 
your opinion about what his best 
automotive buy should be, if he 
hears you stumbling over a sales 
pitch or you are unable to answer 
logical questions about the opera- 
tion, or the added features of your 
Product when compared to the 
competitive make?” Gulino asked. 

“Too few prospects know all the 
salient points about your product,” 
Gulino said. “If you think so, you’re 
licked.” 

On price, Gulino had this to say: 
“Too many automobile people think 
today’s prospect is only interested 
in price. This is one of the greatest 
fallacies in our business and one of 
the most dangerous as far as the 
salesman is concerned. How do you 
think all those expensive foreign 
jobs were sold when lower-priced, 
American-made cars were slow. 
Price and price alone will not sell 
a@ car.” 

Gulino believes salesmen should 
confine their sales pitches to the 
value of the product, service and 
the reputation of the dealership, 
and discuss price only at the 
time of closing. 

Gulino hit on another important 
point—he never talks product until 
his prospect is behind the wheel of 
@ car. 

“Some prospects balk at a dem- 
onstration ride,” Gulino admits. “I 
ask these people if they would 
spend $100 for a suit of clothes 
without trying it on.” Another ap- 
proach, Gulino explained is this— 
“If you intend to invest in such a 
valuable piece of property (never 
say high priced) as an automobile, 
you owe it to yourself to test it.” 





Build 75-MPH-Limit Cars, 
Miami Judges Urge Makers 


MIAMI.—AIl 13 Miami traffic 
judges have joined Chief Judge 
Jack Turner in urging automobile 
manufacturers to cease building 
cars capable of going faster than 
75 miles per hour. 

This is the same Judge Turner 
who recently proposed manda- 
tory jail sentences for all driv- 
ers guilty of “causing an acci- 
dent.” 

The courts turned down the 
mandatory provision and made the 
jail sentence optional, so now, 
whether one goes to jail in an au- 
tomobile accident case depends on 
what judge presides at the trial. 

Judge Turner has written letters 
to Florida Senators George Smath- 
ers and Spessard Holland saying, 
“We think it is ridiculous to man- 
ufacture cars which will do 120 
MPH when the maximum speed 
limit anywhere in the United 
States is 70. 

“Speed is a major cause of acci- 
dents everywhere, but the automo- 
bile industry keeps on promoting 
faster and faster cars.” 

The letter went on to say that 
manufacturers should be required 
to equip all new cars with built-in 
governors or preferably design all 
engines incapable of exceeding 70 
MPH. 

The judge also suggested a law 
that would make it a federal of- 
fense to “soup up” a car. 

Dade County (Miami) accident 
statistics indicate that most ac- 
cidents occur when the cars in- 
volved are travelling less than 
50 MPH, but Judge Turner 
argues that limiting the possible 
speed of automobiles would have 
a psychological effect in eliminat- 
ing competition among manufac- 


turers and motorists to have the 
fastest car on the road. 

Miami traffic enforcement offici- 
als declared they doubt whether 
the proposal would prevent many 
accidents. 

All the furor is caused by the 
Soaring death toll in Dade County; 
96 victims this year as compared 
with 87 a year ago. 


DuMont Awarded 


Army Contracts 


CLIFTON, N. J.—The Army De- 
partment, Rossford Ordnance 
Depot, Toledo, has awarded re- 
search and development contracts 
totalling $121,000 to the Allen B. 
DuMont Laboratories Divisions, 
Fairchild Camera & Instrument 
Corp., for study, design and proto- 
types of vehicle engine and elec- 
trical system analyzing equipment. 

Two types of equipment are in- 
volved in the development work, 
said DuMont. One will be “multi- 
fuel engine electronic diagnostic 
equipment,” probably an _ escillo- 
scope type of analyzer similar to 
the commercial DuMont Engine- 
Scope, the scope-type analyzer pio- 
neered ‘to the automotive industry 
by DuMont four years ago. 

However, the firm said, the new 
type analyzer to be developed will 
be applicable to diesel and other 
type engines as well as to conven- 
tional engines with ignition sys- 
tems. 








Sated Tuliee 1H 


JEFFERSON CITY, Mo.—Sarco, 
Inc., Highway 50, Loose Creek, Mo., 





is a newly appointed International 
truck dealer. 








AUTOMOTIVE NEWS, SEPTEMBER 19, 1960 


Financial Front 





pares with net earnings for the 
first half of 1959 of $5,150,288. Earn- 
ings for the second quarter 
amounted to $2,235,846, compared 
with $3,181,705 for the second quar- 
ter of 1959. 


National Vulcanized Fibre Co. ex- 
pects to increase production 33 per- 
cent by 1964, with sales of $32 mil- 
lion, President Eugene R. Perry 
told members of the New York So- 
ciety of Security Analysts. 

The Wilmington firm posted rec- 
ord sales and earnings in 1959. Net 
earnings were $1,840,439 and net 
sales climbed to $24,159,892 from 
$16,043,897 in 1958. 

+: * * 


Parker-Hannifin Reports 


Record Sales, Earnings 


New high records for sales and 
for earnings were reported for the 
fourth successive year by Parker- 
Hannifin Corp. in its report for the 
fiscal year ended June 30. 

Net earnings were $2,873,537 on 
sales of $50,711,631. For the previous 
fiscal year, net earnings were $2,- 
464,916 on sales of $43,238,970. 

* * * 












General Tire Sales Rise, 
Profit Dips in First Half 


The consolidated sales of General 
Tire & Rubber Co. for the six 
months ended May 31 were $350,- 
752,897. Consolidated sales for the 
comparable period a year ago were 
$305,339,274. 

Estimated earnings for the first 
six months of fiscal 1960 were $11,- 
236,964. For the like 1959 period, 
General Tire reported estimated 
earnings of $13,929,809, 

* 


Motor Wheel Net Slumps 


Despite Steady Sales 


Motor Wheel Corp. for the six 


Autolite Reports Increase months ended June 30 reported 


the first six months of 1959, M. F. 
Cotes, president said. 

Cotes said that profits were 
squeezed primarily because of in- 
creased production costs. He 
stated that Motor Wheel is main- 
taining or improving its position 
with all automotive customers 
and has acquired a “favorable 
share” of the compact-car busi- 


ness. 
* * * 


Fedders 


Fedders Corp., nine months end- 
ed May 31, 1960 vs. 1959: Sales, $51,- 
401,248 and $38,342,688; earnings, 
$3,475,128 (including a nonrecurring 
$106,650) and $1,940,963. 

= os + 


Black & Decker 


Black & Decker Mfg. Co., Tow- 
son, Md., report for first nine 
months of fiscal year, 1960 vs. 1959: 
Profit, $4,100,754 and $3,416,228; 
sales, $44,860,998 and $39,025,510. 

* * * 


Hertz Sales, Earnings 


Set Record in First Half 


Highest revenues and highest 
profits of any comparable period 
in its history were reported by 
Hertz Corp. for the first half of 
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crease of 15.7 percent over revenues 
of $52,563,960 in the first half of 
1959. Net income was $3,309,690 in 
1960 against $2,577,082 in 1959, an 


increase of 28.4 percent. 
* * * 


Fruehauf Net Rises 


57 


June 30 of $6,975,473, ag against 
ee arr 


This increase in net profit was 
realized while the company’s net 
sales remained relatively un- 
changed from the like period of 
last year. Net sales for the six 
months were $125,031,874, as 
against $124,289,073 for the same 


period of 1959. 
* * * 
Federal-Mogul-Bower Lists 


Lower Sales and Profit 


Net sales of $61,944,000 and earn- 
ings of $5,009,000 were reported by 
Federal-Mogul-Bower Bearings for 
the first six months of 1960. 

In the corresponding period of 
1959, sales totalled $64,547,000 and 
net earnings were $6,630,000. 

* * a” 


Hupp Breaks Records 


CLEVELAND. — Sales and net 
earnings of Hupp Corp. in the first 
half of 1960 were highest for any 
like six-month period in the com- 
pany’s history, Don H. Gearheart, 
president, reports. Net sales for the 
six months ended June 30 amounted 
to $41,929,000, an increase of 11 per- 
cent over the $37,697,000 recorded 






















In Sales, Decline in Profit 


Consolidated net sales of Elec- 
tric Autolite Co. in the first half 
amounted to $115,756,452, an in- 
crease of 16 percent over sales of 
$99,732,423 for the corresponding 
period of 1959. Due to lower re- 
quirements for original equipment 
parts, sales for the second quarter 
of $55,980,137 were approximately 
6 percent less than sales for the 
first quarter. Sales for the second 
quarter of 1959 amounted to $57,- 
843,250. 

Net earnings for the first six 
months were $4,521,266. This com- 


Weaver Appoints 
Five Regional 


Sales Managers 


SPRINGFIELD, Ill.—Reorganiza- 
tion and expansion of the sales de- 









T. L. Wheeler 


partment of Weaver Mfg. Co., in- 
cluding the appointment of five 
regional sales 
managers, has 
been announced 
by Kenneth W. 
Sward, general 
manager. 

The new Weav- 
er sales execu- 
tives are Henry 
P. Lange, East- 
ern region; 
Thomas L 

. Wheeler, South- 
H. P. Lange eastern region; 
Warren L, Smith, Central region; 
Ray F. Lane, Midwest region, and 
M. H. Austin, Western region. 

“The regional sales managers 
will report to Ruel Logan, sales 
vice-president, and will assist him 
in closer field supervision,” Sward 
explained. 

Weaver’s sales force is being in- 
creased and the size of individual 


R. F. Lane 








M. H. Austin W. L. Smith 
sales territories is being reduced to 
permit more frequent contacts with 
and better service to Weaver cus- 
tomers, Sward added. 

Lange, who joined the company 
in 1936 formerly was national ac- 
counts sales supervisor, Wheeler, 
Lane and Austin were formerly 
district sales managers at Alexan- 
dria, Va., Cortland, N. Y., and Los 
Angeles, respectively. Smith has 
been a Weaver sales representative 
at East Hartford, Conn. since 1955. 


net earnings of $504,857, compar- 
ed with $831,933 in the like period 
a year ago. Sales were $82,483,- 
670, compared with $32,118,626 in 


this year. 





Walter L. Jacobs, Hertz president, 
reported that revenues for the first 
half of 1960 were $60,791,491, an in- 


To Near $7 Million 


profit for the six months ended 


in the first half of 1959. Net income 
in the first half amounted to $1,- 
reports net ag as compared with $1,027,000 
n 1959. 





reasons why 
this new Jexaco marine 
product is increasing 
service station 


New Texaco Outboard 

e Motor Oil is attracting busi- 

ness to Texaco Dealers because 

the bulk of outboard oil sales is 

made at service stations—not only 

for outboards, but for mowers and 
other power equipment too. 


Buyers want the superior 

e performance of new Texaco 
Outboard Motor Oil. Rigid tests 
against five competitive outboard 
oils proved that new Texaco Out- 


business 





board Motor Oil gives the best 
protection against spark plug foul- 
ing, hard starting, corrosion and 
engine wear. 


Texaco national advertising 

e brings in buyers. Just these 

three reasons present additional 

evidence that it’s worth while to 
sell the best. . . sell 


TEXACOG® 


ee ee 
AN-9 
A PROMISING FUTURE is one of the advantages 
of teaming up with Texaco. There may be an op- 
portunity for you. Investigate — send this coupon 
to Sales Manager, Texaco Inc., 135 E. 42nd Street, 
New York 17, N.Y. 
| would like to get complete information about 


the possibility of becoming a Texaco a] Dealer 
(1 Consignee ([[] Distributor (Please check) 
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Catch up with a woman’s way of thinking about her automobile. For it’ 


comes to making car buying decisions. No wonder the VOGUE reader herself is a 1 
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the look, the sweep of line, colour, trim, the aura of a certain-name or mode 
that sells a woman. VOGUE readers live at a car pace that approaches the sor Ce 
They bank, shop, take the children to school, meet trains, view movies, buy | 0 
dogs...all by car. And this drive-in way of life puts them in the driver’s seat w . 


VOGUE/a Condé Nast Publication /420 Lexington Ave./New York 
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in car buying. . - influencing the colour of the car in 80% of the 
es in 79%; body type in 67%; the make of the car 56% 
Catch up to her way of thinking, catch on to what makes 


, > buy. Nothing accelerates car 
a. es like fashion . . . Nothing 
“ c slerates fashion like... 
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Medick Heads 
New Ford Group 
In Columbus, O. 


COLUMBUS, O.—C. W. Medick, 
L, E. & C. W. Medick Co., Inc., 
has been elected chairman of the 
community relations committee re- 
cently established by Ford Motor 
Co, dealers in Columbus. 

Medick said the committee, com- 
posed of Ford and Lincoln-Mercury 
dealers and Ford tractor and imple- 
ment distributors, will coordinate 
dealer participation in community 
activities. 

Other members of the committee 

are: 
Neil Rush, Rush Motor Sales; 
George Krieger, Krieger Lincoln- 
Mercury, Inc.; Warren Germain, 
Germain, Inc.; Dan Rohyans, Dan 
Rohyans Ford, Inc.; L. K, Fish- 
inger, Beasley Ford Co. 

Stewart Gandolf, Gandolf Ford 
Sales, Inc.; John Gager and Robert 
Keim, Gager-Keim, Inc.; James 
Becker, Worthington Motor Sales; 
Jack Fisher, Watson Motor Re- 
builders Co., and D. T, Hayward, 
Ohio Tractor & Implement Co. 








In addition, Eastern offers freight space on over 400 daily passenger 
flights — including DC 8-B Jets and Prop-Jet Electras—to 128 cities 
in the United States, Canada, Bermuda, Puerto Rico and Mexico. 


Now— EASTERN’S Flying Freighters ste 


OVERNIGHT 
DELIVERY 


NEW YORK—MIAMI—SAN JUAN 
NEW YORK—ATLANTA—NEW ORLEANS—MOBILE—HOUSTON 
CHICAGO— ATLANTA—MIAMI—SAN JUAN 


@ Reserved space on every Freighter flight. 

® Pressurized and temperature-controlled. 

@ Flights daily except Saturday and Sunday nights. 
© Pickup and delivery service available. 
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Across the Nation .. . 





Auto Dealer Changes 


land, Ill.; Adcox Murrah Motor Co., 
Inc., Oak Ridge, Tenn.; Bonesteele 
Sales & Service, Salem, Ore.; R. S. 
Smith Motor Co., Sandy, Ore., and 
Action Sales Centre, Coeur d’Alene, 
Id. 


WASHINGTON. — Ourisman- 
Renault has opened at 1301 Good 
Hope Rd., S. E. The Ourisman fam- 
ily also operates a Chevrolet deal- 
ership. 

















* * * 


Malcom Dodge Opens 
FULLERTON, Calif. — Malcom 
Dodge has opened at 201 S. Harbor 
Blvd. The dealership is headed by 
John Cochrane, formerly Western 
area truck sales manager for Dodge 
Division. 


* * + 
Austin-Healey Deal 
BURLINGTON, Ia. — Inghram 
Auto Sales, 3200 Agency Ave., is 
handling Austin-Healey and Austin. 
Al and Earl Inghram head the 

firm. 


Datsun Appoints 
27 More Dealers 
On West Coast 


SAN MATEO, Calif.—Franchises 
have been awarded to the follow- 
ing dealers in California, Arizona, 
Oregon and Washington, it is an- 
nounced by Bob Woolverton, north- 
ern zone manager of Western Dat- 
sun Distributors here. 

California: Beare Motor Co., Bel- 
mont; C. C, Motors, Oakland; 
George L. Reid, Palo Alto; Home 
Motors, Hayward; Rancho Motors, 
Sunnyvale; Smart Motors, San 
Jose; Chamberlain Motor Sales, 
Eureka; Tourney Auto Sales, Red- 
ding; Gearhart Pontiac, Redlands; 
Economy Car Center, San Diego; 
Tucker Auto Sales, Bakersfield; 
Camarillo Motors, Camarillo; Bush 
Motors, Delano; Downtown Auto 
Sales, Inc., Los Angeles; Love & 
Hust Motors, Garden Grove; Mac’s 
Auto & Truck Service, El Monte; 
Virginia Motors, Los Angeles; Au- 
tocrat Motors, Westminster. 

Arizona: Foreign Motors, Phoe- 
nix; S & W Motors, Tucson. 

Oregon: Wagon Town Oregon, 
Ltd., Salem; Red Rolls, Milwaukee. 

Washington: Aberdeen Wholesale 
Dealer, Aberdeen; Auto Trading 
Post, Everett; Johnson Auto Sales, 
Fife; Bill Deupree Motors, Seattle; 
Gowin Motors, Tacoma. 

The dealers will carry the full 
Datsun line—the four-door sedan 
and four-door station wagon, the 
Fairlady sports convertible and the 
pickup truck. 

* 


NSU, BMW Add Outlets 


NEW YORK. — Fadex Commer- 
cial Corp., importer of BMW and 
NSU Prinz, has appointed the fol- 
lowing dealers: BMW — Connolly 
Buick Co., Inc., Boston; Don Sharp, 
Inc., Oceanside, Calif.; O’Hara Mo- 
tor Sales, Poughkeepsie, N. Y., and 
Russel Motors, Inc., Cincinnati. 
NSU Prinz—Southwestern Motors, 
San Diego; Harbor Auto Parts, Le- 


White Buys Buick Deal 


BEVERLY HILLS, Calif—tirv 
White, who has been Buick dealer 
in Beverly Hills, has purchased the 
Vaughn Buick dealership at 250 S. 
La Brea. White took over the deal- 
ership from Spencer Honig about 
two years ago. He was Honig’s 
service manager. 

* * + 


Pontiac Deal for Turpin 


ALEXANDRIA, La.— D. Merrick 
Turpin is the new Pontiac dealer 
in Alexandria. He is president of 
Turpin Pontiac Co., successor to 
Chieftain Pontiac Co. Turpin was 
Sales manager of a Greenwood 
(Miss.) dealership for 13 years be- 
fore moving to Alexandria. 

+ + * 





Earl Carter Retires 


DALHART, Tex.—Earl S. Car- 
ter has dissolved the partnership 
between his son, E. J. Carter, and 
himself in the Carter Motor Co., 
and has retired after 51 years in 
the automobile business, A new 
partnership has been formed be- 
tween E. J. Carter and Charles 
A. Sider, shop manager for the 
firm for the past 12 years, and 
the business will be continued 
under the same name. 

~ * * 


Skoda Adds 2 Outlets 


NEW YORK.—Chatham Motors 
Co., Inc., Chatham, N. Y., and 
Holmes Auto Sales & Service, Nor- 
wich, N. Y., have been appointed 
Skoda dealers. 

+ + 
St., Haverhill, Mass.; Echo Motors, 
Inc., Route 25A, Port Jefferson Sta- 
tion, N. Y. 

Mace’s Auto Sales & Service, 68 
Elm St., Newport, Me.; Tel Motor 
Sales, 24100 Michigan Ave., Dear- 
born; Ray Thomas, Inc., 1632 Front 
St., Cuyahoga Falls, O.; S and S 
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of Auto France, Inc., Second and 
Fillmore, and is handling Lark, 
Jeep, Renault and Peugeot there. 
Economy has another showroom at 
320 E. 10th St. for Lark, Jeep, Mer- 
cedes-Benz, Jaguar, Austin, Austin- 
Healey, MG, Morris, Hillman, Tri- 


umph, Volvo and Borgward. 
* + * 


Richmond Motors Moves 


RICHMOND, Va.—Richmond Mo- 
tor Co., Inc. (Ford) has moved into 
its new quarters at 4600 W. Broad 
St. The dealership, which was 
formed in 1916, now is located on 
a 7%-acre site. The firm is headed 
by W. G. King. 


* * * 


City Buick Opens 

MANCHESTER, N. H.—A four- 
day grand opening was held by 
City Buick, Inc., a new Buick-Opel 
dealership at 664 Chestnut St. 
James B. Cornish is president and 
Leslie L. Beeten is vice-president. 
Cornish was formerly a district 
manager for Buick in the Connecti- 
cut area and Beeten was a Buick 
district manager in the same area. 

+” * * 


Buick Signs Waters 


SAN FRANCISCO.—Tom Waters 
has been appointed a Buick dealer. 
His firm, Waters Buick, is at Van 
Ness Ave. and Bush St. 

* * * 


Ackerman, Davis Open Deal 


BATTLE CREEK, Mich.—Acker- 
man-Davis (Dodge) has. been 
opened at 1020 E. Columbia Ave. by 
Holt Ackerman, formerly of St. 
Louis, and Jesse J. Davis, formerly 
of Terre Haute, Ind. They acquired 
the franchise operated until last 
November by A. C, Baker, Inc. 


Studebaker Gives 
Lark Franchise 
To 50 Dealers 


SOUTH BEND. — Studebaker- 
Packard Corp. has signed 50 new 
dealerships. They are as follows: 

R. Brown & Son, Inc., 121-131 
N. Comrie Ave., Johnstown, N, Y.; 
J. D. Fisher Buick Co., 2396 N. Col- 
lege, Fayetteville, Ark.; Helley 
Auto Co., 297 W. Main St., Ameri- 
can Fork, Utah; Hoylman Equip- 
ment Sales, Route 17, St. Albans 
(Scary), W. Va., and Universal 
Motors, Route 1, Langhorne, Pa. 

Mayes Brothers, 304 Pennsylvania 
Ave., Lovell, Wy.; Harris Motors, 
East Crogan St., Lawrenceville, 
Ga.; Capito] Studebaker Co., Inc., 
2900 Capitol Ave. Sacramento, 
Calif.; Quality Motors, 608 E. Divi- 
sion, Arlington, Tex. and Stude- 
baker Sales & Service, 1430 Clare- 
mont, Ashland, O. 

Angell’s Motor Sales, 37 N. Broad 
St., Fairborn, O.; Bluff City Im- 
ports, Inc., 735 Union Ave., Mem- 
phis; Walt’s Standard Service, 421 





N. 13th St., Decatur, Ind.; Shidler 
Motor Co., 522 W. Douglas, Wich- 
ita; Northway Motors, 715 E. Supe- 
rior St., Duluth, and F. R. Mohn 
Sales & Service, 221 E, First St., 
Shakopee, Minn. 

Viking Motors, Inc., 116 E. Pio- 
neer Ave., Puyallup, Wash.; Loch- 
mandy Studebaker Sales, 1708 E. 
Lincolnway, Valparaiso, Ind.; 
Gene’s Auto Rebuilding, 18800 Van 
Dyke, Detroit, and Baker & Lolke- 
ma, 405 E. Ridge Rd., Griffity, Ind. 

Allied Motor Co., 1750 N. Harlem 
Ave., Elmwood Park, Ill.; Barney 
Motor Sales, Inc., 449 S. San Fer- 
nando Bivd., Burbank, Calif.; Tom 
Conder Oldsmobile, 310 N. Main St., 
Baytown, Tex.; Drew-Johnson Mo- 
tor Co., Zangs & Colorado, Dallas, 
and Lawson Motors, 3248 16th St., 
Port Arthur, Tex. 

M. B. Motor Co., Inc., 1410 W. 
Morehead St., Charlotte, N. C.; Mc- 
Kean Studebaker Co., 5001 Liberty 
Ave., Pittsburgh; Bob Nunn Mo- 
tors, 2934 King Ave., Jacksonville, 
Fla.; Vaders & Fox, Inc., 9351 
Bustleton Ave., Philadelphia, and 
Zenith Motor Car Corp., Inc., 4400 
N. Cicero Ave., Chicago. 


Flock Buick Co., Inc., 155 Main 
St., Auburn, Me.; Ross & Co., 569 
Columbus Ave., New Haven, Conn.; 
R & R Auto Sales, 718 G Ave., 
Douglas, Ariz.; Birge Motor Co., 
1309 Scott St., Wichita Falls, Tex.; 
Smith Motor Sales, 455-461 River 

Alan Byer Auto Sales, Inc., 737 
W. Genesee St., Syracuse; James 
Buick-Studebaker, 401 Front St., 
Spooner, Wis.; Fargason Motors, 
Inc., 2131 Main, Baton Rouge, La.; 
Minner’s Esso Service, 204 Maple 
Ave., Chestertown, Md.; Model City 
Auto Sales, 1790 Fort Patrick 
Henry Dr., Kingsport, Tenn.; Du- 
Kay Imported Cars, Inc., 420 
Bloomfield Ave., Newark; Motor 
Car Sales, Inc., 809 University Ave., 
St. Paul; Priest’s Sales & Service, 
73 Exeter St., Newmarket, N. H.; 
Rodgers Auto Sales, Front St., 
Morehouse, Mo.; Williamson’s Auto 
Sales, S. Main St., Federalsburg, 
Md. 


* * * 


Scarazzo Takes Rambler 
NEW CASTLE, Pa.—Scarazzo 
Rambler has opened at 414 Taylor 
St. George W. Scarazzo is president. 
oF af 


Smiley-Berge Opens 
MESA, Ariz.—Smiley-Berge Mo- 
tor Co.’s new Ford plant at 256 E. 
Main has been opened. Facilities 
include 2,800 square feet of working 
area with 40 mechanical stalls. 
* * * 


Triumph Adds 5 Dealers 

GARDENA, Calif.—Five Triumph 
dealers have been added by Cal 
Sales, Western distributor. They 
are: Antoyan Motors, Los Angeles; 
Harbor Motors, Costa Mesa, Calif.; 
Dick Fitzroy Motors, Oceanside, 
Calif.; Hunter Bros. Motor, Inc., 


(Continued on Page 61, Col. 1) 





Something New in Parking Structures— 


For Information and Freight Reservations, call your 
Freight Ferwarder, Carge Agent or Eastern Air Lines. 


EASTERN|AIR LINES 





Automotive, Inc., 127 E. Calhoun 
St., Bainbridge, Ga. 
* * ” 
Economy Motors Grows 


AMARILLO, Tex.—Economy Mo- 
tors has taken over the quarters 


Tishman Research Corp., a subsidiary of Tishman Realty & Construction Co., New 
York, has developed a new concept in self-parking structures. By standardizing precast 
and prestressed concrete components, Tishman has developed a system of mass pro- 
ducing parking structures off-site. The structures, called Tierpark, are then assembled 





on site in multiple combinations. This system is said te produce a single-tier structure 
that can be erected in days, or a multi-tier structure that can be erected in weeks. 
Shown above, is an artist's conception of the Tierpark structure. 
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Across the Nation ... 





Auto Dealer Changes 


(Continued from Page 60) 


Pueblo, Colo., and Sports Car Cen-| Inc., Ravenna, O.; Lew Teets Jeep, 
ter, Billings, Mont. Alliance, O.; Fisher Motors, Inc., 
v5 Minot, N. D.; Banham Jeep Divi- 
sion, Toledo. 
* 








* 


18 New Franchises 
Issued by Fiat 


NEW YORK.—Fiat Motor Co. 
has announced the appointment of 
the following 18 dealers: 

Harbor Motors, 2150 Harbor 
Blvd., Costa Mesa, Calif.; Milana 
Motors, Ltd., 1300 Foothill Blvd., 
La Canada, Calif.; Holmes Motors, 
525 New Grove St., Lancaster, 


Cantrell Datsun Opens 
HOUSTON.—Clyde Cantrell has 
opened the city’s first retail Datsun 
outlet, Clyde Cantrell Datsun Co., 
1501 Clay. 
= * 


Banyas Adds Rambler 


HILLSBORO, O.—Banyas Motor 
Co. has been awarded franchises 
for Rambler and Metropolitan. The 


vliet, Mich., formerly operator of 
Smith Motor Co. 


Groussman Deal Remodelled 

DENVER—Harry Groussman, 
Inc, (Ford), 3537 S. Broadway, has 
completed a remodelling program 
which included a new salesroom, 
offices and service department. A 
special truck-service department 
has been installed. The firm is 
headed by Ronald Groussman. 

* * * 


Green Lists 4 Changes 


In Its Dealer Network 


LOS ANGELES —John Green 
Corp., Renault-Peugeot distributor, 
has announced four changes among 
its dealers, John Bohls, Inc., 9609 
Lakewood Blvd., Downey, Calif., 
has been named a dealership for 
the two lines, 

Noll Auto Co., 44435 Sierra High- 
way, Lancaster, Calif.. has become 


Calif.; Keyes Motors, 5700 Van 
Nuys Blvd., Van Nuys, Calif.; Perri 
Oldsmobile Co., 421 N. Fourth St., 
Fort Pierce, Fla.; Cooke Motor Co., 
Inc., 100 S. Washington Blvd., Sar- 
asota, Fla.; Hopkins Motor Sales, 
Inc., 706 Excelsior Ave, W., Hop- 
kins, Minn.; Line Oldsmobile, Inc., 
1469 University Ave., St. Paul, and 
K and G Import Motors, 910 E. 
Broadway, Missoula, Mont. 

Specialty Imported Motors, 300 N. 
Albany Ave., Atlantic City, N. J.; 
Jerry Unser Motor Co., 7700 Central 
Ave. S. W., Albuquerque, N. M.; 
Manzari Auto and Boating Center, 
Scotts Corners, Routes 17k & 208, 
Montgomery, N. Y.; Park Place 
Garage, Broadfoot Ave., Fayette- 
ville, N. Y.; Barnes Motor Co., 1512- 
20 Dawson St., Wilmington, N. C.; 
Plaza Motor Co., 2828 White Settle- 
ment Rd., Fort Worth; Fisher-Hess 
Pontiac Co. 2305 Grant Ave., 
Odgen, Utah; Barbour Cadillac Co., 
600 W. Church St., Martinsville, 
Va.; Lloyd W. Stephens Co., 1236 
Washington Way N. E., Longview, 
Wash. 




























* * a 


Johnson Ford Moves 


HOUSTON.—Luke Johnson Ford, 
Inc, has moved into new quarters 
at Reveille St. and Park Pl, The 
firm operated for 32 years at 615 
Broadway. 


Willys A ppoints 
44, New Dealers 
For Jeep Line 


TOLEDO. — Appointment of 44 
new dealers to handle the Jeep line 
is announced by C. W. Moss, sales 
vice-president of Willys Motors. 
They are: 

Milne Brothers, Pasadena, Calif.; 
Reese Motor Co., Lamar, Colo.; 
Derrow Motor Sales, Defiance, O.; 
Bob’s Jeep Sales, McCook, Neb.; 
Vail Motor Corp., Riverhead, N. Y.; 
W. A. McElveen, Inc., Sumter, S. 
C.; West Main Jeep, Santa Maria, 
Calif. and Kain & Lagrew, Inc., 
Frankfort, Ky. 

Deacon Brown Jeep Headquart- 
ers, Hayward, Calif.; Roberts- 
Nyssa, Inc., Nyssa, Ore.; Ruffu 
Motor Mart, Pleasantville, N. J.; 
Melenbacker-Pfeiffer, Inc., Geneseo, 
N. Y¥.; Maier-Schule, Inc., Lockport, 
N. Y.; Champlin Motor Sales & 
Service, Bloomington, Ind., and 
Tempesta Motors, Dexter, Me. 

Ligonier Sales, Ligonier, Pa.; 
Caro Motor Sales & Service, Eve- 
rett, Pa.; Dewey Sales & Service, 
Hastings, Mich.; Walker Tractor 
Co., Vilas, N. C.; Hughes Motor 
Co., Inc., Graham, N. C.; Mountain 
Valley Jeep, Monte Vista, Colo.; 
Jones-Fennell Motor Co., Tallahas- 
see, Fla., and Mark Motors, Bound 
Brook, N. J. 

Niobrara Motors, Lusk, Wyo.; 
Clearwater Motor Cars, Inc., Clear- 
water, Fla.; Putnam Motors, Inc., 
Greenwich, Conn.; C. R. Osborn 
Motor Co., Clinton, Mo., and Des- 
chaw & Moning Co., Lincoln Park, 
Mich. 

Midland Jeep Sales, Midland, 
Mich.; A. C. Morris Garage, Sum- 
mersville, W. Va.; Kerrville Jeep 
Sales, Kerrville, Tex.; Gordon's 
Jeep Sales, Tiffin, O.; Evergreen 
Motor Co., Bellingham, Wash.; Al- 
liance Motors Co., Niagara Falls, 
N. Y.; Boggus Tractor & Jeep Co., 
Harlingen, Tex. 

Super Auto Service Jeep Center, 
Fort Smith, Ark.; Bob Jeffrey Co., 
Inc., Wagoner, Okla.; Pennell Mo- 
tor Co. N. Wilkesboro, N. C.; 
Davies Farm Supply, Hamilton, 
Mont.; Mercer Motor Co., Prince- 
ton, W. Va.; Hogle Motor Sales, 


firm also handles Buick and Opel Noll-McB ride Co. é 
- . as O. N. Me- 
and is owned by John W. Banyas. Bride } joined William Noli in 


Smith Opens VW Deal 


MICHIGAN CITY, Ind.—Econo- 
my Autos, Ltd., has opened at 1411 
Franklin St. as a Volkswagen deal- 
ership. President and general man- 
ager is Thomas J. Smith, Water-'! Chico, Calif., to Park Motors, Inc. 


FRAM AND FRAM SUPPLIERS 
REWARD DEALERS WITH GIFTS 
THAT ARE ABSOLUTELY FREE! 


the partnership, Holiday Motors, 
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Veteran S-P Dealers Honored— 


Studebaker-Packard Corp. honored 21 New England S-P dealers at a recent meeting 
Inc., has set up a separate Renault-|of the New England Studebaker Dealers Advertising Assn. in Lynnfield, Mass. The 
Peugeot dealership at 4691 Van| dealers received plaques marking their 10 to 40 years of service as S-P dealers. At- 
Nuys Blvd., Van Nuys, Calif. Lud| tending, from left, were Ed Tate, S-P Boston zone manager; Ernest Platfoot, Eastern 
R. Camp has changed the name of | regional manager; John Farr, representative, S-P National Dealer Council; L. E. Minkel, 
Camp Motor Co., 2502 Park Ave.,|S-P vice-president; Richard Lathrop, president, New London, Conn., advertising associ- 


ation president; and Sidney A. Skillman, S-P general sales manager. 








ILLIONSSS 
IVEAWAY 
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These gifts are yours ABSOLUTELY FREE...personal gifts... for your home and workshop... for every member of your family! 


HERE’S HOW YOU GET YOUR FREE GIFTS: 


j Forevery 24 Fram Filters you buy your Fram 
Supplier will give you two gift certificates 
ABSOLUTELY FREE. 


© Certificates may be redeemed for yourchoice of 
fabulous nationally advertised merchandise. 


3 Gifts may be secured for two certificates, some 
for three, four, five, six, ten, twelve, etc. 


4 Certificates may be redeemed at any time or 
accumulated and redeemed for gifts in higher 
value categories. (Offer expires Dec. 31st, 1960.) 





FRAM CORPORATION, Providence 16, R.I. 


Gifts are ABSOLUTELY FREE...they don’t 
cost you a penny. They’re your reward for 
selling Fram Filters. Get your gift Certifi- 
cate Book from your Fram Supplier...start 
saving valuable Gift Certificates today. 


CURRENT FRAM NATIONAL ADVERTIS- 
ING MAKES FRAM FILTERS EASIER TO 
SELL THAN EVER BEFORE! Outstanding 
4-color ads in the Saturday Evening Post 
...billboards on major highways...exciting 
point-of-sale material! 


Get your share of 
valuable free gifts. 
ORDER FROM YOUR 
FRAM SUPPLIER 
TODAY! 





YOUR FIRST LINE OF ENGINE PROTECTION 
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DENVER.—All vehicles and lo- 


son, have been sold to Hertz Corp., 
New York, according to R. W. 
Cleghorn, president of the former 


Jacobs, Hertz president, said the 
acquisition of the largest of its re- 
maining li gives the corpo- 
ration a ionwide corporation- 
owned car and truck fleet of more 
than 43,000 vehicles. 

* + 


California U. C. Dealer 


Seized on Fraud Charge 


OAKLAND, Calif—John D. 
Levern, operator of five used-car 
lots in this area, has been ar- 
rested on a grand theft charge 
after being sought for three 
months. 

Police Inspector Les King said 
Lovern is suspected of selling fic- 
titious sales contracts to mer- 
chants and bankers, He said 
Lovern’s company, Lovern’s En- 
terprises, is $404,000 in the red. 


$515,534 Estate Is Left 


By Dealer H. L. Johnson 


ALBANY.—The value of the 
estate of the late Henry L. John- 
son, Troy and Utica auto dealer, 


Canada Hits High 
For Overall Sales 


Imports Lift Dealers 
To First-Half Mark 


TORONTO.—While the Canadian 
auto industry is none too happy 
about its performance in the cur- 
rent year—indeed the clamor for 
government help by parts of the 
industry and the unions has led to 
the appointment of a one-man 

Commission to probe into 
the industry—nevertheless the fact 
is that Canadian dealers enjoyed a 
record first half in 1960, selling 
256,307 new cars, 

This was an increase of 9,202 
units, or 3.7 percent, over the 247,- 
105 cars sold in the first half of 
1959 and a gain of 45,860, or 21.8 
percent, over 1958 sales. 

record, of course, is not 





the 
The steady increase in popularity 
of the small British and European 
models resulted in a record 69,109 
of such automobiles being sold in 
the first half of 1960, an increase 
of 16 percent over the 59,592 units 

sold a year ago. 

On a Toronto visit, meanwhile, 
Sir Leonard Lord, chairman of 
British Motor Corp., said his 
faith 12 years ago that there was 
a place for BMC products in 
Canada “for a purpose quite dis- 
tinct from that catered to by the 
domestic product had been fully 
vindicated.” 


“That is why,” he added, “I am 
encouraged by the action of the 
Canadian government in appoint- 
ing a Royal Commission on the 
automobile industry.” 

Sir Leonard said he knew the 
Canadian government was under 
pressure to restrict imports, but “I 
am confident from their attitude in 
the past that they appreciate our 
importance to the Canadian econ- 
omy as a significant contribution to 
the expansion of two-way trade be- 
tween Canada and the United 
Kingdom.” 

Earlier, Ford of Canada had an- 
nounced it would start its 1961 
model run with 1,100 fewer workers 
and a United Auto Workers official 
had blamed car imports for the 
cutback. 

General Motors of Canada also 
has announced it may cut about 
1,000 workers from the payroll. 


Auto News in Brief 




















was listed in a final accounting 
by his executors as $515,534. 

Mr. Johnson, who died in 1956, 
was the owner of H. L. Johnson 
Sales, Inc., Troy and H. L. John- 
son Motors, Inc., Utica. 


* * > 


New Dana Boat Trailer 


Features Balloon Rollers 


TOLEDO.—Dana Corp.’s Parish 
Pressed Steel Division, Reading, Pa., 
has developed a new boat trailer, 
ealled “Dana Hull-Gard,” which 
supports sail-boats and power boats 
— on air-inflated balloon rol- 
ers. 

The unique trailer can be con- 
verted to all-purpose, all-season 
hauling by quick attachment of a 
cargo body. The body makes a 
campsite shelter or sleeper when a 
canvas roof is added. Capacity of 
the body igs about 500 pounds. It 
weighs 50 pounds, and folds flat for 
storage. Stake sides can be attached 
to increase volume capacity. 

* + 


U. S. Freight Launches 


Worldwide Piggyback 


NEW YORK.—The world’s first 
regular inter-continental piggyback 
service—a through interchange of 
highway, rail and ocean equipment 
—is announced by Morris Forgash, 
ee of United States Freight 


The transcontinental rail portion 
of the world-rounding service was 
scheduled at 3% days, coast-to- 
coast. Two years ago the same com- 
Pany inaugurated the nation’s first 
transcontinental piggyback service. 

* * * 


Record $540,583 Paid 


For Chevy Workers’ Ideas 


DETROIT.—More than a half 
million dollars were paid in the 
first half of this year for workers’ 
suggestions in 34 plants across the 
nation, according to Chevrolet. 

The alltime six-month high of 
$540,588 was awarded to workers 
who submitted ideas 
for improving manufacturing op- 
erations and and for 
time and material savings, the 
firm said. Previous six-month 
high under the suggestion plan 
adopted in 1942 was the $330,000 
— for the first six months 
of 1959. 


* * * 


L-M Evanston Deal Sold 


To Saporito by Moran 


EVANSTON, Ill.—Jim Moran an- 
nounceg the sale of Prestige Motor 
Sales, Inc. (Lincoln-Mercury), 1822 
N. Ridge Ave., Evanston, to Joseph 
C. Saporito, owner of West Gate 
Motors, Inc., 5420 Cermak Rd., Chi- 
cago. Moran purchased Prestige 
Motor Sales on Oct. 15, 1957. It 
has been a Lincoln-Mercury dealer- 
ship since 1922. 

Moran is president of Courtesy 
Motor Sales, Inc., 3567 W. Grand 
Ave., Chicago, which became a Ford 
dealership in 1956. 

* 


* * 


10,000 Cars Leased 


By Hertz in 5 Years 


NEW YORK. — The car leasing 
division of Hertz Corp. has placed 
its 10,000th automobile into lease 
service, Begun in 1955 with 1,750 
automobiles, the division accounted 
for more than $9 million in revenue 
last year, almost 10 percent of 
Hertz Corp.’s total volume. 

General Manager Hubert Ryan 
has headed Hertz Car Leasing since 
its inception. ‘The car leasing divi- 
sion deals in long-term leases of 
cars in fleets of five or more to com- 
panies, 

* * oo 


Saab 96 to Be Produced 


With Right-Hand Steering 

NEW YORK.—A right-hand- 
steered Saab 96 will be produced 
by the Swedish auto firm in re- 
sponse to numerous requests and 
to enable export to Great Britain, 
according to Saab Motors, Inc., 
New York importer. 


In order to move the wheel and 
other instruments, a spokesman 


said, Saab had to rebuild the steer- 


ing gear, gear-shift mechanism, ac- 











celerator and its linkage and other 
parts. The car will be shown this 
autumn at the International Motor 
Car Show in. London, he added. 


Cyclone Filter Sold 
To Gould-National 
LONGMONT, Cole. — Cyclone 


Filter Corp. here, veteran pro- 
ducer of automotive oil and air 


lass Hollar, Cyclone general man- 
ager. 

Cyclone, founded in Portland, 
Ore., in 1938, had its headquarters 
in Denver under the name of Air 
Cleaner Service Co. for several 
years. Cyclone manufactures and 
distributes oil and air cleaners 
for and diesel engines. 
Albert H. Daggett, president of 
Gould-Nati said the manage- 
ment will con unchanged. 

* * - 
Champion to Enlarge 
Ohio Ceramic Plant 


TOLEDO.—More than $2% mil- 
lion will be spent for further ex- 
pansion of the Champion Spark 
Plug Co.’s ceramic plant at Cam- 
bridge, O., announces R. A. Stran- 
ahan jr., president. 

Factory floor area will be in- 
creased 55 percent and additional 
engineering and office space will 
also be provided by the expansion, 
which has an anticipated comple- 
tion date in the spring of 1961. 


75 Cars a Month— 
John E. Millenbach, right, Millenbach- 


Fountain, Inc., Port Huron, Mich., goes 
over top-spot sales figures with his veteran 
sales manager, Gus Hamel. The firm, 
which keeps Dodge in third place in its 
trading area, averages 75 new-car sales 


a month. 
* * 


Millenbach Has Three ‘Rules’ .. . 


Holding Dodge in Third Place 


PORT HURON, Mich.—Daily op- 
erating control, an astute knowl- 
edge of the used-car market and 
the development of numerous “cen- 
ters of influence” have contributed 
much to the third-place status of 
Dodge sales in this area, according 
to John E. Millenbach, of Millen- 
bach-Fountain, Inc. 

“In total new-car sales (Millen- 
bach also handles three other 
Chrysler cars) we’ve outsold Ford 
and Chevrolet in the Port Huron- 
Marysville area,” he says. “With 
Dodge we have been in third 


population of 55,000.” 

According to Millenbach, the 
three most important facets to run- 
ning a profitable dealership are: (1) 
Know the used-car market; (2) 
have energetic, dependable “centers 
of influence” and make good use 
of them; (3) follow a simplified 
form of daily operating control. 


“Dealers—and their personnel— 
must know the local used-car mar- 
ket,” he says. “Go to nearby auc- 
tions, take your salesmen with you. 
We buy and sell all the time—35 
percent of our used cars are whole- 
saled. We work on a 20-day turn- 


Traffic-Building Promotion— 


over basis. Right now we have 35 
used cars in stock. 

“Our salesmen don’t sell both 
new and used cars because of the 
location of our two used-car lots. 
Our showroom is in the heart of 
town and our used-car lots are on 


Two-Hour Film 
Bares ’°61 Fords 


DEARBORN. — A two-hour film, 
featuring a variety of top Holly- 
wood stars, had its national pre- 
miere last week before 1,600 Ford 
dealers and salesmen from Mich- 
igan and Ohio. Ford Division is 
using the film to introduce its com- 
plete line of ’61 models to 40,000 
Ford dealers and salesmen from 
coast-to-coast, 

The film, in color and Cinema- 
scope, will be shown in each of the 
division’s 36 sales districts, Among 
the notables appearing in the film 
are Tennessee Ernie Ford, Mickey 
Rooney, George Murphy, Diana 
Dors, Chet Huntley, Louis Prima 
and Keely Smith. Non-show busi- 
ness talent includes Johnny Unitas 
and members of the Baltimore 
Colts and Charles M, Schulz and 
his roster of cartoon characters 
from the Peanuts comic strip. 





One of the cleverest traffic-building and attention geiting ideas used to demonstrate 
Valiant's size was that used by Calhoun Motor Co., Inc., in Anniston, Ala. During a 
Sel-A-Thon at the dealership, one of the prizes offered was for the most people from 


one family (they could be cousins, aunts, uncles, children, grandchildren or parents) 


that could get inside a Valiant four-door sedan. The above picture was made by the 
local newspaper of the family of 17 that squeezed inside the Valiant and got the 


doors closed. They were the prize winners. 


Valiant Exports 
Double Chrysler’s 
AU-1959 Total 


DETROIT.—All season long & 
steady flow of Valiant and other 
Chrysler car and truck products 
have been moving into the Detroit 
Marine Terminals and loading 
aboard ships of the Swedish Wal- 
lenius Lines and other foreign ves- 
sels. 

“The shipment of Valiants this 
year so far is double the total of 
all makes of Chrysler products 
shipped on the Wallenius Lines last 
year,” said Earl Roberts, manager 
of Great Lakes Motorships, Inc., 
agency for the Swedish line. 

While the Wallenius Lines has 
been carrying most of the Chrysler 
products to Scandinavian ports, 
other ships put into the Detroit 
Marine Terminals periodically to 
pick up fully assembled Valiants 
and lower then into their holds for 
delivery to Europe, South America 
and the Far East. 

The most recent consignment of 
Valiants was to Portugal, with the 
Yugoslavian ship Marco Marulic 
picking up 14 of them at the Ma- 
rine Terminals docks. 

An estimated $20 million worth 
of Chrysler-built automobiles and 
trucks will be exported from the 
Port of Detroit this season. This is 
double that of last season, accord- 
ing to a Chrysler spokesman. 


the north and south sides of the 
city, There are two men at each of 
the lots.” 

Although his sales staff is 
small, it is effective. Millenbach 
employs three active salesmen 
and 14 “centers of influence” 
(bird-dogs). His bustling sales 
manager is Gus Hamel, a veteran 
of 30 years in the business. 


“We added one salesman to our . 


staff this year—a 19-year-old who 
is better than many experienced 
men,” Millenbach said. “He walked 
into the showroom the day after 
graduation and said he wanted to 
sell cars. And he has. He’s been 
averaging 10 to 12 units a month.” 

Another Millenbach salesman, 
award-winning Henry Rider, con- 
centrates on truck sales—a big part 
of the dealership’s business. 

“We realize there’s a good profit 
in trucks,” says Millenbach. 
“Among our sales this model year 
have been four township school 
buses; six half and three-quarter- 
ton units to Southeastern Michigan 
Gas Co.; two 600s to Ogden & Mof- 
fet, general freight haulers; two 
700s to the Port Huron Township 
Fire Department, and two three- 
quarters and one 500 to the Detroit 
News. 

“We've done pretty well in the 

municipal field, too. So far we’ve 
delivered two Senecasg to the local 


City of Port Huron has two more 
pursuits on order.” 

Millenbach pays his salesmen 30 
percent of the gross on new cars 
and 40 percent on trucks. Service 
men get a 50-50 flat rate. 

Millenbach, who has been a 
Dodge dealer here for four years, 
does very little advertising. 

“Word-of-mouth praise is our 
best advertising; although we 
sometimes do a little in the classi- 
fied pages,” he says, 

Since the model year began, the 
dealership has grossed close to two 
million dollars, It averages 75 new 
cars per month. 





New Dow Badische Plant 
Nears Completion in Texas 


MIDLAND, Mich.—Completion of 
a plant in Freeport, Tex., to pro- 
duce butanols and first shipments 
and scheduled in early 1961, it has 
been announced by Dow Badische 
Chemical Co. 

The chemical products, n-butanol 
and iso-butanol, will be sold 
through Dow Chemical Co. to users 
in the lacquer and resin solvent in- 
dustry, the firm said. 
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e Now in Ditzler jobbers’ stocks everywhere. . . available in 
super-enamels, acrylics, lacquers! Formulated to give your refinishing 
work the deep richness, gleaming high gloss and rugged 

durability of the original colors. 


e Ditzler has been a leading supplier of original equipment finishes 
since 1902. During this long association with the motorcar 

industry, these materials have won high acclaim for their dependable 
performance. This reputation is your best assurance of more 

accurate color matches, easier workability and finest quality. 


e Your Ditzler jobber offers uniformly balanced materials to help 
you do complete repair jobs more efficiently, more economically, 
and with greater satisfaction to your customers. 


DITZLER COLOR DIVISION, PITTSBURGH PLATE GLASS COMPANY, DETROIT 4, MICH. . . . TORRANCE, CALIF. 


DITZLER 


PAINTS ¢ GLASS * CHEMICALS « BRUSHES « PLASTICS « FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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NEW PRODUCTS 


can cars. A catalog sheet illustrates 
each model and includes fast refer- 
© |ence application charts, the firm 
| said. 



















out the United States and Canada. | * 
Called “Free O’ Ice,” the new 
product is manufactured by Con- 
solidated Research & Mfg. Corp., 
New Haven, Conn. 
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HAND JACK—A series of heavy-duty 
hydraulic hand jacks, designed for both 
automotive service and general industrial 
use, has been introduced by Weaver Mfg. 
Co., a division of Dura Corp., 2100 S. 
Ninth St., Springfield, Ill. Available in 
30, 50 and 100-ton models, these jacks 
operate in vertical or horizontal position. 
They are especially adapted to filter-press, 
shop-conversion and production-line ap- 
plications, and are ideal for bending op- 
erations, lifting heavy loads, moving ma- 
chinery, and pressing bushings, it is said. 
Factory-tested at 1% times their rated 
capacity, these heavy-duty jacks are 
equipped with tandem two-speed pumps 
for fast load contact and have dual posi- 
tive-release valves to insure accurate con- 
trol of lowering speeds, it is claimed. 
There are convenient positioning handles 
on all models. WA-300, the 30-ton jack, 
has a rigid positioning handle, while 
WA-500 and WA-1000 each have two 
fold-down positioning handles. Two-piece 


pumping handles are also provided. 
.e-- > 








JACK—The Sav-T-Jack air-operated air 
lift features. a two-stage lift—43 inches 
and 62 inches. The post hoist lift is said 
to be included as standard equipment on 
all Sav-T-Jacks. The jack's lifting capacity| 
is 500 pounds. It is said to lift all cars 
and flat-bed trucks. Sav-T-Engineering Co., 
316 East Beach Ave... Inglewood, Calif. 


Plastic Card Promotes 
Magic Muffler Sealer 

A pre-priced plastic bubble card 
for promoting sales of Magic Muf- 
fler Sealer has been announced by 
Magic Iron Cement Co., Inc., Cleve- 
land 28, O. 

Designed to hold a six ounce muf- 
fler sealer tube, the card is punched 
for hang-up on peg board display. 
It also can be used on merchandis- 


ing tables or counters. 
* A + 


DECK MATS—Mats Unlimited, Inc., 5001 
Baum Bivd., Pittsburgh 13, Pa., has an- 
nounced station wagon cargo deck mats. | 
These replacement deck mat sets are die 
cut from original equipment ribbed vinyl 
station wagon matting. Available for most 
popular makes, the mats are color-keyed 
in car factory patterns to match interior 
trim. Included with the set of mats is a 
can of Matstich adhesive. for installation. 








































MoPar Haze Cream 


MoPar Division, P. O. Box 1718, 
Detroit 31, Mich., has announced an 
improved Lustur-Seal Haze Cream 
in a 16-ounce pressurized contain- 
er. The cream has been approved 
for use on the new melamine 
enamels, acrylic lacquers and pre- 
viously used finishes, MoPar said. 

ca + * 



















TEMPERATURE TESTER—Simpson Electric 
Co., 5200 W. Kinzie St., Chicago 44, Ill., 
has introduced a three-lead temperature 
tester that is said to enable the service 
dealer to take a temperature reading in 
three different locations. The auto air con- 
ditioner intake and exhaust temperatures 
plus the outside air temperature are taken 
in a matter of seconds, it is said. Supplied 
with three color coded leads and probes 
for easy location identification, the model 
TT also has a dual range meter scale from 
—50 to +250 degrees Fahrenheit. 


Mardi Gras Tile 


Mardi Gras tile, made of Nyra- 
cord and intended for commercial 
and institutional use, has been de- 
veloped by American Mat Corp., 
1794 Adams St., Toledo 2, O. 

* * * 


Paper Shredder 


A compact paper shredder for 
destroying obsolete but important 
records is offered by Industrial 
Shredder & Cutter Co., Salem, O. 
The Auto-Shred is slightly larger 
than an electric typewriter and 
weighs 70 pounds. 

* * 


HOSE CLAMP TOOL—Two major diffi- 
culties in thermostat service are said to be 
resolved by a hose spring-clamp tool and 
a kit assortment of water outlet gaskets 
announced by United Motors Service Di- 
vision, General Motors Corp., Detroit 2, 
Mich. Designed to handle spring clamps 
ranging in size from heater hose through 
radiator hose diameters, the tool features 
a flexible shaft to permit reaching spring 
clamps around any engine part or acces- 
sory which might otherwise interfere. 
Turning the handle of the tool applies a 
vise-like pressure which expands and 
holds the spring clamp to free both hands 
for removal of the hose, it is said. Water 
outlet gaskets for all popular replacement 
jobs the retailer encounters are contained 
in the kit. A total of 112 gaskets are pack- 
ed two to eight in each envelope accord- 
ing to normal need for the various types. 
Cs ee 


Turn-Signal Switch 


Flash-All, a switch which con- 
trols all turn signals, has been in- 
troduced by Do-Ray Lamp Co.,, 
Inc., 1466 S, Michigan Ave., Chi- 
cago, Ill. When the switch’s single 
lever is pulled out, all turn signals 
flash simultaneously. 

* * * 


Sponge Cloth 


Auto Magic, a 13 by 12 by 14-inch 
cellulose sponge cloth developed es- 
pecially for car cleaning, has been 
introduced by American Sponge & 
Chamois Co., 47-00 34th St., Long 
Island City 1, N. Y. 


7” a + 
Specification Booklet 
Specifications comparing the Cor- 
vair, Falcon, Valiant, Lark and 
Rambler are available in a booklet 
from Electric Autolite Co., Toledo 
1, O. 

















































































Fenton’s Muffler Uses 


Seamless Construction 


The Super-Stock muffler, using a 
seamless shell of heavy-gauge steel, 
is offered by Fenton Co., 3401 E. 
Pico Blvd., Los Angeles 23, Calif. 

The firm said that 12 mufflers 
and 29 connectors enable a dealer 
to fit most domestic cars. 

* * + 


‘Liquid’ Tool 


Du-Ol, a penetrating “liquid tool” 
is the latest product to be “aero- 
solized” by Pace Inc., Wilmington, 
Del, A compound that frees all 
frozen and rusted parts, it is also 
an effective lubricant and a pre- 
servative for rubber, it is said. Du- 
Ol is being packed by Pace, for the 
Super-Site Corp., 300 Seymour Ave., 
Derby, Conn. 

* + ~ 
Plastic Sun Shields 

A plastic sun-shield kit, to pro- 
tect driver and passengers against 
heat and glare in late-model cars 
with large sloping windows, has 
been introduced by Visionade Mfg. 
ate Kosciusko St., Brooklyn 
26; i. =. 


















































































BATTERY CHARGERS—Terado Co., 1068 
Raymond Ave., St. Paul 8, Minn., has an- 
nounced a line of battery chargers from 
1¥% ampere capacity to 20 amperes. These 
chargers are miniature in size. This is said 
to be made possible by the use of special 
transformer steel and because silicon rec- 
tifiers are used. All chargers have copper 
clad steel cases and are individually dis- 
played for counter sales. Many of the 
models are equipped with battery condi- 
tion indicator meters so that the user can 
tell the condition of the battery. All charg- 
ers are equipped with automatic overload 
circuit breakers for protection if an im- 
Proper connection is made, it is said. 

oe eae 


White Rubbing Compound 
Designed for Acrylics 

A new white rubbing compound, 
made for use with acrylic finishes, 
has been announced by Arco Co., 
7301 Bessemer Ave., Cleveland 27, O. 

The firm said Arco Rubbing Com- 
pound White is also suitable for use 
on all lacquers and can be used for 
hand rubbing or with a mechanical 


wheel, 
* * + 7 


* 


Chrome Polish Introduced 


“Namolize Chrome Polish and 
Cleaner,” a white liquid cream, has 
been introduced by Tannerize Pol- 
ish Co., 5054 N. Bernard St., Chi- 
cago 40, Ill. The preparation is 
wiped on and then off with no hard 
rubbing required, the firm said. 

* * 


Power Nailer Offered 


United Shoe Machinery Corp., 
140 Federal St., Boston 7, Mass., is 
offering a Powerstart high-speed 
nailer. The company said the de- 
vice feeds nails from a hopper to a 
gun which drives them with one 
blow. 

















DIESEL STARTING AlDS—Turner Corp., 
Sycamore, Ili., has announced a series of 
Quick Start diesel starting aids for fast 
starting in temperatures as low as —65 
degrees. These products are a measured 
shot unit that avtomatically measures and 
injects starting fluid into a single or split 
manifold engine right from the cab. The 
Quick Start units are available in single 
or double manifold, single or double ori- 
fice, measured or continuous shot, or any 
combination of these, it is said. 
- * * 


Aerosol Ice Remover 
To Be Sold by Firestone 


Firestone has announced that a 
new aerosol spray which is said to 
remove ice from auto windshields 
without leaving a film, will be sold 
this fall in its retail stores through- 





































































Dry-Film Lubrication 


Molub-Alloy No. 369 Dry Lubri- 
cant, intended for areas where 
“wet” lubrication is impossible for 
reasons of contamination by dust, 
dirt or lint, has been introduced by 
Imperial Oil & Grease Co., Inc., 
6505 Wilshire Blvd., Los Angeles 
48, Calif, 








Finish Remover 


Kwik, an automotive and indus- 
trial paint and varnish remover, 
has been formulated by Chemical 
Products Co., Inc., Aberdeen, Md. 

a. * * 





+ * ~ 
Motor Assortment 
A 16-compartment metal cabinet 
with 15 small automotive electric 
motors for heater and defroster re- 
placement is available from O.E.M. 
Products Co., 5296 Northwest High- 
way, Chicago, Tl. | 

















* * * 
Vanguard Introduces 


Engine Lubricant 


Graphyglyde 4-C is a new lubri- 
cant which is said to provide pro- 
tection for auto engines in the 
upper and lower combustion areas. 

Manufacturer is Vanguard Solid 
Lubricants, Inc., 767 Lexington 
Ave., New York 21, N. Y. 

* 


Metal Mender 


Magic Steel, metal mender, made 
of steel in plastic form, has been 
announced by Magic Iron Cement 
Co., Inc., Cleveland 28, O. It is rec- 
ommended for soldering, sealing, 
repairing and filling all metals. 

” A - 


Threading-Tool Sets 


Provided for Imports 

Metric and Whitworth form 
threading tools are available from 
Henry L. Hanson Co., Worcester, 
Mass. 

Nine sizes are available in the 
metric set and 11 in the Whitworth 
set. 




























. + + 
Plastic Lamp Lenses 
Auto Lamp Mfg. Co., 2909 S. Indi- 
ana Ave., Chicago 16, Ill., hag an- 
nounced the availability of replace- 
ment plastic stop-and-tail and 
parking and backup lamp lenses for 
foreign cars and 1959-1960 Ameri- 


TELESCOPING PLATFORM—A telescoping platform trailer which is said to provide 
double-duty performance for operators transporting both general purpose and extra 
long materials has been introduced by the Fruehauf Trailer Co., Detroit 32, Mich. 
This platform easily adjusts in increments from a closed position of 35 feet to an 
extended 55 feet overall. Working as a general purpose unit from a closed position, 
the platform has a rated capacity of 50,000 pounds for concentrated loads. This 
weight factor, the company explains, will vary in accordance with the extended 
length of the platform, the wheelbase and type of load. 


VACUUM CLEANERS—Biack & Decker Mfg. Co., Towson, Md., has announced an ex- 
panded line of industrial, commercial and automotive vacuum cleaners. Design features 
of the nine cleaners are said to include accordian cleaner bag for greater filter area in 
less space; high-level inlet for increased tank capacity; convenient drain outlet, and 
shut-off float valve that automatically cuts off suction of the cleaner when water reaches 
a set level. 
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Prices of '60s added and '52s dropped in December, 1959. Prices of '59s added and '51s dropped in December, 1958. 


Prices marked with an asterisk 
indicate a unit equipped with an 
rien nd (ps) indicat . power 

a ‘ps es power 
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FONTANA, WIS. 


Fontana Auto Auction, Sale every Thurs- 
day. Prices are for sale of Sept. 8. Weath- 
er hot and humid. Cars through ’57s sell- 
ing strong, ’58 and ’59s still sluggish, Sold 
146 cars from 231 consignments, 
BUICK—’58 Super 2-dr, Riviera, $1,400*. 

'57 Super 2-dr, Riviera, $1,060* (ps); 

Special 4-dr., $800*, $775*; 2-dr, Rivi- 
era, $720* (ps). 

"56 Special Estate Wagon 4-dr., $920*; 

2-dr. Riviera, $505*; Century 4-dr. 
Riviera, $600*; Super 4-dr, Riviera, 


$630*. 

’55 Special 4-dr., $485* (ps); Estate 
Wagon 4-dr., $440*; Super 2-dr, Rivi- 
era, $450* (ps). 

CHEVROLET—’59 Impala (8) 4-dr., $1,- 
880* (ps); 2-dr., $1,880* (ps). 

’58 Impala (8) 4-dr, hardtop, $1,630*; 
2-dr. hardtop, $1,585*; 2-dr., $1,185*; 
Biscayne (6) 4-dr., $1,135*, $870*; 
Bel Air (8) 4-dr., $1,080*, 

57 Two-ten (8) station wagon 4-dr., 
$1,150*, $940*; 4-dr., $865*; Bel Air 
(6) 4-dr, hardtop, $1,150*; 4-dr., $1,- 
030*; 2-dr., $990*; Bel Air (8) 4-dr., 
$1,000*; 2-dr., $905*, $850*; Biscayne 


(6) 2-dr., $880*, 

56 Bel Air (8) 2-dr, hardtop, $990* 
(ps), $870*; 2-dr., $845°; 4-dr., $765*, 
$730*; Two-ten (8) station wagon 4- 
dr., $795*, 

’55 Two-ten (8) 
$700*; Bel Air (8) 4-dr., $615*, 
conv., $595* (ps); 2-dr., $520*; 
hardtop, $505*. 

DODGE—’57 Royal (8) 2-dr., $640*; 
onet (8) 4-dr., $460*, 

’566 Royal (8) 4-dr., $415*, 

’55 Royal (8) 4-dr., $405°*. 

FORD—’59 Galaxie (8) 4-dr., $1,500*; 
Custom 300 (8) 4-dr., $1,300*, ~ 

°58 Thunderbird (8) conv., $2,100* (ps), 
$2,080*; Country Sedan (6) 4-dr., $1,- 
130*; Fairlane 500 (8) 4-dr. Victoria, 
$1,120*, $1,045*; 4-dr., $1,005* (ps); 
Ranch Wagon (6) 2-dr., $900*, 

*57 Country Sedan (8) 4-dr. (9 pass.), 
$1,050*; Fairlane 500 (8) 4-dr, Vic- 
toria, $930*, $900; conv., $800*; Cus- 
tom (8) 4-dr., $750*. 

’56 Fairlane (8) 2-dr. Victoria, $605*, 
$560*; Country Sedan (8) 4-dr., $575*; 
Ranch Wagon (8) 2-dr., $570* (ps); 
Custom (8) 4-dr., $530*, $465* (ps). 

"55 Country Sedan (8) 4-dr., $500*; 
Ranch Wagon (6) 2-dr., $435*; Custom 
(8) 4-dr., $430*; 2-dr., $350*; Fairlane 
(8) 2-dr., $415*, $260*, 

MERCURY — ’58 Monterey 4-dr., $845* 
(ps). 

’57 Colony Park 4-dr., $1,200*; Mont- 
clair 4-dr., $935* (ps), $855* (ps); 4- 
dr. hardtop, $900*%; Monterey 4-dr. 
hardtop, $840*, 

’56 Custom 2-dr., $480*, 


OLDSMOBILE—’58 (88) 2-dr., $1,305*. 


station wagon 4-dr., 
$600; 
2-dr. 


Cor- 


57 (88) Super 4-dr. Holiday, $1,350* 
(ps); (88) 4-dr. Holiday, $1,125* (ps), 
$900* (ps). 
"56 (88) 4-dr., $835*; 4-dr. Holiday, 
; $810*; (88) Super 4-dr., $830*; (98) 
i 4-dr., $710* (ps). 
i "5S (88) 2-dr. Holiday, $740*; 2-dr., 
$525*; 4-dr., $560* (ps), $385°. 


PLYMOUTH—’'59 Savoy (8) 4-dr., $1,080*. 
*S7T Belvedere (8) 4-dr., $600* (ps); 
Plaza (6) 4-dr., $380*, 
"55 Savoy (6) 4- -ar., $595* mm $405*; 
Belvedere (8) 4-dr., $325* 
PONTIAC—’60 Catalina 2-dr., " $2,050°, 
68 Chieftain 4-dr., $1,205*; 4-dr, Cata- 
' lina, $1,065* (ps), 
’57 Chieftain 4-dr., $1,320*, $1,140*, 
$935*; 2-dr, Catalina, $845*, 
$600*; 
2-dr, Catalina, 


nn 


'56 Star Chief 4-dr, Catalina, 
i Chieftain 4-dr., $570°; 
; $500* (ps). 
RAMBLER—’59 Super (8) Cross Country 


4-dr., $1,540*; Super (6) 4-dr., §$1,- 
250°. 
'655 Custom Cross Country 4-dr., $775*; 
Super 4-dr., $745, $265. 
STUDEBAKER—’55 Studebaker, $400. 
ALBANY 
Tim Anspach Auto Auction, Inc, Sale 


: every Monday. Prices are for sale of Sept. 
6. Our post Labor Day sale was poorly at- 
tended by both buyer and seller, Prices 

; were about the same except on the 1955 

; models. Sold 80 cars of 108 consignments. 
BUICK — hf RM 4-dr. Riviera, $950*, 

$840* (ps 
’55 Special . dr. Riviera, $490*. 
'64 Special conv., $300*, 
'53 Special 4-dr., $200°. 
CADILLAC—’58 (60) Special 4-dr. hard- 
top, $2,725* (ps); Sedan de Ville, §2,- 
625° (ps). 
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Figures alongside bars represent dollars. 


’57 (62) 4-dr. hardtop, $1,685* (ps), 
56 (60) Special 4- dr., $1,300* (ps), 
CHEVROLET—’60 Brookwood (6) 4-dr., 

$2,200; Biscayne (6) 2-dr., $1,300, 

*59 Bel Air (6) 4-dr., $1,375*, 

’58 Bel Air (8) sport sedan, $1,350*° 
(ps); Yeoman (6) 4-dr., $985*, 

57 ‘Two-ten (6) 4-dr., $1,000. 

’56 Two-ten (8) Delray, $750*; Two-ten 
(6) 4-dr., $650; 2-dr., $590; 4-dr., 


$540. 

55 Bel Air (8) 4-dr., $600*; station 
wagon 4-dr., $530* (ps); 4-dr., $435* 
(ps); Bel Air (6) 2-dr., $470*; Two- 
ten (6) 4-dr., $350; 2-dr., $345, $210. 

"54 Bel Air 4-dr., $350*%; 2-dr., $240; 
Two-ten 2-dr., $225 . 

DeSOTO—’58 Firesweep 2-dr. hardtop, $1,- 
060* (ps). 

’57 Firesweep 2-dr. hardtop, $775* (ps). 

ae. Coronet (8) 2-dr. hardtop, 





ALABAMA 





’55 Coronet (8) 2-dr., $460*. 
’54 Coronet (8) Suburban 2-dr., $320. 


FORD—’59 Custom 300 (8) 4-dr., $1,125. 


*58 Fairlane 500 (8) 2-dr., $1,020* (ps). 

‘57 Ranch Wagon (6) 2-dr., $860; Fair- 
lane 500 (8) 2-dr. Victoria, $720* (ps); 
Custom -(8) 4-dr., $590. 

’56 Country Squire (8) 4-dr., $585*, 
$570*; Fairlane (8) 4-dr., $550*; Cus- 
tom (6) 2-dr. Victoria, $335, 

55 Country Squire (8) 4-dr., $420*; 
Country Sedan (8) 4-dr., $410*; Fair- 
lane (8) conv., $380; Custom (8) 4-dr., 


$340. 
’54 Custom (8) 2-dr., $350; Main (8) 4- 
dr., $210*. 


MERCURY — ’57 Monterey 4-dr., $650* 


(ps). 
’56 Monterey 4-dr, hardtop, $510*. 
’55 Custom station wagon 4-dr., pane. 


NASH—’57 Ambassador 4-dr., $570* (ps). 
OLDSMOBILE — '57 (88) 2-dr. Holiday, 


MICHIGAN 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





COLORADO 





Colorado Auto Auction 
4285 So. Santa Fe, iets, Colorado 
Phone: SU |- 

SALE EVERY TUESDAY 

11:00 A.M 
George A. Lamb Norman Early 
Owners & Operators 

MILL NACE, General Manager 


Dealers Only 
Write for FREE Market Reports. 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our I4th year 
of continuous operation, 


Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


WEST PALM BEACH — Florida’s 
“quality” auction. 12 Noon. Thurs- 
day. W. Palm Beach Fairground. 


MARYLAND 


BEL AIR—Bel Air Auto Auction, Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 


MICHIGAN 





STATE FAIR AUTO AUCTION 


19745 RALSTON 
(Rear of 19600 Woodward, Detroit) 


TWO SALES WEEKLY 
Tuesday and Friday at 12:30 


Phone: TO 9-4660 
C. Simpson, Pres — Sam Goodman, Mgr. 
SRR arto Re SE ee Pn ORI 5S 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday af Noon 


19241 Dix—Toledo Highway—Route 25 
Just /, mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 





@eee 


12:00 SALE EVERY WEDNESDAY 


Flint Auto Auction, Inc.. 
FLINT, MICHIGAN 
Exclusively for Dealers 


“DUAL RING" 2 lines running simultane- 
ously, 


Conveniently located in the heart of the 
automobile world. 


Ten acres of completely fenced parking 
area. 


Always a fine selection of sharp cars, 
Friendly relations prevail at all times, 
Congenial auctioneers. 
Fair management, 

MICHIGAN'S FINEST SALE 
12:00 


M. D. McCollum, Vice-President and Manager 


3711 Western Road 


Phone CEdar 2-318! 








L 





NEW JERSEY 


— 


AUCTION 
LANES 


OVER 


600 


CARS 


N-A-D-E 
Every WEDNESDAY, 10:30 A.M 


NATIONAL AUTO 
DEALERS EXCHANGE 


U CA D, the Dealers’ Directory 
fo Leading Auto Auctions. 

















Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


"58 '60 
duly 


"5D 760 
Aug. 


"58 "60 
Sept. 

to Date 

(Copyright, 1960, by Automotive News) 





$890*; 4-dr., $880*. 
56 (98) 4- dr., $940* (ps); 
aes $800° ; 4-dr., $520°, 


(88) 4-dr. 


’S5 (98) 4-dr, Holiday, $600° (ps); (88) 
Super 4-dr., $410* (ps), 
*54 (88) 4-dr., $220* (ps), 


"53 (88) 4-dr., $135, 
PACKARD—’55 Clipper 4-dr., $160* (ps). 


PLYMOUTH—'¢0 Savoy (6) 4-dr., §$1,- 
59 Savoy (8) 4-dr., $1,200*. 
57 Belvedere (8) 4-dr., $790* (ps); 
Plaza (6) 4-dr., $205, 


’56 Savoy (8) 4-dr., $360*. 

’655 Plaza 4-dr., $200. 
— Chieftain 2-dr, Catalina, 
RAMBLER—'56 Super (6) Cross Country, 


$520*. 
STUDEBAKER—'50 Lark (6) 2-dr., $1,- 
57 Scotsman (6) 2-dr., $450. 


NEW JERSEY 





Minutes from New York City 


z 


UTO AUCTION 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insured B 
AUCTION INSURANCE AGENCY, 
Birmingham, *labama 
EVERY THURSDAY AT NOONI 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApito! 8-0100 for Reservations 





NEW YORK 


TROY—Troy Auto Auction, Inc., Box 


460, RD 4. Insured checks & titles. 
Every Thurs. 12:30. 






NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Dealer Auto Auction 

Albany 5, N. Y. 

Monday — I! O'Clock 

80 car sale average 

All Titles and Checks Guaranteed 







Ever 








LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 





NORTH CAROLINA 





RALEIGH — Mann’s Auto Auction 


Sale, Rt. 5. Ph. 3-1564, Titles & 
: checks guaranteed. Mon. 10 A. M 








AKRON—A-1 Auto Auction, U. S. 224, 


PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 


Us —'55 hyo 
pickup, $450; %-ton panel, $165*, 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc, Sale every 
Wednesday. Prices are for sale of Sept. 7. 
BUICK—'56 Special 4-dr., $590°, $485*; 

2-dr., $400; Super 4-dr. Riviera, $540* 


(ps). 

'S5 Special 2-dr. Riviera, $530*, $220*; 
RM 2-dr. Riviera, rok (ps); Super 
2-dr. Riviera, $295° (ps). 

"54 Special 2-dr., $325*; RM 2-dr. Rivi- 
era, $305° (ps) ; Super 4-dr., $200*. 
ua (60) Special 4-dr., $300° 
ps). 
CHEVROLET — 
$1,710*; 


59 Parkwood (8) 4-dr., 
Bel Air (8) 4-dr., $1,575*; 
Bel Air (6) $1,560°, 
$1,465, $1,425°, 


"58 Impala (6) conv., 
Bel Air (8) 4-dr., 
(6) 4-dr., $1,115*, » 
Biscayne (8) oct $1,020*; 
(6) 2-dr., $1,000 

57 Bel Air (8) 4-ar., $975*; Two-ten 
(6) 2-dr., $710; One-fifty (6) 4-dr., 
$650, $480. 

’56 Nomad (8) 2-dr., $800*; Two-ten 
(6) station wagon 4- dr., $730; 2-dr., 
$585; Two-ten (8) 4-dr., $700°, 

"65 Bel Air (8) 4-dr., "625°, $545°, 
$495*, $450°, $425*; Two-ten (6) 4-dr., 
$500*. 

'54 Two-ten station wagon 4-dr., $475*; 
4-dr., $420°; One-fifty 4-dr., $135. 

‘53 Bel Air 2-dr. hardtop, $290; 4-dr., 


gen’ conv., $160; Two-ten 2-dr., 
YSLER — '56 Windsor 4-dr., $715° 
ps 
‘55 Windsor 4-dr., $235* (ps). 
DesOTO — '57 Firedome 4- dr. hardtop, . 
$680* (ps). 
56 Firedome 4-dr., $575* (ps). 
DODGE—’59 Coronet (8) 2-dr., $850. 


"57 Coronet (8) conv., $850* (ps). 
‘5S Royal (8) 2-dr. hardtop, 
FORD — '60 Galaxie (8) 


(ps). 

59 Country Sedan (8) 4-dr., 
Fairlane (8) 4-dr., ‘a 325*; Custom 
300 (8) 4-dr., $1,225 es Custom 300 
(6) 2-dr., $1,010. 

'58 Fairlane 500 (8) conv., $1,390* (ps). 

‘57 Country Sedan (8) 4-dr., $935*; 
Ranch Wagon (8) 2-dr., $805°; Custom 
300 (6) 2-dr., $650; Fairlane (8) 2-dr. 
Victoria, $675°, $600* (ps); Custom 
(6) 4-dr., $520°, 

‘56 Fairlane (8) conv., $650* (ps); Cus- 
tom (8) 4-dr., $525* (ps), $470*, 
$425°. 

‘55 Custom (8) 4-dr., $500, $350, — 
$300*; Custom (6) 2-dr., $420 

"53 Custom (8) 4-dr., $220*. 

MERCURY—’56 Custom 2-dr., $440*. 

‘655 Monterey 2-dr. hardtop, ” $390°. 

"54 Montclair 2-dr., $170*. 

a. (88) 4-dr, Holiday, $2,- 
(ps) 

"56 (88) "Duper 4-dr. Holiday, $650* (ps); 

2-dr. Holiday, $635* (ps); (88) 4-dr., 


$530° (ps). 
'5S (88) 4-dr., $500*; (98) 2-dr. Holiday, 
$2,- 


$480*, $400° (ps). 
PONTIAC—’59 Catalina sport coupe, 
000* (ps), $1,975* (ps). 
"57 a jef 4-dr. Catalina, $1,010* 


(ps), $875*. 
Baer’ rohieftain oe Catalina, $575*; 2- 


20°, 

83  anertain 2-dr., $105*. 
RAMBLER—’57 Super (6) 4-dr., $525*. 
wane Super (6) Cross Country 4-dr., $500*. 

ELLANEOUS—’53 Willys Jeep, $725. 


FLINT 


Flint Auto Auction, Sale every Wednes- 
day. Prices are for sale of Sept, 7, Prices 
were inclined to be soft and rough cars 
were almost impossible to sell, Sold 124 
cars from 220 consignments. 

BUICK—’60 LeSabre 2-dr. hardtop, §$2,- 

615* (ps), $2,500* (ps); conv., $2,- 

. 560* (ps); 4-dr., $2,500* (ps), $2,475* 
(ps). 

°59 Invicta 2-dr, hardtop, §2,130* (ps); 

4-dr., $2,120* (ps); LeSabre 4-dr. 


haritop, $2,000*, 
58 Century 4-dr., $1,515* (ps); Special 


$2,070° 
$1,390°; 


conv., 


4-dr, Riviera, $1,350°; 4-dr., $1,075*. 

‘S57 Special 4-dr., $1,090* (ps); 2-dr. 
Riviera, $815*; Century 2-dr, Riviera, 
$895* (ps); 4-dr., $805* (ps); Super 
4-dr.,°$865* (ps). 

'56 Special 2-dr, Riviera, $700*; 2-dr., 
$415*; 4-dr., $405*. 

‘55 Century 2-dr, Riviera, $580* (ps), 
$365"; Special 4-dr, Riviera, $420*; 
4-dr., $385* (ps); 2-dr., $375*; Super 
2-dr., $400* (ps). 

’54 Super 2-dr, Riviera, $265*, $185°*; 


4-dr., $105* (ps); Century 2-dr., $100*. 


'53 Special 4-dr., $115. 
CAD C—'57 (62) Coupe de Ville, 
$1,915* (ps). 


’55 (62) Coupe de Ville, $250* (ps). 
CHEVROLET—’60 Impala (8) sport sedan, 
$2,265*; sport coupe, $2,200*; Bel Air 
(8) 4-dr., $1,940*; Corvair (6) 4-dr., 
$1,565". 

59 Kingswood (8) 4-dr., $1,950*%; Im- 
pala (8) 4-dr., $1,885* (ps); sport 
coupe, $1,720* (ps); Nomad (6) 4-dr., 
$1,860*; Bel Air (6) 4-dr., $1,555; 2- 
dr., $1,430, $1,375; Biscayne (8) 2-dr. ° 


(8) conv., $1,365* (ps); 

Brookwood (6) 4-dr., $1,175*, $910; 

Nomad (8) 4-dr., $1,150*; Biscayne 

(8) 4-dr., $1,100*; Bel Air (8) 4-dr., 
. 


$975". 

'S7 Bel Air (8) 2-dr., $975*; Two-ten 
(6) station wagon 4-dr., $825*; Two- 
ten (8) 4-dr., $765; One-fifty (6) 


4-dr., $725. 

56 Bel Air (8) Nomad 2-dr., $660*; 
Bel Air (6) 4-dr., $605*, $505*; Two- 
ten (8) 4-dr., $460; Two-ten (6) 4-dr., 
$410; One-fifty (6) 2-dr., $320. 

’55 Bel Air (8) 2-dr., $600; 4-dr., $460*; 
Nomad 2-dr., $450° (ps); Two-ten (6) 
station wagon 4-dr., $410; Two-ten 
(8) 4-dr., $250*. 

'28 Special 4-dr., $120. 

DeSOTO—’56 Firedome 4-dr., $315* (ps). 

DODGE—'58 Coronet (8) 4-dr., $1,015*. 

FORD —'60 Galaxie (8) 4-dr., $2,180* 
(ps); Fairlane (8) 4-dr., $1,680; Ranch 
Wagon (6) 4-dr., $1,590*. 

59 Galaxie (8) conv., $2,015* (ps); 2- 
dr. Victoria, $1,850* (ps); Fairlane 
(8) 2-dr., $1,250; Custom 300 (6) 
2-dr., $1,185, $1,130*; Custom 300 (8) 
2-dr., $1,105, $1,075. 

'6S Fairlane 500 (8) Skyliner, $1,215* 
(ps); 4-dr., $1,000°. 

‘57 Fairlane 500 (8) Skyliner, $920*, 
$730*; Ranch Wagon (8) 2-dr., $740°; 
Custom 300 (6) 4-dr., $620*; Custom 
(6) 4-dr., $520. 


(Continued on Page 66, Col, 1) 


"58 "Impala 



























CEN STEN IED DDE E AR pte Ai a 













AUTOMOTIVE NEWS, SEPTEMBER 19, 1960 

















*58 Impala (8) sport coupe, $1,670* (ps), PERI —’ - 
$1,650" ee. $1,600" (pa) $1.560° ™ ca ttes oa Imperial 4-dr. hardtop, 
Used-Car Auction Pric tet in, Sot ei; aur ah] Model Breakdown — | uxcorn,5¢ Frmr 24s. nrton, #2 
150°. . ps). 
es ‘57 Bel Air (8) station wagon, $1,330* Of Auction Averages ’57 Premiere 2-dr, hardtop, $1,600* (ps). 
(ps); 4-dr., $995* (ps); sport coupe, Sept., 1960 Aug., July, MERCURY—’59 Park Lane 4-dr. hardtop, 
ey com (8) eur wagon, To Date 1960 1960 of tant (ps). 
; Two-ten (6) 2-dr., $825*. " onterey station wagon, $805* (ps), 
(Continued from Page 65) '56 Nomad (8) 2-dr., $925*; Two-ten $2,206 $3,314 $2,321 $495*; Montclair 4-dr., $635* (ps). 
56 Custom (8) 2-dr., $265; 4-dr., $155.) sale of Sept. 6 (6) Delray, $585", $550; One-fifty (6) 1,700 =1,788 = 1,801 | ‘55 Monterey 2-dr, hardtop, $565* (ps). 
55 Custom (8) ude. $365: Sas. $230. pt. 6. utility sedan, $530, $395. 1,180 1,242 1,256 ’54 Custom 2-dr. hardtop, $410*; Mon- 
’ ts y ” -| BUICK—’59 Invicta conv., 2 at $2,225° ’55 Bel Air (8) station wagon, $785*; 824 841 847 terey 4-dr., $250°; 2dr. hardtop, 
MERCURY—'55 Monterey 2-dr., $130. (ps). conv., $635*, $610*, $590*°; sport $245. 
OLDSMOBILE — 57 (88) 2-dr, Holiday,| ‘57 Century Estate Wagon, $1,275* (ps); coupe, $630*; Two-ten (6) Delray, 534 567 577 "53 Monterey 2-dr. hardtop, $315*; 

‘ $860*; 2-dr., $605* (police). 4-dr, Riviera, $860* (ps). $500*. 409 412 422 Custom 4-dr., $150. 

"56 (88) 4-dr., '$430°, 66 Century 4-dr, Riviera, $715* (ps);| ‘54_Two-ten 2-dr., $310*, $300*; 4-dr., 260 271 294 | NASHE"S6 Ambassador (8) Custom 4-dr., 

‘55 (98) 2-dr, Holiday, $300*. Super 4-dr. Riviera, $555* (ps); Spe- $310; One-fifty station wagon, $250; $405*. 

54 (88) 2-dr., $100. cial 2-dr, Riviera, $500*; RM’ 2-dr. Bel Air 2-dr., $240* (ps). 210 198 200 | OLDSMOBILE—'56 (88) 2-dr., $625*. 
PACKARD—”’55 Clipper 2-dr., $150*. Riviera, $470* (ps). ’53 Two-ten 2-dr., $310; Bel Air conv., ee ee "55 (88) 4-dr., $405; (88) 2-dr. Holiday, 
PLYMOUTH—'59 Suburban (6) 4-dr., $1,- "55 Century 4-dr. Riviera, $545* (ps); $285. Aver: $ 927 $ 954 $ 963 $385* (ps). 

210; Savoy (8) 4-dr., $1,200°. 2-dr, Riviera, $280* (ps). '52 Deluxe 4-dr., $115*. age '54 (88) Super 4-dr., $385* (ps). 

58 Savoy (8) 4-dr., §740*; Plaza (6)| ‘54 Special 2-dr. Riviera, $320*, $220*;| °51 Deluxe 2-dr., $145*. PLYMOUTH—’57 Suburban (8) Sport 4- 

s 4-dr., $500. Super 2-dr. Riviera, $185*. ’50 Deluxe station wagon, $175*. dr., $985*; Custom 4-dr., $935*, $725*. 

'S7 Savoy (6) 4-dr., $465*. ’52 Super 2-dr, Riviera, $220*. 49 business coupe, $110. conv., $1,775* (ps); Country Sedan| ‘56 Suburban (8) Custom 4-dr., $585* 

56 Savoy (8) 2-dr. hardtop, $340. CADILLAC—'59 (60) Special 4-dr. hard-| CHRYSLER—’57 NY conv., $1,180* (ps) (8) 4-dr., $1,750* (ps); Custom 300 (ps); Belvedere (8) 2-dr. hardtop, 

aa — '60 Catalina conv., $2,635° top, $4,050° (ps); (62) 4-dr., $3,700*| | '54 NY 2-dr. hardtop, $405* (ps). : (8) 4-dr., $1,285*. ok lds $3 

‘ : van ons DeSOTO—’54 Firedome 4-dr., $165*. 57 Thunderbird (8) conv., $1,900* (ps),| ’ lavoy (8) 4-dr., $360°; Plaza (8) 

as aie om Vista, $2,235° (ps). 58 (60) Special 4-dr. hardtop, $2,800*| ‘52 Firedome 2-dr, hardtop, $110 (ps). $1,800; Fairlane 500 (8) 2-dr, Vic- 4-dr., $230. 

; jeftain Safari 4-dr., $1,005* (ps). (ps); (62) Sedan de Ville, $2,625*| DODGE—’60 Matador (8) 4-dr, hardtop toria, $1,075* (ps); Fairlane (8) 4-| [54 Belvedere 4-dr., $235°. 

57 Star Chief 4-dr., $910* (ps); 2-dr. (ps). $2,450* (ps). ; : dr, Victoria, $780* (ps). ’51 Cranbrook 2-dr., $135. 

Catalina, $900* (ps); conv., $850*| '57 (62) Sedan de Ville, $1,635* (ps). ’58 Coronet (8) 4-dr., $940* (ps). ’56 Fairlane (8) 2-dr, Victoria, $605*| PONTIAC — ’60 Catalina conv., $2,750* 

vel PS): ; 56 (62) conv., $1,350* (ps); 2-dr, hard-| °57 Coronet (8) 4-dr, hardtop, $770* (ps), $475, $470* (ps), $465* (ps); (ps); Safari 4-dr., $2,535° (ps). 

’56 Chieftain 4-dr., $525°. top, $1,300* (ps). (ps); 2-dr, hardtop, $700. conv., $550* (ps); Custom (8) 2-dr.,j °59 Bonneville sport coupe, $2,540* (ps); 

55 Chifetain 4-dr., $500*; Star Chief; ‘55 (62) Coupe de Ville, $1,100* (ps); "56 Coronet (8) 4-dr., $330*. $460; 4-dr., $370*. Catalina sport coupe, $1,940*; 2-dr., 

fe es. ite __ 4-dr., $965* (ps). EDSEL—'59 Corsair 2-dr. hardtop, $1,-| °55 Country Sedan (8) 4-dr. (8 pass.),| ,_ $1,825" (ps). 

: -dr., . 54 (62) conv., $615* (ps). 480* (ps). $450*; Custom (8) 4-dr., $435, $320; 57 Chieftain Safari 4-dr., $1,085* (ps). 
53 Chieftain 2-dr, Catalina, $125*. ‘62 (62) 4-dr., $200*. FORD—’60 Thunderbird (8), $3,875* (ps) Fairlane (8) 2-dr. Victoria, $400*; °56 Star Chief 2-dr. Catalina, $560*. 
RAMBLER—'59 Super (6) 4-dr., $920*. | CHEVROLET—'59 Impala (8) conv., $2,- $3,650* (ps), $3,380* (ps); Country conv., $395* (ps); 4-dr., $330*; Ranch} ‘55 Chieftain 2-dr. Catalina, $590", 
MISCELLANEOUS—'54 Chevrolet %-ton 150* (ps), 2 at $1,885* (ps); sport Sedan (8) 4-dr. (9 pass.), $2,775* Wagon (8) 2-dr., $370. F . $410*; Star Chief conv., $435* (ps). 
pickup, $375. coupe, 2 at $2,080* (ps), $2,075* (ps), (ps); Galaxie (8) 4-dr., $2,200* (ps);| °54 Country Sedan (8) 4-dr, (8 pass.),| RAMBLER — ’56 Custom Cross Country, 

$2,035* (ps), $2,025* (ps), $2,015", 4-dr, Victoria, $2,135* (ps); Ranch $335*; Crest (8) 2-dr. Victoria, $285*; $1,610*. 
LOS ANGELES $1,910* (ps), $1,900* (ps); Parkwood Wagon (8) 4-dr., $2,185*; Falcon (6) Custom (6) 4-dr., $225; Main (6) 2-| STUDEBAKER—’59 Silver Hawk (8) sport 
: (8) 4-dr., $2,000*; Bel Air (8) 4-dr., station wagon 4-dr., $1,930. dr., $185. coupe, $1,325°; Lark (8) 2-dr. hardtop, 

Harold Henry’s Los Angeles Dealer Auto $1,600* (ps); Biscayne (6) 2-dr., $1,-| ‘59 Thunderbird (8), $3,100* (ps); Gal-| °53 Country Sedan (6) 4-dr, (8 pass.), $1,150. 

Auction, Sale every Tuesday, Prices are for 200. axie (8) 2-dr. Victoria, $1,775* (ps); $245* * Golden Iilawk (8) 2-dr. hardtop, 
: re : ; 875*. 
WILLYS—’49 station wagon, $135. 


ONLY ONE AIRLINE 





OFFERS DAILY NON-STOPS from NEW YORK 


To FLINT and LANSING 


Big news: now you can fly non-stop from New York to Flint and 
Lansing (one-stop to Saginaw) aboard swift, smooth-riding Capital 
Viscounts. No more need to stop at Detroit. Just pick the day you 
want to go. Then pick up the phone and call your travel agent or 





CAPITAL 


AIRLINES 


Capital Airlines for immediate reservations. Convenient non-stop 
round trip service every day. 


MISCELLANEOUS—’60 Chevrolet (6) %- 


ton Fleetside pickup, $1,400. 

’59 Ford (8) Ranchero, $1,385*; Ran- 
chero (6), $1,175; (8) %-ton pickup, 
$1,250. 

’58 GMC (8) %-ton panel, $800. 

*57 Ford (8) Ranchero, $1,025* (ps); 
(8) %-ton flatbed, $765; Dodge (8) 


%-ton pickup, $650. 
’55 Chevrolet (6) %-ton Cameo, $615*; 
Ford (6) F-100 %-ton pickup, $450. 
"53 Studebaker (6) %-ton pickup, $250. 
’49 Ford (6) F-1 %-ton pickup, $215. 


CHICAGO 


Greater Chicago Auto Auction. Sale every 
Thursday. Prices are for sale of Sept. 8. 
Short consignment, but steady demand. 
Sold 291 cars from 493 consignments. 
BUICK—’59 Electra 225 4-dr. Riviera, $2,- 


360*; LeSabre Estate Wagon, $2,000"; 
2-dr. hardtop, $1,950* (ps); 4-dr. 
hardtop, $1,875* (ps). 

"58 Super 4-dr. Riviera, $1,145* (ps); 
Special 4-dr., $1,110* (ps). 

57 RM 4-dr. Riviera, $925* (ps); Super 
4-dr. Riviera, $825* (ps); Special 
conv., $675*. 

"56 RM 2-dr. Riviera, $600; 4-dr. Rivi- 
era, $250* (ps); Century Estate Wag- 
on, $560; Special 2-dr. Riviera, $530* 
(ps), $525* (ps). 

’55 Century 4-dr. Riviera, $565* (ps); 
Special 4-dr., $480* (ps); Super 2-dr, 
Riviera, $325* (ps). 

’54 Super 2-dr. Riviera, $310* (ps). 

CADILLAC—’60 de Ville 4-dr. hardtop, 
$4,225* (ps). 

"59 (62) conv., $3,635* (ps); de Ville 2- 


dr. hardtop, $3,525* (ps), $3,510* (ps). 


"58 (60) Special 4-dr. hardtop, $2,320* 
(ps); (62) conv., $2,295* (ps). 

’57 (62) Coupe de Ville, $1,960* (ps); 
Sedan de Ville, $1,740* (ps); (60) Spe- 
cial 4-dr. hardtop, $1,600* (ps). 

’56 (60) Special 4-dr., $1,420* (ps); 
Eldorado Seville, $305* (ps). 

"55 (62) 4-dr., $700* (ps). 

"54 (62) conv., $300* (ps). 

CHEVROLET—’60 Impala (8) conv., $2,- 
500* (ps); Impala (6) 2-dr. hardtop, 


$2,100*; Bel Air (8) 4-dr., $1,675*. 

’59 Impala (8) sport coupe, $2,000, $1,- 
700* (ps); sport sedan, $1,800* (ps); 
Impala (6) sport sedan, $1,695*; Bel 
Air (6) sport sedan, $1,525* (ps); Bel 
Air (8) 2-dr., $1,405*; 4-dr., $1,355* 
(ps), $1,350* (ps), $1,350*, $1,275*; 
Biscayne (6) 2-dr., $1,295; 4-dr., $1,- 
285; Biscayne (8) 4-dr., $1,290. 

’58 Bel Air (8) sport coupe, $1,315; sport 
sedan, $1,165* (ps); Bel Air (6) 4-dr., 
$1,135*; Impala (8) sport coupe, $1,- 
280*; Biscayne (6) 4-dr., $1,150*, $1,- 


000*; 2-dr., $1,090*; Biscayne (8) 4- 
dr., $1,075*; 2-dr., $1,060, $1,000*; 
Delray (8) 2-dr., $1,055; Delray (6) 
2-dr., $1,050. 

’57 Bel Air (8) sport coupe, $1,200*, 
$1,000 (ps); conv., $1,140* (ps); Two- 
ten (6) 2-dr., $1,040*, $825, $765; 
One-fifty (6) station wagon, $860; 2- 
dr., $615. 

56 Bel Air (8) sport coupe, $910* (ps); 
sport sedan, $780* (ps); 4-dr., $700; 
Bel Air (6) 4-dr., $725*, $605; Two- 


ten (8) station wagon, $775; Two-ten 
(6) station wagon, $565*; One-fifty (6) 
2-dr., $540. 

’55 Bel Air (8) sport coupe, $545*; Bel 
Air (6) 4-dr., $470* (ps); 2-dr., $280*; 
Two-ten (6) station wagon, $400. 

’54 Two-ten 4-dr., $310*. 


CHRYSLER—’59 300 2-dr. hardtop, §$2,- 
520* (ps). 
*58 Windsor 2-dr. hardtop, $1,360*. 


’57 NY 4-dr., $960*; Windsor 4-dr., $740* 
(ps). 
’56 Windsor 2-dr. hardtop, $640* (ps). 
’55 NY 2-dr. hardtop, $485* (ps). 
DeSOTO—’59 Firesweep 4-dr., $1,440*. 


’58 Fireflite 4-dr., $1,110* (ps). 
’57 Firedome 4-dr. hardtop, $760* (ps). 
’56 Firedome 4-dr., $440* (ps). 


’55 Fireflite 2-dr. hardtop, $505* (ps). 
DODGE—’60 Dart (8) Phoenix 2-dr. hard- 
top, $2,035* (ps). 


’58 Custom Royal (8) 4-dr., $1,010* 
(ps); Coronet (8) 4-dr., $880*. 
’57 Custom Royal (8) 2-dr. hardtop, 


$760* (ps); Coronet (6) 4-dr., $450*. 
’55 Royal (8) 4-dr., $360*. 
EDSEL—’58 Pacer 2-dr. hardtop, $850*. 
FORD—’60 Thunderbird (8) 2-dr. hardtop, 
$3,155*, $3,125*; Galaxie (8) starliner, 
$2,075* (ps); Country Sedan (8) 4-dr., 
$2,130*; Falcon (6) 4-dr., $1,690*, 
59 Thunderbird (8) conv., $2,630* (ps), 
$2,540* (ps); Galaxie (8) 2-dr. Vic- 
toria, $1,700*, $1,330*; 4-dr. Victoria, 
$1,690* (ps); Fairlane 500 (8) 4-dr,, 
$1,410*; Ranch Wagon (8) 4-dr., $1,- 
375*; Custom 300 (8) 4-dr., $1,305*; 
2-dr., $760*; Custom 300 (6) 2-dr., 
$1,125, $1,100, $1,000; Fairlane (8) 4- 
dr., $1,215. 
58 Thunderbird (8) 2-dr. hardtop, $2,- 
425* (ps), $2,140*; Fairlane 500 (8) 


(Continued on Page 67, Col. 1) 
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conv., $1,375* (ps); 4-dr., $1,185*; 4- 
dr. Victoria, $1,055*, $1,000*; 2-dr. 
Victoria, $785* (ps), $700*; Custom 
300 (6) 2-dr., $815. 

‘S57 Fairlane 500 (8) skyliner, $1,145* 
(ps), $1,160* (ps); Fairlane 500 (6) 
4-dr. Victoria, $780*; Fairlane 500 (8) 
4-dr, Victoria, $775*; 2-dr, Victoria, 
$775* (ps), $760*; conv., $590* (ps); 
Fairlane (8) 2-dr. Victoria, $770*, 
$665, $430*; 4-dr., $635*; Custom (8) 
4-dr., $300*. 

’56 Thunderbird (8) conv., $1,595* (ps); 
Fairlane (8) 2-dr. Victoria, $600* (ps); 
conv., $450* (ps); 4-dr., $365*; 2-dr., 
$325*; Custom (8) 4-dr., $340*, 

55 Ranch Wagon (8) 2-dr., $490; Fair- 
lane (8) 4-dr., $470*; 2-dr., $385*; 
2-dr. Victoria, $310*; Custom (8) 4- 
Sse $410* (ps); Custom (6) 4-dr., 

40. 


IMPERIAL—’57 Crown 2-dr. hardtop, $1,- 
580* (ps); 4-dr. hardtop, $1,400* (ps). 


LINCOLN—’60 Capri 4-dr., $3,435* (ps). 
’58 Capri 2-dr. hardtop, $1,585* (ps); 
Premiere 4-dr., $1,480*. 
’57 Premiere 4-dr., $920*. 
’56 Capri 2-dr. hardtop, $265* (ps). 
MERCURY—’58 Montclair 4-dr. hardtop, 
ys (ps); Monterey 2-dr. hardtop, 
1,060* 


’57 Turnpike Cruiser 4-dr. hardtop, $950* 
(ps), $900* (ps); Montclair 4-dr. hard- 
top, $800*; Monterey 4-dr, hardtop, 
$800* (ps); 4-dr., $640*. 

*56 Montclair 2-dr. hardtop, $505* (ps); 
Custom 2-dr., $225*. 

°55 Montclair 2-dr. hardtop, $335* (ps). 

*54 Monterey 2-dr. hardtop, $240*. 

OLDSMOBILE—’60 (88) Super conv., $2,- 
875* (ps); 2-dr, Scenic, $2,775* (ps); 
(88) 2-dr. Holiday, $2,665". 

*59 (98) conv., $2,560* (ps); (88) conv., 
$2,095* (ps); 4-dr., $1,750° (ps); 2- 
dr., $1,530*. 

’58 (98) 4-dr. Holiday, $1,540* (ps); 
(88) Super conv., $1,500* (ps). 

°57 (88) Super 4-dr., $955* (ps); 2-dr. 
Holiday, $845* (ps); (88) 4-dr., $885*; 
4-dr. Holiday, $830*; (98) 4-dr., $795* 
(ps); conv., $550* (ps). 

56 (88) 4-dr. Holiday, $825* (ps), $505* 
(ps); (88) Super conv., $800* (ps); 
(98) 4-dr. Holiday, $700* (ps); 2-dr. 
Holiday, $685* (ps), 

’55 (88) 4-dr., $385* (ps); (98) conv., 
$295* (ps). 

PLYMOUTH—’59 Fury (8) 2-dr. hardtop, 
$1,255; 4-dr., $1,255* (ps). 

’58 Suburban (8) 4-dr., $1,100*; Subur- 
ban (6) 4-dr., $685*; Savoy (6) 2-dr. 
hardtop, $545* (ps). 

°57 Belvedere (8) 4-dr., $700*%; sport 
coupe, $650*; Suburban (8) 4-dr., 
$670*; Savoy (6) 4-dr., $385*. 

°55 Belvedere (8) 4-dr., $410. 

PONTIAC—’60 Ventura sport coupe, $2,- 
500* (ps); Catalina Safari 4-dr., $2,- 
315*; 2-dr., $2,230. 

*59 Bonneville conv., $2,275* (ps); Star 
Chief 4-dr. Vista, $2,250* (ps); Cata- 
lina 4-dr, Vista, $2,125* (ps), $1,- 
965*; Safari 4-dr., $2,100*; 2-dr., $1,- 
475*. 

58 Star Chief 4-dr. Catalina, $1,180°* 
(ps); Chieftain 2-dr., $820. 

°57 Star Chief Safari 4-dr., $1,200* (ps); 
Chieftain 2-dr. Catalina, $895*, $840*. 

°56 Star Chief 4-dr, Catalina, $715*; 4- 
dr., $570*, $410* (ps); Chieftain 4- 
dr., $500*; 2-dr., $460*; Safari 2-dr., 
$390*. 

RAMBLER—’59 Ambassador (8) Custom 
4-dr., $1,560*; Super (8) Cross Coun- 
try, $1,350*. 

°58 Super (6) 4-dr., 
(6) 2-dr., $750*. 

°56 Super 4-dr., $400. 

STUDEBAKER—’60 Lark (8) station wag- 
on, $1,500. 

*58 Silver Hawk (8) 2-dr., $750. 

MISCELLANEOUS — ’55 Studebaker trac- 
tor, $440. 


DYER, IND. 


Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Sept. 9. Consignment 
was low but our percentage was high as 
usual. '55, ’°56 and ’57 models are in big 
demand. Sold 189 cars from 271 consign- 


ments. 
BUICK—’57 Super 4-dr. Riviera, $720* 
(ps); Special 2-dr., $715*. 

°56 Special 4-dr., $530*, $410°; Super 
4-dr., $460* (ps). 

’55 Super 2-dr, Riviera, $575* (ps); 
4-dr., $235* (ps); Special 4-dr., $395*, 
$210*; 2-Ir., $390*. 

54 Special 2-dr., $175*; 4-dr., $160*; 
Super 2-dr. Riviera, $165 (ps). 

CADILLAC—’57 (62) Coupe de Ville, $1,- 
650° (ps). 

’56 (62) 2-dr. hardtop, $700* (ps). 

’55 (62) Coupe de Ville, $780* (ps). 

'54 (62) conv., $600* (ps). 

CHEVROLET—’60 Impala (8) sport coupe, 
$2,240* (ps); Bel Air (8) 4-dr., $2,- 
065* (ps). 

’59 Bel Air (8) 4-dr., $1,570* (ps); Bis- 
cayne (8) 4-dr., $1,480*, $1,300*; Bis- 
cayne (6) 4-dr., $1,150. 

58 Impala (8) sport coupe, $1,610* (ps). 

°57 Bel Air (8) 4-dr., $920*; Bel Air (6) 
4-dr., $900%; 2-dr., $875*; Two-ten 
(6) 2-dr., $850*; station wagon, $730°*. 

’56 Bel Air (8) 2-dr., $575*. 

55 Two-ten (8) 4-dr., $400*; Two-ten 
(6) 4-dr., $375*, $360*; 2-dr., $315*. 

54 Bel Air 4-dr., $290*; Two-ten 2-dr., 


$865*; American 


$200. 
’53 Two-ten 2-dr., $140. 
CHRYSLER — '55 Windsor 2-ar., $425* 
(ps), $280*. 


DeSOTO—’55 Firedome 2-dr., $180*. 

DODGE—’55 Royal (8) 4-dr., $260°. 

EDSEL—’59 Citation 4-dr., $1,160*. 

FORD—’60 Galaxie (8) 2-dr, Victoria, $2,- 
140* (ps). 

’59 Thunderbird (8), $2,450*; Fairlane 
500 (8) 2-dr. Victoria, $1,565*; 4-dr., 
aa (ps); Fairlane (8) 4-dr., $1,- 
2' *. 


’58 Fairlane 500 (8) 4-dr., 2 at $1,025 
(ps); Fairlane (8) 4-dr., $900*, $895*; 
Ranch Wagon (6) 2-dr., $600*. 

’57 Fairlane 500 (8) 2-dr. Victoria, $940* 
(ps), $880*; 4-dr., $775*; Ranch Wag- 
on (8) 2-dr., $675*, $530, $420*. 

'566 Custom (8) 4-dr., *; 2-dr., $410, 
$325*; Fairlane (8) conv., $400*; 
Ranch Wagon (8) 2-dr., $240, 

’55 Fairlane (8) 2-dr. Victoria, $475*, 
$370*; Country Sedan (8) 4-dr., $355; 
Custom (6) 2-dr., $160*%; Custom (8) 
2-dr., $155*. 






















































Ranch Wagon (6) 2-dr., $1,700. 

*569 Thunderbird (8) 2-dr, hardtop, $2,- 
390* (ps); Galaxie (8) 2-dr, Victoria, 
$1,890* (ps), $1,690* (ps); 4-dr., $1,- 
850* (ps); Ranch Wagon (8) 4-dr., 
$1,600*; Custom 300 (8) 2-dr., $1,337* 


(ps). 

‘58 Fairlane 500 (8) 4-dr, Victoria, $1,- 
145* (ps); Fairlane (8) 2-dr. Victoria, 
$975*; Country Sedan (8) 4-dr., $1,- 
105* (ps); Custom 300 (8) 4-dr., 
$937*; Ranch Wagon (6) 2-dr., $845*. 

’57 Fairlane 500 (8) 2-dr, Victoria, $925* 
(ps), $900* (ps); 4-dr. Victoria, $900* 


’56 Suburban (8) 4-dr., $630*. 
"55 Savoy (8) 4-dr., $285*. 
PONTIAC—’60 Catalina sport coupe, $2,- 
425° (ps). 
"59 Catalina sport coupe, $2,100* (ps). 
Mien aes ptr Gaiden: 
‘038 nti 4-dr. 
$1,550*, $1,490°, mer 
’58 Super (6) 2-dr., $1,050. 
ee Willys Jeep, $1,- 


*56 International %-ton panel 
"54 Chevrolet %-ton, $430. or 
"52 Studebaker %-ton pickup, $200. 
51 International %-ton, $230, 

























DETROIT 


Aptco Auto Auction, Sale every Wed- 


"4 Coster (8) 2-dr., $325; 4-dr., $205°*, ae ae 4-dr, hardtop, $2,- 
, ’59 Electra 4-dr, hardtop, $1,985* (ps). 


COLUMBUS, 0O. 


’53 Ranch Wagon (8) 2-dr., $170; Crest 58 Super 4-dr. Riviera, $1,450* ( ) 
ar. , , Ps). 


(8) 2-dr. Victoria, $140*. 
, ’57 RM 2-dr, Riviera . (ps); C 
HUDSON—’53 W. 5 ; . » $1,015* (ps).. ps); Country Sedan (8) 4-dr.,, $780* 
LINOOLN—'86 Capel san ieee 5¢ RM 2-dr., $690° (ps); Special 4-dr. oe). a Capital Auto Auction, Sal 
en ‘apri 2-dr, hardtop, $575* Riviera, $405*, ’56 Thunderbird (8) conv., $1,375*; ion. Sale every Thurs- 
(ps). '55 Special 4-dr., $400* conv., §700* (ps): 2 MB ;| day. Prices are for sale of Sept. 8. Sold 
'53 Capri 2-dr. hardtop, $105* oan & Pegs . viessste Ps); 2-dr., $585*; 2-dr.| 181 cars from 324 consignments, 
MERCURY —'57 Monterey 4-dr., $785* an oe % (> oar, gar (pe). adr aa a oa” Sedan (8) oe LeSabre 4-dr. hardtop, $2,480* 
600* , ’ y ° : ® : «7% . ps). 
56 Monterey 2-dr, hardtop, 335° mnvais eon cm ose (C8) dr, $340°; 4-dr.,/ "59 Invieta 4-dr. hardtop, $2,100* (ps); 
Sew Dee Berge, seme. CHEVROLET—'60 Impala (8) conv., $2,- . Electra 4-dr, hardtop, $1,950* (ps); 
NASH—'57 Ambassador 4-dr., $805. $1,000, Goevaie (Pen tty her eae sat). Teena. Se. “haneeep, LeeN) SHI $1,950°; 4-dr, hardtop,, 
OLDSMOBILE—’56 (88) Super 4-dr.. $725* eet -dr., $1,- . se ot 825*. 
ssn 28) ar. 555°. » $725 soso’ Corvair (500) 4-dr., $1,390*, $1,- MEnCURE—e0 Commuter 4-dr., $1,980* .* ae 4-dr., $1,110* (ps); conv., 
= r. ie . , . . 9 
4-dr., $215°. Tee Seat re a (8) 4-dr., $1,920* (ps), $1,-| "58 Monterey 4-dr., $1,065* (ps); Mont-| ‘57, Super 4-dr, Riviera, $1,040° (ps); 
PACKARD—’56 Clipper 4-dr., $195* $1 6 8 Bel Air (8) sport sedan, clair 4-dr, hardtop, $1,060* (ps). Century 2-dr. Riviera, $1,020* (ps). 
'55 (5580) 4-dr., $215*. |. 58 Noma wow Me ’55 Monterey 2-dr, hardtop, $450*; Mont-| ‘56 Super 4-dr. Riviera, $760* (ps); 
PLYMOUTH—’58 Savoy (8) 2-dr, hardto lomad (8) 4-dr., $1,200* (ps), $1,- clair 2-dr, hardtop, $275* : Century 4-dr. Riviera, $700* (ps); 
rreoe + eae af ba Le EES Caer sees | lene at Go eke Oa Gee 
, ‘ -dr., $1, ; Two-ten MOBILE — ’ g r., $420* ; *, 
36 Belvedere (s) sae eats°. (8) 2-dr., $1,165°;, One-Aifty (6) 2-dr., (ps). 58 (98) conv., $1,500*| O45 Sa = oe stie°. en} 
' 'S7 (98) 2-dr, Holiday, $1,110° (ps);| ,57 (60) Special 4-dr., $1,840° (ps). 
2-dr., $775* (ps); (88) Super 2-dr. 56 (60) Special 4-dr., $1,125* (ps). 


, $6 " 
55 Savoy (6) 4-dr., $335*; Belvedere *56 Bel Air (8) conv., $680*; Two-ten 
OCHEVROLET—’60 Impala (8) 4-dr. hard- 


(8) 2-dr., $245*. (8) 2-dr., $500, $47 
; fe , -dr., > 5°. Holiday, $1,010* 
PONDLAD On "hy tiie “Caen 4 ,| 755 Bel Air'(8) 2-dr., $205°. 158 (88) Sede “je208 top, $2,185°, §$2,000°; Biscayne (6) 
toons Gutedeas aeeael gueee”’ $975 a a 4-dr., $315*. ’55 (88) 4-dr. Holiday, $415* (ps). 2-dr., $1,590, ; 
-_ai oe ° 1 Air 2-dr., $325*. PLYMOUTH—’60 Fury (8) 4-dr, hardtop, ‘59 Impala (8) 4-dr. hardtop, $1,850* 
a, ee Se tee: — 59 Coronet (8) 2-dr, hardtop, $2,015* (ps). . , $1,795* (ps), $1,790" (ps), $1,725* 
— oe ca fine? tend ot ,625*; 4-dr., $1,025*. ’59 Belvedere (8) 4-dr., $1,360*, $1,175°*; (ps); conv., $1,775*; Parkwood (8) 
Chieftain 4-dr., $150° (pe). 7 Adventurer (8) 2-dr, hardtop, $1,- aA (8) 2¢r hardtop, $1,250°; Savoy s-ar., 31,820" (ps);' Brookwood (8) 
E y f -dr., 7 ; -ar., ’ . 
pf ale date FORD—’60 Thunderbird (8) 2-dr. hardtop,| '58 Belvedere (6) 2-dr., $800*; Plaza| ‘58 Brookwood (6) 4-dr. (9 pass)., $1,- 
MISCELLANEOUS—’57 Chevrolet (8) %- $3,145° (ps); Galaxie (8) 2-dr., $2,- (6) 2-dr., $600°. , 350°; Brookwood (8) 4-dr., $1,250° 
CELLAN 160" (ps); 4-dr, Victoria, $2.150*' (ps), | 57 Suburban (8) 4-dr., $765*, $720, (ps); Biscayne (8) 2-dr., $1,135°; 4- 
; bs x (ps); conv., $1,830* (ps); $715. (Continued on Page 68, Col. 2) 





General Motors Reliability in Action... 
ol, Air in Arizona! 
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Compact, efficient, performance-proved— 
Harrison Cool-Pack “under-the-dash” Air 
Conditioner is another reliable GM product. 


HARRISON AIR CONDITIONERS ARE PERFORMANCE 
PROVED IN TORTUROUS TEMPERATURE TESTS AT 
GENERAL MOTORS DESERT PROVING GROUND! 


Blazing heat and desert dust make the Sonora country in Arizona ideal 

for testing car air conditioning. Here is where Harrison Air Conditioned 
cars are put through their paces . . . hour-after-hour on the high-speed 
track—mile-after-mile over rugged roads. Grueling performance tests 

like this are standard procedure at Harrison—and it pays off for today’s 
drivers in maximum product efficiency and reliability on the road. The 
Arizona Proving Ground is typical of GM-Harrison engineering and testing 
facilities—the most modern and complete in the automotive heat transfer 
industry. Reliability through research is one reason why Harrison has 

been the leader in product performance, value and dependability for a 

half century. If you have temperature problems . . . passenger comfort or 
vehicle efficiency . . . look to the leader. Look to Harrison for the answers! 


a SE ER 
ara 
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AUTOMOTIVE RADIATORS « OL COOLERS « THERMOSTATS © AIR CONDITIONERS » HEATERS » DEFROSTERS 





G: 


HARRISON RADIATOR DIVISION, GENERAL MOTORS CORPORATION, LOCKPORT, NEW YORK 
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160* (ps); Biscayne (8) 4-dr., $1,090*, 
$1,050*, $1,035" (ps); Biscayne (6) 
4-dr., $1,050*, $1,035*; 2-dr., $875. 

’57 Bel Air (6) 2-dr., $1,275; Bel Air 
(8) sport coupe, $1,050* (ps); station 
wagon 4-dr., $1,050*; Two-ten (8) 
sport coupe, $1,000* (ps); One-fifty 
(8) 4-dr., $690* (ps). 

"56 Bel Air (8) 4-dr., $670*; Bel Air (6) 
sport coupe, $575*; Two- ten (6) 4-dr., 
$540; station wagon 4-dr., $255*; One- 
fifty (8) station wagon, $225. 

‘55 Two-ten (6) 2-dr, hardtop, $470; 
Bel Air (6) 2-dr., $445*; One-fifty (6) 
2-dr., $245. 

'54 Two-ten (6) 2-dr., $290*. 

CHRYSLER—’59 NY 4- ‘dr., $1,900* (ps). 

’68 NY 4-dr., $1,370* (ps); Windsor 4- 
dr. hardtop, $1,300* (ps); Saratoga 
4-dr., $1,210* (ps). 

’57 NY 2-dr. hardtop, $1,100* (ps). 

’56 Windsor 4-dr., $450* (ps). 

’55 Windsor Deluxe 2-dr,. hardtop, 3 at 
$400*; NY 2-dr. hardtop, $195* (ps). 

DeSOTO—'58 Firedome 4-dr., $1,110*. 

’57 Fireflite 4-dr., $860*; Firesweep 4- 
dr., $700*. 

56 Firedome 4-dr., $545*; Fireflite 2-dr. 
hardtop, $425* (ps). 

DODGE—’59 Coronet (8) 2-dr., $750. 

’58 Coronet (8) 2-dr. hardtop, $1,005* 
(ps); 4-dr., $895*. 

'57 Royal (8) 4-dr., $830* (ps); 4-dr. 



















































000* (ps). 
'54 (62) 4-dr., $420* (ps). 
’53 (62) 4-dr., $340* (ps). 
CHEVROLET—'60 Corvair (6) 4-dr., $1,- 

_ 600%, $1,550, $1,460, $1,375. 

’59 Parkwood (8) 4-dr., $2,005* (ps); 
Impala (8) sport sedan, $1,795*, $1,- 
625* (ps); 4-dr., $1,775* (ps); sport 
coupe, $1,675*; conv., $1,500. 

’58 Corvette (8) conv., $2,080; Impala 
(8) sport coupe, $1,500* (ps); Bel Air 
(8) sport coupe, $1,300; 4-dr., $1,250*, 
$1,100*; sport sedan, $1,100*, $1,050*; 
Bel Air (6) 4-dr., $1,080*; Brookwood 
(8) 4-dr., $1,225*; Biscayne (6) 2-dr., 
$1,040*; Delray (6) 2-dr., $990, $870*; 
Yeoman (8) 2-dr., $950. 

‘57 Bel Air (8) sport sedan, $1,085*; 
Bel Air (6) 2-dr., $800*; Two-ten (6) 
station wagon 2-dr., $825*. 

’56 Bel Air (6) 4-dr., $650; sport sedan, 
$600*; Bel Air (8) 2-dr., $620*, 

55 Bel Air (8) 4-dr,, $700*, $690 (ps); 
Bel Air (6) 2-dr., "$330; Two-ten (6) 
station wagon, $460; 2-dr., $375; 4-dr., 
$200*; Two-ten (8) 4-dr., $220*; One- 
fifty (6) station wagon, $385; 2-dr., 
$115. 

’54 One-fifty 2-dr., $135. 

CHRYSLER—’58 NY 2-dr. hardtop, $1,525* 
(ps). 
’57 Windsor 2-dr. hardtop, $660* (ps). 
56 NY 4-dr., $835* (ps), $590* (ps). 
COMET—’60 Comet 4-dr., $1,900, $1,850; 
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$1,060*; Biscayne (6) 2-dr., $805; Star Chief 4-dr., $1,865*; Catalina 4- 
Seta (6) "2-dr., $900, $885. dr., $1,500*, 

"57 Bel Air (8) 2-dr., $1,175* (ps), $1,- "58 Super Chief 4-dr. Catalina, $1,315* 
000* (ps); 4-dr., $1,000* (ps); 4-dr. (ps); Chieftain 4-dr. Catalina, $1,- 
hardtop, $900* (ps); Two-ten (8) sta- 235*; Safari 4-dr., $1,100*. 
tion wagon 2-dr., $1,115; 4-dr., $825*; "S57 Chieftain Safari 4-dr. (9 pass)., $1,- 
4-dr, hardtop, $775*; 2-dr., $780*; 070*; Super Chief Safari 4-dr., $900° 
One-fifty (6) station wagon 2-dr., (ps); 4-dr, Catalina, $875*. 
$855, $800; 2-dr., $670, $630; 4-dr., ’56 Chieftain Safari 4-dr., $710* (ps); 
$600*; One-fifty (8) 2-dr., $670. 4-dr. Catalina, $450*. 

56 Bel Air a -dr., $760*; Bel Air ’55 Star Chief 2-dr. Catalina, $560* (ps). 
(6) 4-dr., $700*; Two-ten (8) 2-dr.,| RAMBLER—’ 
$710*, $625*, $595, $575, $460; station aa. a 
= 4-dr., $600*; Two-ten (6) 4-dr., *56 Custom Cross Country 4-dr., $875. 

. ae aaa Valiant station wa; - 

"SS Bei Air (8) 2-dr. hardtop, $596; eran A rica 


$1,795. 
2-dr., $570*, $560*; 4-dr., $400; Two- MISCELLANEOUS—'so Willys Jeep, $1,- 
ten (6) 2-dr., $400, $365. y Pp, $ 


"54 Bel Air 4- ‘dr., $215*. 
CHRYSLER—’57 NY 4-dr. hardtop, $1,115* 
(ps); Saratoga 4-dr. hardtop, $935* 
(ps). 



































































SACRAMENTO 


Sacramento Auto Auction. Sale every 









Safety Ta ’55 NY 4-dr., $620* (ps) Thursday. Prices are for sale of Sept. 8. hardtop, $800*; Custom Royal (8) 4- 2-dr., $1,750 
_— n . BUICK—'57 Super 4-dr. Riviera, $1,000* dr., $700* (ps) 58 Fi 
DeSOTO — '58 Firesweep 2-dr. hardtop, , ps). DeSOTO—’58 Fireflite 2-dr. hardtop, $1,- 
This dealer is taking advantage of the $990°. vic, retrain (ps); Century 2-dr, Riviera, $1,000*;| '56 Coronet (6) 4-dr., $555, $540* (ps). 350* ae. paeek eae 





Special 4-dr, Riviera, $855*, 
56 RM 2-dr. Riviera, $700* (ps). 
’54 Special 4-dr., $170. 


55 Custom Royal (8) 2-dr. hardtop, 
$470* (ps). 
EDSEL—’58 Citation 4-dr. hardtop, $700* 





*55 Firedome 4-dr., $390* (ps). 
DODGE —’59 Sierra (8) 4-dr., $1,850* 
(ps); Coronet (8) 2-dr. hardtop, $1,- 


'566 Firedome 4-dr, hardtop, $440* (ps). 
DODGE—’'58 Suburban (8) 2-dr., $1,025*; 
Coronet (8) 2-dr., $810*. 





broad safety check promotion designed 
fo bring greater highway safety to the 










A ’ ; CADILLAC—’59 (60) Special 4-dr., $3,- (ps) ° 
7 Coro (8) 2-dr. *; 4-dr., $575. ps). 1 . 
motorist end create additional sales ond 158 coma Xs) “ca” sues. : i. 400° (Ps). FORD—’60 Galaxie (8) 4-dr. Victoria, $1,- ‘st Content (8) 2-dr, hardtop, $770* 
profits for himself. He is filling out a tag 50° F : "58 (62) Sedan de Ville, $2,400* (ps). 990* (ps). ps). 
’ '5T (62) Coupe de Ville, $2,200* (ps). 


’59 Custom 300 (8) 2-dr., $1,230* (ps). 

’58 Fairlane 500 (8) conv., $1,190* (ps), 
$965 (ps); 2-dr. Victoria, $1,070* (ps); 
4-dr., $1,000*%; Country Sedan (8) 4- 
dr., $1,090* (ps), $800* (ps); Ranch 
Wagon (8) 4-dr., $750. 

’57 Fairlane 500 (8) 2-dr., $750*; Fair- 
lane (8) 4-dr. Victoria, $725* (ps); 
2-dr. Victoria, $675* (ps); Ranch 
Wagon 2-dr., $675* (ps); Custom (8) 
2-dr., $560* (ps). 

56 Fairlane (8) 2-dr., $370*. 

’55 Fairlane (8) 2-dr. Victoria, $350*; 
Custom (8) 2-dr., $185*. 

'54 Ranch Wagon (6) 2-dr., $330; Cus- 
tom (8) 4-dr., $290; Custom (6) 2-dr., 






56 Custom Royal (8) 4-dr. hardtop, 
$600* (ps); Coronet (6) 4-dr., $400*, 
50* 


’55 Coronet (8) 4-dr., $325*. 

FORD—’60 Thunderbird (8) 2-dr. hardtop, 
$3,150* (ps). 

‘59 Galaxie (8) 4-dr. Victoria, $1,935* 
(ps); conv., $1,735* (ps); Ranch Wag- 
on (6) 4-dr., $1,410; Custom 300 (8) 
4-dr., $1,170*, 

58 Fairlane 500 (8) conv., $1,080* (ps); 
4-dr, Victoria, $1,010* (ps); Fairlane 
(8) 4-dr., $975* (ps); 2-dr., $920* 
(ps); Custom 300 (8) 4-dr., $850*%; 2- 
dr., $690. 

’57 Country Sedan (8) 4-dr., $975*, $575* 





*565 Coronet (8) 4-dr., $350, $350*. 
FORD—’60 Thunderbird (8) conv., $3,300* 
(ps); Falcon (6) 2-dr., $1,555. 

"59 Galaxie (8) conv., $1,820* (ps); 
Skyliner, $1,740*%; Country Sedan (8) 
4-dr., $1,525*; Fairlane 500 (8) 4-dr. 
Victoria, $1,515*, $1,475*; Custom 300 
(6) 2-dr., $1,050". 

’658 Thunderbird (8) conv., $2,125* (ps); 
Fairlane 500 (8) conv., $1,245* (ps): 
Skyliner, $1,255* (ps); Fairlane (8) 
2-dr. Victoria, $975*; 4-dr., $800*; 
Ranch Wagon (8) 2-dr., $1,020*; Cus- 
tom 300 (8) 2-dr., $775, $765. 

‘S57 Fairlane 500 (8) 4-dr., $980*, $950* 


which fits on the steering wheel ring or 
key chain and advises the motorist that 
his car has: been checked for safety. 

* * 


Safety-Check Kit 
Offered Dealers — 
By Westinghouse 





’54 (62) Coupe de Ville, $790* (ps). 
CHEVROLET—’60 Impala (8) sport coupe, 
= Bel Air (6) 2-dr., $1,785*, $1,- 
5. 

59 Parkwood (8) 4-dr., $1,800*; Im- 
pala (8) sport coupe, $1,800; Bel Air 
(8) 4-dr., $1,630* (ps), $1,490*; Bis- 
cayne (6) 2-dr., $1,310. 

’658 Impala (8) conv., $1,500*, $1,500, 
$1,325*; Biscayne (8) 4-dr., $925*. 

’57 Bel Air (6) 2-dr., $1,130"; Bel Air 
(8) sport coupe, $1,090*; One- fifty (8) 
station wagon 2-dr., $935; Two-ten 
(8) 4-dr., $710*. 

’56 Bel Air (8) 4-dr., $730*. 
















(ps), $860*; 4-dr. Victoria, $975* (ps), ’ “ * Two- 
BLOOMFIELD, N. J.— A broad $895°: conv., $900°; Fairlane (8) 4- aa ea “Séco". gases: " abaeeael IMPeRIAL 57 Imperial 2-dr. hardtop = per visors row’ $8307; ca, 
s Se ° ’ , — -dr. ’ ¢ = ’ ; -ar., 
safety-check promotion designed to dr., $825*; 2-dr. Victoria, $750*; Coun wagon, $645*, §510*; One-fifty (6) $1,300° (ps). ei. = . ye a? So: 





try Sedan (8) 4-dr., $800°; Custom 
300 (8) 4-dr., $550*. 

‘56 Fairlane (8) 4-dr. Victoria, $850", 
$585*, $565*; conv., $660*: 2-dr.. 
$430*; Custom (8) 2-dr. Victoria. 
$530*; Custom (6) 2-dr., $385, $330. 

55 Country Sedan (8) 4-dr., $625*, 

60*, $350; Fairlane (8) 2-dr., $435°*, 
$385, $325; Custom (8) 4-dr., $405. 





station wagon, $540, 
DODGE—’59 Coronet (8) 2-dr., $1,385*. 
FORD—’'60 Falcon (6) 4-dr., $1,555. 

59 Thunderbiri (8) 2-dr, hardtop, $3,- 
450* (ps); Galaxie (8) conv., $1,715* 
(ps); Fairlane 500 (8) 4-dr. Victoria, 
$1,620* (ps); Fairlane (8) 4-dr., $1,- 
570* (ps), $1,565*, $1,550; Custom 300 
(6) 2-dr., $1,360. 


56 Imperial 4-dr., $810* (ps). 
MERCURY—’59 Montclair 4-dr., $1,610* 

(ps). 

’58 Monterey 4-dr., $1,000*, $925*. 

’57 Montclair 2-dr. hardtop, $880; Mon- 
terey 2-dr., $620* (ps). 

56 Monterey station wagon 4-dr., $520* 
(ps); conv., $325*; Custom 4-dr. hard- 
top. $450*. 


a (8) 2-dr, Victoria, $735*; 4- 
$665*; Custom (6) 2-dr., $485*. 

56 Ceamaey ‘Sedan (8) 4-dr., $510*; Cus- 

tom (8) 2-dr. Victoria, $510*; 2-dr., 

bog Fairlane (6) conv., $500*; 2- 
$465*; Fairlane (8) 2- dr., $300*. 

"85 ‘Fairlane (8) 2-dr, Victoria, "$600*; 2- 

$400*; Fairlane (6) 2-dr. Victoria, 

$500, conv., $350*; Custom (8) 4-dr., 


bring greater highway safety to 
the motorist and create additional 
sales and profits for the service- 
minded dealer has been announced 
by Westinghouse. 

According to Robert M. Harris, 
miniature lamp marketing manager 





























‘54 Ranch Wagon (8) 2-dr., $330. 58 Fairla (8) 4-dr., $985* ( “ 
for Westinghouse, the new fall ae kes Imperial 4-dr. hardtop.| +57 Fairlane 500 (8) ddr, Victor $1,- NASH "St Statesman toy adr., $105. +54 Custom (8) 2-dr., $225; Main (8) 2 
= ’ (ps). - + 2. ; * eae 7 nee c we ’ 4 
safety promotion consists of @ four-| .57"tmperial 4-dr.. $1,200° (ps). daose (oer, $985" (ps); 2ar, $860", | OLDSMOBILE—'59 (88) 4-dr. Holiday, $2,- r., $165*. 

point program. Included in this is| yywoo_N—'59 Capri 4-dr., $2.285° (ps). roae eiaee (i) 4-ar, 070° (pe). 020* (ps); 4-dr., $1,710* (ps). ’53 Country Sedan (8) 4-dr., $140, 

a safety-check kit, containing a| '57 Premiere 4-dr. hardtop, $1,300* (ps), Fairlane (8) 2-dr.. $810° (pe) ’ ‘7. (28) Super, . ae. $1,430* (ps); (88) eae Premiere 2-dr. hardtop, 
tream ree 950° (ps , ‘B) 4 0: : ’ . 

per gee of lignin th ° on MERCURY "68 Montclair 4-dr, hardtop, a cae nee ‘ = oe "57 (88) agg ne: a. 5 sue eo re — (ps), bai i): 

res, o te ( ; conv., s ; 4-dr. Holi- —_—’ ‘ommuter 4-dr., 

" : ; Falesemey: "55 Custom (8) 2-dr., $480°; 4-dr., $290; day,’ $930" (ps); (88) 4-dr., $880° 






(ps). 

56 Montclair 2-dr. hardtop, $665*, 
$610*; 4-dr., $360* (ps); Medalist 2-dr. 
hardtop, $355*; 2-dr., $300*. 

55 Monterey 2- dr. hardtop, $425* (ps), 


tery, wiper blades and muffler. 


Harris said the window streamer 
provides the operator with an op- 


‘57 Monterey 2-dr., $805*. 

‘56 Monterey 4-dr. hardtop, $675*; Mont- 
clair 4-dr., 505*, $505. 

‘55 Montclair 2-dr. hardtop, $575*, $480*, 


Fairlane (8) 4-dr., $475* (ps). 
'54 Crest (8) 4-dr., $350; Custom (6) 
2-dr., $195*; Main (8) 2-dr., $195. 
"53 Crest (8) 2-dr. Victoria, $400 (ps); 





(ps). 

'56 (88) 4-dr, Holiday, $565*. $555*; 
2-dr. Holiday, $450* (ps), $420* (ps). 
55 (88) 2-dr. Holiday, $300*; conv., 










portunity to offer a genuine public) ,_ $380* (ps). . Country Sedan (8) 4-dr., $300; Coun- saese < op 7 
a ‘ 2 ps). $350*; 4-dr., $360*, 

service by checking five critical| oy psmopiLe "69 (88) 4-dr. Holiday, (8) dear. 9205) or’ $225"; Custom) PACKARD — '56 Clipper 2-dr. hardtop,| | 54 Monterey adr. hardtop, $330*. 

saf po 5 * th ; $350* (ps). DS LE—'58 (88) Super Fiesta 4- 

a ee oe eee oe eog LINCOLN—'53 Capri 2-dr. hardtop, $140°| py ymouTH—'59 Belvedere (8) 4-dr. hard- dr., $1,575* (ps); (88) 4-dr, Holiday, 






"58 (88) Super 4-dr., $1,750* (ps); (88) 
4-dr. Holiday, $1,300* (ps); $1,260* 


(ps). 
"ST (98) 4-dr. Holiday, $1,375* (ps), 
$1,100* (ps), $1,085* (ps); (88) 4-dr.. 
80 


$680. 

‘56 (88) Super conv., $800* (ps); 4-dr., 
$615*; (88) 4-dr. Holiday, $725*. 
PLYMOUTH — ‘58 Suburban (6) 4-dr., 

$885*; Plaza (6) 2-dr., $730; Savoy 





$1,430* (ps); 2-dr., $1,100*, 

‘57 (88) Super 4-dr. Holiday, $885* (ps); 
(88) 4-dr, Holiday, $700* (ps), 

‘56 (88) 2-dr. Holiday, $490* (ps). 

’55 (88) 2-dr. Holiday, $600* (ps); 4- 
dr., $400*, $365*; 2-dr., $285*; (98) 
2-dr, Holiday, $360*. 

'54 (88) 4-dr., $325*. 

PLYMOUTH—'59 Savoy (6) 2-dr., $990*. 

68 Savoy (8) 2-dr. hardtop, $910*; Bel- 


top, $1,550* (ps); Savoy (8) 4-dr., 
$1,170* (ps), $1,020*; Savoy (6) 2-dr., 
$995. 

‘BS Belvedere (8) 4-dr., $900*; Savoy 
(8) 4-dr., $780; Plaza (8) 2-dr., $660°. 

’57 Suburban (8) Custom 4-dr.. $735*; 
Fury (8) 2-dr. hardtop, $705*; Bel- 
vedere (8) 4-dr., $675. 

5S Belvedere (8) 4-dr., $310°; Plaza 
(6) Suburban 4-dr., $225. 





It opens the door to lamp sales, 
he said, and to extra sales of tires, 
batteries, wiper blades and other 
accessories. 

Another item in the kit is a tag 
which fits on the steering wheel 
ring or key chain and advises the 





(ps). 
MERCURY—’'58 Commuter 4-dr., $1,210* 
(ps). 

*56 Custom 2-dr, hardtop, $575*; Mont- 
clair 2-dr, hardtop, $540*, 

55 Monterey 2-dr. hardtop, $495*, $375*; 
station wagon, $475* (ps); Custom 
2-dr., $445. 

’54 Custom 2-dr, hardtop, $195. 

NASH—’'53 Ambassador 4-dr., $145*. 










motorist that his car has been (6) 2-dr. hardtop, $725; 2-dr., $630. | Or DSMOBILE — ‘59 (88) 4-dr., $1,895* 
ch ed saf. , burban (8 -dr. ; Be me F PONTIAC—’59 Bonneville conv., $2,425* vedere (8) 4-dr., $865* (ps); Belvedere 
ecked for safety. On the reverse Wa) eae, ‘seden ‘a Artes (ps). (ps); Star Chief 4-dr., $1,820* (ps). (6) 2-dr., $740°, 


"6566 (88) 2-dr. Holiday, $1,000*. 

"6565 (98) 2-dr, Holiday, $375* (ps). 

54 (98) 2-dr. Holiday, $380* (ps). 
PACKARD—’55 Clipper 4-dr., $370*. 
PLYMOUTH—’'60 Fury (8) 2-dr. hardtop, 


‘57 Suburban (6) Custom 4-dr., $820*; 
Belvedere (8) 2-dr. hardtop, $770*; 4- 
dr., $700* (ps); Savoy (8) 4-dr. hard- 
top, $765*; Savoy (6) 4-dr., $500*. 

’56 Savoy (6) 4-dr., $620*; Beivedere (6) 





’6bS Super Chief 4-dr., $1,200*; Chieftain 
2-dr., $945°. 
’57 Chieftain 2-dr., $660* (ps); 4-dr., 
$650*, $590; 2- dr. Catalina, $420°. 
Oe tes. American (6) 2-dr., $1,- 





side is the outline of an automobile 
showing the location of all lights 
and indicating those requiring re- 
placement. 


‘56 Suburban (8) 4-dr., $650. 
PONTIAC —-'60 Catalina conv., $2,550* 
(ps); 4-dr. Vista, $2,350* (ps); Ven- 
tura 4-dr, Vista, $2,510°*. 












































"59 Bonneville 4-dr. Vista, $2,060* 5 . 
> a 5) Belvedere (8) 4-dr., $1,385*; Savo 070° (ps sez ar., $425%; Plaza (6) 4-dr., $385°. 
8) 4-dr, $1,180" Cp y| +58 Deluxe (6) station wagon 4-dr., $1,-| _'54 Savoy 4-dr., $150. 
om, oes . Ps), * x 110°. PONTIAC—’'60 Bonneville 4-dr. Vista, $2,- 
55 Suburban (8) Sport 4-dr., §1,400°) +57 Custom (6) 4-ér., $898°: 9-dr., 675° (ps). 
seri PS)- - $580* (ps). 59 Bonneville conv., $2,190* (ps 
57 Savoy (8) 4-dr., $635*. STUDEBAKER—’58 Commander (8) sta-| ‘58 Star Chief 2-dr. Catalina, $1 200*. 


HOT WATER 





RI INSE ‘56 Suburban (8) Custom 2-dr., $475°*. Gan wagen $-Or., 9000. ‘57 Star Chief 4-dr, Catalina, $1,000* 
mATTACHMENT Perentresete (8) Ande. Sete. sannn | °S4 Crampton (6) 3-dr., $205. (ps), $985* (ps); Chieftain 2-dr., 
after 5 $860" (ps); 2-dr. Catalina, $750*| °53 Champion (6) 2-dr, hardtop, $125. 3700". 
ae ps); o. atalina, § 56 Star Chief 4-dr., $330* (ps). 


‘55 Star Chief 2-dr. Catalina, $515*; 4- 
r., $375*, $345* (ps). 

'54 Star Chief conv., $320* (ps). 
RAMBLER—’59 Ambassador (8) Custom 

4-dr., $1,810* (ps), 

‘58 Super (6) Cross Country, $1,050, 

$1,035. 

54 Custom 4-dr., $240. 

STUDEBAKER —'9 Lark (8) 4-dr., $1,- 
5 

"5ST Scotsman (6) 4-dr., $400*. 

’55 Commander (8) station wagon, $485, 
VALIANT—’60 Valiant 4-dr., $1,175. 
MISCELLANEOUS — '56 Dodge truck, 

$750; Chevrolet 6400 2-ton, $470. 

’55 Chevrolet %-ton, $550; Willys panel, 

$245. 

‘53 Studebaker %-ton pickup $230. 

* * * 


(ps); Chieftain 4-dr, Catalina, §705*, 
. 


BORDENTOWN, N. J. 


National Auto Dealers Exchange Sale 
every Wednesday, Prices are for sale of 
Sept. 7. Holiday held down registrations 
but not buyers interest. They were here 
in record number paying top dollar for 
clean, ready cars in every year and model. 
Sold 80 percent of 402 consignments. 
BUICK—’59 LeSabre conv., $1,815*. 

"5S Special 2-dr. Riviera, $1,285*, $1,- 

180°. 

’S57 Special 4-dr. Riviera, $850*, $840* 
(ps), $810* (ps); 4-dr., $840*. 

"56 Century 4-dr. Riviera, $710* -(ps), 
$655* (ps), $650* (ps), $475*; 2-dr. 
Riviera, $655* (ps); Special 2-dr., 
$650* (ps); 4-dr. Riviera, $580*; 2-dr. 
Riviera, $575*; RM conv., $500* (ps). 

'55 Super 2-dr. Riviera, $510*, $330* 
ioe); Special 2-dr. Riviera, $375*; 4- 


$695°. 
’56 Chieftain 2-dr., $475*; 2-dr. Catalina, 
50* 


$450°. 

‘6565 Star Chief 2-dr. Catalina, $520*; 
conv., $465*; Chieftain 2-dr., $380*; 
2-dr. Catalina, $375*. 

RAMBLER—'54 Super 4-dr., $200. 
STUDEBAKER—'60 Lark (6) 4-dr., §$1,- 


490. 
MISCELLANEOUS—'59 Ford (8) Ranch- 
ero, $1,555°. 

‘57 Chevrolet (6) %-ton pickup, $935; 
Ford (8) Ranchero, $830*; (6) %-ton 
pickup, $510. 

56 Ford (8) %-ton pickup, $495*, $475*. 

‘54 Ford (8) %-ton pickup, $290. 


CALDWELL, N. J. 


Skyline Auto Auction. Sale every Thurs- 









ctro-Magic 
DTOR STEAM CLEANER 


SH PRESSURE STEAM in less than 70 







— Auctions in Brief — 







seconds. Pre-set for 80-100 lbs. for high day. Prices are for sale of Sept. 8, Market $265*. CHICAGO 
cleaning efficiency. Adjustable to 120 Ibs. holding from recent adjustment, Buying ac- CADILLAO_"60 de Ville 2-dr. hardtop, Arena Auto Auction, Sale every Tuesday. 
tivity very brisk. Could have sold 100 more $4,200* (ps). Prices are for sale of Sept, 6. Short of 






clean ones. Sold 180 from 240 consignments. 
BUICK—'59 Invicta 4-dr. hardtop, $1,905* 
(ps); LeSabre 4-dr., $1,670* (ps). 

‘58 RM 4-dr, Riviera, $1,480* (ps); Lim- 
ited 4-dr., $1,200* (ps); Special 2-dr. 
Riviera, $1,125* (ps); 2-dr., $1,095*. 

"57 RM 2-dr. Riviera, $960*, $890* (ps); 
Century 4-dr., $870* (ps); Special 4- 
dr., $800*° (ps), $750* (ps). 

‘56 Special 4-dr., $685*; Century 2-dr. 
Riviera, $645* (ps). 

‘55 Special 4-dr. Riviera, $465*, $310; 
4-dr., $350, $314*. 

CADILLAC—'58 (62) 4-dr. hardtop, $2,- 
350° (ps). 

‘56 (60) Special 4-dr., $1,220* (ps); (62) 
4-dr., $1,140* (ps). 

‘55 (60) Special 4-dr., $700* (ps). 

OHEVROLET—'59 Bel Air (8) conv., $1,- 
950° (ps); 4-dr., $1,380*, $1,370*, §$1,- 
355*, 2 at $1,320*, $1,295; Bel Air 
(6) 4-dr., $1,420°, $1,365*, $1,350*, 
$1,325*, $1,300*, $1,275*, $1,255*, $1,- 
235°, $1,215*; 2-dr., $1,205; Impala 
(8) 4-dr., $1,660° (ps); Parkwood 
(8) 4-dr., $1,600*, $1,555*, $1,420*; 
Brookwood (6) 2-dr., $1,325. 

'58 Brookwood (6) 4-dr., $1,260*, $1,- 
125*, $1,110; Bel Air (8) 4-dr., $1,- 


"ST (62) 4-dr. hardtop, $2,000* (ps), 
"56 (62) 2-dr. hardtop, $1,170* (ps), $1,- 


cars due to Labor Day weekend. Sold 202 
cars from 307 consignments. 


. LY AUTOMATIC, Just push the 
button. Soap and detergents auto- 
cally mixed. 













Oil fired for safe indoor 
tion. Runs 8 hours on one filling. 
fired models available. Medel 190. Chetes of 


PAY AS ALL TT 











1231 East Cherry, Vermillion, South Dakota 


I am interested in your Electro-Magic Model 100. 
(.) Please arrange for a demonstration on one of 
my cleaning jobs. 
fo pope ted’ in a deal hip. Send inf 
am a ers orma- 
DEALERS WANTED! tion. y 






Academy Motors Handles Volkswagen— 


Academy Motors, Inc., has been appointed a Volkswagen dealer in Latham, N. Y. 
The firm's 13,000-square-foot building, featuring 16 service stalls, cost approximately 
$285,000. The dealership is operated by W. Prior and A. Anzelon. 
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AUTOMOTIVE NEWS, SEPTEMBER 19, 1960 


Minneapolis Renault Dealer Finds... 








Customer Satisfaction Is Vital 


By Ed Brown 


Staff Correspondent 


MINNEAPOLIS.—“Customer sat- 
isfaction is the keystone of success 
in the automobile business.” 

On that precept, Irving Reiter 
has built a Renault dealership 
that is one of the most successful 
among all the 850 dealers now 
handling Renault in the United 
States. 

Reiter has maintained his stand- 
ing among the top 25 dealerships 
in the Renault family in six out of 
the first seven months of 1960. All 
of this has been accomplished in 
just one year. 

Formally opened as a franchised 
dealership in the spring of 1959, 
Reiter’s Riviera Imports, Inc., had 
these achievements to its credit, ac- 
cording to Reiter, in its first year: 

More than 800 new cars sold— 
nearly eight times the annual sales 
of the average Renault dealer in 
the United States. 

Nearly 1,100 used cars sold, 
both American and imported 
makes. 

Gross income of more than $2,- 
700,000 from sales of cars, acces- 
sories, and service. 

A 250-percent increase in number 
of employes, from 12 to 42, 

On a recent trip through New 
York, Reiter said that, although 
he is the only Renault dealer in his 
city, he has succeeded in pushing 
Renault sales in the area far ahead 
of those of any other imported car. 
He maintains they also exceed the 
sales of many well-known Ameri- 
can makes. 

Reiter’s success, he feels, is the 
outgrowth of a business philos- 
ophy and method of operating 
that was developed over nearly 
20 years in the retail auto busi- 
ness. It serves to prove that there 
is no basic difference between 
handling American and imported 
cars. 

Unable to enter military service 
at the start of World War II, Reiter 
foresaw that used cars would be 
in increasing demand because of 
the halt of car production. With no 
previous experience, he opened his 
own used-car business, specializing 
in lower-priced vehicles. 

In the early days of 1940, Reiter 
bought and sold cars from morning 
until late evening, then devoted 
more hours to cleaning and polish- 


ing them to make them more at- 
tractive to potential customers. By 
1943, he was operating two used-car 
lots and had six salesmen working 
for him. 

Reiter operated differently than 
most dealers in the sellers’ market. 
New customers, he reasoned, could 
be attracted by effective advertising 
and sales promotion, but only satis- 
fied customers would become repeat 
buyers. 

Thus, he gradually built up a 
solid clientele. Buyers were at- 
tracted through advertising, then 
came back again over the years 
because they were satisfied with 
his service. 


“The cost of satisfying a cus- 
tomer after a sale is made,” ac- 
cording to Reiter, “is small com- 
pared with the dollars spent to get 
him there in the first place. Even 
in a large metropolitan area such 
as Minneapolis, a dealer must count 
on repeat customers if he is to 
succeed.” 

This has paid off for him. Some 
of the customers he sold 19 years 
ago still return. 

“I know of one family that has 
purchased fully 50 cars from me, 
starting with the car I first sold 
the father 19 years ago,” he reports. 


* * * 





In Conference— 


General Manager Stuart Orenstein, left, 
and President Irving Reiter, Riviera Im- 
ports, Minneapolis, confer in their office 
adjoining showroom. They specialize in 
customer satisfaction. 


Used Imported Cars 


ALBANY 


MG—'59 conv., $1,490. 


Renault—'57 Dauphine 4-dr., $400. 
Triumph—’'59 TR-3 conv., $1,535. 
Volkswagen—’'58 113 2-dr., $810. 


BORDENTOWN, N. J. 
Ford (English)—'59 Anglia 2-dr., $615. 


Hiliman—’'59 Minx conv., $875. 

Jaguar—'57, $1,150; conv., $675. 
"55, $1,750, 

MG—’57 roadster 2-dr., $750. 

Metropolitan—’'59 2-dr., $385*. 

Volkswagen—’'60 2-dr., $1,490. 
'57 2-dr., $670. 


CALDWELL, N., J. 


Taunus—'58 station wagon 2-dr., $735. 
Volkswagen—'58 Karmann-Ghia, $1,350, 
CHICAGO 
Ford (English)—'57 Consul conv., $510, 
’56 Escort station wagon, $380. 
Metropolitan—'59 conv., $925. 
’54 2-dr, hardtop, $245. 
Renault—’'58 Dauphine, $525. 
Triumph—’'59 conv., $1,525*. 
Volkswagern—'60 Karmann-Ghia, $1,885*. 
’58, $1,125", 
COLUMBUS, O. 
Austin-Healey—'59 roadster, $1,825, $1,- 





Farm-Tire Purchases 


In ’60 Put at $320 Million 


NEW YORK.—Farmers will 
spend $320 million for tires this 
year, an official of United States 
Rubber Co. has forecast. 

Gerard W. Brooks, marketing 
director for the Tire Division, 
said that sum would include tires 
for all vehicles used on the farm, 
including passenger cars. The av- 
erage large farm will spend $155 
for tires, while the average small 
farm’s expenditure would amount 
to $39, he said. 





Jaguar- 
MG 

Opel- 
Volkswagen 


Borgward—’'57 2-dr., 
Ford (English)—'57 Consul 4-dr., 
Metropolitan—'58 4-dr. 
Volkswagen—'58 Microbus, $1,090, $1,080. 


Borgward—'58 Isabella 2-dr., 
Renault—'57 4-dr., 
Vauxhall—’58 Super 4-dr., $500. 
Volvo—'59 2-dr., 





750. 


Ford (English)—'55 conv., $1,385, 


Lloyd—’'58 station wagon 2-dr., $200. 
MG—’58 roadster, $1,320. 
Singer—'60 Gazelle 4-dr., $1,150. 


DANVILLE, VA. 
MG—'53 conv., $605. 
Simea—’58 4-dr., $705. 


DAYTONA BEACH, FLA. 
Hillman—’'57 2-dr., $330. 
Porsche—'59 1600 2-dr., 
Renault—'60 4-dr., $895. 


DETROIT 
Goliath—’59 1100 2-dr., $600. 
Jaguar—'56 XK140 2-dr., $1,075. 


DYER, IND. 
Triumph—’'59, $590. 
Volkswagen—’'57 station wagon, $610, 
’56 Karmann-Ghia, $575, 


FLINT 


Austin—’'54 4-dr., $155. 
Volkswagen—’56 2-dr., 


$2,410. 


$565. 


FONTANA, WIS. 
Ford (English)—’59, $750. 


LOS ANGELES 
Hiliman—'55 2-dr., $170. 
‘53 Mark VII sunroof 4-dr., 
'58 MGA 2-dr., $1,275. 
‘565 station wagon 2-dr., 
'56 2-dr., $740. 


SACRAMENTO 
$735. 


$175. 


$520. 


$295. 


hardtop, $665. 





'S7 2-dr., $855. 
'56 2-dr., $620. 

Wartburg—'60 4-dr., $820, 
WAREHOUSE POINT, CONN. 


$845. 
$150. 


$1,350. 


cost Riviera? 


“Now the sons and daughters are 
my customers as well.” 


This policy pays off in another 
fashion, too. 

According to Reiter: “A dealer 
who is conscientious and has a 
sincere desire to do business in 
an honest, straight-forward man- 
ner will attract good reliable per- 
sonnel. An efficient, enthusiastic 
staff can well make the difference 
between failure and success in 
this as in any business.” 

Like many in the domestic mar- 
ket, Reiter ridiculed small cars 
when they first began to appear in 
the United States. He dismissed 
them as fads. 

“I was dealing exclusively in used 
cars at the time,” he said. “And I 
bought cars whenever I could get 
what I wanted—from other dealers 
as well as from private owners. It 
wasn’t long before I came to realize 
that imported-car dealers were of- 
fering to sell me American used 
cars of amazingly high quality at 
prices far below their true worth 
on the used-car market.” 

To Reiter, this had double sig- 
nificance. He felt that motorists 
buying small cars were willing to 
dispose of good American cars at 
very low prices in order to enjoy 
the economy of an import. 

In addition, Reiter saw that im- 
ported-car dealers didn’t know 
how to merchandise the used cars 
they were accepting in trade. 
Some, he found, were actually un- 
able to complete a new-car sale 
until they had first arranged to 
wholesale the tradein. 

“This opened my eyes to the fact 
that there was a profitable market 
for imported cars, especially for the 
dealer who knew the business, had 
the financial resources and knew 
how to merchandise used domestic 
cars.” 

A Renault dealership was avail- 
able in Minneapolis. Reiter liked 
the car, the national merchandis- 
ing program and the service pro- 
gram. Renault officials, in turn, 
were impressed with Reiter and 
his record. 

So on April 1, 1959, Riviera Im- 
ports officially opened with a new 
showroom and complete service 
facilities. (Reiter operates his used- 
car business as a separate entity.) 

Reiter’s sales philosophy is sim- 
ple and effective: Employ good 
salesmen, back them up with ef- 
fective advertising and sales pro- 
motion, and offer them liberal 
financial incentives. 

The staff consists of nine sales- 
men, seven selling new cars, two 
selling used cars. With business 
still increasing, Reiter plans to in- 
crease the staff. 

Some of the present men were 
hired after he opened Riviera Im- 
ports; others have been with him 
for years. One, in fact, is a 14-year 
veteran—a tribute to Reiter’s abil- 
ity to hold good men. 

In its first year, Riviera Imports 
spent nearly $65,000 in advertising, 
using local newspapers as well as 
radio and television stations. To a 
considerable degree, this advertis- 
ing effort is closely allied with the 
national Renault program. 

Salesmen work on a commis- 
sion and bonus basis. Basic com- 
mission is $50 for each car sold 
in a given month, plus an 8-per- 
cent commission on all dealer- 
installed accessories. An extra 
$50 bonus is paid on the eighth 
car sold in a month. For every 
fourth car sold thereafter, the 
bonus is increased to $100. 

Every month there is a sales con- 
test, with special bonuses for the 
men selling the highest number of 
new Renaults, of used imports and 
of used domestics. Bonuses also are 
offered to the men achieving the 
highest gross profit for each of 
these three categories. 

Management personnel are in- 
cluded in the bonus setup, so that 
they have an incentive to help the 
salesmen and the dealership in- 
crease volume. Failure to include 
management: in incentive programs 
is a mistake too many dealers 
make, Reiter believes. 

What does this bonus program 


“It doesn’t ‘cost’ anything,” 
Reiter points out. “Increased sales 
mean increased gross profit. Prof- 

(Continued on Page 22, Col, 3) 





































































































since 1956. . . | 
car factories have created a | 
it million’ | 
; tree bret | 
“EB” Series HRC* | 
with Lpanders and Springs 


Since 1956, more than *19 million of America’s finest cars — including 
Cabin ond tnpett - snen apn Oe ae-ceeniie tans ech dean 
type cups in every wheel cylinder! And, since 1956, EIS “E” Series CUPS 
WITH EXPANDERS AND SPRINGS have been consistently used as the perfect 
replacement! That is also why EIS builds “E” Series CUPS WITH EXPANDERS 
AND SPRINGS in every EIS Wheel Cylinder! 

Make sure you get your share of this multi-million brake job market by 
meas Wakao ater 

. in Assortments . . . in Repair Kits or in Standard Ten-Paks! 
Gemm EIS makes them in ail sizes for every wheel cylinder job. 


FHRC — HEAT-RESISTING-COMPOUND (Also operates efficiently st 40° F) 





















WEW HYDRAULIC BRAKE PARTS 
AND BRAKE CABLE CATALOGS 
ARE JUST OFF THE PRESS! 
Make sure you get your copies! 








Republic METAL LUMBER 


for Faster, Stronger, Safer Framing 


Republic METAL LUMBER® solves framing problems fast. 
Simply measure, cut, assemble with Republic Nylok® 
self-locking fasteners. Ideal for constructing tire racks, | 
display racks, storage racks, and hundreds of other 
framing assemblies. 

Slotted angle pattern provides flexibility in design. 
Available in two gages, two widths, in standard bundles } 
of 10- or 12-foot lengths, fasteners included. 

Call your Republic representative, or write direct for | 
complete information. } 


REPUBLIC STEEL 


BERGER DIVISION 
1078 BELDEN AVENUE — CANTON 5, OHIO 
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PRODUGTION 


‘i 
GREY IRON GASTINGS 
ONE OF THE NATION'S 
LARGEST “AND MOST MODERN 
PRODUGTION FOUNDRIES 


THE WHELAND COMPANY 
FOUNDRY DIVISION. 


MAIN “OFF F AND MAP FACTURING @PLANTS 


CHATTANOOGA 2. TENNESSEE 







Republic Flexi-Bile Parts Bins are 
designed and installed so that you 
can tell at a glance when to order, 
what to order. Republic will help 
you with your storage planning. 


CALL YOUR REPUBLIC REPRESENTATIVE FOR 


REPUBLIC PARTS BINS 


LOS ANGELES 22, CALIF. MINNEAPOLIS 1, MINN. PORTLAND 9, OREGON 

Petiey, inc. Modern Bin Equipment Co. D. R. Munro, Jr. 

5424 E. Slauson Avenue 734 North Fourth Street 1801 N.W. Northrup St. 
OAKLAND 1, CALIF. CAAT, 6. i PITTSBURGH 12, PA. 

Petley, inc. ee! Bin & Equipment Co. L. M. Kel 

899 73rd Avenue 601 Sugar Creek Road 1407 Srighton Place 
ATLANTA 8, GEORGIA ERCRAITVRRE, 0. 3. MEMPHIS 4, TENN. 

Geo. E. Kinney Bin Co. a Claude A. Ward 
CHICAGO, ILLINOIS LONG ISLAND CITY 1, WN. Y. HOUSTON 17, TEXAS 

S. W. Lemon Automotive Parts Dept. Serv. The Zachary Company 

5050 S. Austin Avenue 48-18 Northern Bivd. 6403 Winfree Street 
INDIANAPOLIS, IND. OKLAHOMA CITY, OKLA. SALT LAKE CITY, UTAH 

Modern Equipment Co. C. B. McMillan Company L. B. Clark 

1140 North College 1745 West Grand Street 2790 East 3000 South 
SOUTH WEYMOUTH, MASS. BRUNSWICK, OHIO ALEXANDRIA, VIRGINIA 


A. T. Watson 
219 Lioyd Lane 


Accurate Inventory Service 


Shepard & La Plante 
Grafton Road, East 


72 Pond Avenue 


REPUBLIC STEEL 


BERGER DIVISION 
1078 BELDEN AVENUE — CANTON 5, OHIO 








Minneapolis Renault Dealer Finds .. . 


Customer Satisfaction 
Keystone of Success 


(Continued from Page 69) 





it per car may be reduced but 
gross profit goes up. And fixed 
expenses are spread over just 





he visits the showroom so he can 
read what other buyers say about 
the car. 












Owner enthusiasm ag reflected by 
these comments, plus the first 
year’s record, convinced Reiter that 
for Riviera, “the best is yet to 
come.” 

“We've just completed the pio- 
neering stage in the small-car 
field,” he says. “The compact Amer- 
ican cars, even with their tremen- 
dous advertising budgets and sales 
organizations, do not alarm or dis- 
turb me. 

“There igs a certain substantial 
segment of the American motoring 
public that is looking for true econ- 


that many more transactions, In 

a typical month, March, 1960, in- 

centive bonuses paid to employes 

totalled some $4,000.” 

In parts and service, as well as 
in sales, Riviera Imports is one of 
the outstanding Renault dealer- 
ships. Customer complaints are low, 
while parts inventory exceeds that 
of many dealers, domestic as well 
as imported. 

Current parts inventory consists 
of some 2,800 individual items val- 
ued at $27,000. This represents a 90- 










day supply, on the average. 


Careful inventory control assures 
the prompt reordering of parts as 
the need arises. For this purpose a 
card inventory is maintained on 


each item, with every withdrawal 
or receipt carefully recorded. 

When inventory of a given part 
falls below a predetermined level, 
a red “flag” is attached to the 
control card. At least twice a 
month, orders are made for parts 
based on the requirements as sig- 
naled by these “flags.” The orders 
usually run about $7,000. 

Riviera’s parts department cur- 
rently is selling about $15,000 in 
parts monthly to outside dealers 
and garages in the area as well as 
to its own service department. This 
volume has been rising at a rate of 

about $700 per month. 

So effective is this control system 
that Parts Manager Stanley Bas- 
zuro reported his department has 
never run out of parts normally 
carried in inventory. 

Similar efficiency is represented 
in the service department. Service 
Manager Oscar Gibson maintains 
a series of charts showing at a 
glance every aspect of the service 
operation—number of cars serviced, 
dollar receipts and expenditures, 
productivity of individual mechan- 
ics and body repairmen and the 
like. 

The service department now 
averages more than 30 jobs daily, 
including 600 and 1,500-mile 
checks of new Renaults. 

In preparation of new cars, Gib- 
son has compiled a check list of 
more than 50 jobs that must be 
done before a car is ready for sale. 
Each item on this list must be 
initialed by the individual perform- 
ing the job, after which it is signed 
by the service foreman. 

Fully 75 percent of the work done 
in the service department is on 
Renaults. Another 10 percent is 
work on other imports, while the 
remaining 15 percent is in prepar- 
ing American trades for resale. 

Service department personnel 
number 25, including seven top- 
grade mechanics. Of these, four 
hold certificates from the Renault 
training school and two from the 
Peugeot school, Three additional 
men are mechanics in training. 

Practically all service work is 
handled right in the shop. Only 
a few items, such as towing, radi- 
ator repair and aluminum parts 
repair, are sublet. Riviera has ac- 
quired its own frame straightener 
so that body work of every kind 
can be handled. 

Reiter firmly believes that he and 
his general manager, Stuart Oren- 
stein, have welded together in one 
year’s time a sales and service or- 
ganization that is both efficient and 
effective. 

As one indication of this, Riviera 
Imports recently sent out inquiries 
to 600 Renault buyers asking them 
for their frank opinion of the car, 
treatment received by sales per- 
sonnel, quality of service, etc. More 
than 100 replies were received. 

Nearly every one was highly fav- 
orable. Those who registered com- 
plaints received a personal call 
from the head of the department 
involved, In almost every case, the 
cause for complaint was speedily 
resolved. 

Answers to these inquiries got 
further use too: They formed the 
basis for a promotion piece call- 
ed “Renault Owners Speak for 
Themselves.” Every prospective 
customer gets one of these when 






















operation and in depreciation. Re- 


as simple as that.” 


omy in original purchase price, in 


nault offers all these attributes. The 
American compact cars do not. It’s 


Eye-Catcher— 


Window display card, designed to catch 
attention of passersby, recites the econ- 
omies offered to owners of a Renault by 
Riviera Imports. The Minneapolis dealer- 
ship is one of the top Renault outlets. 


Die Casters Foresee Gains 


In Total Sales, Auto Volume 


CHICAGO.—An overall gain in 
die casting output for 1960 was 
forecast by custom die casters at 
the 1960 annual meeting of the 
American Die Casting Institute. 

A fourth-quarter upsurge is 
generally expected and should 
carry 1960 total die casting pro- 
duction to better than 1959 levels 
in spite of spotty and sluggish 
summer demand, the executives 
said. 

While 1960 die-casting production 
to date is slightly below the volume 
indicated by high first-quarter de- 
mand and rising requirements fore- 
cast by automotive, appliance and 
other consuming fields, the ADCI, 
national association of custom die 
casters, estimates that 1960 total 
zine die casting production may 
reach 335,000 tons, thus exceeding 
1959 levels by 10,000 tons. 

Aluminum die casting is expected 
to top last year’s figures by 12 mil- 
lion pounds and total 387 million 
pounds. Should this materialize, it 
will mark a new high for aluminum 
die casting output. 

ADCI said that its estimates are 
based on substantial fourth-quarter 
gains in car and appliance produc- 
tion. 

With many new die casting ap- 
plications adopted for 1961 auto- 
mobiles and with the introduction 
of the deluxe compacts, 1961 con- 
sumption of die castings by the 
automobile industry is due for a 
sharp increase. This, coupled with 
favorable predictions in appli- 
ance, business machine and other 
major consuming fields, spells a 
banner year for the die-casting 
industry in 1961. 

ADCTI said that if six million cars 





Executive Demonstrates— 


Alan B. Ruprecht, president, Drive-Master 
Corp., Montclair, N. J., demonstrates entry 
into a Lark convertible from a wheel chair. 
The car is equipped with a Drive-Master, 
a hand-driving device for handicapped 
persons. Witnessing the demonstration at 
the Third International Congress of Physi- 
cal Medicine, Washington, are W. K. Erd- 
man, left, Studeboker-Packard Corp. gov- 
ernment representative, and B. E. Hyman, 
S-P zone administrative manager. 


are produced in 1961, zinc die cast- 
ing consumption should approach 
the record set in 1955 when eight 
million cars, with fewer die casting 
components, were manufactured. 

The annual Doehler Award, high- 
est honor of the die-casting indus- 
try, was presented to E. V. Black- 
mun, assistant chief metallurgist, 
Fabricating Division, Aluminum Co. 
of America, 

The Doehler Award, established 
in 1949 by Doehler-Jarvis Corp., 
recognizes outstanding contribu- 
tions to the advancement of the 
die-casting art. Three considera- 
tions govern the award committee 
in the selection of the recipients of 
the Doehler Award: Technical 
achievement, advancements in plant 
operations and other activities not 
primarily of a scientific or opera- 
tional nature. 

The Zinc Die Casting of the 
Year Award was presented to 
Victor O. Anderson, A & A Die 
Casting Inc., Gardena, Calif, 

In presenting the award for New 
Jersey Zinc Co., R, C. Kenly, vice- 
president, said the selection of the 
winning die casting was most diffi- 
cult for the judges since so many 
of the entries showed design in- 
genuity and cost savings that mer- 
ited serious consideration. 


Gordon C. Curry, president; Wal- 
ter E. Brown, vice-president, and 
David Laine, secretary were re- 
elected to these institute offices for 
the new year. 

Curry is sales vice-president of 
Dollin Corp., Irvington, N. J. Brown 
is executive vice-president of Kiowa 
Corp., Marshalltown, Ia. and Laine 
has been ADCI secretary since 1944. 


Each of the four regional 
groups elected a director to the 
institute boar d—W. G. Newton 
jr., president, Newton-New Haven 
Co., West ven, Conn.; A, D. 
Weigolt, general manager, Preci- 
sion Castings Co., Cleveland Di- 
vision of Precasco Corp., Cleve- 
land; Fred Klement, president, 
West Irving Die Casting Co., 
Bensenville, OL, and E. M. 
Woods, partner, Aluminum Die 
Casting Co., Los Angeles, 

Reelected by the ADCI member- 
ship as directors-at-large are: F. W. 
Burgie, sales manager, Doehler- 
Jarvig Division, National Lead Co., 
Toledo, and Alfred Schneier jr., 

vice-president, Advance Pressure 
Castings Corp., Denville, N. J. 

Newly elected directors-at-large 
are: J. C. Bennett, executive vice- 
president, Harvill Corp. Log An- 
geles, and Walter E. Brown, execu- 
tive vice-president, Kiowa Corp., 
Marshalltown, Ia. 


Fire Guts Piehler 


ROCHESTER, N. Y.—Employes 
of Piehler Pontiac Co, and neigh- 
boring firms drove 20 automobiles 
from the body shop ag fire gutted 
the interior Aug. 23. Five cars were 
destroyed. 
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Probers View It as ‘Highly Illegal’ .. . 


Police Condemn Referral Selling 


(Continued from Page 8) 


Motor Car Dealers Assn. warned 
its members: “We have been in- 
formed that complaints relative 
‘to referral sales of automobiles 
have been filed with the district 
attorney’s office and the Los An- 
geles Police Department, Thor- 
ough investigations have been 
and will continue to be made by 
these authorities. Buyers and au- 
tomobile dealers have been order- 
ed to appear and testify before 
the appropriate departments.” 

Serious charges have been filed 
against individuals and corpora- 
tions engaging in referral plans 
and it is indicated that similar ac- 
tion will be taken against dealers, 
the LAMCDA noted. 

It also appears that any dealer 
involved in referral selling may be 
in violation of the dealers and 
salesman license laws. 

A dealer who engages in referral 
selling may be assisting, aiding and 
abetting the purchaser in violating 
the law, and such a dealer would 
be equally guilty of the criminal 
act and subject to the conse- 
quences, one observer pointed out. 

Furthermore, he said, it is prob- 
able that such action would be suf- 
ficient grounds for either revoca- 
tion or refusal] to renew the dealer’s 
license. 

Robert M. Sample, vice-president 
of the Better Business Bureau of 
Los Angeles, said, “The largest 
number of complaints we are re- 
ceiving in the new-car field have 
to do with the referral-plan gim- 
mick. All too often the victims of 
these schemes are high-pressured 
into acting before they have a 
chance to shop around and deter- 
mine the going selling price of the 
cars in question.” 

A spokesman for Chrysler 
Corp. said the company “does 
not approve of such referral 
plans, nor does it sponsor or rec- 
ommend them.” 

A Ford Motor spokesman said, 
“Ford is against this practice be- 
cause it has the gimmick aspects 
of a chain letter. 

“In other words, by the time the 
first referred referral is enlisted, 
the first referral’s chances of lin- 
ing up the required number of re- 
ferrals is reduced by the number 
of referrals his referral will be at- 
tempting to get, and so on. 

“Furthermore,” he continued, 
“the referral arrangement leaves 
too many openings for argument 
over whether the customer referred 
bought a car, or whether the cus- 
tomer referred might be claimed 
by the dealership as a prospect they 
had been working on before the 
referral. Generally, it tends to breed 
dissatisfied or disillusioned custom- 
ers.” 

“Our dealers are independent 
operators and do as they wish in 
that field,” said a General Motors 
spokesman, “Our corporation has 
no policies for or against it. It’s 
common all over the United 
States.” 

A portion of the legal problems 
stem from a quirk in California 
law, 

“Any vehicle required to be reg- 
istered under the Vehicle Code” is 
specifically exempted from the re- 
cently enacted Assembly Bill 500 
which related to credit and install- 
ment sales of goods and services. 

Accordingly, redress available to 
the purchaser of a car sold in vio- 
lation of the Civil Code, is nearly 
worthless, 

Thomas M. Rees, of the Califor- 
nia Legislature, says: 

“It was contended at the May 17 
public hearing of the Assembly In- 
terim Committee on Finance and 
Insurance that the (car) purchaser 
has so little to gain by instituting 


$43,597 GMAC Suit 
Names Maine Dealer 


LEWISTON, Me.—General Mo- 
tors Acceptance Corp. has filed suit 
for $43,597.07 against Louis Ana- 
cone, a Brunswick automobile deal- 
er, in the office of Androscoggin 
Clerk of Courts Roland C. Houle 
here. 

The plaintiff claims that the 
dealer converted to his own use a 
considerable number of new Cars, 
mostly 1960 Chevrolets and Olds- 
mobiles. 


civil suit that unethical dealers can 
ignore the law with impunity.” 

The reason for this is that most 
legal problems in auto retailing are 
based on high-pressure salesman- 
ship. Blank contracts, side notes, 
verbal overallowances that never 
show up on the final contract and 
misrepresentation of prices are 
most common. 

However, none of these imply 
criminal action and are usually 
classed as misdemeanors, leaving 
the unhappy purchaser to file a 
civil complaint in seeking redress. 

However, an unusual move is 
under way within law enforcement 
groups of California. They are ac- 
cumulating a list of victims of 
sharp selling schemes, which of 
course can exist only with adequate 
financing. 

When a complete list is made, 
and charges made by district at- 
torneys and police departments, the 
director of banks will be requested 
to classify the contracts as un- 
worthy of being in bank portfolios. 
This means the banks could not 


“Nothing pulls in newcomers for us like the Yellow Pages!” says H. Lebovitz, H-L 
Motors, Staten Island, N. Y. “‘Again and again, people moving to Staten Island call 
and say they found us in the Yellow Pages. Our Yellow Pages advertising has worked 
so well, we recently increased the size of our ads! We’re under 5 headings, as well as 
Chevrolet, Oldsmobile and OK Used Cars trademarks. One-third of all our ad money 
goes into the Yellow Pages!” = Display ad (shown reduced at right) runs under 


class such paper as an asset on 
their books, 

This move would put financial in- 
stitutions on notice that such con- 
tracts are of questionable value and 
reduce financing available to the 
unscrupulous _ dealer. 

* * 


(Next week Automotive News 
presents a complete tape record- 
ing transcript of what happened 
to a young couple who became in- 
terested in the referral plan.) 


Warning on Referrals 


Issued in New York State 

SENECA FALLS, N. Y.—The 
Chamber of Commerce last week 
warned residents of Seneca Falls 
to beware of referral selling plans 
on automobiles or household ap- 
pliances. 

Richard J. Compo, executive sec- 
retary, noted that persons who par- 
ticipate in the plan are committed 
by contract to buy, often at an in- 
flated price, and that the contract 


Viva La Difference! ... 
New for 1961 is this Citroen convertible, with body by Chapron. The lithe ‘“decapot- 


able,” as the French call a convertible, uses the DS-19 chassis. The two-door four-seater 


is binding, irrespective of any in- will be shown first at the Paris Motor Show, Oct. 6-16. Side members of the unitized 


come secured from referrals. 


body have been reinforced and the hood is made of plastic. 


pictured below: H. Lebovitz, President, right, and D. Land, V.P. and Sales Manager 
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(oe a a 


AUTOMOBILE DEALERS — NEW CARS. Call the Yellow Pages man at your Bell Telephone 
Office for assistance in planning your business-building program. 


Display this emblem. It builds your business! 
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As Overall Sales Level Off . 
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Some Import Dealers Shaky 


(Continued from Page 1) 
son, inventories have been brought 
into better balance for many lines. 
Another factor is that weaker deal- 
ers, who used discounting as a 
crutch, have since left the scene. 

On the other hand, discounts, 
while growing smaller, have 
spread more widely. Even some 
Volkswagen dealers have turned 
to the shaved price, although 
sedans immune. Some ad- 


mit trimming 5 percent or so 
from certain transporter and 
Ghia models. 


When an import dealer is found 
currently to be granting large dis- 
counts, he is almost always a dealer 
who has turned sour on his prod- 


- uct. 


A Midwest dealer, who told 
Automotive News he is discounting 
$350 per car, said, “The market has 
gone to hell and lower.” 

His volume is off 75 percent from 
last year, he said, and on a recent 
date he had a 2%-month supply 
of new cars. 

An import dealer in the Pacific 


He 
On 


apn! 


Northwest, who said he was get- 
ting out altogether, reported dis- 
counting “to cost.” 

“Sales are down to rock bottom,” 
he said, adding that his volume 
last year averaged 15 to 20 units 
a month while this year it has 
plummeted to three or four. 


* * * 


i! ALMOST every case, import 


dealers who report they refuse 


Arkansas Dealers 
Meet Oct. 22-24 


LITTLE ROCK, Ark.—The Ar- 
kansas Automobile Dealers Assn. 
will convene here Oct. 22-24. 


Speakers will include Birkett 
Williams, president of the National 
Automobile Dealers Assn. and 
Vince Baker, Pueblo (Colo.) dealer, 
hn topic will be, “Go Out and 

11.” 

Walter Jennings, Little Rock 
Chrysler dealer, is general conven- 
tion chairman. 









‘ Satisfied customers 
tend to be steady cus- 
tomers. And outstand- 
ingly different, Tri-Ex 
refined WoLF’s HEAD 
has proved itself over 
and over again as the 
oil that keeps custom- 


ers satisfied. With WoLF’s HEAD car-owners get 


complete engine protection . . 


. Smoother perform- 


ance .. . fewer repair bills . . . use less oil. 
That’s because WOLF’s HEAD is 100% Pure Pennsyl- 


vania . 


. . Tri-Ex refined three important eztra 
steps for extra life... extra toughness . . 


. scienti- 


fically fortified for complete, all round protection. 
WoLF’s HEAD is outstandingly different and it’s a 
difference that makes a difference to your customers 


... and to you. 


Keep customers coming back again and again... 


with WoLF’s HEAD .. 
customer loyalty. 






SHEA D 


MOTOR On 
ano .vece 


. commanding distinctive 






WOLF’S HEAD OJL REFINING CO., INC. 
OIL CITY, PA. 





to discount also say that volume is 
up over last year. 

Some dealers have found that 
the cleanup struggle among do- 
mestic makes is damaging import 
sales. 

Said a Southerner: “Chevrolet 
and Ford with their big inventories 
and big giveaway programs and 
giving away their profits have slow- 
ed our English-car sales.” 

One of the major current prob- 
lems in the import field continues 
to be used cars. 

“We lost $3 per (used import) 
car for the last six months,” said 
one dealer on the East Coast. 

Reported a Westerner: “Prices on 
used imports are slipping very fast. 
Lucky to break even.” 

+ * + 


THER dealers told similar stor- 

ies on their used pieces, al- 
though a VW dealer in California 
reported averaging $250-$300 on 
used units and a Deep South re- 
tailer said: 

“Generally, our used imports 
show a small profit. The market 
is good and we are not over- 
stocked with used imports. 
“There are some makes of used 
imports that we prefer not to trade 
for or own, due to lack of parts 
and service facilities for these 
makes. It makes it difficult to re- 
tail them. 

“The best answer in this case is 
to wholesale them to an area where 
certain cars are more plentiful and 
more readily accepted.” 

+ * oa 


August Sales Up 105 Pct. 


Over ’59, Dodge Reports 


DETROIT.—Retail sales of Dodge 
cars in August were 105 percent 
higher than those in August, 1959, 
according to M, C, Patterson, 
Dodge general. manager. 

He reported that 27,429 cars were 
sold last month, compared with 
13,401 in August of last year and 
34,998 registered in July. He also 
revealed these other sales figures: 

In the model year through Au- 
gust, Dodge sold 314,809 cars, com- 
pared with 135,678 in the same pe- 
riod last year, an increase of 132 
percent. 

In the calendar year through Au- 
gust, Dodge sold 259,421 cars, com- 
pared with 103,722 in the same pe- 
riod last year, an increase of 150 
percent. 

In the last 10 days of August, 
Dodge sold 8,961 cars, an increase 
of 99 percent over the 4,514 cars 
sold in the same period last year. 





Old-Car Approach to New-Car Shopping— 

One of the merchandising devices used by George Byers Sons, Inc. (Plymouth-DeSoto- 
Valiant), Columbus, O., at a “warehouse sale" was this ancient auto, which took pros- 
pects down the long line of cars on display. 


NADA Convention Geared 
To ‘Grass-Roots’ Dealers 


(Continued from Page 3) 


for Nevada; Leon E, Titus, Taco- 
ma, director for Washington; Ray 
D. Wilson, Los Angeles, director 
for Southern California; Amos T. 
Crowl, manager of the Northern 
California Motor Car Dealers 
Assn. and president of the Automo- 
tive Trade Assn. Managers; Walter 
M. Kiplinger, executive assistant to 
the NADA executive vice-president, 
and LeRoy J. Smith, NADA con- 
vention manager. 

Firms which have made plans to 
take part in the exhibition at the 
convention include: Alemite Divi- 
sion of Stewart-Warner Corp., Al- 
lied Inventory Co., Ammco Tools, 
Inc., Arndt-Palmer Laboratories, 
Automotive Market Report, AvuTo- 
Motive News, Baird Dynamic Corp., 
Barrett Equipment Co., Bear Mfg. 
Co., Benmatt Industries, Inc., Big 
Four Industries, Inc., Bishman Mfg. 
Co., Blackhawk Automotive Divi- 
sion, Bumpa-Tel Sign Co., Bur- 
roughs Corp., Cedar Rapids Engi- 
neering Co. 

Chapman & Associates, Dick 
Joiner & Associates, Ditzler Color 
Division of Pittsburgh Plate 
Glass Co., Dow Chemical Co., 
Doyle Vacuum Cleaner Co., Ern- 
est Holmes Co., Executone, Inc., 
Frigikar Corp., Globe Hoist Co., 
Heyer Industries, Inc. C. W. 
Hunt & Son, Hunter Engineering 
Co., Inland Mfg. Co., Inter-Com- 


Hurricane Donna Mauls 
Dealers on East Coast 


(Continued from Page 6) 


tiac and Kline Chevrolet, both in 
Norfolk, lost large signs. 


Rhode Island auto dealers ap- 
parently escaped any serious loss 
in the hurricane, High winds ac- 
counted for a few broken display 
windows but damage mostly was 
confined to shore-front areas where 
there are few dealerships. 

Dealers in coastal New Eng- 
land were hard hit by Hurricane 
Donna with flooding and smashed 
plate-glass windows. Efficient 
warning systems and quick co- 
operation at Boston’s automobile 
row kept damaging effects to a 
minimum on Commonwealth Ave. 
but Worcester and Fitchburg, 
Mass., directly in the path of 
Donna, suffered battered show- 
rooms and car lots. 

Taped windows and sand bags 
saved hundreds of showrooms in 
greater Boston from destruction. It 
was reported that Cape Cod dealers 
were hit with gigantic waves and 
floods. 

Cape End Motors (Dodge), Prov- 
incetown, Mass., on the tip of Cape 
Cod, was reported flooded and wind 
damaged. William Plunkett, Massa- 


Kreisler Adds Jeep 


NEW YORK.—Charles Kreisler 
has added the Willys Jeep fran- 
chise to the Rambler, Checker, 
British Motor and Elva franchises 
he already holds in Manhattan, 
Bronx and Paramus, N. J. 





chusetts State Automobile Dealers 
Assn. secretary, said. reports from 
throughout the state indicated that 
precautionary measures taken by 
dealers had lessened the hurricane 
toll. 

However, at Commonwealth Pier, 
Boston, hundreds of foreign cars 
were swept over by huge waves and 
abnormally high tides. 

New England dealers, warned in 
advance, closed their showrooms, 
service departments, and lots and 
got their cars inside wherever pos- 


sible. 
ok * as 


Chevy Shows ’61 Line 


Despite Storm’s Havoc 


MIAMI.—Despite the havoc cre- 
ated by Hurricane Donna, the first 
previewing of the 1961 Chevrolet 
line was presented on schedule at 
the Miami Beach Auditorium last 
Monday (Sept. 12) to some 650 deal- 
ers and salesmen from the South- 
east region. 

It was not until early Sunday 
that the new cars could get through 
the debris-covered Florida roads. A 
crew of mechanics, polishers and 
“get-ready men” worked through 
the night and a professional pre- 
sentation team had time for one 
hurried rehearsal before the show 
at 10 a.m. Monday. 

Everything came off without a 
hitch; Without a doubt, the ’61 
Corvairs evoked the: most interest 
and enthusiasm. 


munication System of America, 
Jack P. Hennessy Co, 

John Bean Division of Food Ma- 
chinery & Chemical Corp., John E. 
Mitchell Co., John E. Wolf Co., 
Joyce-Cridland Co., Kendall Refin- 
ing Co., Kent-Moore Organization, 
Inc., Lincoln Engineering Co., Local 
Trademarks, Inc., Look magazine, 
Mirror Bright Polish Co., Monroe 
Calculating Machine Co., NAD Used 
Car Guide Co., National Cash Reg- 
ister Co., National Market Reports, 
Norrick Brothers, Inc., Perfect Cir- 
cle Corp. 

Quaker State Oil Refining Co., 
Reynolds & Reynolds .Co., Rotary 
Lift Co., Shure Mfg. Co., Snap-On 
Tools Corp., Stokes Tax Controls, 
Inc., Sun Electric Corp., This Week 
magazine, Time, Inc., Tyrex, Inc., 
United States Steel Corp., U. S. 
Washmobile, VanNorman Machine 
Co., Walker Marketing Corp., Wea- 
ver Mfg. Co. and Willys Motors, 
Inc. 


Future Looks 
Rosy, Minnesota 


Dealers Told 


(Continued from Page 3) 


furnish 427 driver-training cars 
for high schools. 

The new MADA officers are Har- 
old W. Larson (Chevrolet), Minne- 
apolis, president; Richard E. O’Con- 
nell jr. (Ford-Mercury), Marshall, 
first vice-president; W. Harold 
Queenan (Dodge-Dart), St. Paul, 
second vice-president; Omar E. Hil- 
ligoss (Chevrolet), Hibbing, treas- 
urer; Curtis Berg (Ford), East 
Grand Forks, secretary; George F. 
Zeismer (Ford), Mankato, NADA 
director. 

New directors are Arnold Esser 
(Pontiac-Cadillac-Rambler), Mor- 
ris; Randolph Light (Studebaker), 
Minneapolis; Silas Tufvesson 
(Ford-Mercury), Jackson; James 
Goetz (Pontiac-Oldsmobile-Cadil- 
lac-Rambler), Wadena; Vince Mil- 
ler (Chevrolet-B uick), Rushford; 
Mel Nichols (Rambler), Minneapo- 
lis, and William W. Whittaker 
(Buick), St. Paul. . 


Rebuilders to Hear 
Senator Capehart 


CHICAGO. — Senator Homer E. 
Capehart, Indiana Republican, will 
be among speakers at the 14th an- 
nual trade show and convention of 
the Automotive Parts Rebuilders 
Assn. at the Conrad Hilton Hotel 
Oct. 9-12. 

Other speakers will include Dr. 
William Levy, National Manage- 
ment Assn.; James C. Parker, past 
president, Motor & Equipment 
Wholesalers Assn., and Ira Saks, 
Industry-Wide Excise Tax Commit- 
tee. 

A turnout of 2,000 is expected, ac- 
cording to Nathan M. Roberts, 
APRA executive director. The trade 
show will be the biggest in the as- 
sociation’s history, he added. 








A ‘Ratrace,’ Dra 





AUTOMOTIVE NEWS, SEPTEMBER 19, 1960 


r Says... 





Canadians 


Get a Peek 


At ‘Fierce 61 Market’ 


(Continued from Page 2) 


thusiastic about civic duty, joining 
everything that comes along to the 
detriment of their own business, he 
said. 

He warned dealers to get rid of 
their used-car inventories before 
the new compacts knock the bot- 
tom out of the market by the end 
of the year. 

“When the new compacts come 
to the market, used-car prices 
will drop by one third,” he pre- 
dicted. 

The cheapest and best way to get 
new prospects is to use registration 
lists wisely—not by trying to out- 
advertise competitors as some deal- 
ers do, Draper said. 

“Go to the people whose cars you 
want to take in, and try to make a 
deal with them,” he urged. 

He said only 8 percent of Ford 
and Chevrolet customers switch 
cars in a year, and then usually 
because they are dissatisfied with 
their particular car or the dealer. 

Compensation for salesmen must 
= three elements, Draper 
said. 


These are security — “pay him 
enough so he can feed the kids;” 
incentive—“but base it on profits,” 
and reward for a superior job — 
“such as a bonus given just before 
Christmas.” 

The used-car department is the 
swamp, the bane of every new- 
car dealer’s existence, unless he 
knows how to look after it, Drap- 
er said. 


“You have to decide what you’re 


Nichols Predicts 
35 Pct. of Market 
For ’61 Compacts 


NEW YORK.—American-built 
compact cars will capture at least 
35 percent of all retail car sales in 
the 1961 calendar year, Byron J. 
Nichols, Chrysler Corp. automotive 
sales group vice-president, predict- 
ed last week. 

“Already these new cars have 
captured a substantial share of the 
market,” Nichols said. “Last month 
they accounted for 29.3 percent of 
all retail sales. With the four new 
compacts, United States-built econ- 
omy cars will probably account for 
at least 35 percent in 1961.” 


Speaking before the eighth an- 
nual marketing meeting of the Na- 
tional Industrial Conference Board 
here, Nichols said Chrysler is plan- 
ning for a year in which total new- 
car sales will be at least as good 
as 1960 sales, which are expected 
to reach 6.5 million, including im- 
ports. 

“We are also aware,” he added, 
“that the potential is there to make 
1961 a much better year than 1960.” 

Nichols said the growing demand 
for automotive economy is clearly 
illustrated by what has been hap- 
pening in the low-price sector. He 
pointed out that this sector, includ- 
ing the small imports and the 
American-built compacts, increased 
from a 67.9 percent share of the 
market in 1958 to 74.9 percent in 
the first seven months of 1960. 

“By the end of this year, with the 
introduction of four new compacts, 
the cars in that class should be 
selling close to 80 percent of the 
market,” Nichols said. 


Firestone Profit, 
Sales Set Records 


AKRON.—Firestone Tire & Rub- 
ber Co. reported that its sales and 
earnings set records in the nine 
months ended July 31, the first nine 
months of the company’s fiscal 
year. 

Sales for the period totalled $883,- 
639,399, compared to sales of $847,- 
453,946 in the like period of the 
preceding year. 

Net income for the nine months 


was estimated at $46,096,273, com- 


pared to $44,675,914 in the year-ear- 
lier period. 











going to do with the car the day 
you take it in,” he said. “Junk it, 
wholesale it, sell it as is, or fix it up 
and sell it under warranty.” 

Draper feels the used-car man- 
ager should have to make a regular 
10-day and monthly report to the 
dealer, “Every 10 days he should 
have sold one-third of the cars on 
his list—or something’s wrong,” he 
declared. 

He said the dealer will find it 
profitable to cultivate two or three 
wholesalers, “But don’t let them 
ryn your business.” 

“Make them fight for your busi- 
ness,” he advised, “Get rid of the 
used cars you can’t afford to put 

your name on.” 

Williams told the Canadians that 
1960 sales did not meet dealer ex- 
pectations in the U. S. With intro- 
duction of the ’61 models imminent, 
there are between 500,000 and 600,- 
000 unsold ’60 units on lots across 
the U. S., he said. 

The widely publicized forecast of 
domestic U, S. car production of 
six million units for 1961 would 
have to be reduced by this number 
of unsold ’60 models, he said. 

“The outstanding single event 
in the automobile industry in the 
45 years I have been in the busi- 
ness is the introduction of the 
compact cars,” Williams said. 
“They have revolutionized the 
industry.” 

He added: “In my opinion they 
may well account for 50 percent of 
the total 1961 sales volume, It’s in- 
evitable they will reduce the total 
Production of the Big Three's 
standard models.” 

He feels imports will stabilize at 
about 400,000 sales a year, or about 
8 percent of the market total. “Most 
of the people who buy imports 
would rather be uncomfortable 
than unnoticed,” he said. 

R. J. Young, Birmingham (Mich.) 
service consultant, declared that a 
rebirth of service is needed to save 
many dealers from extinction. 

“Dealers who refuse to accept 
this fact may meet a fate similar to 
that of the corner grocer who has 
given way to the huge, modern su- 
permarket food chain,” he said. 


He asserted that conversion to 
quick service to compete with gas 
stations is the answer to profit- 
able survival for auto dealers, 


Young said he recently circulated 
a questionnaire among dealers in 
the U. S. and Canada asking, “How 
many of the repairs you processed 
in the last year could have been 
handled by a service station?” 

He said that the replies indicated 
68 percent of the 151,000 repair or- 
ders studied could have been per- 
formed by the average service sta- 
tion. 





Testing Tread Wear— 


Road's-eye view of the tread of B. F. 
Goodrich Co.'s new tire is afforded by 
this photograph taken through a sheet of 
heavy glass at the company's research 
center in Brecksville, O. This test enables 
technicians to study the tread under stress 
and load conditions. Rubber on this new 
tire, called Silvertown, has been ‘“‘re-lo- 
cated" to the outside ribs where load is 
heaviest, resulting in 25 percent longer 
wear, according te Geedrich. 


POWER COMPARISON 
=== 1960 L~Head Engine VS 1961 O.H.V. Engine —— 
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More Torque for Studebaker Six— 


Torque graph indicates the increased power of Studebaker's Skybolt Six engine. 
The new overhead-valve unit develops 154 pounds-feet of torque at 2,000 revolutions 


per minute, compared with about 140 pounds-feet for last year's L-head six. Horse- 


power of the new engine. is 112, compared with 90 last yeer. ‘ 


New Lark 6 OHV Engine 
Boosts Horsepower to 112 


SOUTH BEND. — Additional de- 
tails of the new Skybolt Six engine 
which will power '’61 Lark models 
were announced last week by E. J. 
Hardig, Studebaker-Packard vic e- 
president and chief engineer. 

It is an overhead-valve engine 
that develops 112 horsepower at 
4,500 revolutions per minute and 
has a torque rating of 154 pounds- 
feet at 2,000 RPM. Compression 
ratio is 8.5 to 1, and displacement 
is 170 cubic inches, 

It is considerably more powerful 
than the L-head six used in ’60 
Larks, The old engine was rated at 
90 horsepower. Compression ratio 
was 8.3 to 1, and displacement was 
169.6 cubic inches. 

Hardig said the new engine has 
been designed to produce maximum 
power for its size without the addi- 
tion of unnecessary weight, He ex- 
plained that this hag been accom- 
plished by placing larger valves in 
a staggered arrangement and in- 
creasing air intake. 

Other improvements listed by 
Studebaker for the overhead-valve 
six are: 

1. A newly designed ram-type in- 


U.S. to Create 
New Division of 
Air Pollution 


WASHINGTON.—The air pollu- 
tion and medical programs set up 
in 1955 in the Public Health Service 
have been combined to create a 
new Division of Air Pollution. Its 
chief will be Vernon G. MacKenzie 
and his assistant will be Dr. Rich- 
ard A. Prindle, present head of the 
medical unit. 

Surgeon General Leroy Burney 
predicted that the division “will en- 
hance and facilitate the efforts of 
the PHS to assist states, commu- 
nities and industry in their re- 
search and control, activities in this 
expanding field of nation-wide pub- 


lic health concern.” 
* * ak 


Pollution Warning Device 


Considered for Cars 


WASHINGTON.—A bill requiring 
a device to warn of air pollution 
inside a motor vehicle, especially 
a public conveyance, igs being 
planned by Rep. Carroll Kearns, 
Pennsylvania Republican. 

If his constituents return him to 
Washington, Rep. Kearns plans to 
introduce a bill requiring the use of 
a device—in the process of being 
patented by a constituent—that 
would measure the amount of car- 
bon mongxide and other gases 
present in the air. The driver would 
receive both a “visible and audio 
alarm” when the concentration be- 
comes dangerous. 


DAF for Parkway 
LEONIA, N. J.—Parkway Motors 


ship for DAF, 


take manifold with larger passages 


in the head and carburetor throat 


permits a greater air flow through 
the breathing system. 


reduces detonation noise and pro- 

vide for smoother operation dur- 

ing the combustion cycle. Long 
exhaust passages in the head heat 
water more quickly. 

3. Lubrication flow is increased 
by a new high-capacity oil pump. 

4. A new camshaft with a long 
ramp, and low-acceleration cam—a 
feature of Studebaker V-8s—is used 
in the new six, 

S-P said the long ramp reduces 
noise by picking up valve clearance 
more slowly. The low-acceleration 
cam permits the use of relatively 
lightweight valve springs, which is 
said to lengthen the life of the 
parts involved. 

5. The ’61 Lark has a larger 
clutch. It is 9% inches, compared 
with eight inches on earlier models. 

6. Timing gears are used instead 
of timing chains. Hardig said the 
gears are “more positive.” 

7. Regular grade gasoline is rec- 
ommended for the Skybolt Six, 

8. A new automatic transmission 
and a new converter have a one- 
way clutch to provide smoother 
shifting. 

S-P said that in preparing to 
produce the new engine, it saved 
$3.5 million by reworking auto- 
matic transfer machines that for- 
merly were part of the Packard 
cylinder-head machining line. 
This line of interconnecting ma- 
chinery has 68 machining stations 
and is 211 feet long. 

The new engine has undergone 
a 100,000-mile test by consumers in 
10 cities. At least 5,000 persons (500 
in each city) took a 20-mile test 
drive. The test was conducted by 
United States Testing Co., Inc, The 
new engine was mounted in ’60 
Larks for the experiment. 
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Ready at Chrysler 


New Block to Be Used 
By 10 Pct. of Sixes 


By Joseph M. Callahan 
Engineering Editor 


MIAMI.—After some three years 
of development work, Chrysler 
Corp’s die-cast aluminum engine 
block will make its appearance in 
about 10 percent of the corpora- 
tion’s 1961 six-cylinder production. 

The die-cast block, which will 
reduce the weight of the engine 
about 200 pounds, will be used in 
both the 170 and the 225-cubic- 
inch engines. 

Chrysler officials said that more 
than 4,000 production aluminum 
blocks have been produced and 


-|that very shortly more than 15,000 


will be installed or available for 
installation in 1961 Plymouths and 
Valiants. 

During the first year, at least, the 
engine will have a cast-iron head, 
although all auto makers are work- 
ing diligently to develop a suitable 
and sufficiently inexpensive alumi- 
num head. The intake manifold for 
this engine and other Chrysler en- 
gines will also be made of cast 
iron. 

The blocks are now being pro- 
duced on two huge die-casting ma- 
chines at the company’s aluminum 
foundry in Kokomo, Ind. aa alu- 
minum alloy used contains 8 per- 
cent silicone and 3 percent copper. 

Present plans call for introduc- 
tion of the aluminum engine 
block on a “test production” 
basis, meaning that it hag been 
thoroughly approved by engi- 
neering, but that there are man- 
ufacturing and other problems 
to be worked out. Chrysler engi- 
neers insist that these problems 
do not relate to the quality of 
the engine. 

There will be no extra cost for 
the aluminum engine. Buyers may 
specify either iron or aluminum 
blocks. If they don’t specify, there 
is a 90-percent chance that they’ll 
get an iron block and a 10-percent 
chance they'll get an aluminum 
block. 

From the appearance standpoint, 
the principal difference between 
the iron or aluminum engines will 
be a smal] decal on the aluminum 
engine that will specify the type 
of antifreeze that is suitable for 
the engine. 

Also, a certain type of inhibitor 
is specified for use in the cooling 
system in the summer, if the 
antifreeze is drained. 

Chrysler engineers say (and 
there is considerable evidence to 
support them) that there is ab- 
solutely no danger of a corrosion 
problem with the aluminum block, 
if the coolant recommendations are 
followed, 





Checker Cabs Dominate 


New York Additions 
NEW YORK.—Sixty-four ’60- 
model cabs were added to New 
York’s taxi fleet in the last week 
of August, according to figures 
compiled by Taxi Weekly. 
Included were 51 Checkers, 
eight Dodges, three Fords, one 
Rambler and one Studebaker. 





Buy , 


a tap 


a come 


After 20 years of Little League umpiring, Pete Russ, Cambridge (Md.) used-car dealer, 
here has been appointed a dealer-| put his gear up for sale, saying: “I sell automobiles and you lose sales if you make 


the parents mad. | can't afford it." 


Aluminum Engine 
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As Unions Open Drive... 


Detroit Salesmen Get Higher Wages [# 


By Francis J. Gawronski 
Staff Writer 


Snead by two unions to 
organize some 3,000 auto sales- 
men in the Detroit area have re- 
sulted in higher wages and improv- 
ed work standards for the sales- 
men, 

Since the unions, the Salesmen’s 
Guild of America 
and the Teamsters 
Local 376, announc- 
ed their drives to 
“upgrade the status 
of salesmen,” three 

line associations have set up “mini- 
mum standards relating to new and 
used-car salesmen” for their dealer 
members to follow. 

Several other associations are 
preparing similar recommenda- 
tions for their members, 

Meanwhile, the guild, a newly 
ized independent union, last 
week filed petitions with the Na- 
tional Labor Relations Board 
seeking representation elections 
among salesmen in nine more 
dealerships. This raises to 29 the 
number of petitions filed by the 
guild. 

Dealerships named in the latest 
petitions were Dameron Motors 
Sales, Inc. (Plymouth); Funston 
Chevrolet Co.; Johnny Motor Sales, 
Inc. (Plymouth); Al Long Ford, 
Inc.; Margolis Plymouth, Inc.; Pat 
Milliken Ford, Inc.; Stark Hickey 
East, Inc, (Ford); Taylor's, Inc. 
(Dodge), and Trudell Ford, Inc, 

Although the Teamsters Union 
has said its organizing drive is 
“meeting with great success,” it 
has failed to file an election peti- 
tion. However, the Teamsters has 
filed as interveners in seven of the 
guild’s petitions. 

*” ok a 


pas guild also announced elec- 
tion of officers and the appoint- 
ment of a contract committee. 

The guild’s proposed contract 
provides for commissions based on 
list prices, drawing accounts, vaca- 
tions, insurance and pension pro- 
grams, five-day work week, regula- 
tion of house deals, and a demon- 
strator program, 

The various “minimum stand- 
ards” recommended by the line 
associations are designed to 
“match” most of the goals an- 
nounced by the guild. 

The Metropolitan Lincoln-Mercu- 
ry Dealer’s Assn. has recommended 
that its members adopt the follow- 
ing standards: 

Vacations: One week after one 
year service and two weeks after 
two years at $100 per week. 

Ciosinc Hours: 6 p.m. on 
Wednesdays and Saturdays, and all 
day on New Years, Memorial Day, 
Fourth of July, Labor Day, Thanks- 
giving and Christmas, 

Group INsuRANCE: Dealers to pro- 
vide group hospitalization and life 
insurance and pay one-half the 
cost. 

Work Week: No salesman is to 
be required to work more than 44 
hours per week (assigned time), 

Demonstrators: The maximum 
rental charge is to be $15 per 
month (including insurance). This 
maximum charge shall not include 
costs incurred under a deductible 
insurance policy wherein the dem- 


Renault Doubles 
Caravelle Output 


NEW YORK.—Production of Re- 
nault’s Caravelle cars has been 
doubled during the past four 
months to meet demand in the 
United States and throughout the 
world, Maurice Bosquet, president 
and general manager of Renault, 
Inc.,-has announced. 

Latest production figures from 
Renault of France show that Cara- 
velles are coming off the assembly 
lines at a rate of nearly 5,000 a 
month, Bosquet reported. Four 
months ago output was slightly less 
than 2,500 a month, he said. 

Caravelle shipments to the U. S. 
have been stepped up in line with 
sincreased output, Bosquet said. 
Caravelle output still represents 


total Renault vehicle production. 


onstrator has been involved in an 


accident. 
* 


+ * 

OUSE DEALS: House deals are 

not to exceed 10 percent (fleet 
accounts as listed by factory, sales 
to governmental agencies, and sales 
to employes are not included in the 
percentage), On house deals over 
the 10 percent maximum, commis- 
sions are to be distributed among 
the salesmen in the dealer’s discre- 
tion, but no later than the end of 
a 90-day washout period. 

Commissions: A $500 monthly 
draw for experienced men and a 
$300 draw for inexperienced men, 
with a 90-day washout. In any 
event, a salesman must receive a 
$500 monthly draw after a 90-day 
period. 

All the provisions, with the ex- 
ception of the closing hours, shall 
take effect Oct, 1, according to 
MLMDA. The 6 p.m, closing hour 
went into effect Sept. 8. 

In addition to closing at 6 p.m. 
on Wednesdays and Saturdays, the 
Metropolitan Detroit Ford Dealers, 
Inc., has recommended that its 
members give salesmen paid vaca- 
tions on the basis of one week for 
one year’s service and two weeks 
for two year’s service, with a mini- 
mum $100-per-week pay. 

The association also recommend- 
ed that a minimum commission of 
“not less than $50 on the sale of 
any new vehicle shall be paid to 
salesmen, with a further explicit 
understanding that no salesman, 
new or used, shall receive less than 
$100 weekly draw with an eight- 
week washout.” ss 

* 


* 

NEXPERIENCED or new sales- 

men will receive a $65 per week 
draw with an eight-week washout, 
but “in no instance shall receive 
a minimum commission of less than 
$50 on the sale of any new ve- 
hicle.” 

The Ford association also rec- 
ommended that 25 percent of the 
gross profit shall constitute the 
minimum commission plan, but 
in no instance “shall the dealer 
add more than $40 to the Ford 
Motor invoice to cover prepara- 
tion charge.” 

The association said the mini- 
mum commissions and draw will 
not apply to national fleet accounts 

as listed by Ford and/or sales to 
governmental agencies. 

In regard to demonstrators, the 
Ford group recommended that 
demonstrators be furnished to 
salesmen and that no dealer charge 
more than $40 per month for use of 
the demonstrator, It also suggested 
that dealers provide adequate in- 
surance. 

The association said the “recom- 
mendations shall be effective Sept. 
29.”" 

A third program, announced by 
the Detroit Chevrolet Dealers 
Assn., also provides the $50 mini- 
mum commission for salesmen. 
However, dealerships will close at 
6:30 p.m. on Wednesdays and Sa- 
turdays. 


io ALSO was 


+ Oo 
recommended that 


Chevrolet dealers provide one 





Plastics Replace Steel in Conversions— 


week vacation after one years’ 
service, with pay based on 2 per- 
cent of the salesman’s gross in- 
come, After two years’ service, the 
salesman would receive a two-week 
vacation, with 4 percent of his 
gross income as minimum pay. 

The association also suggests 
that dealers pay 50 percent of the 
cost of health, accident and wel- 
fare insurance. 

For used-car salesmen, the Chev- 
rolet association set up a minimum 
commission of $25 on used cars 
selling up to $500, and $35 over $500. 

The association did not recom- 
mend a demonstrator program for 
its members to follow. 

A spokesman for the Buick deal- 
ers said a “minimum standard” 
program would be announced by 
that line association this week. 

A fifth line group, the Greater 
Detroit Chrysler Assn., announced 
in newspaper ads last week that 
Chrysler dealers “have agreed to 
close their new-car showrooms and 
used-car lots at 6 p.m.” on Wednes- 
days and Saturdays “to give our 
employes more time with their 
families.” 








Extra Mileage— 


According to Firestone Tire & Rubber 
Co., the average motoring family can ex- 
pect extra tire mileage in a year equiv- 
alent to a cross-country trip with the firm's 
new first-line tire. The Deluxe Champion 
tire is designed to give up to 36 percent 
more mileage than last year's original- 
equipment tires, Firestone said. It will be 
standard equipment on 1961 cars and will 
be marketed through the company’s deal- 
ers and stores. 


You Can See Bare Walls 
In Twin Falls Showrooms 


TWIN FALLS, Id. — Inventories 
of new and used-car dealers in this 
Southern Idaho community are 
nearly depleted in anticipation of 
the 1961 line of cars, area dealers 
report. 

Compact cars lead the way in 
low inventories with Rambler, 
Falcon, Corvair and Volkswagen 
dealers reporting nearly rock-bot- 
tom stock. 

Corvair seems to have the inside 





Gerstenberg Rises 


In GM Financial 


NEW YORK.—The board of di- 
rectors of General Motors last week 
elected Richard C. Gerstenberg 
vice-president in charge of GM’s 
Financial Staff. He had been treas- 
urer of GM since April 2, 1956. 

The directors also elected Oscar 
A, Lundin, presently comptroller of 
Allison Division, to succeed Ger- 
stenberg as treasurer. Gerstenberg 
assumes the position held by 
George Russell until Oct, 6, 1958, 
when he was elected executive 
vice-president, finance. 

Gerstenberg joined the Frigidaire 
Division of GM in 1932 as a time- 
keeper and later became a cost ac- 
countant. In 1934 he was transfer- 
red to the comptroller’s staff of the 
Fisher Body Division and two 
years later he joined the central 
office financial staff and was ap- 
pointed an assistant comptroller in 
1949. He held that position until 
his appointment as treasurer in 
1956. 










Fiberglas-reinforced plastic parts are used rather than sheet-metal components in 
only a little more than 8 percent of | autos converted to special vehicles by Shop of Siebert, Waterville, O. Rough clay is| Service, Inc., operated by M, J. 
applied to a wooden buck prior to completing the modeling. Flood. 





track on low inventories, with only 
a few demonstrators available. 

New sales by Jenkins Motor Co. 
(Chevrolet) are made from stocks 
of nearby dealers who have not 
lowered inventories. Jenkins also 
reports only a few standard models 
in storage and on the showroom 
floor. 

Some Falcons are still in stock 
at Union Motors, but the selection 
is not great. The dealer says he 
will have no trouble making room 
for the new models, both standard 

and compact. 

Henry Wills, one of the owners 
of Wills Motor (Rambler), said his 
firm has only a few demonstrators 
left to move before ushering in the 
1961 models. Sales continued good 
for the Rambler dealer in August 
as 23 new Ramblers and Jeeps 
were sold and 58 used cars were 
moved. 

Wills noted the company has 
been pushing sales of Jeeps in ad- 
vance of the hunting season. 

At McKenzie Motors, where 
Volkswagen sales trail only Ford, 
Chevrolet and Rambler, officials 
say they still have some models 
to “clean out” before the new 
models arrive about Oct. 1. 

“We hope to be ready,” Wes Mc- 
Kenzie said. 

However, Volkswagen sales in 
the latter part of August tailed off 
and have not yet picked up, he 
said. McKenzie moved 10 new cars 
in the first few days of August, 

but was able to sell only two more 
in the remaining weeks. 


Other dealers in this area have 
not depleted stocks as yet, but 
optimism seems to be the word as 
farmers begin to harvest crops. In- 
frequent sales to farmers in the 
summer months, particularly in the 
standard-car field, were noticable 
in Twin Falls. 


CIT Reduces 
Floor-Plan Rate 


NEW YORK. — Universal CIT 
Credit Corp. last week announced 
that it was joining in the reduction 
in interest rates on floor-plan loans 
to auto dealers. 

The cut from 5% to 5 percent 
went into effect late last week. 

General Motors Acceptance Corp. 
was the first to make the reduction. 
Ford Motor Credit Co. and Com- 
mercial Credit Co. later announced 
similar moves. 


2 Fiat Dealers Named 


MINNEAPOLIS. — Stephens Ital- 
ian Motors, Fiat distributors in this 
area, has appointed two more deal- 
ers. They are Hopkins Plymouth, 
Hopkins, Minn., headed by William 
McKinstry, and Duluth Sales & 





Wilkie Views 
The News 


(Continued from Page 6) 


would necessitate the junking of 
much costly manufacturing equip- 
ment before its cost had been fully 
amortized. Most of those who voice 
this criticism would not be willing 
to pay the higher prices that would 
be necessary if such manufactur- 
ing machinery were junked before 
it had returned its cost. 

It is common knowledge that the 
industry has dozens of engineering 
projects under test in its labora- 
tories and proving grounds. These 
range all the way from tiny bear- 
ings to completed cars with power 
systems entirely different from 
those currently in use. 

Some of these projects will 
never reach the volume produc- 

tion stage; others will become 
standard equipment within the 
next few years. One item that 
will be received with great satis- 
faction will be the new transaxle 
system designed to remove the 
transmission tunnel from the 
center of the car. Industry engi- 
neers have just licked the most 
stubborn of the mechanical 
“bugs” encountered in designing 
the combination transmission and 
rear axle. 

Present indications are that use 
of the transaxle will be industry- 
wide by the time 1962 models are 
introduced. 

Cars powered with gas-turbine 
engines, free-piston engines and 
solar electric cells have been tested. 
All still leave something to be de- 
sired. It appears like a safe pre- 
diction that the majority of Amer- 
ican-made cars will be powered 
with refinements of the present in- 
ternal combustion gasoline engine 

20 years from now. 

This is said with the knowledge 
that engineering talent has not yet 
exhausted its possibilities with the 
internal combustion gasoline pow- 
erplant. Apostles of the present 
type of gasoline engine say they 
expect to squeeze more mileage 
out of these engines. 

a cd oe 

IN VIRTUALLY EVERY ap- 
praisal of the automobile engine 

today its efficiency is measured by 
the number of miles per gallon of 
fuel it yields. Actually, the number 
of miles per gallon has been 
stepped up in the current power 
plants only to be cut back again 
by the growing number of acces- 
sories the car ‘owner wants. 

Automatic transmissions, 
power brakes and power steer- 
ing all cut into the miles-per- 
gallon yield of the engine. So, 
too, do the radiator fan and the 
generator. 

Not infrequently you may hear 
it said the auto industry has been 
withholding a better carburetion 
system and that the petroleum in- 
dustry can produce a better gaso- 
line if it wanted to. The auto mak- 
ers did have a better fuel system 
in the injectors but the motoring 
public turned it down. 

Competition is so hot in both the 
automobile and the petroleum in- 
dustries that if either had anything 
better to offer—without additional 
ee couldn't afford to withhold 


Plymouth, Valiant 


Increase Rebates 


DETROIT. — Plymouth and Val- 
iant buildout bonuses have been 
increased for the remainder of the 
’60 model year. 

The Valiant V-100 models now 
carry a $65 no-quota bonus, com- 
pared with $40 earlier. The V-200 
payment remains at $40. 

The Plymouth rebate is $50 per 
car. It applies to all Plymouth deal- 
ers and is in addition to quota-type 
programs which provide for top 
payments of $180 per car for deal- 
ers in Far West states and $150 per 
car for dealers in other areas. 
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Lincoln and Thunderbird Still Down . . . 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U, 8. PRODUCTION ONLY) 


Week Week dan. 1 Jan. 1 
anded Same Ended Output, To To 
Sept. 17, Week, Sept. 10, Sept. Sept. 19, Sept. 17, 
1960 1950* 1960* To Date 19659* 1960 
AMERICAN MOTORS 
Rambler oo... 14,317 280,155 342,095 
CHECKER MOTORS 2938 «= 2,839 ~—s«5, 186 
CHRYSLER CORP. 45,190 772,112 
Chrysler Division 5,171 65,062 71,938 
a 3,992 51,376 61,581 
Imperial oo... 1,179 13,686 10,350 
Dodge Division 20,649 113,623 311,236 
Dart-Polara 13,026 113,623 293,831 
Lancer ........... TM 5 sarod 17,405 
P-D-V Division 19,370 348,211 
ONG Sassssistcnioness 395 34,617 17,010 
Plymouth. ...........00... 11,042 313,594 182,524 
BONN iesiciscernciersis I  Scdlas  ?a 189,411 


Vv 
FORD MOTOR** 
Ford Division 















7,933 
71,677 1,242,165 1,299,507 
54,473 1,088,332 1,046,992 








Falcon ............. 23,629 2,363 362,399 
Ford (Std.) ... 28,337 1,032,430 615,684 
Thunderbird 2,507 53,539 68,909 
L-M Division. .............. 17,204 126,752 252,515 
IO * eesdvssaveconeainttienle be 130,173 
TIERS iiscis entvieisinn | Gees. ME. lees eee 19,106 13,194 
MUI, | cisinsctescstaptices 5,544 107,646 109,148 
GENERAL MOTORS .. 20,281 33,785 3,848 24,129 2,019,440 2,219,460 
Buick 4,347 954 4,325 169,240 188,313 
Cadillac LB iishinws 900 108,011 110,838 
Chevrolet Division .... 6,000 .......... 155 6,155 1,143,001 1,341,995 
CNN SScinerssesecesvessbe 2,300 3,884 4 2,304 21,043 172,955 
Chevrolet (Std.) ... 3,700 11,836 151 3,851 1,121,958 1,169,040 
Oldsmobile .................... 5,310 6,179 1,454 6,764 288,399 264,264 
DPM. icscsatoreosesvevisoniciey 4,700 6,101 1,285 5,985 310,789 314,050 
S-P CORP. 
Studebaker .................. 2,134 2,170 1,633 4,561 110,700 76,048 
Total Cars, U. S.** .... 86,356 62,716 52,753 160,167 4,182,195 4,714,408 
*Revised. 


**Totals for 1959 include Edsel production. 


COMMERCIAL CARS 
(U, 8. PRODUCTION ONLY) 























Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
Sept. 17, Week, Sept. 10, Sept. Sept. 19, Sept. 17, 
1960 1959* 1960* To Date 1959* 1960 

CHEVROLET .................. 7,000 5,283 4,040 11,040 266,418 285,817 

DIAMOND T. .................. 25 82 10 51 4,343 2,076 

BD ciihavectictiesecvseinaav bes 80 125 42 122 2,200 2,565 

RR aR 1,200 1,260 827 2,587 57,321 52,097 

5,923 3,760 11,708 244,493 258,647 

801 545 1,926 62,802 79,794 

2,884 1,961 5,423 105,977 92,786 

390 273 629 12,964 11,290 

128 318 519 9,735 9,964 

WHIT 440 29 456 14,531 12,290 

MEME edctcchbonimeecnsssaesnns 1,675 2,534 1,269 3,306 23,804 96,968 

MISCELLANEOUS ...... 90 90 718 204 3,260 3,351 

Total Trueks, U. S..... 20,084 19,940 13,152 37,971 867,848 907,645 
Total Cars, aaa 

Bh, FR tiicy Ateasrcebnnenices 106,440 82,656 65,905 198,138 5,050,043 5,622,053 
“Total Cars, Trucks, 

IIo 5sscoos seks foc eexs 3,481 3,576 1,379 5,556 286,302 288,279 

Grand Total, 

Cars and Trucks, 

U. S. and Canada....109,921 86,232 67,284 203,694 5,336,345 5,910,332 


*Revised. 





Auto Wonderland Draws 
39 More Participants 


DETROIT.—tThirty-nine more 
firms have been added to the list 
of participants in the Auto Won- 
derland exhibits at the 43rd Na- 
tional Automobile Show in Detroit’s 
Cobo Hall Oct. 15-23. 

The additions bring to more 
than 100 the number of compa- 
nies and industrial associations 
taking part in the display of 
what it takes to make a car and 
the role of the supplier industries. 
Producers of automotive com- 
ponents, among the latest entries 
are: 

F. Burkhart Mfg. Co.; Carter 
Carburetor Division, ACF Indus- 





Rambler-Deal Family 
Wings Way to Preview 

TWIN FALLS, Id.—The flying 
Wills brothers—and a nonflying 
father—used the speediest mode 
of transportation available to 
them this month for a trip to 
Los Angeles to view the 1961 
Ramblers. 

Robert, Henry, Ernest jr. — 
Lowell, fying two 
planes, flew down in one io. 
viewed cars the next and return- 
ed the third. Henry noted that 
Ernest sr., the senior member of 
the 15-year-old firm, went along 
for the ride. 





tries, Inc.; Casco Products Corp.; 
Champion Spark Plug Division; 
Parish Pressed Steel Division; De- 
troit Edison Co., and Douglas & 
Lomason Co, 

Electric Storage Battery Co.; 
Fram Corp.; General Electric Co. 
Lamp Division; General Motors 
Guide Lamp Division; Holley Car- 
buretor Co.; Huck Mfg. Co.; King- 
Seeley Corp., and Monroe Auto 
Equipment Co. 

Rheem Automotive Co., division 
of Rheem Mfg. Co.; Rich Mfg. 
Corp.; GM’s Rochester Products 
Division; Schlegel Mfg. Co.; A, O. 
Smith Corp., and Standard Prod- 
ucts Co. 

Alemite and Instrument Divi- 
sions, Ste wart-Warner Corp.; 
Swedish Crucible Steel Co.; GM’s 
Ternstedt Division; Thompson 
Ramo Wooldridge, Inc.; Thomp- 
son Products Automotive Div i- 
sion, and Thompson Products 
Michigan Division. 

Tokeheim Corp.; U. S. Rubber 
Co.; Van Dresser Specialty Co.; 
Westinghouse Electric Corp., and 
Woodall Industries, Inc. 

These firms will join in the mal- 
leable iron castings display: Albion 
Malleable Iron Co.; Auto Special- 
ties Mfg. Co.; GM’s Central Foun- 
dry Division; Dayton Malleable 
Iron Co.; National Malleable & 
Steel Castings Co, and Wagner 
Castings Co. 














Week’s Output of ’61s 
Climbs to 86,356 


(Continued from Page 1) 


day to 44.3 percent of the 520,000 
cars the industry hopes to have in 
stock by Oct, 1. 

Through last Saturday, the in- 
dustry had built an estimated 230,- 
826 of the ’61s, but to reach their 
goal the makers will have to aver- 
age better than 26,000 assemblies 
daily through the remaining 11 
workdays of September. 

+ + * 


— 43.5 percent of total 
industry assemblies last week 
were the compacts, with an esti- 
mated 37,737 cars. 

That was a 5l1.1-percent in- 
crease from the previous week 
when the group, composed of 
Comet, Corvair, Falcon, Lancer, 
Lark, Rambler and Valiant, took 
48 percent of total industry out- 
put on 24,781 assemblies. It also 
compared with the week ended 
Sept. 19 last year, when the com- 
pacts, then composed of Corvair, 
Falcon, Lark and Rambler, took 
20.6 percent on 12,903 assemblies. 
A breakdown of compact-car out- 
put showed Falcon leading with an 
estimated 11,903 assemblies last 
week, compared with 8,519 cars 
built a week earlier; Rambler up 
from 3,868 to 9,000; Comet up from 

4,462 to 5,600; Valiant up from 3,229 
to 3,500; Lancer up from 3,066 to 
3,300; Corvair up from four to 
2,300, and Lark up from 1,633 to 
2,134. 
* * * 

Recess maker on a corporate 

basis for the fifth consecutive 
week was Ford Motor Co., which 
upped its output from 25,877 units 
a week earlier to an estimated 
34,516 assemblies last week. 

Chrysler Corp., despite the fact 
its Newark (Del.) assembly plant 
was down the entire week due 
to parts shortages brought about 
by the now-settled Pennsylvania 
Railroad strike, upped its output 
from 17,409 units a week earlier 
to an estimated 20,300 assemblies 
last week. 

General Motors, with Chevrolet, 
Cadillac, Oldsmobile and Pontiac 
pushing ahead on ’61s, showed the 
biggest percentage gain over the 
previous week as the corporation 
turned out an estimated 20,281 cars 
last week. A week earlier, GM pro- 
duced 3,848 cars. 

Among the other makers, Amer- 
ican Motors was up from 3,868 to 
9,000 assemblies; Studebaker-Pack- 
ard rose from 1,633 to 2,134 units, 
and Checker Motors edged up from 
118 to 125 cars. 

* * ok 
L EADING individual producer 
in the industry was the stand- 
ard Ford, which increased its out- 
put from 9,957 cars a week earlier 
to an estimated 14,513 assemblies 
last week. 

Among the other Ford makes, 
Falcon was up from 8,519 to 
11,908 assemblies; Comet climb- 
ed from 4,462 to 5,600, and Mer- 
cury, working at three of its four 
assembly plants, rose from 1,414 
to 2,500. 

A breakdown of GM assembly op- 
erations showed Oldsmobile on top 
with an estimated 5,310 assemblies 
last week, compared with 1,454 

cars built a week earlier; Pontiac 
up from 1,285 to 4,700; standard 
Chevrolet up from 151 to 3,700; 
Buick up from 954 to 3,371; Corvair 
up from four to 2,300, and Cadillac 
with 900 assemblies in its first week 
of '61-model output. 

Chrysler Corp.’s biggest producer 
last week was its Dodge Division, 
with 9,300 assemblies. Of the total 
cars produced by Dodge, 6,000 were 
in the Dart-Polara series, and 3,300 
were Lancers, A week earlier, the 
division turned out 5,253 standard 
cars and 3,066 Lancers, 

Elsewhere in the Chrysler setup 
Plymouth turned out an estimated 
5,000 cars last week, compared with 
3,792 assemblies the previous week; 
Valiant was up from 3,229 to 3,500; 
Chrysler rose from 1,461 to 1,800; 
Imperial was up from 456 to 500, 
and DeSoto rose from 152 to 200 
assemblies. 

+. 7” 
(CRECTAL-CAR output rose 
sharply from 13,152 assemblies 
a week earlier to an estimated 






























20,084 units last week as Chevrolet 
and Ford stepped up ’61-model pro- 
duction. Last week’s output also 
compared with the 19,940 trucks 
turned out during the week ended 
Sept. 17 last year. 

Car and truck producers in 
Canada also began stepping up 
their production pace last week 
as tetal vehicle assemblies hit an 
estimated 3,481 units—2,336 cars 
and 1,145 trucks, A week earlier 
the Canadian makers turned out 
1,379 vehicles—1,088 cars and 291 
trucks. 

A breakdown of the previous 
week’s operations showed Chrysler 

turning out 555 cars and 79 trucks; 
Ford Motor with 495 cars and no 
trucks; General Motors with 38 
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cars and 35 trucks, and Interna- 
tional with 177 trucks. 

S-P of Canada began framing op- 
erations last week and will begin 
final assembly of ’61 cars today 
(Sept. 19), officials said. 

—Martin L. WHITMYER 


Buick Special Assembly 
To Add 2,000 to Payroll 


FLINT.—Production of the 1961 
Buick Special will add some 2,000 
hourly employes to Buick’s payroll 
here, it was reported last week by 
Edward D. Rollert, Buick general 
manager. 

Buick is in the process of recall- 
ing employes now for work in var- 
ious plants producing components 
of the Special, which will be intro- 
duced this fall. Recalls are being 
scheduled at a rate of 175 to 200 
persons daily. 

The new assembly plant con- 
structed especially for the Special 
and the regular line for building 
standard Buicks are in operation 
now. 

Rollert said that Buick’s total 
employment will increase to ap- 
proximately 18,700 within the next 
few weeks. 


Chrysler and Dann Battle 
In First Formal Hearing 


(Continued from Page 6) 


agement by Chrysler officials and 
not because of insolvency. As a re- 
sult, Pollack on several occasions 
threatened to adjourn the hearing 
and bring contempt proceedings 
against Dann, 

To this Dann replied, “I’ve been 
threatened by experts including 
your $30 million quasi-criminal libel 
suit.” 

Chrysler counsel seemed to re- 
gard the fact that Dann admitted 
that he and his wife were the 
only formal members of the 
Chrysler Associated Stockholders 
Investigating and Protective 
Committee as a solid victory. 

The witness then explained he 
brought the receivership action 
against Chrysler because he felt it 
was his duty as it is one’s duty to 
call the fire department when one 
sees a house is on fire. He denied 
receiving any money from anybody 
for his investigation of Chrysler. 

* * * 


7A denied that he contemplat- 
ed similar lawsuits against 
Ford or General Motors. “I hope no 
one brings the need for such ac- 
tions to my attention,” he replied 
to a direct question by Pollack. 

Mrs, Dann had no more than 
five shares in Ford, General Mo- 
tors, American Motors and Chrys- 
ler, her husband said. Repeatedly 
Dann fought the probing ques- 
tions of Pollack with challenges 
such as: “Neither you nor Chrys- 
ler Corp. can bully me.” 

Dann refused to say there were 
falsehoods in the suit for a receiver 
as originally filed or in the amend- 
ed petition. He indicated certain 
points needed clarification. It was 
indicated that the hearing might 
go before Chancellor Collins J. 
Seitz for a ruling on Chrysler’s 
pursuing the insolvency line of 


questioning. 
* + 


pA had a new charge of his 
own last week. He said that 
General Motors had decided to hold 
up his quarterly dividends on GM 
stock, a move which Dann found 
objectionable. 

In filing a $30-million libel and 
slander suit against Dann, Chrys- 
ler asked that Dann’s stock in 
Chrysler, Ford and GM be se- 
questered (seized), Sequestration 
is a legal move aimed at forcing 
out-of-state residents to answer 
suits filed against them in Dela- 
ware, under penalty of losing the 
stock. 

Dann said that GM had gone be- 
yond sequestration in deciding to 
hold up the dividends on hig 5,700 
shares of GM stock and that the 
loss of the income was detrimental 
to him. He has charged that Chrys- 
ler filed the libel and slander suit 
to block his fight for a change in 
Chrysler management. 

GM admitted holding up the 
dividends after the court approved 
sequestration of the stock. The 
company had no further comment. 

7” . “ 


two suits which have be- 
come a part of the total Chrys- 


ler case involve disputes over haul- 
away business. 

In one suit, Metropolitan Convoy 
Co., a Pennsylvania firm, sued 
Chrysler for $2.2 million in dam- 
ages. The suit was filed July 15, 
1959, in Superior Court, Wilming- 
ton, Del. 

Metropolitan charged that 
Chrysler helped Metropolitan get 
an Interstate Commerce Commis- 
sion permit to handle the haul- 
away business from the Newark 

(Del.) plant and that the com- 
pany purchased equipment to 
handle the business at Chrysler’s 
request, 

Metropolitan also charges that it 
was negotiating a merger with 
Great Lakes Forwarding Co., an- 
other haulaway firm, when Alvin 
McEvoy interfered. McEvoy bought 
Great Lakes, a Detroit firm which 
got the Newark haulaway business, 
and Metropolitan lost the business, 
the suit charges, 

* * 


HRYSLER has denied the claim 
for damages, saying that there 
was no contract with Metropolitan 
for the Newark business and 
Chrysler was free to change haul- 
away firms when it chose. 

This suit became a part of the 
bigger Chrysler case when William 
C. Newberg, ousted Chrysler presi- 
dent, was subpenaed to give a dep- 
osition on the matter. McEvoy was 
also called for a deposition. 

The suit which the Dann group 
has filed that a receiver 
be named for Chrysler also ob- 
jects to the business relations be- 
tween Chrysler and Great Lakes 
Forwarding. 

The other haulaway case has lit- 
tle direct bearing on the conflict of 
interest case at Chrysler. None of 
the names mentioned in the varied 
suits growing out of the conflict of 
interest case has, as yet, been men- 
tioned in the second haulaway suit. 

+ * * 


J OWEVER, the second haulaway 
suit apparently resulted from a 
realignment of Chrysler haulaway 
business, The realignment sharply 
reduced the number of haulaway 
companies serving Chrysler. 

The selection of Great Lakes 
Forwarding to handle the New- 
ark business was reported to be 
a part of.the t. 

In the second suit, Crawford 
Transport Co., a Kentucky com- 
pany, charges that Chrysler en- 
couraged it into the haulaway busi- 
ness and then shut it out, Craw- 
ford seeks $1.5 million in damages 
in the suit filed in Federal Court in 

Catlettsburg, Ky., on March 21. 

In still another legal move, at- 
torneys for Ben Stone asked that 
a Chrysler suit against him be dis- 
missed on grounds that the com- 
yeiet showed no grounds for ac- 
tion. 

It was Newberg’s interests in 
companies operated by Stone that 
led to Newberg’s ouster as Chrysler 
president in June. Chrysler sued 
Stone for the return of profits made 
from the companies. 
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Obituaries 


William L. Courage, 58; 
AMC Sales Executive 


DETROIT.—William L, Courage, 
58, executive assistant to the vice- 
president of distribution and mar- 
keting at American Motors Corp., 
died unexpectedly Sept. 6. 

Mr. Courage entered the automo- 
bile business at the age of 20 as a 





served 12 years as superintendent of the 
Ford plant in Dallas. 
* * 


* 
Frank T. Bradford 
LOS ANGELES, — Frank T. Bradford, 
65, former president of the Motor Car 
Dealers Assn. of Southern California, died 
Sept. 7. 
























































* * * 


Homer Bailey 
ENNIS, Tex.—Homer Bailey, 65, a co- 
owner of Ennis Motor Co. before retiring 


in 1949, died Sept. 3. 
» * * 


Arthur Boyd Williams 


dso LEWISBURG, W. Va. — Arthur Boyd 
secretary at Hu n. He later was Williams, 83, an auto dealer here and 
transferred to sales and at the| owner of A: B. Williams Garage, died 


time of the Hudson-Nash merger 
in 1954 was director of sales ad- 
ministration at Hudson, He moved 
to the same job at AMC and later 
became manager of marketing and 
analysis. In May, 1957, he was 
named to the post he held at the 
time of his death. 

e cs 


D. C. Gaskin; Mack’s 


Canadian Manager 


HAMILTON, Ont.—Dennis C. 
Gaskin, 62, executive vice-president 
and general] manager of Mack 
Trucks of Canada, Ltd., and former 
president of Studebaker of Canada, 
died Sept. 10 in Toronto. 

Mr. Gaskin joined Studebaker in 
1931 and moved through the ranks 
to become president in 1953. He re- 
signed in 1958 to take the positions 
with Mack he held at the time of 
his death. He was also a former 
president of the Canadian Automo- 
bile Chamber of Commerce and 
past chairman of the Canadian 
Section of the Society of Automo- 


Sept. 4. 
* * * 


Frank A. Santoro 
PORT CHESTER, N. Y.—Frank A. San- 
toro, 57, president of Willow Motor Sales, 
died Aug, 29 in a New = City hospital. 
* * 


Harry F,. McCool 
CHATTANOOGA, Tenn.—Harry F, Mc- 
Cool, owner of McCool Auto Co. and Chat- 
tanooga Discount Corp., died Sept. 5. He 
was a former president of the Tennessee 


State Automobile Dealers Assn. 
* * * 


M. B. Reekes 
GOLDSBORO, N. C.—M. B. Reekes, 50, 
district manager of the Tractor and Im- 
plements Division, Ford Motor Co., died 
of a heart attack Sept. 8. Reekes had 
been with Ford Motor 10 years, coming to 
Goldsboro from Richmond, Va. 





HELP WANTED 





REGIONAL SALES MANAGERS 


tive Engineers. Factory importer-distributor is expanding 
ee dealer network on the West Coast and in the 
Roy C. Martin Midwest. Excellent opportunity for aggressive 


automobile men to join prominent manufac- 
turer actively developing further U. S. mar- 
ket. Experience in development of territories 
and dealer appointment essential. 
c/o Automotive News, Detroit 7. 


FORT SMITH, Ark.—Roy C, Martin, 
59, former member of the Arkansas High- 
way Commission and former president of 
the Arkansas Bus & Truck Assn., died of 
a heart attack Sept. 4. He had been as- 
sistant to the president of the Arkansas 
Best Freight System since 1957, 

* * * 


Donald W. Thiele 
DECATUR, Ill.—Donald W, Thiele, 37, 
vice-president of C. B. Moore, Inc, (Chev- 
rolet), died of cancer Sept, 1. 
* * * 
Ezra J. White 
BARRE, Vt.—Ezra J. White, 51, vice- 
president and service supervisor of Ortiz 
Motor Sales, died of a heart attack Aug. 
29 at Barre City Hospital after being 
stricken at the dealership, He had been 
associated with the Ortiz firm for about 
20 years, 


| 


LARGE SAN FRANCISCO Chevrolet dealer 
desires two top grade, experienced new 
Chevrolet salesmen. $400 month draw 
against 5% new and 7% used commis- 
sion, 10% on accessories. Liberal demon- 
strator plan with $35 per month demon- 
strator operating allowance, Write giving 
fullest details to: Ingold-Olsen, ‘‘Chev- 
rolet Headquarters,’’ 999 Van Ness Ave- 
nue, San Francisco, 





AUTOMOBILE ACCOUNTANT 


Assistant in Business Management 

ment of large wholesale automobile 

tributor ship. 

MUST HAVE: Good acc 
retail 


* 
Alton B. Poe Jr. 
EL PASO, Tex.—Alton B, Poe jr., 56, 
partner in A, B, Poe Motor Co, (Chrysler- 
Plymouth-Imperial) since its establishment 


in 1928, died Aug. 1 after a long illness. 
* * * 


Adam J. Mayer 


dis- 





MILWAUKEE, — Adam J. Mayer, 96, 
former president of the old Parker Motor | DESIRABLE: Some wholesale experience, ex- 
Truck Co. here, died Sept. 1, The firm Cortese with business activ- 
produced some of the first trucks made in as conducted s, and 
the United States, experience analyz dealers’ financial 
* * * statements. : 1 City, New _ 
Joseph Bender area. 000. Submit resume. x 

COLUMBUS, 0.—Joseph Bender, 77, one| 1817, ¢/o Automotive News, Detroit 7. 

of the first used-car dealers in Columbus, 

uaa Se RA ACORN B: 


* 
James W, Day 
DALLAS.—James W, Day, 70, retired 
Dallas auto dealer and former district 
sales manager for General Motors, died 
Aug. 22. 








GENERAL MANAGER 


A rare opportunity exists for a high grade, 
top flight general manager who has ambi- 
tion to own his own business. 


The man we are looking for is presently 
employed, must have a successful record 
of clean operation as general manager in 
one or more large retail deals, preferably 
General Motors or Ford products, a mini- 
mum of the past five years. If you fill the 
bill, you may have the opportunity to man- 
age and eventually own a fine deal of 
your own without any initial investment. 
Please send complete resume of your back- 
ground which will be held in absolute con- 
fidence to Box 1821, c/o Automotive 
News, Detroit 7. 


~ * * 
John H. Robinson 
PHOENIX.—John H. Robinson, 62, for- 
mer auto dealer tm Preveets, died Sept. 3. 
* 


John Robert Suggs 
LORIS, 8, C. — John Robert Suggs, 
Dodge-Plymouth-Pontiac dealer here, died 
recently. He formerly was a director of 
the South Carolina Automobile Dealers 
Assn. 
* * * 
Ealon Roy Pickens 
MONTGOMERY, Ala.—Ealon Roy Pick- 
ens, 52, an auto dealer at Fort Deposit, 
died of cancer Aug. 2 


Armand H, Abel 
COLUMBUS, O.—Armand H, Abel, 54, 
co-founder and executive vice-president of 
Abel Corp., national distributor of Abel 
Label tires and auto supplies, died Aug. 
27. He was a member of the Quarter Cen- 
tury Club of the Automotive Trade Assn, 
* * 


Harry D, Ettinger 
GREAT FALLS, Mont.—Harry D, Et- 
tinger, 56, president of City Motor Co. 
(Chevrolet), died Aug. 22, He was a di- 
rector of the Montana Automobile Dealers 
Assn., and formerly operated Standard 
Chevrolet Co., Deer Lodge, 
* * * 


Bernard G. Manley 
ONTARIO, Calif.—Bernard (Barney) G. 
Manley, 62, Cadillac-Pontiac dealer at 401 
W. Holt Bivd, since 1947, died Aug, 30 
of a heart ailment. He served as an execu- 
tive with Pontiac from 1934 to 1947. 
* * * 
William A, Yahr 
ANN ARBOR, Mich.—-William A. Yahr, 
59, a former Chrysler-Plymouth-Interna- 
tional Harvester dealer here, died Aug. 30. 
* - + 
David M, Ruby 
CHICAGO.—David M, Ruby, president 
of Merit Chevrolet Co., is dead at the age 
of 47. 








Eastern Regional 
Sales Manager 


Excellent opportunity for aggres- 
sive automobile man to join one of 
the leading import manufacturers. 
Must be thoroughly experienced 
in dealer appointments and open 
point work. 


Generous salary plus fringe bene- 
fits. Box 1824, c/o Automotive 
News, Detroit 7. 


* * 


* 
John A, Clayton 

DALLAS.—John A, Clayton, 70, a re- 
tired Ford Motor Co. superintendent, died 
here Sept. 10. Mr. Clayton joined Ford 
in 1922 as superintendent of maintenance 
at the New Orleans plant. He served in 
various supervisory capacities and at the 
time of his retirement in 1956, he had 
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HELP WANTED 


GENERAL SALES MANAGER 


Leading Ford Dealer in Baltimore City 


wants executive general sales manager with 
proven ability to organize and develop sales 
crews that will produce volume new and used 
car sales. Will pay qualified man $15,000 per 
year salary plus liberal incentive that can 
result in additional $15,000 per year earnings. 
nr Box 1816, c/o Automotive News, De- 
roit 7. 
















SS 
DO YOU QUALIFY FOR THIS $15,000 (OR 
HIGHER) JOB? If you are a general man- 
ager for a car dealer, or 
zone manager for a manufacturer, we want 
you — © exclusive 


Bob Childers, Chi 
Son They, Houston, Texas. 





TRUCK ENGINEER 


You offer us: 
|. Thorough knowledge of truck specifica- 
tions 
2. Background in truck operations 
3. Ability and desire to succeed; 


We will offer you: 

1. Good starting salary 

2. — future with a growing organiza- 

ion 

3. Challenging career in truck leasing. 
We are located in the Philadelphia area. 
Please send resume to Box 1820, c/o Automo- 
tive News, Detroit 7. 


SSSSSSSSSISSS 


FINE FUTURE FOR 


EXPERIENCED 
FINANCE MEN 


If you have done a good job as branch man- 
ager, office manager, credit manager, or 
sales representative with on present national 
or regional multi-office finance company, but 
find your advancement opportunities limited, 
we may have just the opportunity you are 
seeking, Our expansion program has created 
several openings for experienced finance men 
at all levels. @ now operate 45 branch of- 
fices in Texas, New Mexico, Arizona and Cali- 
fornia, with plans for further growth in the 
near future. Good compensation, fine benefits, 
top training program, and rapid advance- 
ment opportunities. Submit complete resume 
and we will send full information promptly 
and arrange interview if you qualify. 


Dick Brooks, 

Personnel Supervisor 
Southwestern 
Investment Company 
Box 871 Amarillo, Texas 











Needed— 


Dynamic Sales Manager 


Excellent opportunit 
is a terrific closer, 
to close deals. 


QUALIFICATIONS: 30 to 45 years of age, in 
excellent health, good personal habits, sober, 
. Our firm has been 
in same location for 30 years, very prosperous 
and finance 75% of our own deals, Cars han- 
died are Rambler Line and all five English 
Ford Lines. Starting salary $10,400 per year 
plus terrific bonus. Write resume of experi- 
ence to SOUTHERN MOTORS, INC., 30! 
East Broughton Street, Savannah, Georgia, 
Attention: Mr, Julius Kaminsky, Pres. Tele- 
phone Adams 43478. 


for Sales Manager who 
ur salesmen not allowed 








PROMOTION 
WRITER 


National magazine, expanding advertising pro- 
motion staff, seeks young man capable of 
writing clear, crisp, business-like direct mail 
copy. Writing experience necessary, but need 
not be in magazine promotion. New York City 
location. Tell us about yourself, experience, 
salary desired, in letter and enclose recent 
samples. 


Box 1807, c/o Automotive News, Detroit. 7. 
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HELP WANTED 


SALES REPRESENTATIVES — National 


advertising concern will train salesmen 
to contact automobile dealers with sales 
and service direct mail program, Exclu- 
sive territory, high earnings, repeat year- 
ly business, established accounts. Good 
salary and commission. Box 1814, c/o 
Automotive News, Detroit 7. 





experi- 
ence as sales manager, general manager 
and dealer with Ford in dealerships with 
600 to 850 new units potential, Also have 


GENERAL MANAGER, 15 years’ 


background in accounting and three 
years’ experience with GMAC; 43 years 
of age, college graduate, married with 
two children, Recently disposed of stock 
interest in 600 new unit Ford agency to 
partner, Would like position as general 
manager or sales manager in dealership 
offering opportunity, Can make invest- 
ment after proving ability, Willing to 
relocate. Box 1789, c/o Automotive 
News, Detroit 7. 


EXPERIENCED USED CAR BUYER 
wants connection with large dealer to 
buy for in Michigan, Best of contacts 
and references, Write Box 1786, c/o Au- 
tomotive News, Detroit 7, : 


GENERAL MANAGER—will buy within six 
months if deal and location look good. 
Successful background, best references. 
Must be GM franchise, minimum three to 
four hundred car deal. Box 1803, c/o 
Automotive News, Detroit 7. 


SERVICE MANAGER—20 years’ automo- 
tive sales and service experience, includ- 
ing three years’ foreign cars. Hard work- 
ing, dependable family man available 
immediately. Relocate for real opportu- 
nity. Box 1804, c/o Automotive News, 
Detroit 7. 


I AM 48 YEARS OF AGE, 25 years’ experi- 
ence all phases, am rated one of the best 
finance men in the business. Excellent 
closer, can organize, train and build a 
hard hitting sales force. Hold a degree in 
automotive engineering, am a Mason, 
former pro football player, do not drink 
or smoke—in perfect physical health. 
Must relocate in area having mild winters 
due to wife’s health, am available any- 
time after October 10th. If you have a 
200 to 400 car per year operation and 
want to increase it profitably to 400 to 
600 per year, then contact me. Box 1805, 
c/o Automotive News, Detroit 7. 


SERVICE MANAGER, experienced all 
phases modern shop and service opera- 
tion including customer relations, esti- 
mating, service promotion. Top _ refer- 
ences. Prefer Chicago or suburban loca- 
tion. Box 1818, c/o Automotive News, 
Detroit 7. 


IMPORTS—General manager or combina- 
tion general manager/sales manager 
seeks position with imported car dealer. 
British, age 39, family. Pioneer imports 
in U. 8. Thoroughly familiar all depart- 
mental phases imported car dealership: 
New/used sales, service, parts, account- 
ing, financing, daily controls, procedures, 
budgets, cash and unit forecasts, adver- 
tising, and all details required to produce 
a healthy P & L statement each month. 
Reply in strict confidence. Box 1822, c/o 
Automotive News, Detroit 7. 


GENERAL MANAGER — General sales 
manager—Presently used car manager of 
a Ford dealership selling. about 125 cars 
per month. Mid 30s, six years’ experi- 
ence, plenty of drive and enthusiasm. 
Am looking for a better incentive plan. 
Box 1823, c/o Automotive News, De- 
troit 7. 


MR. CHEVROLET DEALER—Would you 
like to retire or semi-retire? Am inter- 
ested in buy-in or buy-out deal. Thor- 
oughly experienced in all phases of 
operation, Factory approval assured. 
Presently employed, prefer New York or 
Ohio. Can make modest investment if 
necessary, Box 1809, c/o Automotive 
News, Detroit 7. 


NEED LEFT-HANDED MAN?—Young, ex- 
perienced, married man desires move; 13 
year’s training — 150-200  medium-price 
class dealership. Trained-qualified in ac- 
counting, parts department, sales and 
dealer self-financing plan. Need all 
around man? Inquire Box 1810, c/o 
Automotive News, Detroit 7. 

SALES MANAGER—SELLING POSITION, 
age 35, family man, twelve years’ heavy 
experience all phases including cost con- 
trol, salesmen training, wholesaling, re- 
tailing, buying, selling, appraising, fi- 
nancing, used-car reconditioning, etc. 
Background includes Ford and Chrysler, 
own used-car business, Seeking perma- 
nent position where diversified talents 
can be put to use. New York city area. 
References available. Box 1825, c/o Auto- 
motive News, Detroit 7. 


DEALERSHIPS AVAILABLE 


FLORIDA EAST COAST, handling top 
import lines. Well equipped, excellent 
location. $15,000.00 parts, tools. and 
equipment, No blue sky, Reasonable 
lease. Box 1790, c/o Automotive News, 
Detroit 7. 
































DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING TWO FRAN- 
CHISED FOREIGN MAKES, Good used 
car and repair departments, Middlesex 
County, New Jersey exclusive. Might 
consider partnership. Illness forces this 
decision. Sale price $25,000. Box 1777, 
c/o Automotive News, Detroit 7. 





NEWPORT BEACH AREA, CALIFORNIA 
—Dealership handling Dodge and Dart 
in fastest growing county in the United 
States. Franchise covers 120,000 popula- 
tion. Excellent lease and facilities. Over 
200 substantial industries and more com- 
ing. Ideal climate and living conditions. 
Factory approval necessary, Box 5055, 
Pasadena, Calif. 


ILL HEALTH requires disposition of agency 
handling Rambler in thriving Florida 
community of 50,000. If interested, please 
reply to Box 1806, c/o Automotive News, 
Detroit 7. 


REAL OPPORTUNITY to come in as part- 
ner in exclusive leading import automo- 
bile dealership in large Southeastern city. 
Potential 600 to 1,000 new units annual- 
ly. Excellent location and facilities. Box 
1815, c/o Automotive News, Detroit 7. 


WELL ESTABLISHED IMPORTED car 
dealership in Laguna Beach, California. 
Located in Orange County, fastest grow- 
ing county in the West. Handling Jaguar, 
Fiat, Volvo, Triumph, Alfa-Romeo. Small 
overhead—large trading area. Excellent 
facilities, long term lease. Finest climate 
in U.S.A. Box 1811, c/o Automotive 
News, Detroit 7. 


DEALERSHIP HANDLING BUICK, Opel, 
GMC. Parts, accessories, tools and equip- 
ment, plus lease on property and mobile 
station. In Lompoc, California, popula- 
tion 15,000. Home of missile bases, Van- 
denberg AFB and Point Arguello Navy 
Base. Valley Motor Service, Ocean and 
J Streets, Lompoc, Calif. 


FOR SALE—New and used car dealership 
handling several well known lines. Cen- 
trally located in the town of Oceanside, 
California. Building consists of showroom 
and excellent service facilities. Plenty of 
used car display area. Will sacrifice. 
Take over lease. Due to extenuating 
circumstances beyond our control—the 
only reason why we are selling. Contact: 
E. 8. Schank or C, F. Lane at 1523 
South Hill St., Oceanside, Calif. Phone: 
SAratoga 2-7446, 


AUTO AGENCY FOR SALE — handling 
Ford. Small town Northern Ohio, good 


potential, low rent. $14,500 parts and 
equipment, Factory approval necessary. 
Box 1826, c/o Automotive News, De- 
troit 7. 


DISTRIBUTORSHIPS AVAILABLE 


MEXICO 


Small car distributorship in richest state of 
the Republic (Veracruz), now earning $2,500 
monthly. Unlimited possibilities. Distributor 
rights include the whole state (unexploited). 
Ideal climate, seaside town, wonderful game 
fishing. Hours 9? to 7. Capable, fully bi- 
lingual staff, Price for quick sale, $50,000. 


Raul Munoz, 5 de Mayo 44-46, 
eracruz, Mexico 








DEALERSHIPS WANTED 


FLORIDA—Top cash price. Coastal area. 
Factory approved. In Florida now. Con- 
fidential. Box 1819, c/o Automotive 


News, Detroit 7. 





REWARD for information leading to re- 
covery of '60 Rambler American Super 
station wagon, gray with white top, red 
and black interior, Automatic transmis- 
sion, Serial #B-119056, car may have 
Illinois license, Driven by parties known 
as Joseph and Joyce Richardson, neat 
appearing, distinguished looking couple; 
may have six-year-old boy as passenger. 
Last known vicinity Riverside, Califor- 
nia, Call collect: Midwest Rambler Cor- 
poration, c/o J, Groves, Phone 428-4685, 
Decatur, Illinois, 





REWARD—1955 Buick hardtop sedan, red 
and white, serial #5B5032719, in posses- 
sion of man known as William Stinson, 
former employe, colored. Pennsylvania 
license #N6563. Last heard working in 
Detroit, also wanted by police. Phone 
collect: William Gold, Roxy Auto Com- 
pany, TR 8-2600, Philadelphia 31, Penn- 
sylvania. 





Need hard to get parts? Automotive News’ 
Want Ads get quick results. 
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BUSINESS OPPORTUNITIES DEALER SERVICES 








TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


SERVICE GARAGE 
DOWNTOWN BALTIMORE 


40,000 square feet. Equipped for auto service 
parts dept., three hyd. lifts, ramps concrete 





and steel. Teste 
AUTO CLINIC, INC. For Buy/Sell Agreements, Annual Fiscal 
1124 E, 25th St., Baltimore, Md. ‘Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power” booklet. 


AUTOMOTIVE 
DISTRIBUTOR WANTED 10040 Freeland Ave. 


er 


) 





CARS FOR SALE 


AUTOMOTIVE 
DISTRIBUTOR 
WANTED 


Nationally known manufacturer of funeral 
coaches and ambulances has excellent op- 
portunity for progressive, aggressive Distrib- 
utor with successful sales organization. Top 
cor vehicles are acknowledged leaders in 

eir field. Market is permanent and profit- 
able for right sales team. Send complete de- 
tails of your organization - Box 1813, c/o 
Automotive News, Detroit 7. 


ATTENTION FLEET OWNERS 


Place Your Order Now 
For the NEW PONTIAC and 
the ALL NEW TEMPEST 
For Early Delivery 
Wire or Call COLLECT 





DEALER SERVICES 





VE INVENTORY & APPRAISAL CO. 
Detroit 27, Michigan 
3-6445 








CARS FOR SALE 


VOLKSWAGENS 


All Models—aAll Types 
IMMEDIATE DELIVERY 
New York, Baltimore, Md. 

Write, phone, wire for our new low price 
list under continuous supply program. 
Buy with confidence from 
reliable, steady source. 


ALL COMMERCE & 
TRADING CORP. 
120 Wall St., New York 5, New York 
BOwling Green 9-0636 — TWX-NY 1-1211 





| 
































Ample Supply of 


CLEAN 
USED 
CARS 


1960 - 1959 - 1958 


Di si bh eters’ AL ABRAMS 

scover how much your competitors’ cars 

really cost. The book, "AUTO COSTS," gives MOTOR SALES, INC. 

you the factory invoice prices of all 196! Ben Drell, Vice-President, Fleet Sales 

American cars, 25 foreign cars, 4 American! 1119 E. Forty-S th St.. Chi 53, IIlinoi: 

trucks, and all their equipment. Used by poh inca 66112 aa ary CHEVROLET 
dealers and banks nationwide. Order your ? . 

‘el edition today for only $10—three year B'way & 133rd St., N. Y. C. 
subscription $18 (including all supplements). Ed Hogan AD 4-6000 


AUTO COSTS, Spencer Publishing Company, 
ifberty, N. Y. USED 








1959 Taxis 
tcostom see) {UAW 
MILITARY ACCEPTANCE | ° S"sizht Stix © We Arrange Ship- 1960 Models 
WILL HELP YOU SELL MORE) ° hecsyoes” Srivers ns Rembler Americon—Corvair 
MILITARY PERSONNEL {i2-vetr). Heavy-Duty Ten! vaca See es 
* Worldwide financing and refinancing up 2-Way Radio © Nothing to Spend Cadillac 
to 36 months . . . for officers and non- - gs oa 


coms of pay grades E5 and above . 
on simplified, non-recourse basis. 


+ *| @ Bodies Like New! 
2,000 Taxis to Choose from 


* Cars may be taken overseas without re- 
financing. 
Military Acceptance Corp. 


Dept. D, P. O. Box 2166, 800 Broadway 
Sen Antonio, Texas—CApitol 5-6756 


HE 5-8400 — NY-BO 9-0216 


1961 VOLKSWAGENS 


For Immediate Delivery 








Mister Dealer 
Need More Volume? 


We will come into your dealership for one 
month, train your sales manager to hire 
and teach his sales staff VOLUME SELLING 
WITH PROFIT. This is a complete selling 
Program with prospecting, closing and fol- 
low-up of each customer sold. We do not 


sociated German Export firm. Wire, writ 
or phone: 2 
BARBARA RANK 
IMPORT/EXPORT, INC. 


1216 First Ave., New York 21, N. Y. 
Phone: LEhigh 5-3258 





Box 1812, c/o Automotive News, Detroit 7. 
CLASSIFIED WANT ADS 
BRING RESULTS 








BUSINESS OPPORTUNITIES 










DEALERSHIP OPPORTUNITY 


A large, successful Ford dealership in the middle Atlantic states will provide 
an unusual opportunity for a young man with outstanding qualifications. The 
man we select will actually become the dealer. A workable buy-out arrangement 
will be negotiated and factory approval will be required. Our man must cur- 
rently be a successful dealer or general manager with the ability to immediately 
take over a business of 75 employes selling 1200-1500 new cars annually. 
In your reply please submit complete resume of qualifications and experience. 







Box 1808, c/o Automotive News, Detroit 7. 





MISCELLANEOUS 


BLACK BEAUTY BUMPER TOWBARS 
WHITE MULE 
TRUCK TOWBARS AND SADDLES 


A COMPLETE LINE OF ENGINEERED 
TOWING EQUIPMENT 


THE MARION MANUFACTURING CO. 
P. O. BOX 1026, MARION, OHIO DU 2-7594 




















$495 


UNIVERSAL AUTO WHOLESALERS 
885 Communipaw Ave., Jersey City, N. J. 








Duty, excise tax and all charges paid. 
Direct imports from Germany through as- 



























Sedans—Hardtops—Convertibles 
Low mileage—Clean cars. 
Delivery Arranged 


Morse Auto Rental 


7726 WN. E. 2nd Ave. Miami, Florida 
Plaza 7-2425 









CARS WANTED 


LIMOUSINES—S8 passenger—new and used. 
Dennis Distributor, 4804 N. Saginaw S8t., 
Flint 5, Michigan. 





















1961 ORDERS 
BEING PLACED 
All Makes—All Models—All States 


New-car Dealers Interested in Volume Fleet 
Sales and Service, Contact: 


National Purchasing Department 
ROLLINS LEASING 
COR 





14th and Union Sts. 
Chevrolet- Ford - Pi 


Wilmington 99, Del. 





COMPLETE USED CAR INVENTORIES BOUGHT 
FOR CASH OR CERIIFIED CHECK. 


' Write or phone: 


I. M. WALD 
1545 Jerome Ave. Bronx 52, N. Y. 
CYpress 9-911! 








PARTS FOR SALE 


LLOYD PARTS for all models. Complete 
stock, Fast service. Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida. JA 2-7491. 


CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 





NEED PARTS for a Chevrolet heavy duty 
truck? Try Fuller-White Chevrolet, Tulsa. 
$250,000 inventory perpetually controlled. 


AUCTION SCHOOLS 


BE AN AUCTIONEER — World's largest 
school. Internationally recognized diplo- 
ma. Free catalog. Reisch Auction Col- 
lege, Mason City 77, Iowa. 


ANTIQUE, CLASSICO CARS FOR SALE 


1934 DeSOTO AIRFLO SEDAN. Motor 
overhauled, good tires and paint. Drive 
anywhere. $750.00. Schamberger Motor, 
Inc., Cedar Rapids, Iowa. 


1929 ESSEX 4-door. Black, perfect. This 
car does not need restoring. All original. 
N, Y. state ‘ted -~_ ae, Phil 
La Delfa Motors, Petry, N. 




























































AOCESSORIES FOR SALE 









PORTABLE DUAL CONTROLS 


Recommended for Driver-Education Cars by 
the Auto-Industry Highway Safety Committee 
and by Chevrolet, Ford, Plymouth and Ram- 
bler for all their models, including compe 
Automatic transmission $25; standard $30. 
Money back guarantee. PORTABLE. SouaL 
en OLS, INC., 1701 Balmoral, Detroit 3, 
Mich. 











No Other Tow Bar 
Measures Up To 


The SUPERIOR 
BLUE ® CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 


LEADS IN SALES... 





















BUSES FOR SALE 


ONE—NEW FORD, 48 passenger school 
bus, Oneida body meets New York state 
requirements. Will sacrifice. Smith Ford, 
Norwich, New York, Phone: 4-3274. 


FOUR (4) NEW 60 passenger Chevrolet 
school buses. Giles Chevrolet Sales, Port 
Jefferson, New York. Phone: PO 8-1234. 


TWO BRAND NEW GMC 16-passenger 





































ral Motor Service & Truck Co., ridge- VALUE AND... 
port, Conn, ED 5-1177. PERFORMANCE 
ee Dealers’ List Price.......... . $69.80 













Dealers’ Special Discount 25%. - 1745 




























CUSTOM MADE Dealers Net . $5235 
SEAT COVERS iene 
Federal Excise Tax Included 
For All Foreign and Domestic Cars & 
Ait colors and two-tone combinations $16.00 THE FAMOUS 


Clear Plastic—$12.00 
Cars with center arm rests— 


MOTO-MATIC 
TOW . GUIDE 


With Universal 
Swivel Action 
Four Clamp Hook-Up 


Dealers’ List a et Sessveed 
Dealers’ Special Discount 25%... 











$2.00 per arm add. 
Discount for quantity orders. 
25% deposit with order—balance C.O.D. 


GENERAL AUTO SEAT 
COVER CO., INC. 

1506 Jerome Ave. Bronx 52, New York 

TRemont 2-7666-7-8 































with 4 















Special Introductory Offer 


The NEW “x: 


Time 


ROADKING ONLY 


pr i 


with Draw Beam 
Univer Wrist Action Bar 
The "ORIGINAL BRAKE BAR" 


| Automatic Braking 


Only Bar Manufactured Today 
WITH ae UNIVERSAL ¢ $514 


“WRIST ACTION" 
Incldg. BRAKE HOOK-UP 
$450 
$3750 


TowKinG ..2:'0" 
State Tri-Bar $37 50 


ok-Up 
STEEL (7 (Tow Bar) CARRYING YOUR 


Federal Excise Tax included 


« 
‘‘ON THE BALL" 


TOW-PILOT 


cose tin a 


$3925 


Federal Excise Tax Included 


Substantial Discounts 
To Distributors 


Write for lilustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Depts 
“Leaders in the Industry 
since 1939" 


Canadian Distribuvtors 





























































BALL BAR .......- 
CompacTow Intra- 

















TRAIL KING 
th Wheels & Handles CHOICE 



















snows a Only Eastern: Western: 
nted O Wheel Five 
BAG Mos $13.95 0 a (Western), Ld. 





Seiteres WHEELS 
CHAINS, of 
“are Prices Include Federal Excise Tax 


Liberal Quantity Discounts 
To Distributors 


Tow Bar Sales Co. 


Distributors 
Nites: BA 1-8717 














1-NEW DODGE SIGN. Still in crate. Sells 
for $600—our price $300. Walker Motor 
Sales, Woodsville, New Hampshire, 
* Phone: 7-3764. 



















SEE PAGE 65 
for the nation's 
TOP AUTO AUCTIONS 






Exclusive Factory 
DE 2-0700 AN 3-888 


Call Collect .“s Pv 


charges 
on $100.00 orders 
40 So. Clinton St., Chicago 6, Ill. 



















New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [J 

































AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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